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At last 
weve caught 
up with 
our orders 


OR three solid months we’ve been doing our best to catch up 
with unfilled orders on the shoe pictured here—No. 3604R. 


Finally by increasing production to our utmost limit—even to the 
point of neglecting some of our less popular in-stock numbers we have 
succeeded in getting abreast of the demand. A comparatively small 
quantity is now in our In Stock department ready for at once orders. 

In all the sixty years of our existence no style.which we have pro- 
duced has attained such overwhelming popularity in such a short 
period. You can’t afford to be without it. The sooner you order the 
better. 


Black kid on No. 202 last. Perforated vamp and quarter. Medium 
plain box toe. Turn sole. 1 5—8-inch heel with rubber top. 


In Stock —AA-A, 4 to 9; B,3 to 9; C-D-E, 214 to9 $4.85 


J. J. GROVER’S SONS CO. -- Lynn, Mass. 
‘‘Soft Shoes for Tender Feet”’ oichialieuite 


Established 1865 00 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
80 Boylston Street Marbridge Bidg., 47 W. 34th St. 


Vol. 85, Ne. 14. Published every week by the Boot and Shoe Recorder Publishing Com 
: pany, 207 South St., Boston, Mass. Entered as second class mat- 
_ ‘er April 15, 1982, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 











2 iif! 5:5 BOOT AND SHOE RECORDER June 21, 1924 





WHITE MAGIC 
And the Fashion of Sport 


Summer—the background of outdoor activities. 

White—prime favorite of Summer’s colors. 

What magic Fifth Avenue’s merchants work with 
the word so admired by all America—Sport! ‘‘White 
magic’’—truly! For well they know how to weave the 
romance of sport into consumer demand—and sell 
white! , 

Thriving shoe merchants everywhere are now fea- 
turing white footwear. We would remind them of 
previous mid-season shortages of white leather shoes 


—and urgently suggest prompt reorders. 





The Present 


No. 3—Jack Rabbit No, 8—Beaver No. 13—Oriental Pearl 
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Sion v Cr Que. 


TANNERS 


Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


WHITE LEVOR 
GRAHN KID 








Desired Colors Are: 


No. 23—Medium Gray No. 51—Golden Brown 
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Browns—the colors for Fall 


—* a general 
agreement on the part 
of the livest large city re- 
tailers that “browns will 
be the leading colors for 
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This tendency applies not 
only to women’s but to 
men’s shoes also, where it 
is confined, however, to a 
darkand a medium brown. 
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Set dae Min ite 


fall.” 


Brown Kid is particularly 
favored — principally in 
wood shades, which com- 
bine most delightfully with 
similar shades in hosiery. 


We are ready with the 
right colors in 

QUAKER CITY KID— 
a leather which speaks for 
itself in point of quality 
and color correctness. 








“Without 
Quality 





eX 









Thee Cannol | 
Progress & Mads in Black 
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eAnd the Following Standard (olors 





Color 17 HAVANA BROWN 
Color 19 MEDIUM BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

Color 26 CHAMPAGNE 





QUAKER CITY MOROCCO CO. 
519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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NENTV 


THE SHOE THAT BREATHES 











Stock No. 1350 Stock No. 1250 
Colored Calf Oxford, Scot Last VENTO SHOES Colored Calf Oxford, Hague Last 


IN STOCK 





he 
REFRESHING 


__ Stock No. 1300 / Stock No. 1200 
Kid Oxford, Sterling Last Gun Metal Oxford, Hague Last 


IT BREATHES 


No, friend—water, mud and dampness do not and cannot enter VENTO 
Shoes through their ventilating system. 


We know this to be true—and we can’t put it too strongly to you—the 
merchant. 


Put a pair of VENTOS on your customer’s feet with complete confidence 
that they will breathe in fresh air and force out dead air—and not allow water to 
come in. 


An exclusive sales agency is offered in every city and town where a Vento 
dealer is not already listed. Don’t wait until it is too late. Try them out with a ° 
small trial order and get your application in at once. 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON $3 Campello Station $3 Mass. 
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St. Louis Style Center 
Washington Avenue 
looking east from 
Sixth to Broadway. 





No. 8424— Price, $5.75 
Made of Black Kaffor 
Kid, oxford, York: Com- 
bination Last, made to 
order by Commonwealth 
Shoe & Leather Co., 
Whitman, Mass. 























Dichticihin 


Americas dle centers 


selec 


Tue Sryie LEATHER OF AMERICA 


Good shoes involve (1) good leather, (2) excellent workmanship, (3) 
correct styling. 

Our earnest effort at all times to produce in shoe upper leather some- 
thing superior and different from all known types and tannages of this 
material, is reflected in KAFFOR KID. This gives the craftsman of 
fine shoemaking a base from which to work in his earnest endeavors 
to produce a shoe worthy of his firm’s reputation. 


The shoe merchants and manufacturers who select KAFFOR KID 
in browns or blacks for their fine shoes do so with our assurance that 
this leather has proven itself after the 
severest of tests, to stand as a light calf 
leather, unique and alone. 














































































































It has the requisite softness and mellow- 
ness to assure comfort, yet sufficiently 
sturdy to retain its shape. 








° ° ° Wri booklet “Th 
Specify it with utmost assurance for value. So 


Tne Onio LEATHER COMPANY 
GIRARD OHIO 
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Service and Profit --- Plus 


ONE SHOE MERCHANT WROTE US, “THE THING THAT I LIKE BEST 
ABOUT THE HELMHOLZ LINE OF CHILDREN’S FCOTWEAR IS THAT 
EVERY PAIR GIVES THE MAXIMUM OF,SERVICE.” 


NOBODY KNOWS AS WELL AS WE DO HOW TRUE THAT IS, FOR WE 
KNOW OF 1HE WORKMANSHIP AND THE MATERIALS THAT AREA PART 
OF THIS LINE AND WHAT MAY BE EXPECTED OF THEM IN SERVICE 
AND COMFORT. 


NOTHING BUT THE BEST IS GOOD ENOUCH FOR THE HELMHOLZ LINE 
AND WE SEE TO IT THAT PATTERN, LAST AND MATERIALS AS WELL AS 
WORKMANSHIP LIVE UP TO THIS SLOGAN. 


THE SHOE ILLUSTRATED IS ONE OF 
THE MANY ATTRACTIVE AND PROF- 
ITABLE NUMBERS IN THE HELMHOLZ 
LINE. 


No. Bi64—Black Calf Whole 
Quarter Bal, Patent Cut Out 
Saddle, Wing Tip and Back Stay. 
Oak Sole, Rubber Heel. 


No. B654—Tan Lotus Whole 
Quarter Bal, Rose Calf Cut Out 
Saddle, Wing Tip and Back Stay 
Oak Sole Rubber Heel. 


IN STOCK 
11% to 2... 
246 to 6. 


HELMHOLZ SHOE Mee. Co. 
HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 


«- Theyre Better Stitchdowns + 
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Young Folks with 
“Pep” Demand the 
New Note of “Snap 
and Stay” in This 
Year's Sport Shoes. 


The individuality of 
your store will be 
strengthened by sell- 
ing Sport Shoes car- 
rying the additional advantages of GRO 
CORD SOLES. 
The younger set in your city number certain 
young men and women actively interested in 
athletics. They exercise no little leadership 
among their associates of both sexes. 
Insure for your store this trade of the younger set by supplying their 
leaders with the newest approved note in sport shoe bottoms. GRO CORD 
SOLES are skid-proof, waterproof and comfortable because flexible. The : . 
double layer of hard woven fabric on back of every GRO CORD SOLE acts oa B” 
“QUEEN C” as a non-conductor of either heat or cold. The proof of the comfort is in KING 
Gro-Cord Soles the wearing. Gro-Cord Soles 
for Women’s Sport Many shoe retailers realize GRO CORD SOLES Py an est d posi- for Men’s Sport 
| wanda - tion in the footwear field equal to cord tires in the auto field. Shoes 
BRING THE YOUNGER SET TOTYOUR STORE 
WITH GRO_CORD SOLES. 


THE LIMA CORD SOLE & HEEL CO. 


LIMA, OHIO 


A. R. Mueller Co., Edward C. Mueller, A. C. Morand Co., Northwestern Leather 


258 Fourth St., 301 Advertising Bidg., 304-6 Sacramento ‘o. 
1627 14 South Street 


Milwaukee, Locust St., Street 
isconsin San Francisco, Cal. Boston, Mass. 





t. Louis, Mo. 
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THE GOODRICH LINE OF 
“SHOES for the OCCASION” 


AT THE BOSTON STYLE SHOW 
WILL INTEREST YOU 





HE Goodrich line of “‘Shoes for 
the Occasion”? was never more 
complete and beautiful than now. 
Numbers recently added to an 
already large assortment of turn 
footwear, broaden the line to an 
extent which gives buyers the 
widest possible choice. A cordial 
invitation is extended to you to 
inspect 
“Goodrich Shoes for the Oc- 
casion.”’ 


BOOTH NO. 199 
Make a Note of It 


Style question. 


HAZEN B. GOODRICH & CO. 


— Turns Exclusively — 





MEN’S and WOMEN’S SLIPPERS, OXFORDS and PUMPS 


HAVERHILL, MASS. 
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[LITTLE JOURNEYS, TO FROM FAMOUS PLACES | 





The “Old North” 





as ik 


) 




















> B ] 
The 7 Old N orth —Boston’s oldest church. In its tower were hung Paul Revere’s 
signal lanterns on the night of April 18, 1775. Our three famous brands of rubber heels on 


shoes of today are a signal of wise heel selection. Bull Dog is made for the very finest shoes, 
Vim for particular manufacturers of quality grades, and Ever Grip to help out the manufac- 
turers who must have a splendid heel value to use for popular priced footwear. 

Mass. 


a 
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Styles You Need—Ready Now 


INSTOCK NO. 306 B 


The favored Sport-and-Street Oxford 
120 Tan Hickory Calf, He-Man Last 
Crepe Rubber Sole and White Fibre Slip 
A, 7 to 11; B, 6 to 11; C and D, 5 to 11 


INSTOCK NO. 128B 


A new shape —a new pattern 
Black Mirror Calf—Speedboy Last 
In Tan Hickory Calf, Instock No. 154R 
A, 7 to 11; B, 6 to 11; C and D, 5 to 11 


5.85 





J. P. Smith Instock styles are uniformly 
high in quality. Every pair maintains 
unimpeachable factory standards. 


J.P.SMITH SHOE CO. 


CHICAGO NEW YORK 


671 N. Sangamon St. 148 Duane Street 
Tel. Monroe 4550 Tel. Whitehall 7545 


and at 312 Forrester Bldg., Los Angeles, Cal. 
Pp Smith Smart Shoes for Men and Women 
roper Shoes 
Dr. cA. Reed Cushion Shoes for Men 


For golf ,our Instock No, 
306. For wear with dark- 
er colored street clothes, 
our Instock No. 154R, 
with light colored street 
suits, No. 128R. 
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One of several dozen 
shoes showing, after nine 
months of test wear, a 
full nine iron as against 
an Original ten iron when 
first worn. 








Better 


— than leather! 
—than rubber! 






A result of the constant endeavor by chemists 
employed in the extensive laboratories of the Hood . 
Rubber Company to better the company’s products 
—this recently discovered soling compound! 


It outwears leather! It will not wet through! It will 
not burn the feet! It will not slip! It will not deterior- 
ate with age! 





In short, this new compound combines all the 
advantages of both leather and rubber and is without 
the faults common to either! It has no canvas con- 
tent and differs from rubber or fibre. 


Of all the soles ever used upon shoes, you will find 
this new compound the most comfortable and the 
most flexible! 


Manufactured by HOOD RUBBER COMPANY 
Watertown, Mass. 


-~HO06D~ 





=. Soles 
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Beautiful Models in 


White Kid and 
Black Satin 


No. 289—Levor White Kid Ruth. 
Patent Cut-Out Instep Girdle. IN STOCK 
Single Sole. Military Wood Cov- 
ered Heel. Newport Last. AA to C. 

$4.25 








Proving the well-known fact that 
Thomson-Crooker have the right 
styles at the right time and at the 
right prices. 








Immediate shipment made on 
these numbers 


————— re —} ee ee eee = ee ee ee eee ee 8 


No. 162—Levor White Kid Lizette 
One Strap. Cut-Out Trim. Single 
Sole. Full Spanish Louis Wood 
Heel. Beacon Last. A to C. 





No. 163—Black Satin Lizette One- 
Strap, Black Suede Cut-Out Trim, 


will answer the _ Single Sole. Full Spanish Wood 


Covered Heel. Beacon on to 


Style question. C. Price 
THOMSON -CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON $3 se $3 MASS. 
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A Significant Stamp See=™97 


a that means SALES to you a 








Union labor supports union labor in its daily buying as well as in 
industrial crises. 


This means that the stamp of the Boot & Shoe Workers’ Union in 
the shoes you sell is a countersign for organized labor to buy by 


that stamp. 


To them it means that the shoes were made in a factory where the 
democratic principle of collective bargaining is in force. 


It means that all disputes between those who operate it are settled 
by the judicial method of arbitration. 


It means honest workmanship in building the shoes. 


It means that the retailer can order shoes and know that they will 
be delivered on time. 


It means that thé retailer has pledged his store to gratify the foot- 
wear needs of organized labor. 


Finally, it means that the retailer has taken the surest way toward 
increasing his business by satisfying union members with foot- 
wear made by their associates in the shoemaking craft. 


Sell shoes bearing this stamp and increase your sales! 


T&S 
WORKERS UNION 


UNIO AM 


Fact 
~ B 








BOOT AND SHOE WORKERS’ UNION 


246 Summer Street, Boston, Mass. 


CHARLES L. BAINE 
General Secretary-Treasurer 


COLLIS LOVELY 
General President 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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your Mid-Summer 
and Early Fall selec- 
tions now. 


Many foresighted 
merchants have 
already tied up to 
REED’S profit-pro- 
ducing footwear for 


MORE SALES AND 
BETTER TURN- 
OVER 





Salesmen are Working 





E. P. REED & CO. 
Rochester, N. Y. 


New York Office, 299 Broadway 
\W. D. F. Gibson, Mgr. 
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Can you find these features 
in any other Toplift? 


USKIDE Toplifts present sales and manufacturing advantages that can be obtained 
with no other toplift. 


Think of the sales advantage of using a toplift that has a five-year record of success 
behind it—that is favorably known to hundreds of thousands of women for its excep- 
tional qualities of wear, fine finish, comfort and economy. 


Then—from a manufacturing standpoint these points of superiority will be quickly 
recognized: 

Made of a material that is easy to work with. 

Depressed lettering assures a flat treading surface, which allows greater 

speed and accuracy in nailing and trimming. An USKIDE Toplift lies 


flat against the plate of the nailing form and will not rock on the trim- 
ming “table.” 


Specially designed attaching surface—this feature, combined with the 
greater firmness of USKIDE, insures a tight joint, better finish and pre- 
vents the toplift from pulling away at the edges. 


Applicable to colored shoes (ask us for details). 


An USKIDE Toplift on your shoe is a guarantee of satisfaction to your customer. 


United States Rubber Company 


1790 Eroadway New York 
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A permanent ‘jet black 
—for all light colored shoes 


Tex REPCO on any light colored 
shoe. It will turn the shoe to 4 positive 
permanent black of a smooth and 
glossy lustre. 


BOOT AND SHOE RECORDER 
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There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 





For J 
Meierl*ting black, all kinds of russet. tan ™ 
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te A gum bic 
“condition add a little ‘wood or denatured alcobol © 


Hoe ne UNITED 


REPGO DYE 


leather shoes. 


fore using. Clean the surface ae! 
tly pply the dye freely and evealy. “ssn * 
witn a hand or machine brush. Do not “# 
© leathers, 


dee IMPORTANT 
nicks the can to stand open any lon 
¥- If, however, evaporation take 


s* 
than neces 
S place at 


c 
PAIRING machiN 


SCOMPANY 
S°8TON, Mass. 








selling or using Repco Dye find it a profitable 
investment and an excellent trade-builder. 


Suggest Repco Dye to your customers as a 
means of getting longer wear out of their light 
colored shoes. 


Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 


rr rr ee ee ee ee ee ee ee ee ee ee ee ee ee ee eee ee ee ee 


( 
: 
| 
; 
| 
: 
: 
: 





1, 1924 June 21, 1924 - BOOT AND SHOE RECORDER 


Over $50,000.00 


will be spent in advertising to help 
you sell Foot Comforts during 


Dr Scholls 
Foot Comfort Week 


Dr. Scholl advertising will reach 77 million Foot Sufferers 
anxious for foot comfort. A Dr. Scholl Foot Comfort 
Week display in your window is a psychological tie-up 
between our advertising and your cash register. 


Increased sales guaranteed 


Link your effort with ours and make this a greater profit producing week for you. 


Put in a window display. Take Pedo-graph prints of 
Run newspaper advertising. every customer’s feet. 
Distribute booklets and inserts. Talk foot comfort to every 
Use moving picture slides. customer entering your store. 


Be sure to use all the material sent you. In case it failed to reach you, 
use some of the display material previously sent you together with a good 
display of Dr. Scholl’s Foot Comfort Appliances and Remedies. You'll 
get results far in excess of the slight effort required. 


The Scholl Mfg. Co. 


Largest Makers of Foot Comfort Appliances and Remedies in the World 


213 West Schiller St. 62 West 14th St. 112 Adelaide St. East, 
CHICAGO NEW YORK TORONTO 





**1924 is an Arch Support Year’’ 


> 1924. The Scholl Mfg. Co. 
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A Remarkable Free Deal 
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; SATIN CLEANER, a scientifically prepared cleaner and dressing for CED 
a. 2) cleansing and restoring the lustre to Satin Shoes. Actually cleans and dye van, 
and restores lustre. Makes old shoes like new, without injury to leather nossi 
or trimmings. Made in Black and Brown. Retails for 50c. GIV 
DRESSAKID, unequal in its operation on White Glazed Kid, or al dise | 
a, : smooth white leather. Cleans, whitens and polishes. Will not turn leather your 
yellow. Easy to apply and quick in results. Retails for 35c. three 

> * 

>t Here is the Special} | 
i * Quantity Item Retail 
1 Dozen Eagle Brand Satin Cleaner (10 black, 2 brown)... ..... $0.50 
= 6 ae CR eee 35. 
i" - “  Centashine (6 black, 6 brown)......... 50. 
Free Merchandise for Int 
lf Dozen Eagle Brand Satin Cleaner. . Jonas ae tee aa $0.50. 
— = ss << (rene ae 35. 
ye * " © ED pA Kewsnevscngeneredeus 50 
fn q 
| nai Be Sure to Mention Jobber I 
“The Mark of Quality.” 

A RICAN SHOE POLISH COMPANY - 1956-S. Troy St., Chicago, Ill. / 
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ings from the well-known Eagle Brand line. Each is a new product, 

developed to meet the present demand. New cartons which catch the 
eye at sight and invite purchase. This Special Free Deal is offered on first 
orders only and applies to orders received to and including July 30th. This 
offers our dealers an opportunity to turn a quick profit of 100 per cent on the 
investment or 50 per cent on the retail price of a staple product. This Free 
Deal order will be filled direct, after which you can order through your jobber. 
Please mention Jobber’s name when ordering—and rememeber—this offer 
is limited to orders received before July 30th. 


Hic are three big, seasonable sellers for Summer trade in Shoe Dress- 


CENTASHINE, for all Calf and Gray leather. In Black, Brown, Cordo- 
van, and Tan. Will dye and polish, producing the most lasting lustre 
»ossible with least effort. Retails for 50c. 


GIVE US THE NAME OF YOUR JOBBER, because of the free merchan- 
dise offered, this order will be filled direct. We would like the name of 
your jobber, however, in order to make sure that he is supplied with these 
three popular sellers to take care of repeat orders. 


Introductory Offer 


Retail Price Total Sale Value 
$0.50 $6.00 
NGG nk 6 hag on knee Ode PRhiL db dk ue 6400 ee ee 4.20 
I ee nS Para weet age ae catia d ani gyi Obie REIN 6.00 


Introductory Purposes 


NS ' 


Total Retail Value 


SPECIAL PRICE $10.50 
Delivered — Your Profit 50% 
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AMERICAN SHOE POLISH COMPANY 
1956 So. Troy St., Dept. BSR, Chicago, Ill. 





Please send us 1 dozen each Eagle Satin Cleaner, Eagle Dressakid, 
Eagle Centashine with the 44 dozen of each FREE. 


Total price of the Assortment 
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....Black Centashine ....Black Satin Cleaner 
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AMERICAN SHOE POLISH COMPANY - 1956 S. Troy St., Chicago, Ill. 
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Buyer Resistance— 


—To overcome Buyer Resistance is one 
of the most trying and most costly prob- 
lems of present-day Selling. 


—Successful Merchants are, therefore, 
keen students of the best, and the best 
known values in their field of operations. 


—Gallun Quality Leathers are widely 
regarded in the shoe and leather world as 
materials of standard value and recog- 


nized leadership. 


Shoes Made From Gallun Quality 
Leathers Require Less Sales Effort 


Mandarin Dixie 





Calf 


Chrome tanned, 
glazed and boarded, 
in four colors of dem- 
onstrated popularity. 


Aztec 
Calf 


A smooth finished 
leather that is pliable, 
strong and pleasing to 
the eye. Offered in the 
Fashionable shades. 


Norwegian 
Veals and Calf 


A pronounced success 
for over a quarter of a 
century. 


Calf 


Chrome tanned, 
smooth finish, in colors 
which have met with 
general style accept- 
ance. 


Viking 
Calf 


Available in black and 
five colors. A smooth 
finished leather of su- 
perior merit. 


A. F. GALLUN & SONS CO. 


A. F. GALLUN & SONS, INC. 


MILWAUKEE, WIS. 


H. A. ELY, MGR. 


11 EAST STREET, BOSTON 
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HE remarkable record of increase in 
sales shown during the past year by 


O-SO-SNUG SHOES 


For Men and Women 


is proof positive of the unusual value in this 
line of | 


PROVEN PROFITABLE FOOTWEAR 


PHONE YOUR JOBBERS 


G ) Leablone Meads. 


Made in New England 
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SHOE POLISHES ARE SUPERIOR 


Whitremore's 24 


“Whatever the style sell Whittemore’s all the while.” The shoe has not been made that Whittemore’s 
cannot clean. The present season will go down in shoe history as a remarkable one considering the breadth 
and bigness of the white shoe demand. Kid and Cabretta whites have the call just now, with nappy 
leathers still running in public favor. Sport shoes of white fabric toppings will be worn and a treatment 
with Whittemore’s will be required to keep them looking right. Govern your shoe cleaning and polish 
preparation purchases accordingly and see that you have a goodly supply of the following on hand— 


WHITTEMORE’S “SUEDE STICK CLEANER” 

“TOP NOTCH” WHITE CLEANER FOR SMOOTH LEATHERS 
“ALBO” THE WHITE FABRIC CAKE CLEANER 
“SHUCLEAN” FOR WHITE KID AND CABRETTA 
“QUICK WHITE” FOR FABRIC SHOES 
“BAG POWDER” FOR FABRIC SHOES IN ALL COLORS 


Each and all of these are tremendous sellers having made friends with the public long ago and retained 
their good will through superior quality and satisfactory results. 


Don’t overlook the old standby, “Bostonian Cream,” for Black, Tan and all the popular colors of calf: 


—_ See also that your orders call for a supply of “Superb Patent Polish,” for patent leather shoes are 
still it. 
If Unable to Obtain Them Through Jobbers, Notify Us 


WHITTEMORE BROS. ( superist Shae Polish Stace 1882) CAMBRIDGE, MASS. 
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“Toh” 


One of the season’s smartest “pattern oxfords.”’ 
Beauty in every curve. Tailored in Black 
Satin, Suede, Patent, Colored Calf, or Colored 
Kid on several style lasts and heights of Heels. 
Write or wire for salesman or Samples. 


SHERWOOD SHOE COMPANY 


Originators of Quality Mc Kays 


ROCHESTER, N. Y. 
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More ‘‘Mid-Summer Specials’’ 


OMMENCEMENT of the vacation season for business men has 
swept into popularity and ready sale the Bates group of ap- 
propriate comfortable oxfords for warm weather wear. 

This special group, holding an important place in the Bates range of 
“Shoes for the Occasion,” is producing lively business for Bates 
dealers. A fact of which shoe merchants skeptical of present retailing 
conditions may profitably take note! 

No stronger indorsement and justification of the Bates policy of 
building shoes for the occasion can be given than the popularity of 
these cool, comfortable shoes for men’s mid-summer use. 

This special group 
takes high rank with 
the other Bates spec- 
ialties—Brogue and 
English models, Sport 
styles, Dress shoes and 
Orthopedic shoes. 





Mid-Summer Styles /(-=j7/ )) 
IN STOCK = | (@& 
7 


N Style No. 2199-B are A, YW 


precisely those features 
that produce the ideal warm 
weather oxford—light weight, 
firm Tan Moorland Calf, me- 
dium-weight and flexible outer 
sole, broad heel, with best 
rubber bottom. 
This model and its com- 
panion in Black Calf (Stock 
No. 2193-B) are built on the Stock No. 2199-B—(As illus- 
very shapely squarish French ‘ eee Fee bkasl Con 
last a little broader in the toe : , with smart new circular seam 


pattern. Armor-tred rubber 


than usual. It fits the foot per- heel. B.C and D widths. .$4.90 
; $ : ; tock No. 2193-B—Same, ex- 
fectly at every point. cept made of Heyl’s Imported 
Black Calf. Kid quarter lining. 

$4.90 


We supply newspaper electrotypes for Bates stock 
shoes. Ask for our Spring Portfolio showing six 
special groups of Bates ‘‘Shoes for the Occasion.”’ 


A. J. BATES CO. 


WEBSTER . . . MASSACHUSETTS 
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17 Colors 
Red, White, Blue, Green, Coffee, Chocolate, 
Light Smoke, Log Cabin, Beige, Silver Gray, 
Dark Gray, Dark Smoke, Cocoa, Pearl, Olive, 


Tangerine, Black. 


WILO ELK 


Why do we continue to tell you about this particular 
Color out of 17 shades in which we produce WILO 


SPORT ELK. 


Because this COFFEE color has proved to be the most 
popular shade for all grades of shoes — 

— not only the most popular color for spring and summer 
shoes, but also for very hard service shoes for fall and 
winter. 

Especially for Children’s Shoes where the most 
wear and service for the least money is required. 

If you will try a line of shoes made of COFFEE 
WILO ELK you will prove for yourself what so many 
retailers have already proved — namely that COFFEE 
WILO ELK Js The Best Leather For Service, Com- 
fort And Appearance That Can Be Put Into Children’s 
Shoes. 





The only high grade leather that 


See us at . . ° ‘ 
Booth 153, is sold in medium priced shoes. 


Boston 


Shoe Style C. D. Kepner Leather Co. 


Show. 
139 South Street, Boston, Mass. 


Sole Selling Agents of W j i @) Leathers 


No. 401 Metropolitan Bldg 


10 Spruce Street, New York —BRANCHES— ; 
Milwaukee, Wis. 


308 Leather Trades Bldg., St. Louis, Mo. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Sales Blindness 


Are You Suffering 
from this Malady? 


HAVE YOU RECEIVED Up in the Northwest, a number of years ago, there 
OUR NEW CATALOG? was an automobile dealer, who established a won- 
ee eT eee derful record, selling his motor cars in large quan- 
now sending our 1924 catalog to the tities right through the winter, while all the other 


trade. If you have not yet received dealers were idle. 
your copy, let us know, and we will 


see that a special copy is mailed you. . - 
It is the most complete guide to mer- This success was so astonishing and unusual that 


chandising success -s this ~y of the home office in Detroit wired him to come to 

lipper that has ever been issued. 

— coats their sales convention at the firm’s expense and tell 
the assembled salesmen and dealers how it was 
done. 





He arrived at Detroit in a rather puzzled frame of 
mind. He explained that he thought it was en- 
tirely regular to sell motor cars in the winter time. 
He didn’t know it couldn’t be done. He wasn’t 
“‘sales-blind”’ like the rest of the staff. 


There are a number of shoe dealers in that same frame of 
mind regarding Daniel Green Comfys. They do a wonder- 
ful business in the fall and winter, but think they can’t do 
much with them in the milder months. 


And as long as they think they can’t, they won’t. 


But, fortunately, there is an increasing number of dealers 
who have never found out they can’t sell Daniel Green 
Comfys in the summer, so they go merrily along, reaping 
profits that their “‘sales-blind” competitors are passing up. 
Right now is the time to push boudoir styles—in satins, 
soft leathers, and other colorful and dainty fabrics that 
appeal to the feminine sense of beauty and style, as well 
as the more staple felt numbers. 


Daniel Green Felt Shoe Co. 


General Offices 
DOLGEVILLE, NEW YORK 


SALES OFFICES 


116 East 13th Street 10 High Street 189 West Madison Street 
Nw York City Boston. Mass. Chicago, Ii. 


Daniel Green 
Comfy Slippers 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















BOOT AND SHOE RECORDER June 21, 1924 


The Weakest Link 


in the proverbial chain has no more deadly parallel than the 


INEFFICIENT LINING 


in an otherwise good shoe 


Argument for the use of a superior shoe lining is 


superfluous. 


The need for it is too obvious to admit of question. 
What fabric justifies the characterization of 


“‘superior,’’ may be disposed of with equal certainty. 


No form of insurance could be devised which would 
offer the same degree of immunity from loss through 
criticism and dissatisfaction on the part of the con- 











SET WILL 


SHOE LINING 


\\"All ws Pa LO) SOTO) , 207 SOUTH ST. 
COMPANY BOSTON,MASS. 











We'll send you a booklet that tells why ‘“‘Doubletwill’’ is the best 
lining there is, if you want to know. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OU should pay strict 

attention to the lasts on 
which your new fall styles 
are to be made. 


The new plainer oxfords for 
fall will depend in great 
measure for their attraction 
upon graceful lines which 
will attract the eye. 


For these new shoes, New 
York is advocating shorter 
vamps on the order of the 
style we are picturing here- 
with — with varying heights 
of heel—14 to 16 pre 
dominating.” 


The United Last Co. invites 
consultation from every in- 
terested shoeman. 





With factory branches and 
salesrooms in every impor- 
tant shoe producing center 


TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 


United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 





SMART LINES ARE FASHION’S FUNDAMENTAL 


0A Trend Toward 
Shorter Vamps 


we are able to gain a nation- 
al viewpoint on the prevail- 
ing last tendencies, equalled 
by no other company of this 


kind. 


We pride ourselves on United 
Last Co. service, and cordi- 
ally welcome all interested 
members of the shoe trade at 
any of our salesrooms, where 
the latest and most authori- 
tative style news is always 
available. 


United Last Company 


Headquarters — Boston, Mass. 


SEVEN SHOW ROOMS 
BOSTON 
212 Essex St. 
NEW YORK 
1402 Bush Terminal Bldg. 
CINCINNATI 
803 Sycamore St. 


ST. LOUIS 
Adv. Bldg., Rm. 303 


CHICAGO 
Peoples Life Bldg., Room 902 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
216 Metropolitan Bldg. 
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, | ARE YOU GETTING TURNOVER? 
EEF | IF NOT—WHY NOT? 


The profits of today are made by those merchants who are carrying as small 
a stock as possible, yet enough to justify the amount of business they are doing. 
They are getting TURNOVER. 

It is not necessary for you to carry a big stock of merchandise. We carry the 


stock for you. 
Mail us an order today. It will receive prompt shipment from our STOCK 








DEPARTMENT. 
No. 873H 
. , IN STOCK 
STITCHDOWNS 
5-8 814-11 114-2 24-8 
2733 Mahogany Elk Sandal................ $ .80 $ .90 $1.05 $1.45 
733 Tan Lotus Sandal...................... 90 100 1.15 1.60 
ee es ok. cicbcedavancwonce 110 1.20 1.35 
S73H Patent Sandal, Eng.................... 2.00 
25 Vox 2%6 ¢6II 
5Vox Tan Lotus Ventilated Oxford.....................00. $1.85 $2.15 
25Vox Mahogany Elk Ventilated Oxford.................... 1.75 2.00 


McKAYS 
814-11 1144-22%-8 
52 Patent Strap, foxed gray quarter and strap... .. $1.60 $1.80 
152 Patent Strap, foxed gray } mae and 





English toe. . 1.80 $2.10 
62 Patent Sally, red inlay... aie TF 
§ No. 52 162 Patent Sally, red inlay, English MARR URE 2.00 2.40 
69 Patent Sally, vamp and side cutouts............ 2.00 2.30 
169 Patent Sally, vamp and side cutouts, English toe. 2.30 2.65 
67 Patent Strap, 2 button fawn strap, patent inlay. ‘1.65 1.90 
167 Patent Strap, 2 button fawn strap, patent inlay, 
cs pieiducadtoncecieddackornedes 1.90 2.25 


IMMEDIATE SHIPMENT 
Mail us your order NOW! Complete stock list on request. 





No. 62 








Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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HEN a woman is selecting her new 

shoes she is interested mainly in 
style. But after the,novelty of the style 
has worn off, the comfort of her shoes in- 
terests her. It is then that she will appre- 
ciate your efforts to provide her with a shoe 
that has comfort aswell as style 


If the shoes you sell are equipped with 
Armstrong Circle A Heels, you are selling 
both comfort and style. 


ARMSTRONG CORK COMPANY 


Armstrong 
“re’® Heels 


Sell Her Style Plus Comfort 


Shoe Products Division Lancaster, Pa. 





Armstrong Circle A Heels will give 
walking ease to the wearer because they 
are resilient. They grip slippery surfaces 
w:th their little octagonal pegs of rubber. 

Armstrong Circle A Heels add style be- 
cause of their distinctive design. Arm- 
strong Rubber Heels are dependable be- 
cause they are made by the Armstrong 
Cork Company, which, for more than half 
a century, has manufactured products of 
the highest quality. 
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EBER (Union Made) SHOES make IN STOCK 


permanent customers. SIX STYLES 
They do it through the surprising value This one at $4.25 


: © : . STYLE 823 
which we give them at a retail price P & V Lotus Veal 


range of $5—$7.50. Color 104 
No. 91—Lace Oxford 


They are built in the spirit of the times Drake Last 
fi t il th t t t th : Heavy Single Sole 
or retailers who want to meet their cus- 45 Wingfoot, Rabe 
tomers on a platform of unusual value at Width C~ Sins 6-11 


moderate price. 5-10 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office, 1328 Broadway, Marbridge Building 
H. Harris, Rep. 














The Old Dependable Cake oom, 
Dressing for White Shoes 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States : 
43 North Third Street a " Philadelphia — 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manufacturers 
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~and still in good condition. 


7 

The first complete installation of Kawneer Resilient Store 
Front Construction was in the store of The F. Johnson 
Company at Holdredge, Nebraska. Mr. Frank Johnson 
recently wrote us: “The Front you installed in our building 
in 1905 is still in good condition, and we see no reason 
why it should not stand indefinitely. It has never been 
necessary for us to replace a glass where the Kawneer con- 
struction was used. We have discontinued plate glass insur- 
ance for a number of years past.”’ 


The resilient, spring grip on plate glass afforded by Kawneer 
Solid Copper Store Front construction has permanently 
solved the display window problem for tens of thousands of 
other successful merchants. If you plan to build or remodel, 
let us show you, without obligation, how a Kawneer Store 
Front will make money for you. Just pin the coupon to 
your letterhead and mail today. 

Kawneer fronts pay for themselves 

in increased sales and Profits— 


1813 Front Street, 


This Free Book Tells Why he rmpine age 
eT pate! fo r it NOW ol ligation, your new Book of 


Designs of Modern Store Fronts. 














Why you should insist on Resiliency 


Here is the reason as expressed by the Sample Furniture 
Company of Gary, Ind.: ‘Last winter six fronts on Broadway 
had broken glass due to wind. We experienced no difficulty 
whatever and in addition, our show windows were entirely 
free from frost or condensation.” The Aeolian Company 
gives the following reasons for insisting upon Kawneer Resil- 
iency and other quality features: ‘““The winter just passed has 
been the severest in the history of our local weather bureau 
records and as our windows passed through such a season, 
we do not look for any untoward results in any subsequent 


winters.” Resiliency is but one of several important fea- 


tures you obtain in Kawneer construction. 


These are the 6 Points of Kawneer Superiority 
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H. M. & H. Shoes, either in welts.or McKays, 
are nationally recognized as the summit of 
quality in their grade. Each pair is built and 
styled for the demands of an exacting trade. 





Some of the most prominent}'merchants in 
this country are consistent users of our shoes. 
They believe in them. 
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HENNESSEY MAXWELL and HENNESSEY 
Lynn ,Massachusetts 


120 Summer Street, Boston 
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filling a New demand 


ID you ever stop to think what a popular sport horseback riding is 
D fast becoming in this country? Did you ever realize the great 

demand that exists for riding boots? Rice & Hutchins, Inc. is 
awake to these facts, and is fashioning riding boots in excellent 
leathers—patent, black and tan calf—over the correct patterns as shown 
by the highest class bootmakers. R & H boots are made to retail at 
prices within the reach of all. Live dealers of every community can reap 
excellent profits on these boots that are in actual demand. They will sell 
because they are priced right. Line up with the largest retailers in the 
country, today. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U.S. A. 
Gentlemen: 


I wish to hear more aboul your riding boots for men and women. Kindly 
send full information at once to 
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Shall We Change Our Location Or 
Our Methods? 


HE other day a suburban drug store changed 
hands. The new owner, meeting an old resident, 
asked him what he thought of his prospects to 
which the old timer replied: “That is something you 
should have asked me before you closed your deal.”’ 
Like the Irishman who walked up to the bar and 
asked for a drink. The bartender called to the proprietor 
“Is Hennessey good for a drink?”’ The boss answered, 
“Has he had it?’’ The bartender said “Yes.”” The 
answer came back, “He is.” 
Too often we reflect on what has been done and in so 
doing discover innumerable questions which never oc- 
curred to us when they should. This shows that our 


powers to analyze a situation are limited because of in- 
experience along those lines. 

Consequently whether you are questioning the value 
of your present location or contemplating another it is 
advisable to make your decision in either case with an 
open mind and only after mature consideration, and in 
addition thereto it is well to consult someone whos 
judgment is sound and on whom you can rely. 


Don’t Blame the Neighborhood 


Too often retail merchants are apt to hold the chang- 
ing neighborhood accountable for a falling off in busi- 
ness rather than accept the neighborhood as it is and 
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build accordingly. The last few years have seen a heavy 
migration in many of the larger cities and even in some 
of the smaller ones and this transposing of classes has 
had its effect on many local retail stores. As a whole 
this shifting about is welcomed by the aggressive mer- 
chant because by being alert he has increased his 
patronage by holding the old customers and adding 
the new. 
Salesmanship vs Location 


June 21, 1924 


well dressed. His vocation demanded it. But he and the 
banker were almost alone in the wearing of good fitting 
and proper apparel. Among most women the shirt- 
waist and skirt with a sailor hat dominated feminine 
style and footwear was restricted practically to ox- 
fords and little attention paid at that to the dressing up 
of the foot. Black hose was in general use and no 
thought given to colors of any kind except in the sum- 
mer months when white hose and white canvas oxfords 


Likewise has he continued 
to grow by educating his 
customers into using the 
kind of merchandise he has 
on his shelves thereby prov- 
ing his ability as a salesman 
and a merchant instead of al- 
lowing the customers to dic- 
tate too strongly his policy 
and method of doing business. 

It is not the neighborhood 
that is wrong but the fault 
of the merchant in not 
adapting himself to the 
changing conditions and be- 
ing prepared to meet them. 
Reflection and analysis are 
synonymous. The one indi- 
cates the other, for the former 
naturally leads into the lat- 
ter. But neither one is a 
benefit unless the lessons 
derived are applied to the 








Rules for Determining Location 
Effectiveness 


Is the store conveniently located? Is it near or 
at a car line? Can it be seen from an intersecting 
line? 


How many people pass the store in the day- 
time? How many after six o’clock in the evening? 
How many pass on the opposite side? 


What stores are on each side of you? What 
kind of merchandise do they carry and what 
grades? How far is the nearest shoe store? 


How many windows has the store? T heir size? 
How do your windows compare with others? 


What class of people live near the store? Are 
they cash customers or would you be compelled 
to open charge accounts? If so, how do they pay? 


What is the potential value of the store? By 
that is meant, what are the possibilities of a 
volume business? 

How much would your advertising cost both as 
to how much you would be compelled to do and 


predominated. 


Merchandise More Valuable 
than Location 


This change has had a 
direct bearing on retail mer- 
chants everywhere and par- 
ticularly shoe merchants. Ho- 
siery and shoes are today 
subjects of discussion and 
are questions that must be 
answered correctly. But re- 
gardless of what type of 
customers you have, one 
thing is certain; your cus- 
tomer wants good merchan- 
dise. By that we mean, 
stylish, serviceable footwear 
in keeping with the style 
trend, and this is true re- 
gardless of where you are lo- 
cated or whether there is an 
influx of new blood into your 





business of today. 
We frequently hear it said, 





what newspaper rates are? 


neighborhood or an exodus 
of the old. Bear in mind that 








“Remember when we bought 
good welts for $2.25 and sold them for $3.00 and made 
money?” Reflect on this and apply it to your business 
of today. How far would a 25% gross profit go? It 
would not even pay your overhead! 

Why, then waste time thinking back to what you call 
“the good old days.” 


Different Times—Different Habits 


Remember, there was as much complaint then as 
there is now about being unable to make money, be- 
cause profits were small, money was scarce and staple 
shoes were the only ones sold. The generation is gone 
that bought shoes at such prices and a new generation 
has appeared on the scene. The old was the conserva- 
tive type that built homes and settled down, saving 
money on meagre salaries, but heedless of the vani- 
ties that existed then and thinking only of the day 
when the nest egg was big enough to warrant dropping 
the daily toil and indulging in the pleasures of an easy 
life to which old age is entitled. 

Not so the present. Now we have something entirely 
different. Divide the masses into classes and in each in- 
stance you will note the aristocratic atmosphere. The 
professional man always had the distinction of being 


the mechanic is earning as 
much as or more than many of the white collared men 
you count as customers and it is only natural he should 
seek a neighborhood in keeping with his income. Every- 
where we find a high wage scale, and naturally this has 
brought about a shifting of population. But that 
should not deter you from losing confidence in your 
merchandise because it is more than likely that the 
newcomers can better afford your prices than many of 
the old. 

Establish Yourself Firmly 

Experience has shown that the successful merchant 
is the one who goes after the business and does not sit 
idly by hoping for business to come to him. Why not 
now stop reflecting on past performances and de- 
termine that now—today, you will begin to lay the 
foundation for a bigger and better business so that, come 
what may, your reputation will be so strongly es- 
tablished that a shifting of peoples or classes will not 
effect your business in any way. 

Make yourself a power in your neighborhood. Take 
an active interest in the welfare of your community. 
Develop your personality and quit hiding your light 
under a bushel. Be a doer and not a sleeper. Live in the 
present—not the past. 
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H. M. Swetland Is Dead 


His Vision Made Possible the Very Real Service Now Rendered by Business 
Publications to Retail Merchants in Many Lines—Was President 
of the United Publishers Corporation 


ITH deep regret we 

announce the death, 

on June 15, of H. M. 
Swetland, president of the 
United Publishers Corpora- 
tion, of which the Dry Goods 
Economist and the other 
papers in the Economist 
Group, together with the 
Boot and Shoe Recorder, con- 
stitute one of the units. Mr. 
Swetland had been in ill 
health for several months. 

Horace Monroe Swetland 
was born in Chautauqua 
County, New York State, on 
Nov. 16, 1853. Coming to 
New York City in 1881, he 
became the representative of 
the Boston Journal of Com- 
merce, acting as reporter 
and soliciting both subscrip- 
tions and advertising. Three 
years later he went to Boston 
as the representative in that 
city of the technical paper 
entitled Power. Returning to 
New York within a brief 
period he became manager 
of that publication and in 
1888 became its owner. He continued to publish 
Power until 1900, when he sold it to the late John Hill, 
starting in the interval Marine Engineering. This he 
also disposed of later. 

In the publication of papers devoted to various 
phases of the automotive industries, which he under- 
took in 1902—including the publication of that name, 
Motor World, Motor Age, etc.—Mr. Swetland greatly 
enhanced the prominent position in industrial publish- 
ing that he had already acquired. These papers, whose 
publishing concern is the Class Journal Co., constitute 
one of the three great units of the United Publishers 
Corporation. 

To Mr. Swetland is due in large degree the formation 
of this corporation, which, besides the papers of the 
Economist Group and the Class Journal Co., includes 
the Iron Age and the Hardware Age. On the formation 
of the United Publishers Corporation Mr, Swetland 


was elected its president and held that important posi- . 


tion until his death. Last fall Mr. Swéand was in- 


H. M. SWETLAND 


He required of every publication with which he was con- United Publishers Corpora- 
nected that it must render service to its industry and must 
have a sound purpose and a definite reason for existence. 


strumental in bringing into 
the corporation another im- 
portant group of motor 
papers, published by the 
Chilton Co., Philadelphia. 
Ever alive to the needs of 
the industries with which 
through his publications he 
was associated, Mr. Swet- 
land, in 1904, took a prom- 
inent part in organizing the 
Society cf Automotive En- 
gineers, with a membership 
of 5000. He also aided in the 
formation of the Associated 
Business Papers, the national 
organization of business 
paper publishers, and was 
at one time its president. 
He was also president of the 
National Publishers Associa- 
tion, composed of numerous 
publishers of periodicals of a 
general nature. He was presi- 
dent of the Federal Printing 
Co., which is owned by the 


tion, and was at the head of 
the U. P. C. Realty Co., the 
owner of the building in 
which the United Publishers Corporation is located. He 
had for many years been a director of the Commercial 
Trust Co. of New York. He was a member of the Union 
League and the New York Club, of the Engineers’ 
Club and the Engineers’ Country Club, the Automobile 
Club of America and the Montreal Golf Club. 

In the industrial publishing field Mr. Swetland had 
for years been an outstanding figure, along with such 
men as Charles T. Root founder of the Dry Goods 
Economist in its present form; James H. McGraw, 
president of the McGraw-Hill Publishing Co., Emerson 
P. Harris and the late John Hill, already mentioned, 
with whom his association began in the early "90s and 
who, like himself, had the vision and the determination 
to which is due in such large degree the high place to 
which industrial journalism has of late years been 
carried. Integrity and love of justice were ever his 
most salient characteristics and all who had: dealings 
with him knew that in every transaction his word 

(Continued on page 55) 
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BOSTON SHOW NUMBER 


With style conditions more nearly stable than 
they have been for many a month, peculiar in- 
terest attaches this year to the Boston Style 
Show to be held during the week of July 14. 
What it will offer you will find in our next issue 
—and a guide as to how to balance your buying 
budget for Fall. 





In Agreement on Clearances 


ERHAPS we are mirroring the general impulses of 
the merchants of the entire country, or perhaps 
they have taken our advice literally, but the fact re- 
mains that shoes are moving at a profit in shoe stores, 
and clearances with slashing destruction are as yet with- 
held. We have recommended that merchants get all 


that they can out of the seasonable footwear and to | 


make clearances in August short, swift and severe. 
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So many department stores with monthly merchan- 
dise have dumped into bargain sales the overload of a 
late spring season. The most of this merchandise is 60 
days dead already, and comprises everything from 
wraps and coats to hats and headache powders. By the 
very diversity of their holdings they are subject to pun- 
ishment all along the line. 

In shoes what do we find? Every store has goods 
equally as salable, now, as in any of the chill weeks 
gone by—one type of footwear, not highs and lows, 
heavy and lights—but real stylish summer merchan- 
dise. Perhaps the quality of having sandals the year 
around has saved the trade from a severe beating. 

It is a healthy ‘thing to sell present stocks briskly, 
especially as whites are getting better with each hot and 
sultry day—but try your best to get a profit right along 
the line, and hold to a regional or town agreement on 
clearances. Try to work together on clearances, for it 
can be done to everybody’s good. 





Business Progresses Despite 
Politics 


HE political conventions point the way to an in- 

tense and windy season ahead. It would have a 
wholesome effect upon business to make the space of 
time shorter between conventions and elections. Four 
feverish months muddy up principles and platforms and 
the minds of men and women with trivial things, plus 
personalities besmirched in the heat of the contest. 
They do things a trifle better abroad, but perhaps four 
months of uneasiness will give way to four years of 
resignation and thanksgiving that it is not a perpetual 
malady. 

It would be well for the business of this country if 
more people got away from the habit of associating and 
complicating their business plans with the progress of 
political events. If the government of this country is in 
such a situation that the prevailing of any given politi- 
cal party would effect a real intrinsic injury, then the 
government itself and the parties themselves are in need 
of vital reconstruction. Let us broadcast this idea far 
and wide for it has the saving grace of being good com- 
mon sense, 

We hear too much business prophesying introduced 
with such phrases as “when the presidential election is 
over” or “when Congress gives relief.’’ Most of this sort 
of prophesying is within the enterprises which are more 
speculative than productive. We hope that merchants 
and manufacturers of shoes are not so shortsighted as to 
hold back business programs to see who is to be elected, 
and then what he has to say. Certainly the wiser course 
would be to look at all other conditions first, and then to 
be guided mainly by those other factors. 

Politics is not making a very disturbing noise in June 
and July and what rumbles will come in mid-summer 
will hardly solve any of the pressing problems of the day. 

Concerning any president’s honest, industry and 
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patriotic intentions there has never been any doubt. His 
high office ennobles him in the eyes of the world. For the 
first year of his term he is practically without criticism 
and he can get in his best work in that period. The only 
question is, will who ever gets in, have the backing to 
his executive force that will smash through all obstacles 
and get things accomplished. The people have pretty 
definitely got into their minds the fact that economy in 
the business of government is possible and must be 
accomplished, and that issue is paramount to all else. 
“The power to tax is the power to destroy”’ and the 
American people will not tolerate further taxation, no 
matter how commendable to any one group of people or 
to any one section the recommendation might be. A 
strict accountability to the whole people for every 
wasted dollar is a platform we can well recommend to 
every politician. Other than this he can thunder in the 
halls of Congress to his heart’s content—business is 
going on in its service to the people. 


Location Counts Less Than You 


HAT proportion of your business is dependent 

upon location? Some clear mental shooting on 
that subject is wrapped up in the leading story. Loca- 
tion helps. A long lease, bought when rents were low, 
helps. A spot passed by the entire population of a town 
at least once in every 24 hours has its advantages. But, 
as they found out in the open forum of the Southeastern 
Shoe Retailers’ Convention—location is second to good 
merchandise and third to good service. 

A leadership in practical shoe fitting service is given 
to the Coward store in New York with a location far 
from the best—in fact, if you were to start a new store 
adjacent you would be starting from zero. 

A vital point to remember in case you now own a fa- 
vorable lease. Charge your operating expenses with the 
actual face rental of that store if you were in the market 
today, and put aside the money as a reserve for the 
time when you will be forced to “pay the price.’ Then 
you are not fooling yourself as to the costs of doing busi- 
ness. 

Many a man is figuring rental at two per cent when 
his neighbor with a less valuable location is up to six 
per cent. Volume counts for something in making the 
location profitable—the more you sell, the less the fixed 
overhead, but don’t fool yourself that in owning the 
building you need not charge rent into your selling 
price. 





Competition of the Closet 


HE competition of the closet and the wardrobe is 

the greatest barrier to better business. Style, after 
it has run along the same line for months, builds upa re- 
sistance on the part of customers who say, “I’ve got 
something like that at home.” The result is, sales drag 
and interest wanes. 
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Let’s remove the competition of the closet by putting 
a barrel out front in the shoe store with the invitation 
to a charitable impulse—send the shoes to the Far East 
Relief. You can get a picture of Jackie Coogan who is 
leading a children’s crusade to the relief of these desti- 
tute peoples. 

Fashion destroys the wearable value of many gar- 
ments. If it were not so the bill for apparel would be but 
one-quarter of what it now is. Fashion in some measure 
has destroyed the value of some shoes; the cycle of 
wearability of shoes is too long as it is; only boots are 
taboo; everything from one to multitude of straps can 
be worn; color, then, is the only real exit-maker of stor- 
age shoes. 

The vogue for black has retired much of the colorful 
footwear of a year ago. The call for white is retiring the 
black. A Fall interest in tans will make newer shoes 
desirable. 

Thus the cycles of footwear and fashion make busi- 
ness for the store which can keep up with the fast 
changing desires of people with money to spend. A store 
needs to ring in the changes as often as the community 
can possibly stand them. One merchant putsit, “Sell’em 
what they ain’t got, so that what they have ain’t right.” 
We don’t like to mumble ungrammatical sentences like 
this, but “‘ain’t it the truth?” 





Less One-Man Methods 


T no time in the history of the retailing of footwear 

has there been so much attention paid to the pos- 

sibilities of modern merchandising policies and plans. 

The “‘idea”’ back of the policy is making or breaking 
shoe businesses. 

The retail shoe store of today cannot be the store of 
the one-man idea. It must be the result of a combina- 
tion of active forces within the organization in which 
each employee joins with the management in a proper 
realization of the meaning of the terms of “cost’”’ and 
“profit,” and their intimate relations to success. There 
is no room here for the unimaginative man for such can 
give no stimulative value to the problems under daily 
consideration. 

The retailer of today is fairly shrewd in sizing up the 
wants of his customers and this attitude is so far re- 
moved from the indifference of the old days, and shows 
such a rapidly increasing development of business pros- 
perity, that it points out a lesson which any shrewd 
merchant may read as he runs. 

The position occupied by the retail shoe store mer- 
chant toward the customer is being met by a similar 
attitude of the manufacturer toward the retailer. It 
means an incessant affirmative and aggressive blending 
together of mutual interests and places the retailer in a 
position of coming into his own as a stronger factor for 
successful and profitable merchandising of the product 
of manufacturers, while taking his own reward for his 
personal activity as a wide-awake merchant. 
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**Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 
in This Issue—and Other News 





Whites Are Leaders 

Boston, June 19—White 
shoes are selling very freely 
and the weather has been 
warm during the week which 
stimulated this trade. Kids are 
the most popular of materials 
and solid white has a decided 
preference over whites with 
colored trims. In fact colored 
trimmed whites are not car- 
ried extensively in any stores. 


Riding Boots 

Boston, June 18—Women’s 
riding boots in both black and 
tan calf at $15 are selling well 
at several medium-priced stores 
here. The boot sold freely all 
during the spring season and 
continues to be popular. 


Toes Are Wider 

Boston, June 20—Men are 
expressing ‘favor for the me- 
dium-wide toe in light tan calf 
material. Some of the fall pat- 
terns are even more pro- 
nounced than those selling for 
summer wear in regard to the 
short vamp. The toes are broad 
and roomy. 


Brockton-Made Shoes 

Brockton, Mass., June 19— 
Most of the graduates of the 
Brockton High School, who 
finished their education in 
this institution last week; wore 
Brockton-made shoes during 
the exercises. The class num- 
bered 250 and as Brockton is 
famous as a shoe manufactur- 
ing center, the superintendent 
of schools advocated wearing 
shoes made here. 


Blacks Hold Up 
Rochester, N. Y., June 18— 
Black satins and patents are in 
steady demand here. White 
footwear is selling better and 
sport models promise to have 
a good season. 


New Models 


Haverhill, Mass., June 18— 
Manufacturers are preparing 
some new patterns to show at 
the Boston Style Show in July. 
Strap designs and goring mod- 
els in dainty types are being 
made in generous numbers. 


Buffalo Style Report 
Buffalo, N. Y., June 19— 
There is no marked preference 
for any particular type in wo- 
men’s styles. Whites are selling 
well now that real summer- 

like weather is prevailing. 


Re-Orders on Whites 

Brooklyn, N. Y., June 20— 
Shoe manufacturers are look- 
ing forward to re-orders on 
whites. They base their hopes 
on the favorable reports being 
received throughout the coun- 
try bearing out the predictions 
that a splendid white year will 
be enjoyed. 


Plain Oxfords 
New York, June 19—Plain 
oxfords are selling fairly well 
and merchants are looking 
forward to a good season on 


trimmed, bench-made turn, 
gold kid trimmed and with 
gold kid covered heel, was 
selling readily at $28. This shoe 
had dainty scroll work in gold 
kid on quarter and piping of 
gold kid at its throat. 

Another artistic creation in 
silver brocade, silver kid trim- 
med, is much sold at this store 
for bridesmaids’ footwear. This 
shoe is identical in ttern 
with the black and d. The 
hosiery chosen for this model 
is usually on the moonlight 
shade. This shoe is priced at 
$25.00. 





operas are selling. 


men’s stores. 





New York Style Notes 


New York, June 18—Styles in women’s shoes are about 
the same. The trend is decidedly toward plain effects, 
materials and shape of last being considered ahead of 
ornamentations. In shoe stores strap effects; small tongue 
models, in most cases with gores, strapped gorings and 


The men’s buying has increased since the warm weather 
and has been steadier. Light tan oxfords with stitchings, 
mostly in double rows, are meeting with good sales in all 








this type of shoe when fall 
arrives. 


Whites Are Strong 
New York, June 20—White 
shoes have sold most freely 
here when the weather has 
been bright and summer-like. 
Coincident with the splendid 
white trade, has been the hold- 
ing up of patent and satin. 
Gores and Straps 
Lynn, Mass., June 18— 
Concealed goring types are 
meeting with favor. Straps 
are slender; stitchings finer in 
finish and gold and _ silver 
pipings more attractive. 


Calls Them Cavaliers 
New York—Tongue and 
buckle shoes are called ““Cava- 
liers’’ by a shoe merchant here, 
which is a change from the 
familiar name of Colonials. 


**Crimped Vamps”’ 
Crimped vamps are merely 
the vamps of gypsy style 
shoes. They are crimped, or 
formed, with a warm iron to 
make them fit on the instep. 


Brocaded Beauties 
Boston—At the exclusive 
shoe store of the Henry H. 
Tuttle Co., Salesman Harry U. 
Kirwan reported that a black 
and gold brocade, gold kid 


White Selling Heavily 

Boston—With the first real 
taste of summer temperatures 
= week, S - od 
airly “‘jumped” as to selling. 
The most of the shoe aun 
showed black footwear and 
light brown suedes in connec- 
tion with the white and light 
shades of gray suede were also 
featured. 


Black and White Hosiery 

Boston—The Dorothy Dodd 
Shoe Shop on West Street 
showed some very snappy 
sport creations in black and 
white plaids in women’s hos- 
iery. Shoes in white kid gore 
effects as well as patents, car- 
ried out the black and white 
effect. 


Well Arranged Window 

Boston—The R. H. White 
Co. devoted its shoe window 
the past week mainly to black 
and white effects, with a few 
grays and airedale suedes 
grouped pleasingly at either 
end of the window. 


Attractive Kiddies’ Window 

Boston—An artistic window 
for the little folks was recently 
trimmed by Percy E. Thayer 
for the children’s department 
of the Thayer McNeil Co. 
Henry Dahl, buyer. The entire 


space of one of the big windows 
on the Temple Place side of 
the store was devoted to socks 
and stockings, many of white 
with fancy cuffs. Some very 
pote shades of soft brown 
eathers were noted in the 
shoes shown. 


Operas Going Well 


Boston, June 1 ras 
are selling well at a medium- 
riced store. The toes are 
renchy-looking, being quite 
broad and having rather a 
blunt appearance. 


Men’s Styles 

Brockton, Mass., June 20— 
Manufacturers of men’s shoes 
report fall shoes are meeting 
with great favor. Tan shades, 
darker to some degree than 
the summer types, are selling 
well. Toes are Cooad. The most 
popular model is a comfortable 
appearing style, carrying lines 
suggestive of roominess. There 
are fewer narrow-toed patterns 
than in former years. 


Soft Toe Models 


Boston, June 19—The soft 
toe and creased vamp is not so 
familiar in the new fall lines of 
men’s shoes. However, some 
concerns making men’s shoes 
report a new type of soft box 
toe whichgives the shoe a better 
appearance after it has been 
worn than other types of box 
toes. 


Black Satin—Silver Heel 


Boston.—One may note al- 
most as many different effects 
in shoes as in hats. And some- 
times these fashions are not 
all shown in shoe store win- 
dows. A fashionably dressed 
young woman appeared on 

remont street one day this 
week, wearing a pair of black 
satin one straps with a silver, 
or aluminum heel; this heel was 
a baby Louis and had a rubber 
top lift. The lady wore black 
chiffon hosiery and the rest of 
her apparel was in black and 
white, with a dash of red. 


Fairly Heavy Oxfords 

New York, June 19—Fairly 
heavy oxfords in_ elk-skin, 
Scotch grain and similar sports 
leathers, are in vogue with New 
York women at present. The 
most popular of these oxfords 
fasten with a single broad 
strap and harness buckle, 
usually of brass. 
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Up the Ladder 


of Achievement 


“Your Hosiery Department” Next 


Ladder Club Subject 


OSIERY departments in shoe stores are be- 

coming more and more an important factor in 

swelling the gross receipts, and during recent 
years this fact has become more pronounced. The 
great run that the vogue for pale flesh colored hosiery 
shades enjoyed devel- 
oped into a big item 
nationally in increasing 
hosiery sales. 

The subject for the 
June 30 meeting of 
“The Ladder Club” is 
“Your Hosiery Depart- 
ment.”’ Many store oper- 
ators have enjoyed 
marked increases in their 
sales in this department 
in recent years, and this 
was more true in the 
past 12 months due to 
the wide popularity of 
light shades. 

At meetings of retail 
shoe merchants through- 
out the country the 
question of how to get 
the most out of a hosiery 
department has often been raised. Some stores are more 
successful than others. Some of the factors brought out 
at these sessions are put in question form as follows and 
may be suggestive of improving your department: 

Is your hosiery department in the right location? 
One of the most successful hosiery departments in the 
country is located at the right of the entrance, just as 
one enters the door. 

Who is in charge? Many store operators report hav- 
ing best results when a nice looking young lady acted as 
saleswoman. may 

What method do you employ for displaying when 
hosiery is being shown to a customer? The saleswoman, 
by running her hand into the interior of the stocking, 
can show the texture of the hose to good advantage. 

Are your colors and grades shown to good advantage 


in or on a case? 


Here is a well-arranged Hosiery Department which has met with excellent 
resulis as a “money-geller.”” 


Do your salesmen make the most of every oppor- 
tunity to influence the customer to match or contrast 
her shoe purchases by buying hosiery? 

Do you carry a sufficient range of colors? 

Are you familiar with the fact that if you get over- 
stocked with light shades 
that they can be dyed to 
darker colors? 

What success have 
you had with displaying 
your hosiery with shoes 
of the same color or con- 
trasting shades in your 
window trims? 

What methods of sug- 
gestion do your sales- 
men apply in advising 
men customers that you 
carry appropriate hose 
for matching your shoes? 

Do youkeepany check 
to show what salesmen 
make the most of their 
opportunities to sell 
hosiery to a customer 
purchasing shoes? 

Some stores make a 
practice in selling some particular brands in three-pair 
boxes as the minimum purchase. Have you tried this? 





Application for “‘Ladder Club’? Membership. 


“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent codperation. 





Signature 
Address 
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Get More Shoes 
Said Right 


a, a 


Devoted to the Interests of thal Great Army of Workers 


Edited by ARTHUR L. EVANS, A.M. 
President of the Retail Shoemen’s Institute 


Which Personally Serves the Public 





Have you joined “The Ladder Club?”’ Do not lose a minute’s time in doing so. 
The Recorder has rendered a signal service to the industry in originating “The 
Ladder Club.”’ With the exception of The Retail Shoemen’s Institute it is the first 
real broad-gauge effort to recognize the vast importance of the work and place of the 
retail shoe salesman. A great service-magazine such as the Boot and Shoe Recorder 
can do so much for any good cause in which it becomes interested. And I do know, 
of my personal knowledge, that the publishers and editors of this magazine are pro- 
foundly interested in this movement. If you knew Editor Arthur D. Anderson, as I 
have known him, for seventeen years you would congratulate yourselves on having 
enlisted in the movement a man so enthusiastic, devoted, intelligent and experi- 


enced. —A. L. E. 





Good! 


A first-term congressman made his 
maiden speech with which he seemed 
pretty well satisfied. In the lobby, after 
his forensic effort, he met “Uncle Joe” 
Cannon, and asked the veteran ex-speaker 
what he thought of his speech and re- 
ceived this reply: ““Young man, you said 
some good things and some new things. 
The good things were not new and the new 
things were not good.” 

Read, study, observe, THINK—and be 
able to know what is good when it’s good 
and why it’s good, whether new or 


old. 
Black Sheep 


If for the next 30 days every 
newspaper would print on its front 
page only good things, hopeful 
things, encouraging things, busi- 
ness would improve 100 per cent. 

If every one of us would refuse 
definitely to be pessimistic, and 
persistently to look on the bright 
side of everything, in the store and 
everywhere, that would help. Let’s 
do it. 

We are all tired of politics and 
personalities, of investigations and 
character-attacking. All we, as 
people, need to do, is to trust to 
the many honest men in public 
places to do the right thing, weed 
oui the corrupt and incompetent, 
and allow the rest of us to attend 
to our own knitting. 








people still believe that this is a strong, 
honest, rich country, with more opportuni- 
ties for industry and intelligence than ever 
before in its history. 

Because a few poor sheep get off the 
trail, shall the whole pack follow? 





The salesman soon learns that the world 
is ready to reward the man who knows his 
business thoroughly. There is a demand for 
such salespeople that is never satisfied. 
Too many people there are who are con- 
tent to know just enough to “get by.” 


Co ‘2 











The good people are still 99 per 
cent of the population. Lots of 


Where you will arrive depends on which way you are 


traveling. 


It’s Up to You 


The place you will occupy in 1929 or 
1934 is squarely up to yourself. If you are 
to be well-advanced into the better places 
it will be because you desire to progress 
and leave no stone unturned to put your 
desire in effect. No one wants your service 
except as it is valuable; certainly no one 
will advance you except on the basis of 
your merit. 

Sydney Stokes, former president of the 
Connecticut Retail Shoe Dealers’ Asso- 
ciation, says: 

“Service is a pet of mine, some 
of my friends say I am a nut on the 
question. It is the all-important 
part of any business, and no mat- 
ter how good the merchandise may 
be, or the advertising and store 
equipment, etc., the person greet- 
ing our customers and selling the 
merchandise, is the deciding fac- 
tor in our success or failure.” 





The Upward Climb 


William B. Joyce says: 

“When I was a boy I realized 
that there was plenty of room at 
the top of the ladder, and that at 
the bottom was nothing but a 
seething crowd that wasted its 
days jostling one another’s elbows. 
I determined to work my way out 
of that crowd to the freer air up 
above. 

“I know many young men who 
seem to be sitting around with 
folded hands, waiting for the 
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Put your heart into the moving of 
white goods. 


appearance of the magic fairy. They ex- 
pect their employer to stop some day at 
their desk and remark “You're a mighty 
nice little fellow, and I’m going to put 
you in charge of this office.’ Often I feel 
like catching them by the shoulder and 
saying: 

“**Young man, the world is in motion. 
The trees are changing with the seasons. 
The skies are forever weaving new tex- 
tures. Even the very rocks are disintegrat- 
ing. The President will soon be out of office. 
That famous financier will shortly be on 
the way to his grave. The head of your 
company may leave before another year 
rolls around. Are you fitting yourself to 
take his place? Wake up to the possibili- 
ties.’ ”’ 





Self-Analysis Questions 


One’s brain grows in two ways—by 
feeding on what is put in it and the man- 
ner in which it handles the mental food 
supplied. Both are important—the amount 
and kind of brain food, and the digestion 
of it. The digestion of brain food is the 
same process as exercising the muscles. 

If you want your brain to become a 
better instrument, give it plenty of good 
food, and then exercise it regularly and 
faithfully. 

Put your mind to work in your spare 
moments supplying your answers to these 
questions: 

1. Why, conditions being fairly equal, 
does one salesman sell more than another? 

2. What is the difference between a real 
salesman and an order-taker? 

3. What is the salesman’s “good-will?” 

4. What are the strong and weak points 
of my personality? 

5. Has self-denial a place in my upward 
climb? 

6. What constitutes happiness? 





“Walk and Be Healthy” 


“T am going to brag as lustily as I can 
on behalf of the pedestrian and show how 
all the shining angels second and accom- 
pany the man who goes afoot, while all the 











Winners of the May 
Problem Contest 


N. J. Rosenbaum, with The Bon 
Marche, Seattle, is the winner of the 
May prize contest: “What Should a 
Retail Shoe Salesman Know About 
Leathers?”’ He receives a two-years’ 
subscription to the Boot and Shoe 
Recorder. 


Arthur J. Witt, with Stein Bros. 
Co., Hastings, Nebraska, wins the 
second prize. He receives a one-year 
subscription to the Boot and Shoe 
Recorder. 


Mr. Rosenbaum’s article follows: 

“A retail shoe salesman should 
know everything there is to be 
known about leather. The more he 
knows about that part of his subject 
the greater will his success be. 


“‘A real shoe salesman knows the 
characteristics of the different 
leathers and what purposes each is 
best suited for. He knows that light, 
soft, porous kid leather is best for 
the comfort and coolness that are 
required by tender, aching, burning 
feet. He knows that kangaroo 
leather has all the advantages of kid 
leather and yet doesn’t peel or scuff 
or stretch like some kid is apt to do. 
He knows that a calfskin shoe is 
warmer for cold weather, that it is 
more waterproof, and that it holds 
its shape extra well. There are many 
such things to be known about 
leather, and this knowledge is of 
great help to the shoe salesman in 
helping the customer choose a shoe 
best adapted for his particular pur- 
pose. A shoe salesman really should 
be a consulting expert in his line. 

“A good shoe salesman knows 
why there is a difference in the 
prices of a cabretta and a kid shoe. 
He knows the difference between 
leather coming from the bend and 
from the belly or shank. He knows 
the difference between country 
hides and packer hides. He knows 
the difference between oak sole 
leather, hemlock sole leather, union 
sole leather and chrome sole leather. 
It is only by knowing such differ- 
ences that he can convincingly ex- 
plain to his customers why one shoe 
is worth more than another, or why 
one shoe will be better for his pur- 
pose than another. Oftentimes a 
salesman can persuade a customer 
to buy a higher priced shoe than he 
originally intended to buy, by sim- 
ply pointing out why the higher 
priced one will wear longer or hold 
its shape longer. 




















We should weed out the corrupt. 


dark spirits are ever looking for a chance to 
ride.”"-—John Burroughs. 
Talk Walk! 


Two Clerks 


Two there were in the self-same store 

Side by side on the busy floor 

Each with ribbons and silks to sell 

But one of them rose while the other fell; 
One moved up, while all year long 

The other was merely a part of the throng. 





Here’s the story, so oft retold ‘ 

In the busy shops where life’s wares are sold 
One sold silk from a crowded shelf, 

And quite forgot he must sell himself; 

One was cheerful and liked his work, 

The other gloomy and just a clerk. 


The cheerful one, with his ready smile 

Had people flock to his crowded aisle; 
They'd ask for him, and thus advertise :' 
That he was patient and also wise; 

For this was his plan to the long day’s end, 
To make a sale and to make a friend. 


It wasn’t long ere the chief found out 

He had a clerk being talked about; 

He heard it from women but poorly dressed, 

He heard it too from the city’s best; 

And he learned it from something which 
never fails 

The growing sum of the young man’s sales. 


Oh, boy, whatever your job may be, 

Go to it bravely and cheerfully; 

Over the counter and from the shelf 

Remember always to sell yourself; 

Be at your best till the long day ends 

For this is the secret of making friends. 
—Edgar A. Guest. 





In handling customers there is one 
worse thing than not talking enough and 
that is talking too much. Many a sale has 
been unsold. It’s like the old saying, “Be 
bold, be ever bold, but be not overbold.”” 





“Give me now wisdom and knowledge 
that I may go out and come in before this 
people.” (Solomon said that) II Chroni- 
cles, 1, 10. 























There is plenty of room at the top 
lof the ladder. 


The Well-Rounded Man 


There are over 600 colleges in the 
United States. They are turning out thou- 
sands of graduates every year. Today a 
college education is as common as was a 
high-school education 40 years ago. 

This means that the cultural standard is 
much higher and that competition for 
brain jobs is sterner than ever. 

The business man of today needs to 
know much aside from the facts of his 
business. He must be well-rounded in his 
equipment to meet personal competition. 
Not everyone can go to college but every- 
one can be self-educated. 

In each issue of this department you 
will find something of advice along this 
line. 

This week we shall be content to list a 
few books that every well-informed man 
ought to read: 

Life of Abraham Lincoln, by Ida M. 
Tarbell. 

Life of Ulysses S. Grant, by Louis A. 
Coolidge. 

Representative Men, by Ralph Waldo 
Emerson. 

Acres of Diamonds, by R. H. Conwell. 

How to Look at Pictures, by R. C. Witt. 

Shakespeare's Plays. 

A first-class book on etiquette. 











Here are a few books that every well 
informed man ought to read. 
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General Information 


Just for fun, can you answer these 
questions? 

1. Who is the American Ambassador to 
England? 

2. Name in order the six largest cities in 
the United States. 

3. Name seven cities or towns famous 
for producing shoes. 

1. Who is the president of-the National 
Shoe Retailers’ Association? 

5. What is the measurement of an 
“iron” used in shoemaking? 

6. Name five members of the United 
States Supreme Court. 

7. What is the oldest college in the 
United States? 

8. How many shoe factories in the 
country? 

9. Who was Charles Goodyear? 





Problem No. 4 


The Recorder will give a two- 
years’ subscription to the retail shoe 
salesperson who submits the best 
answer to the Problem: 

WHAT IS THE DIFFERENCE 
BETWEEN A GOODYEAR 
WELT SHOE AND A McKAY 
SHOE? 

There will be a second prize of a 
one-year subscription for the next 
best answer. Send your answers to 
the Problem to the Boot and Shoe 
Recorder, Editor Retail Salesmen’s 
Department, 207 South Street, 
Boston. 

The award will be made wholly 
on the basis of the ideas presented, 
regardless of the spelling, grammar, 
punctuation or penmanship. The 
winning letter or article will be pub- 
lished in this department. 











June! ! 


Here’s a month that is a month! It 
means something particular and special to 
the retail shoe salesman—opportunity for 
real salesmanship. 

Brides flourish—besides love and Cupid 
and honeymoons and home-building, they 
need SHOES. Who ever heard of a bride 
who didn’t want half a dozen pairs of new 
shoes? And “such hosiery!’’ And a dozen 
odds and ends of things found in well- 
appointed shoe stores. And the groom, the 
best man and the ushers and everybody 
who attends the happy pair! 

Graduation exercises! Here is a whole 
world by itself, incomplete without the 
tactful, discriminating aid of the retail 
shoeman. 

The very air breathes the dogma of 
“dress up.”’ 


Extrafpair sales! Hosiery! Findings! 
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I feel like catching them by the 
shoulder and telling them a few 
things. 


Whites 

Your employer has bought and placed 
in the store a certain quantity of white 
footwear. 

Because whites are seasonal they must 
be classed as perishable stuff. They are 
speculative. 

You will earn the appreciation of your 
employer by putting your heart into mov- 
ing white goods early. If you run short he 
can always fill in needed pairs promptly. 

Help the store to make money on the 
white goods, to rejoice in this seasonal 
type of footwear instead of bemoaning it 


as a necessary evil. 
Now’s the time to move white shoes! 





What Should a Retail Shoe 
Salesman Know About 
Leather? 


In answer to the May Problem, “What 
Should a Retail Shoe Salesman Know 
About Leather?”’ we received the following 
exceptionally well-written article from 
William B. Carhart, assistant manager of 
The Regal Shoe Store, Rochester, N. Y.: 

We feel that the contest should be con- 
fined to retail salespeople and therefore, 
Mr. Carhart is ineligible for the prize. 
However, his discussion is so useful that 




















Exercise the brain. 
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Because a few sheep get off the track 
must the whole pack follow? 


we must give our readers the opportunity 
to study it.—£ditor. 

“This is one of the hardest questions I 
can think of—to try to answer. There are 
so many things about leather which we can 
learn, that it is difficult to determine 
where we should draw the line and say that 
such knowledge is sufficient as far as the 
retail shoe salesman is concerned. 


Bluffs Are Dangerous 


“It is true in some instances that a shoe 
clerk can get by on a bluff and draw his 
pay check regularly without the slightest 
idea of the first principles concerning the 
merchandise which he handles and sells in 
a finished product, day in and day out. 


“If this is the case, and we must all admit 
that it is true, it gives rise to the question, 
Then why is it necessary to know any- 
thing about leather?” 

“The answer is, first of all, that the shoe 
salesman in a retail store, if he has a fair 
understanding of the subject, will be able 
to talk about his goods with a great deal 
more intelligence and confidence. Also, is 
it possible that a man in this line of work 
has never had occasion to use such knowl- 
edge? 

Knowledge Wins Out 


“Frequently a customer will ask a ques- 
tion which only a leather man can answer. 
If the clerk can give a true and intelligent 
answer, can talk interestingly on the sub- 
ject, is it not natural for the customer to 
feel that he or she is being waited on by 
someone who knows his business? And 
isn’t this impression most likely to produce 
confidence on the part of the customer, and 
isn’t it natural to suppose that this feeling 
is going to help a little in making the sale? 

“Did you ever see an automobile sales- 
man who did not know anything about the 
construction of the car he was selling? To 
sell anything at all we must have some- 
thing to talk about, something which con- 
cerns the product we are selling and will 
interest the prospect. What if a fur sales- 
man were asked from what kind of skins 
a certain fur coat which he was selling was 
made—and he had to confess that he 
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didn’t know! The chances are that he 
would be told by the customer that it was 
about time he found out. 

“Of course, we all realize that most shoe 
boxes are marked on the outside whether 
the shoes contained therein are made of 
calfskin, suede or something else. But you 
know, even though we do get posted before 
we take the shoe to the customer, we often 
have to show her five or six styles, made of 
different combinations of leathers,—and 
we may get a bit mixed up. 


A Sale Lost— Why? 


“While traveling on the road last year, 
I was waiting in a shoe store somewhere in 
Texas for an interview with the buyer. A 
clerk nearby was doing his best to sell a 
rather fastidious young flapper a pair of 
gray shoes. He had taken down about 
eight or nine different styles, each with a 
touch of gray on it somewhere. Finally, 
after some debating and argument, she 
selected two shoes, having eliminated all 
the rest. One was a gray suede and the 











The dark spirits are ever looking for 
a chance to ride. 


other a little lighter shade of the same 
color, made of nubuck. It seemed to be a 
draw between the two shoes and I think 
anyone who has ever sold shoes to this 
variety of the present-day human race will 
understand the proposition the poor clerk 
was up against in trying to help her decide 
which pair to take. Anyway, she at last 
seemed to notice that one of the shoes had 
a lot of ‘fuzzy-wuzzy stuff’ (as she called it) 
on the surface of the leather which the 
other shoe lacked. Thinking, perhaps, that 
the reason for this difference might help 
her in her decision, she wanted to know all 
about it—and the clerk was unable to tell 
her! He didn’t know the difference be- 
tween plain side-leather and calfskin; that 
was the basis of his ignorance, and he 
passed up the question with some remark 
about one stock being a ‘little different 
from the other.’ ‘However,’ he said, ‘they 
are both suede.’ He was telling a lie and he 
didn’t know it. 

“Right there I think, is one of the first 
and most important things a retail shoe 
salesman should know: the difference be- 
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tween calfskin and side leather. He should 
be able to tell them both at a glance, and 
if he learns nothing else he will know a 
great deal. By this I mean, he should un- 
derstand that nubuck is made from cow- 
hide. There is a so-called cabaretta ‘suede’ 
but ‘suede’ made from kid or cabaretta is 
not genuine suede as the trade under- 
stands it, and should not be called such. It 
is just like calling side-leather calfskin, 
and yet there are a lot of shoemen who 
make this very mistake. 


Can You Tell One Leather from Another? 


“Of course, a man selling men’s shoes 
will probably never have occasion (I hope) 
to talk about cabaretta (a cross between a 
sheep and a goat), and therefore he 
should not be expected to understand the 
how and why about it. Neither should he 
be expected to know anything about sheep- 
skin, although sheepskin, etc., may be used 
in some of the very, very cheap lines of 
shoes that are on the market today. 


The Path to Success 


“If he knows calfskin from veal and 
side-leather, knows what ‘elk’ is, under- 
stands what patent leather is and above 
all, if he knows the difference between 
suede and nubuck he will be able to hold 
down his job with a great deal more con- 
fidence and will not be running the chance 
of having to confess his ignorance regard- 
ing the article he is selling. 

“‘When one considers how easy it is to 
acquire this knowledge, is there any excuse 
for any of us not having it? Just one solid 
hour of concentrated study once a day for 
even a few days will clear up a great deal 
which a lot of retail shoe salesmen must 
admit is Greek to them now.” 





(In the trade, the term “‘suede’’ is usually 
taken to mean velvet-finished kid, and ‘‘ooze”’ 
is the same finish on calfskin, both finished 
on the flesh side. Nubuck is, as Mr. Carhart 
slates, split cowhide finished on the grain 
side.—Editor.) 





Are you playing the game with 
your hosiery department? 











June and Cupid must be attended. 
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Putting Business On A Higher Plane 


Code of Ethics Adopted by Southeastern 


Association at Charleston Convention 








1. To conduct business in 
such manner as to give perfect 
service based upon the highest 
standard of truth and honor in 
every transaction. 


RRR 


2. To study the wants and 
requirements of the public and 
to supply such wants in the 
most efficient manner possible; 
to offer candid advice to cus- 
tomers in regard to every pur- 
chase and all consumers to be 
quoted the same price. 


MIEN 





3. To make the exchange of 


salespeople to subscribe to cor- 
respondence courses for the 
improvement of their knowl- 
edge of fitting shoes and 
to encourage meetings for the 
discussion of proper fittings and 
to encourage the organization 
of clubs within the store for the 
exchange of experience. 


6. To establish closer rela- 
tions among merchants and 
members of our own craft. 
That we strive to increase the 
efficiency of the craft, by the ex- 
change of ideas and business 
methods. Not to allow our em- 
ployees to make false or dispar- 
aging remarks or _ tolerate 








our goods and service, and our 
ideas of margin legitimate and 
ethical, provided all parties 
in the exchange are _bene- 


fited thereby and no deception is practiced. 


MIEN 


4. To avoid misrepresentations and exaggera- 
tions in our advertisement and misleading state- 
ments, either verbal or written; to be always 
frank and never evasive so customers may not 
be led to expect more than we can honestly 
supply in either quality or service. 


HIER 


5. To pay to our employees wages consistent 
with living conditions and service rendered, to 
assist them in thrift and self-advancement, to 
encourage young men and women to enter the 
shoe business, to recommend to our employees the 
reading and study of trade journals, to assist our 


MOSE M. SMITH 
Savannah merchant elected president of 
Southeastern Shoe Retailers’ Association 


harmful rumors respecting a 
competitor's product, princi- 
pals of business or personal 
standing. 


MAH 


7. To place our obligation to manufacturers 
and their representatives on the same high plane 
as our duty to the public; an order placed with a 
manufacturer is a sacred contract that should be 
lived up to, even at a time of declining prices or a 
period of depression. 


HAM 


8. To assist the Government whenever possi- 
ble in our line, or otherwise, and participate in all 
worthy movements for the public welfare forwhich 
our special training or experience qualifies us. 


HIN 


9. To apply the principles of the Golden Rule 
and to be gentlemen of honor in our every-day 
business transactions. 
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How We can Make Business Better 
Than it Is ) 


From address before the Southeastern Contention 


By SEATON ALEXANDER 
President of the N.S. R. A. 


OVERNMENT statistics show the production of 
(> shoes during the first quarter of 1924 to have 

been fourteen million seven hundred and forty- 
nine thousand pairs less than for the same period of 
1923. 

We hear many complaints from all interests con- 
nected with the shoe business. Tanners have been los- 
ing money. Manufacturers with but few exceptions 
have made no money for the past two years. The ma- 
jority of retail merchants point to their shelves and 
say: 

“My profits are there tied up in merchandise that 
if moved at all will be at a loss of the profit that might 
have been, and then some.” 

Traveling salesmen have been hard put to it to show 
any velvet on the year’s work. 


Business Has Not Gone to Pot 


The pessimistic shoe man will tell you business “‘has 


going to fill my plant, I’m going ahead. If the other 
fellow can’t hold the pace that’s his misfortune.” 

The tanner, therefore, lies awake nights to figure out 
some new tannage or colors that will send all manu- 
facturers to him and his plant will run full at a profit. 
Experiments are costly and the other tanners are not 
sleeping so that before he has sold enough of the new 
product to show a profit the other fellow has caught 
up and he feels obliged to start all over again. 

It would seem that a little less competition and a 
little more co-operation on the part of the tanners 
would be beneficial not only to them but to the industry 
as a whole. 


The Fallacy of Price Cutting in Order to 
Get Volume 


The makers of shoes resort to much the same tactics 
and in order to keep their organization together will 
make prices to large buyers that net them no profit, 








gone to pot,” offering as the 
cause of the condition a 
greater variety of reasons 
why than Heinz offers vari- 
eties and almost invariably 
it is the fault of the wing of 
the business that he is not 
directly connected with that 
is responsible. 

Suppose we try calmly to 
analyze the situation and we 
find the first barrier the hard- 
est to overcome, viz.: 

The production capacity 
of our factories is one-third 
greater than the consump- 
tion capacity of this country 
and our foreign trade is so 
small that it helps out but 
little. 


More Co-operation the First 
Need 


The American business 
man is so constituted and has 
been so accustomed to keen 
competition that it is most 
natural for him to say: 
“Conditions be d——, I’m 














Alexander’s Rules for Success 


The buying public does not demand 
lower prices on shoes. The reduction of 
prices by makers will not add a pair to 
general sales. 

So fellow retail merchants, let us make up our 
minds to do the following: 

Buy all of the shoes we know we can sell on a 
sizty to ninty day forecast, taking no greater 
gambler’s chance than that. Once we have placed 
an order, consider it an obligation. Donot counter- 
mand. If shoes are delivered when promised, and as 
promised, keep them. 

Be loyal to lines that have proved their 
worth, pay their price and get your profit. 

Discourage “‘Sales.”” If a style shows sickness, 
sell it at once. Don’t wait until it is dead and 
then give it away. 

Be a member of the N.S. R. A. and profit by its 
clearing house. Exchange for an idea the other fel- 
low has that you do not, one that you have and he 
has not. 

Be a member of your State or Regional Asso- 
ciation. Exchange ideas through that as to styles 
and methods particularly applicable to your 
section. 

Be a member of your home town group. 
Settle amicably your local troubles and, as a 
group, enter actively into local civics. 











hoping to take sufficient 
orders from the smaller buy- 
ers to enable them to get by. 

His high-pressure salesmen 
are sent out with instructions 
to sell shoes regardless of 
whether he overloads the re- 
tail merchant or not. 


Too Many Returned Shoes 


The weak merchant in 
time looks over his duplicate 
orders, concludes he has 
overbought and unhesitat- 
ingly countermands or lets 
the shoes come in and finds 
an excuse for returning them. 
These shoes are then sold to 
anybody that can pay for 
them at prices regardless of 
real value and are eventually 
put onto the feet of con- 
sumers at prices less than the 
maker should have got for 
them. 

When the manufacturer 
closes his books he finds it 
necessary to change the color 

(Continued on page 52) 
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How to Control Your End Sizes 


Carton Records and Racking of Stock Help to Complete the 
Size Chart Story 


By W.S. CAOQUETTE 
Of Willson’s Shoe Shop, Boston 


T is conceded by 
I experts that over 
$100,000,000 today 
is tied up in end sizes in 
shoe stores the country 
over. But by keeping an 
intelligent record of sizes 
actually sold, and by | A 
carefully consulting this 
“buying guide,” the 
above - mentioned _ tre- 
mendous waste may be 
cut substantially. It is 
doubtful if even the most 
exact system will entirely 
cure the end size “‘can- 
cer,”’ but at least it can 
be controlled. 


3/3544 7 
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Carton records and 
racking of shoe stock 
are also important mer- 
chandising factors. 
There are hundreds of 
systems~-some are 
good and some are bet- 
ter. But system there ; 
must be, if the mer- EE 
chant would reduce the 
number of [trouble- 
some end sizes to the 
minimum. 


z| Sie » 


Sizes More Important Than Styles 


Simply to eliminate that stock which the merchant 
considers end sizes without a rigid buying analysis is 
like throwing away a chart by which the captain of a 
ship should steer his course. In each case, intuition is 
substituted for mathematical precision and common 
sense—and only by the two latter methods may either 
a merchant or mariner reach his destination. 

No matter how good the style; how favorable the 
price; how excellent the quality, all of these are as noth- 
ing to the retail shoe merchant, unless sizes are planned 
to fit the customers’ requirements. There is no one size 
scale that suits all merchants. Each shoe store buyer 
must decide for himself what will be the best bets for 
his store. After those “best bets” have arrived at the 


Record of sizes sold 


Post each day’s sales by sizes and then outline the best sellers. Divide 
your shoes into groups as described in this article 


store, in the required 
sizes, the merchant must 
then arrange his stock so 
that it will move as 
cleverly as it has been 
bought. 


Buy for YOUR Trade 


Obviously, there are 
those sizes which may be 
considered generally good 
for every store. But there 
are many variations in 
types of trade. If a mer- 
chant is catering to the 
so-called ‘flapper’ type, 
he will need many sizes 
and widths which would 
be considered risky by a 
brother merchant cater- 
ing to the family trade. 
Again, a very clever mer- 
chant, or one, at least, 
in a large city may safely 
stock very small sizes in 
assured styles. 

The evil of “end sizes” 
lies not so much in the 

‘4 sizes or types of shoes, 
as in the lack of suffi- 
ciently accurate informa- 
tion on the part of the 
buyer of the require- 
ments of his shoe store, and after that, the poor 
arrangement of that stock after its arrival. 
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Where End Sizes Begin 


Shoe buyers spend much time in picking the real 
winners as to style, but in many cases all too little time 
is spent in picking the right group of sizes. To select 
the right style for one’s store is of vital importance, but 
all the good accomplished is fost unless the sizes fit the 
feet of the customers of that store. Sales lost on sizes 
which are not bought, and for which there is a demand, 
is profit lost. And this, because we think that our size 
range is correct, but we don’t know where we really 
should draw the line. 


The form prepared shows a simple way to record 
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sizes. This chart is quite flexible and can be changed to 
suit the individual needs of each retail merchant. Each 
day’s sales are posted, showing the sizes actually sold. 
These could he divided into groups, if desired, namely— 
growing girls’ shoes, flapper types, orthopedic shoes, 
etc., for each type requires separate size treatment. 
Each week, after the last day’s sales are posted, a heavy 
blue pencil line might be used in tracing the extremes 
of best selling sizes. The percentage which each size 
bears to the total number of pairs sold on each width 


The Story the 


Supplementing Mr. Caouette’s information, several 
stores in Boston were visited for further ideas on carton 
arrangement. 

In one very high-grade store, the highest priced goods 
are racked at the front of the store. The shelves which 
reach to the ceiling are sub-divided. Welt shoes are 
racked underneath the ledge, and on four shelves above 
that are arranged the turns—these are all French heels; 
two shelves above that are the Cuban heel turns—these 
are ali within a height that a man can reach quickly 
from the floor. This leaves an overhead space of four 
shelves on which are carried short ends of lines and 
PM. goods. Directly back of the settees in the women’s 
section are a number of shelves on which are kept white 
shoes during the summer and in the winter these 
shelves are utilized for very fine evening slippers. Chil- 
dren’s shoes are racked on the opposite shelves. 


Plain Markings on Cartons 


In this store, the style number, price and size are 
marked in plain figures on the end of every carton, so 
that there can be no question about the price of a shoe. 
No French sizes are used. During the day, those cartons 
emptied are turned upside down, and the stock man 
fills same. None of the salesmen in this store touch the 
stock until it is put into the boxes. When a box is not 
only inverted but has its label records placed toward 
the wall, the salesman knows that there is no more 
stock in the basement to take its place. When a carton 
is depleted of its contents, the salesman notifies the 
stock man. When the stock man finds that he is putting 
in the last size on that particular model, he places a 
green sticker on the box. The stock is sized into the 
cartons vertically—the AA’s at the right, A’s to the 
left—stock moves from right to left—smallest size in 
botom box. 

How End Sizes Are Grouped 


At another small store, devoted entirely to women’s 
shoes, the proprietor stated that the racking of shoes 
by size, rather than line, should depend entirely 
on the size and type of store. This store groups its 
end sizes in one section, about in the center of the 
store. 

If this store had a few sizes in gores or fancy num- 
bers, the merchant would size them right in with the 
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could be very easily figured. A record of this should be 
kept. 
Simplicity in Racking 


Simplicity in the racking of shoes is important. I, 
personally, prefer the vertical system, and I find that 
this is used quite generally. Our stock is grouped with 
leathers as the first consideration, then style, then sizes. 
Plain sizes are better than French sizes and make for 
uniformity. 


Cartons Tell 


leathers or other materials of which they might be 
made and a mark would be placed on each box for its 
particular designation. 


Racking by Sizes 

This store endeavors as nearly as possible to rack by 
sizes, rather than by styles. Every carton is plainly 
marked with size, width, and price number. 

In another store selling both men’s and women’s 
shoes, colors were given the preference in stock arrange- 
ment—blacks came first—then tans, then whites, or 
novelties. Stock was arranged vertically. Smallest sizes 
at bottom, and narrowest widths at the left. 


A Twenty-five Year Tested Record 


Still another store has plainly posted on each carton 
a record label.. This is divided into three parts. In the 
top and largest section is given a complete description 
of each shoe by numbers, as for instance, “1996.”" In 
the two lower and smaller “compartments” of the 
label are marked the size and width and price. The 
cartons on each shelf are arranged two deep—eight 
across, or sixteen to each shelf. At the top left of each 
shelf is the “leader’’ box which gives the style number, 
as above described and the price, and governs all of 
the sixteen boxes in that section. 


Describing 1996” 


The store in question is an old one—it has had its 
system of carton numbering in practise for twenty-five 
years, and finds it of great help in the quick moving of 
stock. 


This house makes its first number designate the style 
of shoe—and these styles it has listed, as follows: 
1—Pumps or Colonials. 2—Oxfords. 3—Lace Boots. 
4—Button Boots. 5—Dress or House Slippers. 6—Bou- 
doir Slippers, Mules, Scuffs, etc. 7—Tennis Shoes. 8— 
Carriage Boots and Miscellaneous. Therefore, “1” 
would mean a pump or Colonial. 

Its second figure “‘9’’ represents material. Materials 
are listed, as follows: 1—Black Calf. 2—Black Kid. 
3—Patent Leather. 4—Tan or Brown (Calf only) 
5—White Canvas. 6—White Leather (Kid, Buck, etc). 
7—Colored Leather (Kid, Suede, etc.). 8—Color Com- 
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binations. 9—Satin, Brocade, and Cloth (exclusive of 
Felt). Therefore, “9° would mean a Satin or 
Brocade. 

The third figure, “9,’’ represents the sole and heel. 
For illustration: (Turn sole, odd numbers.) 1—No 
heel, or spring heel. 3—Low, or military heel. 5— 
Cuban heel. 7—Low Louis heel. 9—High Louis heel. 
(Welt soles, even numbers.) 2—No heel, or spring 
heel. 4—Low, or military heel. 6—Cuban heel. 8— 
Low Louis heel. 0—High Louis heel. Therefore, ‘‘9”’ 
would be high Louis heel, turn sole. 

The 4th number simply designates the number of 
lines used on a style answering one general description 
since the system was installed. In this case (‘‘6’’) it 
means that it was the sixth line. 

The carton story. is supplemented by a chart of 
sizes which is kept in the office with description num- 
ber, maker’s name and cost. Broken lines are grouped 
in one section in this store, with a PM of 5 per cent 
for selling. 

The above refers to women’s shoes. Men’s shoes are 
allotted a certain number to correspond with the 
number given the manufacturers and the number 
shows the make. 


In This Store, Leathers First 


At another store, stock is arranged as to leathers, 
colors, and then prices. For instance, a black kid, 
strapped shoe, might start at $5.50—right next to 
that would be a section of $6.50 black kid straps— 
then $7.50—then $8.50. The next section would be 
browns—then sandals, but sandals are not groups. 

This store buys largely from one factory and ar- 
ranges its numbers accordingly; those shoes which are 
bought from other manufacturers, are given another 
set of numbers; for instance, from 1,000 up in the one 
case, from 1500 up in the other case. 


Carton Removed with Shoes 


The advantage in grouping by leathers, as stated 
by the merchant interviewed, is that it makes for 
easier identification on the part of new men, and for 
greater service to the customer through accessibility. 
Each carton is marked with stock number, size, and 
width. The price is plainly marked on the breast of 
each heel. The sizes run “snake” fashion in each 
section. Each carton has stock 
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and Gold Slippers. O— Buckles. O—X — Hosiery. 


Ladders for Small Stores 


Ladders are used, as the store, which is about 90 
feet deep and 40 feet wide, is better served in that way. 
All sales people are men in this store and the ladder 
is not considered an inconvenience. Balconies are not 
considered as a good feature for this store—nor does 
the proprietor believe in them in any store. He feels 
that the stock is more accessible on the floor. This 
store carries men’s, women’s, and children’s shoes. 
Women’s and children’s lines occupy the front part 
of store. 





How We Can Make Business Better 
Than it Is 


(Continued from page 49) 


of his ink from black to red and his salesmen find their 
commissions for the season’s work have shriveled up. 


The Kind of Factories That Are Making Money 


“Close contact with and careful observation of many 
factories show me some bright spots among them, fac- 
tories that are making money, and almost without ex- 
ception they are factories that do co-operate, not only 
with each other, but with their customers as well. 

The retail merchants’ problems are quite as great as 
the manufacturers and multiplied many times because 
he spreads over more territory. He is working always 
between the upper millstone of forced styles and super 
salesmanship and the lower millstone of exacting de- 
mands from the buying public. He gets his in homeo- 
pathic doses, it is true, but he gets fifty of them to the 
manufacturer’s one. 


Merchants Who Are Making a Profit 


Again, I find some retail merchants who are making 
real money the kind they can deposit in the bank as 
cash instead of on their shelves as “‘nestors.”” 

Significant, too, is the fact that the most successful 
among the merchants are those that are identified 
actively with associations, national, state and local. 

We are retail merchants. Our problems to be solved 
are primarily those of the retailer. Let us not overlook 
the fact that because we are the final distributors, we 
are largely responsible for the rise and fall of this great 

industry. 





and size labels at each end. 
When a shoe is shown to a cus- 
tomer, the carton is removed 
with the shoe, as the proprietor 
finds that in this way less con- 
fusion results. Letters are also 
used to designate stock on car- 
tons in this store as, for instance, 
C—Riding Boots. D—Low Shoes 
bought from outside manu- 








Where Is H. S. Griffin? 


The Boot and Shoe Recorder hes 
been asked to establish the present 
address of H. S. Griffin who, twenty 
years ago, was a shoe designer with 
an office on Murray Street, New York 
City. The inquiry comes from K. Old- 
field, 1090 Robinson Street, Vancouv- 
er, British Columbia, to whom replies 
should be addressed. 


Speaking as the head of your 
National Association let me urge 
that any spirit of antagonism be- 
tween ourselves as retail mer- 
chants or between retail mer- 
chants and manufacturers be 
killed immediately it shows its 
head. Doing this ourselves we 
will be in a position to ask that 
the same spirit be shown by all 
connected with the craft. 








facturers. F—Spats. L—Silver 
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He Forgot All About Location and Just 
Sold Shoes — 


Streicher of San Diego Builds and Holds Trade by Handling Real 
Merchandise, Fairly Priced 


WENTY-TWO consecutive 

years of business succiss in 

one locality is a record of 
which Max Streicher and his father 
Ed Streicher may well be proud. Ed 
Streicher started in the shoe business 
in San Diego, California, in 1912, at 
which time he established their oldest 
and original store at 1827 5th street. 
In April, 1919, he and his two sons, 
Max and Harry, the younger brother, 
opened another store at 1026 5th 
street. Max Streicher is now the 
manager of this store and has always 
bought and merchandised for it. 

“There is no secret to the success 
of our business,”’ says Max Streicher, 
“as it has been developed by hard 
work, by planning and striving to 
increase our business at all times, by 
studying our customers and clientele, 
and by seeing that we make a profit 
and take that profit out in cash at 
the end of the year. 

‘We believe thal every merchandiser is in business for a 
profit and no profit can be represented in stock or fixtures, 
and we have always taken out profit in cash, and unless we 
could take a certain amount of cash out of our business we 
never felt that we had made any money. 


Maz Streicher 


Turnover of Paramount Importance 


“T believe that profit in the shoe business is not made 
in long profits or short profits. Whatever money is 
made in the retailing of shoes has to be made through 
the proper merchandise and quick turnover. I consider 
turnover paramount because if you cannot turn your 
stuff at least three or three and one-half times a year 
it is inevitable that you will be forced to carry over a 
great many short lines and bad selling styles. Our busi 
ness has always shown and continues to show a steady 
healthy growth and while our largest volume is on 
women’s style shoes we still carry and feature a com- 
plete line of staple and semi-staple shoes. 


Legitimate, but Not Long Profits 


“The policy which we adopted in the beginning has 
been pursued at all times and that is selling only good 
shoes at reasonable prices. While we have always tried 
to make a legitimate profit on shoes we never believe in 
the policy of extremely long profits that some merchants 


manages 

Streicher store and merchandises its 

stock. “‘We see to it,”’ he says, “that we 

make a profit and take that profit out in 
cash at the end of the year.” 


have used, and to this fact we attri- 
bute whatever success we have had. 
We have always carried a complete 
stock of shoes for men, women and 
children, and have developed quite a 
large volume in children’s shoes by 
giving a great amount of attention to 
this part of the business, and by per- 
sistent and consistent advertising. 
The fact that the mothers and heads 
of families have brought their child- 
ren to our stores has given us an op- 
portunity to meet the parents and 
have often-times sold women’s and 
men’s shoes just through the medium 
of bringing them into the store on 
account of the children’s offerings.” 


Helped Introduce McKay Shoes 


This firm has always carried nation- 
ally known makes of shoes, but in 
their advertising have always featured 
their own name and own shoes. They 
were one of the first users of women’s shoes to see the 
possibilities of McKay novelties and have always used 
and featured McKay sewed shoes in preference to 
turns in the lower grades. 

They have always featured women’s novelty shoes, 
and try to turn their women’s novelty stock at least 
six times a year. In this way they never allow any style 
to become old in their store. The moment they find that 
a style is out they dispose of it regardless of the cost, and 
while conditions have changed materially since the be- 
ginning of the business, so far they have found that in 
order to merchandise women’s shoes properly they 
have had to change their ratio of profit and they feel 
that women’s style shoes cannot be sold on intrinsic 
values but must be merchandised very much like 
women’s wearing apparel and millinery. 


the newer 


In other words style is the only measure 
for value and this firm has always tried 
to price their shoes accordingly. 


In regard to their method of advertising Mr. Streicher 
says: 

“Aside from the fact that we have always tried to 
carry the best makes of shoes that we could sell for the 
money and the fact that we have tried to render 100 
per cent service, the chief factor in building up our vol- 
ume to its present size is that we have always been firm 
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believers in advertising and have never used small 
sized ads, but have always used space that will dominate 
a page. We believe that small ads are buried and do not 
stand out. We have always been very liberal advertisers 
and some months have spent as high as 5 per cent of 
the gross sales for advertising. Our yearly average has 
been fron: 31% to 4 per cent. Our volume of sales for a 
town of the population runs the highest of any in the 
country.” 


A Growing Community 


Sau Diegu has passed through an era of unstable 
business conditions and fluctuating population and is 
now entering into a new era of substantial growth which 
promises to continue indefinitely. Business conditions 
are better than they have ever been and are getting bet- 
ter all the time. The manager of the Gas and Electric 
Co., said that the town is increasing at the rate of 10 
per cent a year according to the number of meters and 
telephones installed. They are spending millions of 
dollars annually for new equipment. Building permits 
average $14,000,000.00 a year. The shoe business is in a 
healthy condition. Every shoe store shows an increase 
in business due to the growth of the town. It now has a 
population of 100,000 and during February, March, 
and April there is an extra fifteen to twenty thousand 
people from the outside. People in authority in San 
Diego claim that there will be a larger influx of tourists 
this season than they have had since 1921. Since the 
railroad rates went into effect the trains have been ar- 
riving in many sections bringing thousands of tourists 
into the state. 


Several Handsome Stores 


The largest and best retail shoe stores of the town are 
all located on one of the principal streets, Fifth street, 
and no city of many times its population can boast of 
any finer stores than these. 

The Lewis Shoe Company was established 20 years 
ago. Mr. N. E. Secom, who was the proprietor for 8 
years became the owner of the store five years ago and 
has made it one of the most 
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on a buying trip, as he does all the buying for the 


store. 
How One Department Grew 


The Marston Department Store is the largest and 
most prominent one at the present time located in 
San Diego. They orginally had a small shoe depart- 
ment in the main store. When they built their new 
building the shoe department was put over in a corner 
out of the way but the business grew so rapidly and 
customers filled the department so full that it was 
necessary to seat them in the hosiery department and 
have them wait their turn to be fitted. They finally had 
to buy the adjoining property and build a separate 
store to take care of the rapidly increasing business in 
shoes and the result was that the business practically 
trebled itself in the three years during which it has been 
in the new location. 


April Business Showed Good Gain 


Mr. Williams of the Weggenman Booteries at 1110 
Fifth street says that their business was not so good 
during March but that the April business more than 
made up for the dull period and at present is far ahead 
of last year. It is his opinion that there will be a lot of 
discussion at the coming convention meetings con- 
cerning saner styles in women’s shoes. With so many 
different novelties on the market and such a multitude 
of patterns it keeps the retail shoe merchant guessing 
how to clean up the two and three, or three and four 
pair lots of expensive shoes and still make a profit and 
not keep money tied up in these small lots. 

John Frazer, manager of the Walk-Over Store re- 
ports that they are doing an exceptionally big business 
in fancy white kid slippers and strap pumps. The store is 
conveniently located on Fifth street in the business 
center of the town and is attractive and modern in 


every respect. 
Good Styles Are Common 


Southern California is noted for its well dressed 
women. Some of this is due 





attractive in San Diego. The 
panelling, lamps, chairs and 
fittings are of eucalyptus 
highly polished. The chairs 
are in alcoves on either side 
of a center aisle, affording the 
customer some privacy while 
being fitted. Mr. Secom re- 
ports that their business is 


quick turnover. 
* 


wear. 
* 


Neither long nor short profits alone spell 
success. It’s made in proper merchandise and 


Don’t neglect to carry staples and semi- 
staples even if your volume is on styleful foot- 


to the influence of the motion 
picture industry and some to 
the winter advent of wealthy 
tourists from Eastern cities. 
K Whatever the reason may 
be, however, this particular 
section of the country is not 
many days or even hours be- 
: hind Broadway or Fifth ave- 





keeping up very well, that 
March was the quietest 
month but that April and 
May were up to last year. 
Their best selling styles at 
the present time are whites, 
black satins and patents. He 
will go East in the early fall 











Push children’s footwear as a profit-maker 
and as a trade-builder for your women’s de- 


partment. 
* * * 


Make your advertising dominant, even if it 
costs as much as five per cent of your gross 
sales. 








nue in New York City. A 
style student could do worse 
than study styles as shown in 
San Diego, Pasadena, Los 
Angeles. And the last-named 
city can truthfully boast of 
having done some style origi- 
nation of its own. 
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Retail shoe merchanis of Dayton, Ohio, very gy ey’ aided in the movement fostered by the Near East Relief 


Association to secure shoes for the needy of t 


Near East. Under the direction of John Schoenhals, retail shoe 
merchant, the Dayton Shoe Club made a concerted effort and contributed shoes. above 


Photo shows a truck 


containing footwear just before being shipped to headquarters at New York for overseas shipment. 


H. M. Swetland Is Dead 

(Continued from page 39) 
was as good as his bond. He carried these principles 
into every detail of all the publications with which 
he was associated, his requirement being that in each 
particular they must render service to their industry 
and must have a sound purpose and definite reason for 
existence. With these aims as the guiding stars of his 
business life, he took an active part in the framing of 
Standards of Practice by the Associated Business 
Papers, that organization, by the way, being the pioneer 
in the development and adoption of such standards. 
Mr. Swetland is survived by his widow, a son, three 
married daughters and a brother, A. B. Swetland, also 

of the United Publishers’ Corporation. 


Encourage Store Partnerships 


It is better to secure an ambitious clerk’s co-opera- 
tion than his competition. This is a phase of the question 
which is well worth considering by employers who have 
wide-awake, up-to-date, go-ahead clerks, and the kind 
of clerks who have some capital and ambition to em- 
bark in the shoe business. 


Opportunities of the right kind for opening new shoe 
stores are none too plenty anywhere in the United 
States; and such a solution of the question is perhaps 
the one which would lead to the greater prosperity of all, 
than the establishing of rival shoe stores, the unwise 
competition, the cutting of prices, and the division of. 
customers, with the doubling of rents and expenses. 





Above is the architect's perspective of the new Harvard Graduate School of Business Administration, Cambridge, Mass., made possible by 
the recently announced gift of $5,000,000 by George F. Baker, New York financier. Inasmuch as the Harvard business school analyzed the 
retail shoe merchandising field before considering any other industrial subject, this development is of interest to the shoe trade. In 1913, the 
school first published the result of extensive research work in about 130 shoe stores, where experts took figures, records, etc., and fashioned a 


yardstick’ 


applicable to any shoe store. The school issues bulletins regularly containing the results of its findings on the cost of operating 


retail shoe stores. 
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= Satin mack. 
DARBROOK 


REPRESENTED BY: 


W. A. Gallup — Cincinnati, Ohio 
T. F. Leary — Boston, Mass. 
Henley & McGaghey— St. Louis, Mo. 
G. Fitzgerald — New York, N. Y 
C.A.McDonnell —Philadelphia, P. 
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veaer influence is seerred thru advertising in the Pt and Shoe Recorder. 
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. SHOE SATINS 


Schwarzenbach Huber & Co. 
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STRONG statement 
but not lightly made. 


@) 


The knowledge gained in over a hundred years of 
silk production is back of it. 


The resources that permit a yearly production of 
thirty million yards of silk fabrics is back of it. 


@ 


The minds and hands of a working organization 
of ten thousand people are back of it. 


a 


The reaction of shoe merchants and manufacturers 
to whom it has been presented directly only recently 
is back of it. 


470-478 Fourth Avenue 
New York City 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


BOOT AND SHOE RECORDER June 21, 1924 


204990499990 OO OOO 09 004050090590 060605000 F00 OF OOOH +oe 





OF AMi 


FOR OUTDOO 

Keds are the shoes to fit the spirit and meet 

They go through the championship matches of i 

ease to the playtime of women. They seem ma 
feet of children. 
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WOMEN'S DRESSES ] L L E R rye el 
saces| MIL Sanerneenmaat 


| The Great ~¢ Apeldoorn 


Is again opening ‘ 111 North Burdick St. 
all its wonders 
and beckoning to 
you. Enjoy it to 
the fullest degree 
in Keds-the free 
easy fitting Na- 
tional play foot- 
wear. 
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UT snap and pulling power 

into your local Keds ad- 
vertising. Dealers all over the 
country are building footwear 
profits with these Keds illus- Start 
trations. Days 
Keds cuts are free to every and 
Keds dealer. Get a book of 
cuts from our Branch or Bosca 


k uppers, 
her trim 


wholesale distributor from bem yaopuiar 
which you order your Keds. 


United States Rubber Company 

















Our New Keds Display in Our Keds Basement Dept. 
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An ideal setting for displaying rubber canvas foo!wear. It is simply arranged, yet very effective 


Good Window Trimming Essential In 


Promoting Interest in Canvas Shoes 


Volume of Sales Increasing in Shoe Stores Nationally 
as Season Advances 


\ 7INDOW trimming is playing an 
important part in stimulating in- 
terest in rubber canvas footwear 
this season. Retail shoe merchants through- 
out the country have presented more 
attractive and significant window trims 
this season than heretofore. They have 
gone deeper into the idea of placing proper 
backgrounds into the windows in order to 
suggest the purpose for wearing canvas 
styles. 

In many cities the plan of placing tennis 
racquets in part of the background is very 
common. Tennis nets are also used exten- 
sively and fit nicely into the scheme of 
things. They make an admirable back- 
ground and the fact that they are white 
makes them more useful, inasmuch as they 
harmonize with the white colored material 
in the canvas models. 

There’s nothing that stands out any 
more conspicuously than a shoe store win- 
dow devoted solely to a display of white 
footwear. You can make your windows act 
like a magnet with a little thought. Why 
not drape the background with a tennis 
net and place a couple of racquets in back, 
attached to the net? Then place your can- 


vas models in various parts of the window. 
Be sure and have a balanced display. A 
display of this type is indicative of the 
arrival of the outdoor season and suggests 
cool and comfortable footwear for various 
occasions. 

There are big armies of school children 
participating in all sorts of outdoor sports 
which means an excellent opportunity for 
selling canvas shoes. It should be kept in 
mind that canvas shoes are subject to 
severe hardships by “Young America’’ 
and it is worth stressing the point that a 
second pair might lengthen the life of the 
first if worn alternately. 


Many Boys at Summer Camps 


The boy scout programs are now in 
operation in many of the states. In the 
East many troops are at summer camps, 
near the seashore where there is every rea- 
son why light footwear such as vanvas 
types should be worn. 

The leading rubber shoe manufacturers 
are advertising extensively in an effort to 
make this year the biggest ever in sales. 
School children bought canvas models 
earlier this year and it is safe to say the 


results of the wide advertising have thus 
far been very good by reflecting favorably 
on trade throughout the country. 


Will Sew or Nail Them 


Salem, Mass.—The Little Witch Shoe 
Company will sew around heel seats, or 
will nail heel seats of stitchdown shoes for 
little folks, according to the desires of cus- 
tomers. Some merchants like them with 
nail seats, because rubbers can be fitted 
over them with more ease. Others like 
them with sewed heel seats, and have 
special rubber for fitting around the ex- 
tension edge of the heels. 








New Stores Organization 

Shreveport, La., June 17—The United 
Shoe Stores Company has been organized 
with a capital of $25,000. Members of the 
concern, J., Aaron and Frank Katzenstein. 
The former is president; Aaron Katzen- 
stein, vice-president; and Frank, secretary 
and treasurer. 

The company will operate a shoe de- 
partment in the new L. Feibleman Com- 
pany store. 
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Since 1873 Tanners Exclusively of High-Grade Calf Leathers 





Two Leaders:— 


“SUNSET” 


The most popular tan shade 
of chrome calf leather on the 
market— 


A real style leather— 


Tanned, aniline dyed and 
finished in the best “Little 
Falls” manner. 


“SUNSET’S” rich golden- 
undertone makes it a staple 
leather. 


“SUNSET” is the retailers’ 
buy word. 


“SUNSET” is made in 
weights suitable for men’s, 
women’s and children’s 
shoes. 


“DUNDEE” 


The finest calf leather yet 
produced. A special tannage 
—mellow—silky—yet heavy. 
The world’s markets are 
being constantly combed for 
the finest calfskins procur- 


able for “DUNDEE.” 


Tanned with the usual “Lit- 
tle Falls” skill and care, hand 
finished to develop its hand- 
some surface and feel. 


‘‘DUNDEE” IS MADE 
IN WEIGHTS SUITABLE FOR 
DRESS SHOES OR BROGUES 
FOR MEN, WOMEN AND 
CHILDREN 


Just a little more expensive, 
but more than worth it 


Barnet Leather Co., Jue. 


360 MADISON AVENUE, NEW YORK CITY 


Distributing Agents 


SAN FRANCISCO MILWAUKEE 


Tanneries 
LITTLE FALLS 
New York 4 
HAC 
cA ne 


CINCINNATI 


ST. LOUIS ROCHESTER 


Boston Distributors 
BARNET LEATHER CO., 
Inc., of Mass. 
98-100 South Street 
Boston, Mass. 
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N.S. T. A. Preparing Fall Style Report 


Frank B. King Sending Out Questionnaire Through National Office. Southeastern 
Merchants Pass Vote of Thanks to Travelers 


HE National office has recently sent 

out to N. S. T. A. members a ques- 

tionnaire on styles for September, 
October, November and December, 1924. 
This covers women’s, men’s, boys’, youths’ 
and little gents’, growing girls’, misses’, 
and children’s shoes for all occasions. All 
members are requested to present a com- 
plete report as soon as possible and send 
same to Thomas A. Delany, secretary of 
the N. S. T. A., 183 Essex street, so as to 
be in readiness for the meeting of the next 
joint style committee meeting of July 14, 
next. The request is signed by Frank B. 
King, chairman, and the following com- 
mittee: Waldo M. Oakman, P. J. Watson, 
Harry Barnes and Geo. T. Harrison. 


Ryan With Field & Flint 


W. H. Ryan, better known as “Billy,” 
Ryan, New York representative for Field 
& Flint Co., ‘Brockton, Mass., was re-~ 
cently at the factory, lining up samples for 
the late summer and fall. Mr. Ryan has 
been covering New York and vicinity for 
some time, specializes in calling upon the 
larger trade and has done it very success- 
fully. He has headquarters at Room 645, 
Marbridge Building, New York. 


Gerrish With International’s 
New York Branch 


William E. Gerrish, recently with Harry 
E. Adams of Haverhill, now represents the 
New York branch (Morse & Rogers) of the 
International Shoe Company, and will 
cover his old territory of New England 
with the general line of this house. No man 
is more thoroughly posted on New Eng- 
land trade, or has a larger following than 
Mr. Gerrish. He started his shoe career as 
stock boy with the old firm of Winch Bros., 
and later covered New England for this 
house; later he joined the salesforce of 
Endicott-Johnson Company. 





Traveler is Merchant’s 
Best Friend 


One of the pleasing incidents of 
the convention of the Southwestern 
Shoe Travelers’ Association, held at 
Columbia, S. C., last week, was a 
special vote of appreciation to the 60 
traveling men who were in attend- 
ance at the convention. “They,” the 
resolution reads in part, “are the 
genial men of contact between us 
and our sources of styles and sup- 
ply, and are deserving of our con- 
sideration at all times. Contributing 
to our association full measure of 
support, enthusiasm and _ inspira- 
tion, we salute them collectively as 
the greatest friends of the merchant. 











W. H. RYAN 


who represents Field § Flint Co. Headquarters al Room 
64S, Marbridge Building, New York 


William E. Gerrish believes thoroughly 
in salesman-merchant co-operation in buy- 
ing shoes which he knows will be good 
sellers in his territory. He Knows good 
values and has a fund of valuable informa- 
tion which he imparts as to stock keeping, 
and quick turnover methods. His many 
customers appreciate his good work and 
this, coupled with his honesty and integ- 
rity have earned for him the good will of 
the trade. 


At Copley Plaza in July 


Frank H. Wood and “‘Dave’”’ J. Tobin of 
Gray Bros., Inc., will have sample rooms 
at the Copley Plaza, Boston, during the 
National Shoe and Leather Exposition and 
Style Show of July 14-19, next. After the 
show, these two good friends and partners 
will be out calling on their trade again. 
Just at present, ““Dave”’ is taking a little 
vacation by playing golf on the Scar- 
borough Links. 


Julius Altschul Sales Force 


William W. Arnoff, sales manager for 
Julius Altschul, Brooklyn, covers the 
entire East, eastern New York State and 
New York City. for this house. Mr. 
Arnoff has been selling the Julius Altschul 
line of misses’, children’s, growing girls’ 
and infants’ high-grade turns and welts 
for the last six years. He states that 70 
numbers are carried in stock. 

M. Black covers Brooklyn, Robert 
Reinhart covers New Jersey and Pennsyl- 
vania for this house. 


CharlesMacLaughlinTraveling 


Charles MacLaughlin of MacLaughlin, 
Conway Company, Lynn, is on a trip 
through the Middle West. 
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von n SANDALS AND OXFORDS 


Chrome Re-tan 
(Triple Wear) 


and 


' Oak Leather 
(Double Wear) 


Soles 


A new pair FREE for any pair 
where the stitching, fasteningithe 


outsole to theinsole rips or breaks. 5-8 834-11 11%6-2 
5-8 814-11 11%-2 : Style 200—Cherry, 
Style ®—Mahog- avert, Oak Lea. 
any ame ale P soe . .90 1.00 1.15 
Oak Leather Sole .85 95 é < Ss a 205— ‘Brown, 
Style 5—Brown THE « 3 OF sotus, Oax Lea. 
otus,OakLeath- Sole... . 1.00 1.10 1.25 


e -' See. * - 20 1.00 1.15 Style 245— —Brown, 
. am esat k r Yd; a a, ioane _— 1.00 1.10 1.25 
Leather Sole. 1.15 1.30 1.50 
. nt Ch poe moje 
~ 'Sole.. on 90 1.00 1.15 TH EY WEAR 
a Gantt « 
SS - e Tite 1¢l/ Ga. 


eather, Chrome 
Re-tan Sole..... 1.15 1.30 1.50 


347 RIDER AVE. THEY CAN BE RESOLED NEW YORK CITY 


























CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell's Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 
“IKE WALTON” ““APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
ported waterproofed veal with choicest of genuine moccasins for camp and 4 
long-wearing Maple-Pac Soles. outing wear. Shaped to natural lines. Made in 
Staunch as a boot, yet flexible chocolate and gray elkskin with rubber or 

as a moccasin. flexible, sturdy Maple-Pac Soles. 


Write for Catalog and Dealer Discounts 


The \W.C. RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 
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FRANK L. (“DADDY”) WELLS 


A former president of the Central Association of 
Traveling S lesmen. He traveled Missouri 
for the Shoe Specialty Mfg. Company. 





Frank L. Wells Is Dead 


Frank L. (“Daddy”) Wells of Kansas 
City is dead. For 48 years, Mr. Wells had 
sold shoes on the road. Retail shoe mer- 
chants in his territory of Missouri and the 
shoe trade in general, always referred to 
him as “Daddy” Wells. 

Frank L. Wells, 65 years old, died at St. 
Joseph’s Hospital, Kansas City, on the 
morning of Sunday, June 1, after two 
weeks’ illness. His condition was known to 
be serious, but he was cheerful and con- 
scious up to the very end, asking about 
friends, and about the meeting of the Cen- 
tral Association of Traveling Shoe Sales- 
men, held on Saturday, May 31. After 
commenting upon the good work of the 


boys of the Central Association, he laid | 


his head back on his pillow and in a few 
minutes had passed on. 


Beloved By Trade 


Mr. Wells was one of the charter mem- 
bers of the Central Association of Travel- 
ing Shoe Salesmen—ts president five years 
ago. He was chairman of the general com- 
mittee handling the notably successful 
shoe exhibition at the Baltimore Hotel 
about four years ago, with 170 lines repre- 
sented, in connection with the Tri-States 
Shoe Retailers’ Association Convention. 
He had been chairman of many shoe trade 
committees, always responding most earn- 
estly to tasks assigned. He was deeply 
loved by everyone, had a particularly 
winning manner, and a generous and sweet 
disposition. 

The last ten years spent in the shoe trav- 
eling profession he covered Missouri for 
the Shoe Specialty Manufacturing Com- 
pany of St. Louis. 

J. C. Dingle, president of the Central 
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Association, who had been a _ personal 
friend for 30 years, delivered the eulogy at 
the Christian Science funeral service at his 
late home, 3830 Troost avenue, Kansas 
City, June 4. Shoe travelers were honorary 
and active pallbearers. 

Mr. Wells is survived by his wife, Mrs. 
Clara Wells; a daughter, Mrs. Charles D. 
Bell, Cabool, Mo.; two sons, George A. 
Wells, Tulsa, Okla.; and Flynn J. Wells, 
Boston, Mass.; four brothers, C. K. Wells, 
Kansas City, Kas.; Gus V. Wells, Des 
Monies, Ia.; W. K. Wells, Edwardsville, 
Ill., and Archie C. Wells, Washington, 
D. C. 


“Eddie” Perez Travels for 
Geo. W. Baker 


“Eddie” Perez covers the Middle West, 
Ohio, Indiana and Michigan, for the Geo. 
W. Baker Shoe Company. Senor Perez is a 
Porto Rican and claims the distinction of 
being the only one of his race selling shoes 
in the United States. He has been with the 
Geo. W. Baker Company for fifteen years, 
ten of which were spent in the factory, and 
five on the road. 


Wiggin With Brophy Bros. 


George H. Wiggin, formerly with the 
Riley Shoe Company of Columbus re- 
cently joined the sales force of Brophy 
Bros. Shoe Company and left the Boston 
office of this company on May 26 for a 
five-weeks’ trip through New York State 
and Pennsylvania. Mr. Wiggin is a shoe 
man from A to Z. He, for some 15 years 
was in the retail shoe business in Buffalo, 
N. Y., and later decided that the road 
appealed more to him, more than in-door 
selling. Brother merchants in Buffalo will 
remember that he conducted the Wiggin 
Shoe Parlor, and prior to that was with the 
old C. M. Clapp and the Faxon Shoe Store. 
Prior to that he was with the Besse System 
in Worcester, Mass. He has been selling 
shoes on the road for the last five years. 


(Phito by Waid) 
JOHN E. HARRISS 
Who travels Philadelphia South for Gregory § 


Read Company. He sells the wholesale and large 
retail shoe trade 





Mr. Wiggin says that he will return 
from his trip in time to spend the “Glorious 
Fourth” in his home town. 


Smith With Haynes-Henson 


Appointment of Charles L. Smith of 
Maryville, Tenn., as a traveling salesman 
with the Haynes-Henson Shoe Company, 
shoe jobbers of Knoxville, Tenn., is 
announced by the latter company. 


Faulkner on Road Again 


W. S. Faulkner of Nashville, well- 
known traveling salesman with the Mur- 
ray-Dibbrell Shoe Company, has resumed 
his road duties again after a period of ill- 
ness of several weeks. 





Here is G Philli pect 
his trip, br bright and 


seein the tee G 
ot pions in the 


Milwaukee, a member of the Wisconsin Shoe Travelers’ Association, leavin 
~_ ‘Schoenecker’s Stylish Comforts and Qual ity fires.” 


His auto is equipped with balloon tires. 
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WHITES IN-STOCK 


R-2982—Men’s Palm™ Beach Cloth Welt Cx- R-2989-——Men’s White Sea Island Welt Oxford. hy Ee Wate Canvas Guies  Mekay 

ford, Rubber Heel, B, C. D. Price. -. «- $3.25 Ivory Weking Goodyear Rubber Heel. B, C, D C, D, E, Price . 

R-3437—Same as other Grade. Price... ... . $2.60 Price . - $3.25 R-3047—Same in Palm Benth. Petes. . $1.70 
R-$251—Same, ‘except High Blucher Ba: R-3044—White Canvas Blucher Oxford. Price 
Price. . ‘ - $3.7 $1.85 
R-3028 as R. -2989—White ‘Duck, ‘Welt rod -304 lucher Oxford. Price 
Rubber Heel (not Ivory Welt). B. C. D. Price Pe a a en ee 





necSdeneleek. 


Chhoes 


Send for Catalogue! 





R-5113—Levor's White Cabretta, 14-8 Spa- 
ish Heel, Imitation Turn, B. C. D, Price. .. .$3.75 


—Sa . R-3480—White Meridith Cloth, White Cab- 
— carne ie ony tam retta Trimmed, 14-8 Spanish Heel, imi eo 


R-2513—1)4-8 Spanish Heel. B. C, D. Price. $3.25 Turn. B.C. D. ike 
R-2514—12-8 Military Heel. B. C. D. Price. $3.25 


Also makers of 
Manning's “Unico” 
Slippers of Felt, 
Satin and Leather 


a 


SE 


“Quality Never Loses 
Its Charm” 


R-5116—White Cabretta, 8-8 Military, Imita- 
tion Turn D. Price 75 


R-5112—Same, Full 14-8 “Spanish Heel. B, 5D. 


R-3481—Same as 5116. White Meridith Cloth. R-5115—Levor's White Cabretta, 14-8 Span- 
ie Gs Ci anineadccuedce.cy eee een nee ee ish Heel, Imitation Turn. B, C. D. Price. .. .$3.75 


OUTIN G SHOE CO., Stock Dept.—122 Lincoln St., Boston 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorde:. 
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tation 
50 
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WILLIAM H. DRUMMEY 


Who travels for the Thomson-Crooker Shoe Com- 
pany 





Johnson with Williams-Clark 


J. W. Johnson (known as “Colonel” 
Johnson) represents the Williams-Clark 
Shoe Company of Lynn, Mass., in the 
South. Colonel Johnson is a native of the 
South, and has always traveled that terri- 
tory. Therefore, this association with 
Dixieland is one of the reasons why he has 
always sold so many shoes. He recently 
wrote to the National office from Knoxville 
that while the South had several rainy 
days of late, yet business is more than 
above the average. 


Aronson Also Represents 
Baker of Beverly 


In an item which we published in our 
Shoe Traveler department of May 31, giv- 


ing the news of the representation from ° 


Denver West of the Brockton Shoe Mfg. 
Company by the Clinard Sales Company, 
we stated that Dave L. Aronson “was 
formerly with the Baker Shoe Company of 
Haverhill.” This was an error. The item 
should have read, ‘“‘Dave L. Aronson now, 
as in the past, represents the J. H. Baker 
Shoe Company of Beverly, Mass.’’ The 
other information contained in the item is 
correct. 


Nardi Covers Mexico for 
E. T. Wright 


Fernandez Hugo Nardi, who has 
handled the dry goods trade in Mexico for 
20 years, has completed arrangements to 
be general representative of several Ameri- 
can houses and will also handle the E. T. 
Wright & Co., Inc., line. Mr. Nardi is one 
of the leading factors in the dry goods 
trade throughout Mexico. He will person- 
ally call on the big city trade, while four 
other salesmen will cover the smaller cities 
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HUGH J. NICHOL 


Who has added Michigan and Indiana to his territory 
‘or the Rickard Shoe Company 





and towns. Mr. Nardi was recently in 
Boston and spent a week at the factory of 
E. T. Wright & Co., Inc., Rockland. Gen- 
eral offices and sample rooms have been 
opened up in Mexico City. 


Nichol with Rickard 


Hugh J. Nichol, who travels for the 
Rickard Shoe Company, was at the factory 
during the past week lining up his samples 
for an at-once trip. Michigan and Indiana 
have been added to Mr. Nichol’s previous 
territory. He is a live-wire salesman, a 
hard worker and a good style picker, so his 
friends all feel sure that he is equal to the 
extra work which increased territory en- 
tails. Mr. Nichol left for Boston for his 
territory, June 12. 


Utz & Dunn Salesmen’s Con- 
ference 


One of the big events in salesmen’s con- 
ventions was that of the Utz & Dunn Co., 
which was held in Rochester during the 
first week of June. The subjects under in- 
tensive discussion were style, merchandis- 
ing and distribution. Merleau C. Smith, 
salesmanager, was chairman of the ses- 
sions, with Treasurer W. H. Dunn in gen- 
eral charge. Treasurer Dunn also enter- 
tained the men at one of the hotels. Sales- 
men who were present at the conference 
were: Ben Stout, Minnesota and North 
Dakota; Captain M. W. Crosby, Michi- 
gan; J. W. Dawkins, parts of Montana, 
Oregon, Idaho and Washington; Joe 
Brady, Kentucky, Tennessee and Georgia; 
Charles K. Wheeler, Texas and Oklahoma; 
John H. Voorvart, Illinois and Southern 
Indiana; C. W. Sheldon, Iowa and Mis- 
souri; F. I. Montgomery, Ohio, West Vir- 


JOHN J. WHALEN 


A good pal of William H. Drummey. Mr. Whalen 

travels for the Le Hy Shoe Mfg. Corp. Photos of 

Drummey and Whalen snapped at Washing- 
ton, D.C., May 18, 1924 





ginia and western Pennsylvania; L. V. 
Fritz, western Pennsylvania; W. J. David- 
son, New York; C. H. Kennett, South 
Dakota and Wisconsin; L. A. Mullen, 
Kansas and Nebraska. Salesmen who have 
their samples, but who were not able to 
attend the conference were S. A. McOm- 
ber, F. L. Armstrong and A. P. Richards, 
of the New York city office; Louis Tiger 
and W. B. McNutt, of the Denver office; 
G. C. McAtee, of the Los Angeles office; 
Charles Pierce, W. J. Barnhart, Al. B. De- 
Ville and H. 8. Diehl. 

Henry P. Utz, who formerly traveled 
Pennsylvania is now at the factory. This 
change was brought about because of the 
death of his father, Henry W.Utz, secretary 
of the company, and a big favorite with the 
salesmen. 

Salesmen are now in their territories and 
are enthusiastically showing the fall lines, 
which include several new numbers with 
round toe and shorter vamp lasts and 
many patterns in front and side gore step- 
ins, straps and oxfords, with snappy slip- 
pers for evening. The general trend of the 
line for fall is toward less elaborate pat- 
terns. 


Perley A. Stone with Deitch 


Perley A. Stone has accepted the posi- 
tion of salesman for the Deitch Bros. Shoe 
Co., Inc., makers of women’s Goodyear 
welts and high grade McKays of Marlboro, 
Mass., with Boston office at 132 Lincoln 
street. 


Van Lieu Travels Europe for 
Little 


Harry Van Lieu, European salesman for 
A. E. Little & Co., is visiting the factory 
in Lynn. 
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The Recorder Tower 
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A Sky Piercing Store— 

Selling $400,000,000 

Worth of Footwear 
Annually 





BUILDING 55 stories high and 
containing 200 shoe stores in each 
story, would be required to house the 
stores which actually are influenced by 
the ‘‘Boot and Shoe Recorder”’ each week. 


Each floor would cover the area of 
about four ordinary city blocks. 


It is estimated this gigantic ‘‘“Recorder 
Tower” has an annual turn-over of 
$400,000,000. 








We thus picture the “Boot and Shoe 
Recorder”” market that our subscribers 
may better realize the strength of the 
organization of which they are a part and 
again to emphasize the national influence 
each issue has in getting more shoes sold 
right. 


Treasurer and General Manager 
BOOT AND SHOE RECORDER 
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FOR STYLE ~ QUALITY~ SATISFACTION 








FACTORY OF THE HOLTERS COMPANY 
CI NCIN NATI, OHIO 





FI ee 








There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 























BOOT AND SHOE RECORDER Jane 21, 1924 


pO IN CINNATIS¢ 


While Competition Sells Leather... 
SELL IDEAS! 


LS hoe poe _— 


* 
¢m6: - bad 
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_ 
"-—-«- "Sean aee* 


These stores sell ‘just leather’’"— ‘trun of mine” 

merchandise with price appeal. Women go from 

ue one to the other bargain hunt- 

ss =e. ing. They're here today and 
gone tomorrow. 


This store sells idea merchan- - 
dise. It carries the Red Cross 
Shoe. It talks exclusive features. And its selling 
efforts ‘are aided by constant advertising in 
Vogue and The Ladies’ Home Journal. 
Women come back season after season for The 
Red Cross Shoe. For it is more than “just leather’ — 
it is a shoe plus an idea plus national advertising. A sale 
of the Red Cross Shoe makes a friend of the Red Cross 
Shoe—and a steady patron for you. 


While competition sells leather—sell “leather plus” — 
plus ideas and national advertising. For leather plus 


means profit plus to you. 


The Krohn-Fechheimer Company 


Branch of the United States Shoe Co. 


ZI yp) CINCINNATI, OHIO 


The exclusive “Limit Last” is a 
distinctive feature of the Red Cross () 
Shoe. This last is made by taking 
the measurements of thousands of \< 
feet, giving correct proportions to 
fit every normal foot. That's why 
the Red Cross Shoe “fits the foot in 
Z « 





action or repose”—why it is the 
shoe where fashion and comfort 
meet. 














MARKET OF AMERICA 
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Merchandising Platform for Retail 
Merchants 


Compiled by the Cincinnati Advertising Group 


@ Select a few good lines and stick to them. 
@ Sell shoes of good uniform quality. 


@ Sell shoes from a dependable market made by . 
dependable manufacturers. 


¢ Link the good will of the manufacturer with your 
own in offering branded lines. 


@ Sell your customers a better shoe each time. 


@ Figure for yourself a good honest profit, commen- 
surate with the service you render by offering and 
fitting high-grade footwear. 


Leading shoe merchants in every part of our 
great country handle Cincinnati-made foot- 
wear and make a profit. 


Watch for the next Cincinnati Section in the August 30 Boot and Shoe Recorder 





I 
bude s 4 
i 

ik } 


amt ie 
wl 








70 BOOT AND SHOE RECORDER June 21, 1924 


»~C IN CINNAT I 


- 
D 


KRIPPEN DORF 
Styles 


A STEP OR TWO AHEAD 








BES? 


TYLES by Krippendorf are indicative 
of the latest tendencies in fashion. 
Follow them carefully, for nowhere will 
you find more authentic patterns. 
Our many years in the manufacture of 
fine footwear lends us the assurance that 
what we offer you will delight the most 
fastidious women of your community. 
We feel sure that you will not only be 
— on pleased with the intrinsic style value, but 
ap, Senge also with the beautiful workmanship and 
quality in Krippendorf styles. 


The Krippendorf Dittman Co. 
Cincinnati, Ohio 
STYLE QUALITY SERVICE 


Russia Calf 
“Patrician” 
gore pump 


Gun Metal *Deimar™ 
oxford. 


























THE QUALITY SHOE MARKET ‘OF AMERICA 
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Fashion’s 
Murror 
Reflects 
J&K Styles 


T= J & K line of “Airy Welts” has 
captured the hearts of American Women. 
Their demand for J & K Style, Fit and 
Quality is reflected in the large volume of 
orders we are receiving. 


Merchants know that J & K Good Name 
behind the shoes adds to their Prestige and 


inspires Confidence. 
Only one of the many new 


The shoes themselves hold trade and bring creations from the J @ K 
repeat business to the store. Fountain tieat af Stes Sexe 


Do you want the Best Line to Retail at $10 
and up? Write or wire, for salesman or sam- 
ples. Get on our mailing list for the “Foot 
Saver’ magazine. 


The JULIAN & KOKENGE G. 


GES 


(Manufacturers of ey 
R-- Ras <M 
CINCINNATI, O. 


© oC = x f= 4 
one ij fee ee) “ye a: 
THE QUALITY SHOE Yea aeegeth MARKET OF AMERICA 





























BOOT AND SHOE RECORDER 


NN 7A ITF 


AHILL’S Creations show a smart 
simplicity and distinct individu- 
ality, but they must fit with equal 
certainty. 
Such Styleful Styles appeal to women 
of refinement. They ask for a second 
pair. 


The Cahill Shoe Co. 


MANUFACTURERS 
Established 1895 


Cincinnati 


No. 1067 


“Rea. 


showing Cahill’s New Box Heel.—Made 
in all popular leathers with Welt soles. 
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TRADE MARK REG'STERED 


Two additional members of the 
American Girl Family are being 
shown on this page. 


ein Our salesmen are now in their 

Peis KA een territories with the complete line 

Sra dee Masg,in Dae ew odes of American Girl shoes, in welts, 
turns and McKays to retail at 
$5.00 to $10.00. 


Our factory No. 2 is specializing 

in welts toretail at $5.00 to $6.00. 

ed A postal will bring the entire 

Two tone calf three-eyslet “SEDER.” Also American Girl line to your door. 


made in patent, black kid and calf. 


The Sam B. Wolf Shoe Company 








Factories at 
CINCINNATI SEYMOUR 
Executive Offices, 412-418 West 7th Street 


CINCINNATI 
Makers of 
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Happiness and Net Profit 


RE you getting the most out of your business? Can you say that 

your business is bearing the fruit of your efforts in sufficient amount 

to make you feel that your dreams are being realized? If you can, 
then you do not owe yourself very much, but if you can't, you owe yourself 
lots. 


There are two things every merchant must get from his business: Happi- 
ness and Net Profit. 


They are inter-dependent; one does not come without the other. 


‘Find your happiness in your business else you will not know happiness, * 
said Elbert Hubbard. This is true in the retail shoe business. You must 
love to play the game. It is a well-known fact that great operators in Wall 
Street are spurred on to success not primarily by the desire for monetary 
gains, but because they love to play the game in a big way. 


But your happiness in the shoe business depends upon a clear conception 
of the function you perform as a merchant. You, that one individual who 
knows the needs and desires of a certain number of people in your com- 
munity, must select the proper footwear to satisfy these needs and desires. 
Your function therefore is one of selection. How efficiently are you going to 
perform this function? You owe it to yourself and to your community to do 
it just as well as you possibly can. 


Here are some of the factors that enter into the selection of proper foot- 
wear for the women of your community ° 


1. A thorough knowledge of the general style tendency of the country 
as well as the tendency of your town. 


2. A complete knowledge of leathers, proven lasts and of the right qual- 
ity in shoes, and where to buy them most advantageously. 


3. A good working knowledge of how shoes are produced and dis- 
tributed. 


4. Up-to-the-minute information on market conditions, 
5. A good insight into the nature and spirit of a manufacturing center. 


If you consider these factors and select shoes from lines in the Quality 
Shoe Market of America, then stand behind your own good judgment 
after they are in your store, you will have performed your function well 


Watch for the next Cincinnati Section in the August 30 Boot and Shoe Recorder 











THE QUALITY SHOE Geeta) MARKET OF AMERICA 








June 21, 1924 BOOT AND SHOE RECORDER 75 


>C il N CAN NAT Ad 


pee eee 


But What About the Net Profit? 


Is it made the minute you have performed your function of selection? It 
is not. You may feel that you have selected the smartest shoes in America, 
that they are so alive with style and quality they ought to get up and walk 
out of the store by themselves and consequently ring the cash register 
without your turning your hand. But your job has just begun when the 
shoes are bought. You now have three distinct things to accomplish: 


1. To get customers into the store, which means good advertising, good 
window trimming, proper store arrangement, and good store atmosphere. 


2. Having gotten the customer in—to sell him, which means clever selling 
talk, complete knowledge of the stock and of shoes in general, good fitting, 
good psychology, good personality, good everything. 


3. Having sold the customer—to know how to figure your profits, which 
means good accounting, proper store records, knowledge of how to figure 
mark-ups, how to figure turnover, how to figure overhead, etc. 


All this is what is called merchandising. It is a big and exhaustive sub- 
ject. A book could be written on any one of the three points. Rarely ever 
does one man become proficient in all three, yet each is of equal importance 
in the success of a business, and each depends upon the other. 


So if you want to make a net profit, the best thing for you to do is to study 
carefully these three divisions of your business. Read everything you can 
find on these subjects. 


Don't let the merchant around the corner or across the street “‘out- 
smart’ you. Younger men are constantly going into the retail shoe business. 
You can bet your last dollar they are searching everywhere for a knowledge 
of the game. 


So remember, there are two things you must get from your business— 


Happiness and Net Profit! 


Consult freely with your manufacturers concerning 
your merchandising problems as well as your problems 
of selection. 


Watch for the next Cincinnati Section in the August 30 Boot and Shoe Recorder 
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STANLEY 
DUTTENHOFER SHOES 


talatle 60 thé Last pair 


Stanley Duttenhofer Shoes are 
built with the one big idea of 
making them salable to the last 
pair. 


Are you selling that last pair, or 
do you have to sacrifice all or 
part of it? 


Our shoes are built over proven 


We know that if you can sell lasts; they are made of the fin- 
the last pair you are sure to _ est materials available, and they 
make a net profit. are produced by the best shoe- 


Out of an average 12 pair lot makers in America. 


you have to sell 8 to pay the 
manufacturer, 3 to pay over- ley Duttenhofer Shoes to 
head, and that one last pair ; your most fastidious cus- 
to make a net profit. ' tomers. 


You can proudly offer Stan- 


1401 PLUM STREET CINCINNATI, O. 


S-16 In Stock 
Black Satin, Suede Front 
S-14 In Stock strap, “Sally” one-strap, 
3 : on - 13 last, mock turn, 14/8 
White Kid Betty Satin covered wood heel. 
two-strap, 12 last, mock 
turn, 14/8 White Kid 
Covered heel. S-15 In Stock 
Same pattern in patent 
colt, with 16/8 Celluloid 
covered wood heel. 
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: 
SATIN-SILVER-WHITE! 


IN ONE UNUSUALLY 
BEAUTIFUL PATTERN 








makes business good! 














SATIN SILVER 


No. 3738—Black Cedarcliff Satin, .| No. 3667—Imported Brocaded Silver 
Black Suede cut-out front, 13/8 inch Cloth, Silver Kid cut-out front, rhine- 
Miler, covered heel, flexible McKay Spani i cole Ba gm feeble Rickay 
sewed. B to C—2 \% to 8. awed. Ate C—-236 to 8. 


$3.25. $5.00 


No. 3737—Same with 15/8 inch Full No. 3660—Same with 13/8 inch Mili- 
Spanish covered heel. tary covered hecl. 


$3.50 $4.75 




















Manufacturers and Wholesalers 





Newness! Beauty! Quality! Price! The demand for a 
combination of them is unquestionably satisfied with this 
timely offering. And—isn't it refreshing to know that we 
can fill. your order for these intensely desirable slippers 
immediately? Look to Cincinnati for Footwear that 























WHITE 


No. 3236—White Whipcord, White 
Cabretta cut-out front, 15/8 inch 
Spanish covered heel, flexible McKay 
sewed. B to C—3 to 8. 


$2.25 


No. 3237—Same with 13/8 inch Mili- 
tary covered heel. 


$2.25 





THE CHARLES MEIS SHOE COMPANY 


806 Walnut St., Cincinnati, O. Factory at Lebanon, Ohio 
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‘““Art In Shoes”’ 


TRAX 


A very popular Style for 
school and college. 
Tan, Black or Brown Calf. 


WA i No NO 


Sullivan Trim Fall Oxfords’ and ‘Dainty 
Mannish Brogues” are pleasing the dealers 
everywhere. If you have not seen them, 
phone, write or wire us for a call from our 


Salesman. 


Che P. Sullivan Company 


Makers of 
PRETTY SHOES FOR WOMEN 


Cincinnati 
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TEST or GUESSED 
—WHICH? 


Do you know what you'll make on the shoes you buy? You do, if you invest in staples; 
you do not, if you purchase largely of novelties. 


Staples are stable; prices do not fluctuate. Novelties are as variable as the winds. 


Staples build trade for all time, while novelties ‘trap’ the customer for one time. 


NCHOR to the solid foundation of 


ROT H ° S tried-and-true staples—shoes which have 


survived the test—which are salable every 
BW. day, every week, every year. The honest 
—* workmanship, correct lines and glove-like fit 


BUSINESS WOMAN of Roth’s B. W. shoe erect an edifice of good 
SHOE will that guarantees “sum and substance” to 


your business. 


) \ 
IN STOCK 


ready to ship—net 30 days 


S—400 S—401 
Black Kid Oxford Brown Kid Oxford 


AAA, 5-10 B,3-10 AAA, 5-9 B, 3-9 

AA, 5-10 C.3-10 AA, 5-9 C. 3-9 

A, 410 D.3-10 A, 49 D, 3-9 
E, 4-9 


$4.40 $5.00 


S—403 S—404 
Black Kid Oxford Brown Kid Oxford 
(Arch Corrective) (Arch Corrective) 
AAA, 5-10 -B.4-10 AAA, 5-9 B, 3-9 


. 5-10 C, 3-10 AA, 5-9 C, 3-9 
4-10 D, 4-10 A, 4-9 D, 3-9 
E, 4-9 


‘Famous For Fit” _, "3 | $4.60 $5.20 














She ROTH SHOE”% @ 


“ CINCINNATI 


There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH’S 
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Correct 
That’s All 

















MY GYPSY ROVER 


Rich in simplicity—the narrow insert of 

varied colored leathers lends quiet and becom- 

ing elegance. 

This most appealing pattern fashioned in 

Patent enhanced by vivid colored kid inserts 

—Satin with Patent or Black Suede insert, 

has a most enticing way of selling itself when 

on the prospect's foot. 

Today we are making five to six weeks de- 

livery. 

Better let us send one of our special represent- 

Geena atives to put before you shoes conceded to be 
the most popular priced ($6 to $8) sellers in 


Birthplace of America’s most 
fascinating and dependable the country today. 


Women's footwear today 


brings a message each month. 

By careful study helps all of ; 

us to solve intricate mer- ° 

chandising problems leading - (lo-CCrst at 
President. 


to bigger and profitable busi- 
ness. 


Walk and Be Healthy 


THe; Vonbmam, Lawrences; Co, 


STATION A 





JA id 
Lown fg Ae ot 
Bis WES 


4. _ 
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FOR SUMMER SALES 


.....sMart novelties in patent 
satin and white kid 


READY FOR DELIVERY—NOW 


No. 5075 


Black Satin “Rena” one-strap. Imitation turn. 
15/8 Spanish Louis Satin-covered heel. Sizes— 
A, 4% to 8; B, 3% to 8; C, 3 to 8. 


Price, $4.50 


No. 5071 


White Kid “Seville,” one-strap cut-out. Imita- 
tion turn. 14/8 covered’ Spanish Louis heel. 
Sizes—AA, 5 to 8; A, 4% to 8; B, 3% to 8; C, 
3 to 8; D, 3 to 8. 


Price, $5.00 


BlackWSatin “Saturn™ one-strap with suede 
trimmings. Imitation turn, 13 /8 covered Cuban 
heel. Sizes—AA, 5 to 8; A, 4 to 8; B, 3%.to 8; 


a -* s 
C, 3}to 8. Price, $4.25 


No. 27 


Same style in all Black Regent Kid. Same size 
range as No.26 with] additionof D widths 3 to 8. 


Black Regent Kid ““Thelma™ one-strap, cut- 
out. Imitation turn. 14/8 nish Louis heel. 
Sizes—AA, 5 to 8; A, 4 to 8; B. 3% to 8; C, 


3 to 8. ; 
Price, $4.60 


“SteeyeeeeeiTIETy., 


White Regent Kid “Emily” one-strap. 14/8 
white kid covered Cuban heel. Imitation turn. 
Sizes—A, 4 to 8; B, 3% to 8; C, 3 to 8. 


Price, $4.00 


Black Satin “‘Louisa™ one-strap button with 
Black Suede trimming. Imitation turn, 14/8 
Spanish Louis covered heel. Sizes—AA, 5 to 8; 
A, 4 to 8; B, 3% to 8; C, 3 to 8. 


Price, $5.25 


TERMS: NET, 30 DAYS 


White Rex Kid “Patricia one-strap Sandal. 
Perforated quarter and vamp. 9/8 covered 
block wood heel. Imitation turn. Sizes—A, 4 to 
8; B, 3% to 8; C, 3 to 8. 


Price, $4.00 


By 


No. 5073 


Black Satin “Rialto” gore pump, suede trim 
cut-out. Imitation turn. 14/8 covered Spanish 
Louis heel. Sizes—AA, 5 to 8; A, 4% to 8; B, 
3% to 8; C,3 to 8. 


Price, $5.25 


No. 5072 
Black Satin “Seville.” one-strap cut-out. 


Imitation turn. 14/8 covered Spanish Louis 
heel. Sizes—AA, 5 to 8; A, 4 to 8; B, 3% to 8; 


C, 3 to 8. 
Price, $5.25 


Price, $4.25 STICK DEP ARTMENT 


THE UNITED STATES SHOE 
COMPANY....CINCINNATI 
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For the Country Club Taste 
and the Kitchenette Budget 


Every woman has an instinctive desire for ‘‘Nice’’ shoes—she’s born 
with a “Country Club” taste, but she has to regulate her shopping by 
her kitchenette budget. And the shoes you sell have to suit both her 
eye and her purse 

That's what these Holters style McKays do. Isn't the shoe in the 
picture a “Country Club” product in style? Yet these style McKays 
retail at from $6.00 to $8.50—they re in the Kitchenette price-class. 
Which means quick turnover and profits. 


ae 


et 


7 ey 


N.B.—We make a line of lower priced Holters McKays too. These 
are manufactured in our Plant No. 2, Louisville, Ky. 


The Maizie 


THE HOLTERS COMPANY, CINCINNATI, O. 


Branch of The United States Shoe Company 


Chicago Office, New York Office, Minneapolis Office, 
210 Security Building, 1404 Bush Terminal Building, 723 Boston Block. 


Sf Leesa 
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THE “DOBBS” THE “DE LUXE” 


A gore pump of shimmering Black Satin with gore of gleaming BI ; 
ng Black Patent Leather, this perfect-fitting 
ya apne ay ——— 4 small Satin de one-strap is true to its name. Made over the 183 Last 
Th ie over ast an So P= is Bleck P ee: with Spanish Louis heel. Can also be made in various 
is same pattern is in fan or Diack Fatent materials over new short-vamp lasts with popular box 
over short-vamp last No. 29 with Cuban heel. heel effects. 








IT’S THE TURNS 


THAT MAKE THE TURNOVER 


Quick turnover is to you what his ._ thoritatively styled, ultra-fashion- 
bag of gold is to the miser. able footwear. 


And you'll get quick turnover with They'll sell at up to $10.00—and 
these Duttenhofer they Il sell fast. 
turns — light, airy’: 
and graceful as only 
turns can be. 


It’s the turns that 
make the turnover— 
and the Duttenhofer 
The illustration shows turns will make the. 
two of our late models quickest turnover for 
—smartly tailored, au- : you. 


The Val Duttenhofer Sons Company 


Branch of the United States Shoe Company 
Cincinnati, Ohio 
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Only the genuine Diamond Brand : Diamond Brand ( Visible) Fas 

( Visible) Fast Color Eyelets are Color Eyelets never lose their 

identified by the tiny diamonds on color, promote easy lacing, and 
cach eyelet, actually cutwear the shoe, 


The light, dainty Goodyear Welt lace oxford, finished with 
visible eyelets, is the inevitable development in footwear 
suitable to the tailored mode of to-day. 

Look for the Diamond 
Trade @ Mark 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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Healthier Conditions to 
Cincinnati Retail Trade 


CINCINNATI—The last few days of 
the week ending June 14 were unusually 
good for the retail shoe business. The 
weather turned extremely warm; in fact, 
hot expresses it better and everyone 
seemed to realize summer had come. 

Sales of whites commenced with the 

rrival of summer weather and retail mer- 
chants expect the white business to con- 
‘inue to lead the sales for several weeks. 
-he demand is for all white, without col- 
ored leather trimmings. Preference is for 
hite kid. 

\ variety of patterns are being sold. 

indals, straps, fancy cut-out oxfords and 
regent pumps all sold well, not only in 
yhite but also in blacks. Colonials and 

wre effects are having a great many calls. 


Pushing Colored Suedes 


Many of the stores report daily sales of 
colored suedes, principally airedale and 
gray. While the demand is not big, the 
continued sale helps the merchants in re- 
ducing their stocks of colored suedes. 

The men’s business continues to run 
along about the same gait and is starting to 
show improvement. The demand is for 
light shades of tan calf oxfords with square 
toes, and some calls for black. The per- 
centage is about 70 per cent tan to 30 per 
cent black. Now that the sport season has 
started they are having calls for sport and 
golf shoes. 


Shoe Merchants Meet 


The weekly luncheon of the shoe group 
was held at the Business Men’s Club 
Tuesday recently. Walter Geisting of the 
Bostonian Shoe Store was chairman of the 
meeting. They discussed the advisability 
of holding off sales as long as possible this 
season. Heretofore, they have been hold- 
ing their clearance sales right after July 4, 
and they feel that due to the backward 
season the sales should be deferred as 
long as possible. Most of them agreed that 
they would have their sales the latter part 
of July. Many of them will not put on sale 
shoes which are desirable and that will be 
salable in the early fall, as they do not 
deem it advisable to sacrifice shoes that 
they can make a legitimate profit on by 
holding. 


Manufacturing Reports 


Shoe manufacturing activity continues 
along about the same pace as it has been 
for the past few weeks, and factories are 
receiving substantial orders for early fall 
delivery. Orders received are for princi- 
pally blacks in patent leather, satin, kid 
and gun metal calf, with a good demand 
for tan calf. New patterns are plainer, al- 





Myron Wolf Optimistic 


Myron Wolf believes that condi- 
tions in the shoe business are rapidly 
clearing up. He says that whereas 
the majority of shoe merchants were 
overstocked with old merchandise 
and short on desirable shoes, this 
lull period has given them an oppor- 
tunity to convert their dormant 
stocks into cash. He says further 
that the concerted effort on the part 
of retail shoe merchants to rid 
themselves of slow moving mer- 
chandise will put them in a position 
to buy a good volume of seasonable 
footwear for early fall. He believes, 
therefore, that by July the factories 
will be operating on a good healthy 
basis. “This lull in business is only 
temporary,” says Mr. Wolf, “‘and 
while it hurts as long as it lasts, it 
cannot help but be for the best.”’ 











though not just plain oxfords and straps. 
It is evident that plainer effects are 
stronger and these styles are expecting to 
continue right on through the fall. Some 
high cut patterns were sold by one of the 
factories for fall delivery. 


Potter Company Meeting 

The last meeting of the Potter Shoe 
Company was in charge of W. C. Krause, 
who is the adjutant of the suggestion con- 
test. The meeting was devoted to the re- 
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ports of the various team captains on the 
progress of their teams in the suggestion 
sales campaign which they are holding 
this month. The meeting was opened by 
the reading of the Sam Davis creed, “It 
can be done, it shall be done, it has been 
done.”’ There is a great deal of rivalry be- 
tween the Red and Blue Armies, as each 
one wants to be the guest of the other at 
the picnic. So far, the Blues have shown 
the most activity and are leading in the 
suggestion sales. 


Showing Polishes 


Mabley & Carew Co. devoted a window 
to the sale of shoe polishes, and is having a 
special demonstration by the Boston Shoe 
Dressing Company, in the women’s de- 
partment on the fifth floor. Sales on pol- 
ishes and dressings increased 200 per cent 
during the demonstration. 


Changes at Smith-Kasson 
Company 


Allan Pauly, buyer and manager of the 
women’s fourth floor and basement shoe 
departments of the Smith-Kasson Co., is 
relinquishing his supervision and buying 
of the department and in the future will 
devote his time to the managing and buy- 
ing of the men’s first floor shoe depart- 
ment and the women’s basement shoe 
department. Mr. Pauly will remain in 
charge of the fourth floor until July 1, 
when W. E. Newbold, who comes from 
Byck Bros. of Louisville, Ky., will assume 
the management of this department. 

H. M. Kendall, who is buyer of the 
men’s shoe department of Smith-Kasson 
Company in the future will devote his 
time to the managing and buying of the 
misses’ and children’s shoe department. 





Excellent Retail Increase 
in St. Louis Shoe Stores 


ST. LOUIS—The retail shoe business 
for the week ending June 14 showed im- 
provement over the previous week. The 
merchants were elated in the upward turn 
in business. This increase was made in 
spite of the rainy weather which fell often 
during the week. The rain, however, was 
outstripped by the hot weather which 
came upon the city with a bang. 

The big rush for white shoes was de- 
layed by previous inclement weather, but 
during the past week much of the lost 
ground has been made up. Everything is 
apparently white footwear and the early 
prediction of the greatest white season in 
history is close to being an accomplished 
fact. The greatest prestige of course is 
being paid to white kid. Some of the linen 
shoes, however, are being bought. One 


store reported that if it had not bought 
shoes anticipating the opening of another 
store, which was delayed in making its 
debut, it would have been seriously em- 
barrassed in that the stock of white foot- 
wear would have been badly depleted. 

Another of the biggest operators re- 
ported white footwear would be eagerly 
sought within two weeks. In fact, the 
statement was rather definite in that an 
actual shortage of good patterns in white 
would exist within a fortnight. 

Saturday in particular was a big day 
throughout the retail shoe district. One 
store found business so good during the 
week that extra salesmen were employed. 
Optimism is high among the retail shoe 
merchants and from all indications the 
trend is upward from now until the end of 
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WHY? 


Why do you find W. B. Coon Co. shoes carried in 
six to eight widths by dealers who rarely carry other 
lines in more than three widths? 


Because They Fit 


Why do you find W. B. Coon Co. shoes selling freely 
at $8.00 in stores with no other line priced higher 
than $5.00? 


Because They Fit and Wear 


Why do hundreds of dealers feature W. B. Coon 
Co. shoes, advertising them at their own expense? 


Because in addition to their Fit 
and Wearing qualities, they are 


SAFE, SANE and SENSIBLE 


A new catalog is now ready. 


ROCHESTER, N. Y. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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the month at least. The activity shown has 
been more than encouraging. 


Aid Near East Relief 


The St. Louis Shoe Retailers’ Associa- 
tion endorsed the Near East relief plan of 
sathering old as well as unsalable shoes to 
be given to that organization. The month 
of June has been selected in which the plan 
vill be put over. The idea of placing a bar- 
rel in front of each shoe store is being car- 
ried out. Circulars are also being furnished 
by the organization for distribution among 
he customers of the retail shoe merchants. 
The goal of the Near East and the St. 
ouis Shoe Retailers’ Association is two 
car loads of footwear. It is anticipated by 
those in charge of the plan that this mark 
vill be obtained. 

Geo. Werner of the Werner Shoe Com- 
pany has been appointed chairman of a 
ommittee that is co-operating with the 
Near East Relief Association. 


Lasky to Open Store 


Charles Lasky, for the past eight years 
connected with the shoe department of the 
Stix, Baer and Fuller D. G. Company, will 
leave that company to open a store in the 
City Club building. The name of the new 
store will be Lasky’s Foot Corrective Shop. 
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Lasky installed the corrective footwear de- 
partment in Stix, Baer and Fuller and 
developed it to its present proportions. He 
has a wide following and a broad experi- 
ence in the corrective footwear and appli- 
ance field. In the new store he will carry 
foot appliances as well as a line of correc- 
tive shoes. He plans to open his new store 
some time in July. 


Women Visitors 

Miss O. M. Johnson, assistant manager 
of the National Shoe Retailers’ Associa- 
tion, and Miss Alice Englehardt, treasurer 
of the Potter Shoe Company of Cincinnati, 
were visitors in St. Louis recenty. Miss 
Johnson was here to prepare an article for 
National Footwear, the official paper of the 
organization. She spent an entire day with 
the officials of the Swope Shoe Company, 
gathering material for an article on the de- 
velopment of that company. The Swope 
Shoe Company is the oldest retail shoe 
store in St. Louis. 


Hinckley Resigns 
Sam Hinckley, for a number of years 
manager of the shoe department of Stix, 
Baer and Fuller, resigned from that com- 
pany recently. Ralph Ellis, assistant man- 
ager of the department, has been tempo- 
rarily placed in charge of the department. 





Milwaukee Shoe Stores Are 
About Even with Last Year 


MILWAUKEE—Business is still re- 
ported only fair by Milwaukee stores. The 
good business resulting from a week of 
warm weather at the beginning of June 
was held up by a cold and rainy Saturday, 
and the following week failed to show any 
great improvement. The majority of stores 
seem to be keeping about even with last 
year’s business, but weather conditions are 
thought to be the most important factor in 
preventing a better showing. Although 
local shoe merchants are almost unani- 
mous in reporting that black patents are 
first in popularity, statements regarding 
other lines of women’s footwear vary. 

One store reports that their trade, which 
is largely the better class, has been buying 
the blacks with very few whites or colors. 
Another store has noted the popularity of 
such shades as ivory, apricot and gray, 
while a few reds, greens and blues have 
sold, but not in any number. The report 
from a third merchant is that a little of 
everything is selling without any definite 
tendency. Sport shoes are of note, but a 
greater volume.of this business is expected 
later in the summer. 

Both black and tan oxfords are selling 
for men. Tan seems to be a little better 
than black, and light shades are selling 
better than ever before, some merchants 


“ 


report.. Plain styles with wide toes con- 
tinue in popularity and a tendency to a 
broguish effect is noted. 

That gun metal and gray shades of ho- 
siery are becoming more popular than the 
light tan shades such as dawn and sunset 
was reported by one shoe store, but this 
fact does not seem to be general. Tans and 
beige are holding their own at the majority 
of local stores, although an increase in the 
demand for grays has been noticed. 
Chiffons are still leading in Milwaukee 
stores and an increased demand for sport 
hose has been noticed, especially for check 
and diamond patterns. Such colors as 
banana, orchid, powder blue, and jade 
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green are being used to match summer 
dresses, according to indications of recent 
sales. 


New Florsheim Manager 


H. N. Yost has taken over the manage- 
ment of the Milwaukee store of the Flors- 
heim Shoe Store Company to succeed J. J. 
Klawitter who has resigned. Mr. Yost has 
been with the Florsheim Company for 
about two years and was formerly on the 
road as auditor and supervisor. He has 
been connected with the shoe business for 
a number of years and was at one time 
connected with the Regal Shoe Store here 
for about six months. 


To Build New Store 


Contracts for the erection of a new store 
and office building have been led by W. & 
J. Wuerl, operators of a shoe store at 2726 
Lisbon avenue. According to William F. 
Wuerl, one of the owners of the store, and 
secretary of the Milwaukee Shoe Retailers’ 
Association, work on the building will be 
started before the end of the month and it 
should be ready for occupancy about Octo- 
ber 1. Specifications call for a two-story 
building, 30 by 60 feet, of brick and tile 
construction, located at 2717 Lisbon 
avenue. F 


Walter Ebner Dies 


Walter Ebner, treasurer and superin- 
tendent of the Ebner Shoe Company, 26th 
and Fond du Lac avenue, died at a Mil- 
waukee hospital, following a brief illness. 
He is survived by his wife, his parents, a 
brother and a sister. 


To Discourage Prize Contests 


Shoe merchants who are members of the 
retail merchants division of the Racine, 
Wis., association of commerce, are joining 
in the movement to curb violations of the 
trading stamp and lottery laws of the state 
by discouraging the giving of prizes in con- 
tests conducted by individuals, communi- 
ties or merchants’ associations. The retail- 
ers’ division went on record as condemning 
the practice of giving away prizes, holding 
raffles, or making other concessions con- 
trary to the state laws to induce trading in 
any particular section or at any one store. 





White Season Good in the 
Stores on Pacific Coast 


SEATTLE—White shoes are selling ex- 
tremely well. The white season got a 
splendid start when merchants got to- 
gether in May and held a “White Shoe 
Week.”’ The demand for whites has been 
steady since then. : 

Low heels in sports shoes and crepe rub- 
ber soles with buckskin, buck and calf 


we 


uppers, are having exceptionally good sales 
with the advance of the sports season. In 
general lines, block heels are favored with 
a small percentage of Spanish style and a 
very few higher heels for dress and after- 
noon wear. 

There is good business in riding boots 
at $15. Brown and black are equally popu. 
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lar in these lines. Higher priced boots have 
not moved to any degree and recently 
more expensive styles were cut to $15, a 
price that has predominated throughout 
the city. 


Shoe Merchants Meet 


Forty members of the Seattle Retail 
Shoe Dealers’ Association heard Irving 
Vining, president of the Oregon State 
Chamber of Commerce, at their last 
monthly meeting. Mr. Vining talked on co- 
operation as an asset in the retail business 
and complimented the strong feeling of 

‘llowship shown by the shoe merchants 
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of the city. Due to the fact that most of the 
buyers from the various shoe stores will be 
in the East during July and August, no 
meetings of the association will be held 
during those months. 


Corrective Shoe Demand 


A demand for corrective shoes is very 
noticeable here, according to store mana- 
gers. Athletic shoes for children are selling 
well, but the demand is not greater than 
usual. Light colors are preferred for chil- 
dren, while browns and blacks are chosen 
for women. 





Splendid White Demand in 
Louisville and the South 


LOUISVILLE—There has been a re- 
markable change in weather conditions 
since early June. It has been hot and dry, 
with the result that white shoes are moving 
freely, the stores being quite busy on 
women’s shoes. Men’s business is more ac- 
tive than it has been. 

In women’s shoes there has been very 
little change, demand being for strap- 
sandal effects, with present calls largely 
for white shoes, with a few patents and 
satins. 


New Shoe Store 
A new shoe store is to open in Louisville 
shortly after the first of July, in a store in 
the Marion E. Taylor building. The new 
concern is the Nisley-Arcade Shoe Com- 
pany, of Springfield, O., which is headed 
by C. L. Nisley. 


Shoe Club Outing 


The Louisville Shoe Club held the first 
of its summer outings on June 18 at South 


Park. The members had use of the South 
Park Fishing Club’s facilities for bathing, 
boating, fishing, etc. A country style 
chicken dianer was served following the 
sporting program. 


New Fedler in Game 


J. C. Fedler, son of J. C. Fedier, Jr., is 
commencing in the shoe business, the third 
bearing that name to select this trade. He 
recently graduated from college. Young 
Fedler will probably devote a year to 
studying other phases of the shoe industry 
in Cincinnati. The J. C. Fedler Sons Co. 
operates three Boston Shoe Company 
stores. 


Going to New England 
Harry G. Schutz, head of the Harry G. 
Schutz Walk-Over Boot Shop, Louisville, 
will leave Louisville with Mrs. Schutz on 
July 5, to go to Campello, Mass., to attend 
the celebrations to be staged by the George 
E. Keith Company. 





Salt Lake City Enjoying 
Healthy Industrial Status 


SALT LAKE CITY—The industrial 
situation here is satisfactory. Employment 
conditions are good and wages are gener- 
ows. However, comparative figures in 
retail stores, including shoe firms, do not 
show any gain over last year. At this writ- 
ing the outlook is excellent. Agricultural 
statisticians estimate that the crops will 
be at least, normal, and probably heavier 
than last year in several cases. 

Merchants describe business as from 
fair to good. Business is better than it was 
a month ago and, on the whole, at least a 
little better than it was at the same period 
last year. Few shoe merchants are com- 
plaining today, as far as this city is con- 


cerned, and most of them are looking for- 
ward to a good summer business. 
The tendency is decidedly toward 
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lighter shades of tan in men’s shoes. Even 
yellow shades are being asked for. Oxfords 
are selling much better than shoes. 


Plain Types Gaining 

There is a rather marked tendency 
toward plainer styles in women’s footwear. 
One prominent shoeman, who is among the 
best informed among those selling to the 
women’s shoe trade, said he was glad to 
see the change. He declared it was for the 
good of the industry. Another firm re- 
ported that so far they had not noticed 
any appreciable change in this respect, but 
thought it would come in the fall. 

Whites in kid leathers, black satins and 
patents. Ralph Featherstone of Walker 
Bros. reported they were selling quite a lot 
of patent leathers and tanned calf in 
plainer type just now. S. M. Solomon, of 
the Hirschman Shoe Company, said they 
were selling patents, black satins and 
white, with a fair sprinkling of colors. One 
or two firms declared colors were moving 
slowly. 


An Advertising Idea 


The Booterie on East Broadway, ex- 
clusive women’s popular-priced shoe store, 
recently issued a dance program folder for 
advertising purposes. Nothing is printed 
on the program about shoes beyond the 
name of the company and the store’s 
motto, “Wonderful Shoes for Wonderful 
Girls.” 


The Long Life Shoe Company, exclu- 
sive men’s popular-priced store at 111 
South Main street, has moved to a better 
location at 131 South Main street. 


Blacks After 6 P.M. 


Harrisburg, Penn., June 19—Herbert 
Parthemore, shoe store proprietor, in 
stressing the propriety of black shoes 
after 6 P.M., recently displayed a news 
clipping from the Boot and Shoe Recorder 
which featured: ‘“‘No Tan Shoes After Six 
O’Clock.”’ Both blacks and tans are dis- 
played in the same window. A card near 
the black shoes reads: “Black Shoes After 
6 P.M.” 





In Cleveland Sport Models 
Selling at Speedy Rate 


CLEVELAND—The retail shoe busi- 
ness in Cleveland was helped some during 
the week that closed June 14 by favorable 
weather. There was still a chill in the air, 
but it rained only part of two days during 


the week, and that is saying something 
favorable for the merchants. 
For the first time this spring there is 
talk on the streets and in the street cars 
(Continued on page 95) 
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Larger New York Stores 
Report Healthier Business 


NEW YORK—wWhile complaints of 
poor business still continue in many quar- 
ters of the New York shoe retail world, 
there are enough reports of improvement 
to indicate that the situation is decidedly 
better than it was a few weeks ago. The 
complaints come mostly from the small 
retail shee merchants conducting stores in 
the outlying districts. The larger mid- 
town stores are doing a fairly good busi- 
ness; in some cases sales totals are running 
ahead of last year at this time. A certain 
amount of this increased volume is due to 
a multiplicity of sales that are in progress 
at present. Many retail shoe merchants 
and shoe departments in the department 
and specialty stores are running sales now, 
in an effort to clear out their stocks of 
fancy shoes. 

In a number of cases, the  sur- 
plus stocks of manufacturers have been 
thrown into these sales; in one instance, the 
price on a large lot of women’s lizard skin 
slippers reaching the low level of $2.99 a 
pair. 

The trend toward plainer types of foot- 
wear for women is running strong, and this 
naturally makes the value of novelty shoes 
lower. As usual in New York, there is no 
agreement among the merchants on the 
time for starting sales, and these gather 
great momentum once they are started. 
Some of the leading merchants, who have 
withheld sales of their novelty shoes, are a 
bit dubious concerning their ability to 
hold off much longer. 


Solid Whites Very Strong 


One of the bright spots in the trade at 
present is the demand for white footwear. 
Plain solid whites are going good, and 
many retail merchants admit they are 
understocked on them. On bright, clear 
days sales of whites run ahead of all 
others. 

The fact that the demand for black, in 
patent, satin and ooze, still continues, 
however, is a good indication that most of 
the white sales will be “extra pair’’ busi- 
ness. 


Oxfords Going Good 


The demand for plain oxfords or for 
oxfords with some slight cut-outs or other 
decorations is good and probably will grow 
stronger when the fall season gets under 
way, in the opinion of most merchants 
here. 

The men’s shoe trade is fairly steady, 
with the bulk of demand centered on plain 
types in calfskin. The extremely light- 
weight oxfords introduced for summer 
wear are selling only fairly well, and some 
merchants have given them up, although 
there has been no general price cutting. 








The Style Situation 


The general style situation re- 
mains without particular change. 
The strong trend toward plain 
effects, in which the material and 
line of the last, rather than orna- 
mentation, is the chief considera- 
tion, continues unchecked. Plain 
strap effects, small tongue models, 
chiefly with gores, strapped gorings 
and even plain pumps are all selling 
strong at present. The shift toward 
plainer effect also is noticeable in 
evening shoes, where fewer cut-outs 
and other elaboration are in call. 

















Retail Shoe Merchants’ 
Meeting 


Discussion of the tendency for manu- 
facturing organizations to enter the retail 
field formed the principal topic of discus- 
sion at the June monthly luncheon meeting 
and open forum of the Retail Shoe Dealers’ 
Association of New York. This is the last 
monthly meeting that the organization 
will hold until September. President Jesse 
Adler presided at the meeting which was 
held at the Cafe Boulevard. 

The manufacturer-retailer menace, as it 
was called, was said to be growing, with 
the formation of a large organization of 
this kind to invade New York in prospect. 
John Slater ventured the opinion that this 
sort of development will increase with 
growing strength in the next few years. 
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About the only method of combating this 
form of competition, it was suggested, is 
for the out-and-out retail shoe merchants 
to refrain from buying from manufacturing 
organizations which also conduct retail 
establishments. One thought on the sub- 
ject ran to the effect that the majority of 
such organizations use their retail stores as 
factory outlets and do not conduct them 
with the idea of making the same profit 
that the regular retail shoe merchant does. 


The question of wholesalers selling at 
retail to firemen, postmen, policemen, etc., 
was brought up when President Adler read 
a letter from Louis M. Taylor, secretary of 
the Wholesale Shoe League of New York, 
in reply to a complaint previously ad- 
dressed to the wholesalers by the retail! 
shoe merchants on this subject. Mr. Taylor 
in his letter said that the practice was 
growing less and wholesalers themselves 
were attempting to discourage it, but for 
reasons of policy could not eliminate it al- 
together. A decision was made by the retail! 
shoe merchants to appoint a special com 
mittee to discuss the matter with th« 
wholesale merchants in the fall. 


Nothing Definite on Merger 


President Adler also reported on the re- 
cent meeting between directors of the New 
York State and Pennsylvania Retail Shoe 
Associations on the subject of a merger and 
joint convention. This project, said Mr. 
Adler, did not go through as the New York 
State men desired a convention without a 
style show and exposition, while the 
Pennsylvania delegation held out for these 
side issues to a convention. 

Two new members were elected at the 
meeting. They were the Victory Shoe Shop 
(David Pelcyger), Kings Highway, Brook- 
lyn, and Polly’s Bootery (Louis Pollowitz), 
31% Church street. 





Fair Tone to Conditions 
in Brooklyn Factories 


BROOKLYN — Business among the 
Brooklyn shoe manufacturers is only fair. 
Reports from individual manufacturers 
vary considerably and it is difficult to get 
an accurate estimate on how full the trade, 





Styles Remain Same 





Very little in the way of new 
styles are being offered by the larger 
manufacturers here. The styles 
shown at the Brooklyn show are 
generally regarded as having set the 
pace for the early fall season at 
least. Many manufacturers report 
the bulk of new orders are on the 
styles displayed at the show. 











as a whole, is running. The best guesses 
center around 60 to 70 per cent with the 
medium-sized factories apparently run- 
ning better than the largest plants or the 
many small plants. 

The white business in Brooklyn facto- 
ries has had a let-down, and some manu- 
facturers are inclined to think that it is 
over for the season, while others are hope- 
ful that re-orders will appear. It is gener- 
ally believed that retail shoe merchants 
are understocked on whites. Manufactur- 
ers who hold this view, however, have been 
chary of making up stock shoes in advance 
of the expected demand. One or two of the 
big plants that conduct stock departments 
cleaned up well on their whites last year, 
but the stocks this year have been scaled 
down considerably. If a burst of belated 
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white business does come, it will mean rush 
orders for Brooklyn. 

The bulk of new business coming into 
the Brooklyn factories calls for patent 
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leather, black satin or black ooze. Some 
brown and gray in ooze is being called for, 
but not in anything like the proportionate 
demand for black. 





Lynn Manufacturers Ready 
to Begin on Fall Styles 


LYNN, MASS.—Quick deliveries will 
be a feature of the fall run. Shoes can be 
made faster. The time for McKays has 
been cut down to ten days; for welts to 
two weeks. New machinery and new 
methods expedite the making of shoes, 
especially the light, dainty and flexible 
novelties. Being able to make shoes more 
quickly, Lynn manufacturers are starting 
on their fall run later than usual. Hence 
quiet times in June. In former times, the 
making of fall shoes was started in May 
or early June. Now, it is not started until 
late June or early July. After it is started, 
it will go with a rush. Quick deliveries will 
be the feature of the fall run. 


Rapid Shoemaking 


Some Lynn firms, using a new McKay 
machine, are stitching shoes at the rate of 
1,000 pairs a day. Besides being the fastest 
stitching ever, it is also the best in quality. 


New Fall Styles 


Styles, as displayed in fall sample lines, 
show straps, gores, plain pumps, fancy 
tongue pumps, some Colonials, and a 
variety of oxfords, regular, blucher, brogue, 
lattice front and side lace. Materials show 
patent leather, satin, black and brown 
suede, black and brown grain finish calf 
and kid, elk and some velvet. More grain 
finishes are shown than a year ago. 

Among new features are: collar trim- 
mings, the collars being on vamps and 
quarters. Some collars are perfectly plain; 
others are scalloped, ringed, or pinked and 
perforated. Collars either match, like a dull 
calf color collar on a dull calf vamp, or 
contrast, like a patent leather collar on a 
satin shoe. 


Cancealed Gores Gaining 


Gores are running strongly towards 
front straps of webbing, the webbing being 
concealed by beads, slides or leather. New 
webbing is fancy stitched with silver or 
gold threads, so that it looks as if it were 
covered with beads. 

Instep strap pumps, the straps being 
fastened to the shanks of shoes with gores, 
are gaining in style. Some of these straps 
will stretch by as much as an inch, and 
that is enough to fit even the highest arch. 

Side ornamentation is andther strong 
feature. The pattern of the cut-out, at the 
base of the strap, is a stronger feature of 
style-making than ever before. 


Straps continue slender, with a few ex- 
ceptions. The fineness of their stitching, 
and the clean cut of their edges, is im- 
portant. 

Piping of gold and silver is still used. 


New Cotter Shoes 


The new Cotter sample line shows a 
variety of new strap pump patterns of 
patent, suede, satin and calf and kid. It 
runs strongly to high heels. Some new gore 
patterns are’ included in it. There is one 
side lace oxford, too. 


““Watson’s McKays’”’ 


The Watson Shoe Company is making 
*‘Watson’s McKays” in addition to ““Wat- 
son’s Welts”’ for fall, the smartest styles, 
to be sure. 


New Lynch Shoe 


T. Frank Lynch Shoe Company has 
started with a new equipment of machin- 
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ery and new sets of lasts and patterns 
throughout. It has for fall, strap pumps, a 
plain pump warranted to fit; gore styles, 
and some new oxford types of kid and calf. 


Quick Style Service 


A Lynn salesman gave directions for 
making up a new sample, and took the 
train for New York, to see a customer 
there. The factory made up the sample as 
directed. It was sent to New York by a 
special messenger, on a later train. It was 
delivered to the salesman in a New York 
hotel that evening. The next morning he 
started for Chicago carrying with him the 
new sample. 


60 Cents for Straps 


Sixty cents a pair was paid for making 
straps on one line of Lynn shoes. That 
looked large, but buyers cheerfully paid it, 
for the straps gave the shoes a distinctive 
style value. 


R. H. Mitchell Head of In- 
dustrial School 

Reuben H. Mitchell, formerly a member 
of the Mitchell-Caunt Company, shoe 
manufacturers, has been appointed by 
Governor Channing H. Cox as chairman 
of the Lynn Industrial Shoe School. Mr. 
Mitchell is one of the best known men in 
Lynn shoe manufacturing circles and at 
one time was president of the Lynn Shoe 
Manufacturers’ Association. 





Boston Retail Shoe Trade 
Going Along at Fair Rate 


BOSTON—Although weather condi- 
tions were not favorable to retail buying 
during the week ending June 14, a fairly 
good week was reported generally in local 
shoe stores. There were several days of 
warm weather and evidently the psycho- 
logical effect on the minds of the women 
was good, for on those days, shoes sold 
freely in most stores. 

From several sources reports have been 
made that sales are measuring about even 
with the corresponding period a year ago, 
and there is a generous amount of stores 
reporting gains. There seems to be little 
foundation to warrant some of the pessi- 
mistic talk concerning business conditions 
that is too pronounced. With the white 
season going on strong, there is great like- 
lihood that a splendid white year will be 
enjoyed. : 

Whites are selling at a good rate now, 
in most cases leading all other materials. 
Still some of the stores doing a large vol- 
ume report patent leather is holding fast 
as a popular material and in some in- 
stances runs even with whites. 

There is little change in style funda- 


mentals in women’s shoes. One of the busi- 
est of stores selling shoes around the $6 
mark reported operas were enjoying a 
splendid run. The manager of the stores 
reports fancy straps are first with good 
prospects ahead for dainty gorings con- 
cealed by delicate beadings, etc. 


Medium Height Heels 


Heels measuring 12-8 and 13-8 are ex- 
tremely popular in all types of models. 
Even when sandal types are shown, it is a 
common thing for the woman to ask for 
the same style with a slightly higher heel 
than the 8-8 which usually goes with the 
model. 

The men’s trade is better. Intervals of 
warm weather have served to stimulate 
interest, particularly in light tan patterns. 


Woman Buyer Visits Hub 


One of the most clever women shoe 
buyers in the country was in the Boston 
market last week. She is well known to 
Hub shoe salesmen, who recognize in Mrs. 
Nat Shine, of Fort Worth, Ind., a woman, 
who not only knows what the women and 
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children of her section want, but the men 
folks as well. Mrs. Shine buys a general 
line for the four Indiana shoe stores of 
John Stillman of which chain her husband 
is manager. She has been coming to this 
market for the last ten years, and so has a 
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wide acquaintance with this trade. Mrs. 
Shine plans to be in Boston July 6 and will 
stay here for the week of the National Shoe 
and Leather Exposition and Style Show. 
She will make her headquarters at the 
Hotel Avery. 





Brockton Samples for Fall 
Show Broad Range of Styles 


BROCKTON—Shoe manufacturers are 
looking optimistically into the fall season. 
Most of the concerns have some striking 
new men’s shoes in their sample lines for 
fall. Tan shades are going to be strong, but 
they will be darker than those being sold 
for summer wear. Fancy stitchings are be- 
ing used more generously than perfora- 
tions. Toes are roomy and the short vamp 
model is shown in most all lines. 


An Admirable Record 


Warren A. Woodward is one of Brock- 
ton’s oldest, best known and most com- 
petent, of Brockton’s factory foremen. Mr. 
Woodward with his wife recently cele- 
brated the 50th anniversary of their mar- 
riage. He has been employed for 45 years 
at Stacy-Adams Company’s factory in 
this city. For many years he has been, and 
is at the present time, foreman of the 
stitching room of that concern. He has 
never lost a day through illness or vacation 
periods. He has always kept in touch with 
the newest ideas in the shoe industry in 
connection with the high grade shoe mak- 
ing for which Stacy-Adams Company is 
famous. 


Walk-Over Man Home from 
Orient 


J. Warren Baldwin of Shanghai, China, 
accompanied by Mrs. Baldwin, recently 
arrived in Brockton, completing an around- 
the-world trip, which was commenced last 
November. Mr. Baldwin is manager in the 
Orient for George E. Keith Company with 
headquarters in Shanghai. Speaking of 
business conditions in the countries visited 
during the trip, it was said that in general 
it was rather quiet, yet the Orient is stead- 
ily recovering from International troubles 
and is on the road to permanent improve- 
ment. After a stay in Brockton of several 
weeks, Mr. and Mrs. Baldwin will return 
to Shanghai. 


Graduates Wear Brockton- 
Made Shoes 


Of the 250 pupils who graduated from 
the Brockton High School last week, 218 
wore made-in-Brockton shoes at the class 
day exercises. This general response was 
the result of a previous request by the 
superintendent of schools and the head- 


master that graduates, so far as possible, 
wear Brockton-made shoes when gradu- 
ating. 


Alfred W. Donovan to Live in 
Rockland 


President Alfred W. Donovan of E. T. 
Wright & Co., Inc., with factory in Rock- 
land, Mass., is returning to his residence 
in that town after making his home in 
Boston during the past two years. Mr. 
Donovan is a native of Rockland and prac- 
tically a life-long resident in that town. He 
is one of the most widely known shoe man- 
ufacturers in the United States. 


Outing at Nantasket 


The Brockton Association of Superin- 
tendents and Foremen recently enjoyed 
the annual spring outing, when more than 
150 members, including superintendents, 
foremen and salesmen of more than 30 con- 
cerns in the Brockton district, motored to 
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Nantasket Beach. An old-fashioned shore 
dinner was served. There was orchestral 
music, vocal and community singing. 
Among the concerns represented were: 
Rice & Hutchins, Rockland and South 
Braintree factories; Buckley Shoe Co., 
Stone & Tarlow, Inc., J. F. Corcoran Shoe 
Co., C. A. Eaton Shoe Industries, Stacy- 
Adams Co., A. E. Little Co., Conrad Shoe 
Co., Union Shoe Co., C. B. Slater Co., 
Diamond Shoe Co., W. L. Douglas Shoe 
Co., George E. Keith Co., Boston Black- 
ing Co., United Shoe Machinery Corp., 
Respro Co., American Stay Co., Seamans 
& Cobb, Howard & Foster Co., L. Q. 
White Shoe Co., Farnsworth, Hoyt Co., 
Brockton Shoe Mfg. Co., Cosgrove Black- 
ing Co., S. & F. Blacking Co., Denehy 
Bros. Blacking Co., Brockton Crayon Co., 
Whitman Shoe Polish Co., James C. 
Mackedon Co., Richards & Brennan Co., 
Givren & Blunt Shoe Co., Thompson 
Bros. Shoe Co., Rausclab Goldleaf Co. 


Exclusive Agency Plan 

The Preston B. Keith Shoe Co., makers 
of the Vento Shoe, is merchandising this 
practical novelty on the basis of exclusive 
sales rights to progressive merchants. The 
concern offers exclusive control of this shoe 
to one merchant in a city or town. Inquir- 
ies which are being received by the makers 
of this high grade ventilated welt shoe in- 
dicate interest on the part of retailers. Four 
popular styles of men’s ““Vento” shoes are 
carried in stock at the Keith Company’s 
factory for immediate delivery. 





Blacks and Whites Best 
Bets in Rochester Stores 


ROCHESTER—Retail shoe merchants 
are much more satisfied with the trend of 
business since the first of June. Black 
satins and patents still hold the leading 
place in the sale of women’s footwear, but 
local merchants report that other lines are 
moving and that numbers that were listed 
as inactive early in the season are now 
proving to be good sellers. 

White footwear is prominently dis- 
played in every shoe store and is beginning 
to move, but more settled weather condi- 
tions will be necessary to create a steady 
demand for whites. Sport shoes are moving 
very well since the first of the month. 

In men’s footwear, the calls center 
around light tan oxfords which conforms 
with the expectations of local merchants 
who are well stocked with oxfords in the 
lighter shades. 


Feature Conservative Sandals 


Wm. Eastwood & Sons Co. are featur- 
ing strap sandals in all patent with two 
straps, one at instep and a forestrap with 


ornamental punching on straps and around 
vamp and collar which gives it the sandal 
effect. 

Another Eastwood pattern that is 
attracting favorable attention is a strap 
slipper made in all patent leather or all 
white calfskin. This number has one strap 
across the instep and the vamp has five 
parallel cut-outs with stitching as further 
ornamentation. 


Show New Footwear 


The annual showing of summer foot- 
wear, a feature of the McCurdy shoe de- 
partment, was held recently. It did much 
to stimulate the sale of summer shoes. Mr. 
Olmstead, manager, arranged an attrac- 
tive window display of the latest patterns 
in one of the Main street windows and the 
department was attractively decorated for 
the occasion. 

Among the patterns that proved to be 
extremely popular were patterns in all 
white kidskin. The “Bianitz’’ pattern in all 
patent with Spanish heel was another big 
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seller. The Deauville sandal, a novelty 
strap pattern with toe and forepart made 
of straps of leather, attracted much favor- 
able comment. 


Spangler Praises Association 


Bert Smith, secretary of the Rochester 
Retail Shoe Dealers’ Association, wears a 
smile these days and thinks that life is 
worth while and that the job of being 
secretary of an association isn’t the most 
thankless job in the world. No, the boys 
didn’t vote to raise his salary as secretary 
for the position doesn’t carry a salary, but 
Mr. Smith recently sent some information 
regarding the association to the National 
Shoe Retailers’ Association in response to 
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a request from them, and Mr. Spangler in 
replying wrote that he was very much 
pleased with the data submitted and that 
he considered the Rochester Association 
one of the liveliest affiliated locals in the 
National. 


To Meet June 24 


John Schmanke, president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion, has called a meeting of the associa- 
tion for Tuesday evening, June 24, at Hotel 
Rochester. A speaker of national promi- 
nence will address the meeting and Mr. 
Schmanke is anxious to have all local shoe 
men attend as this meeting will end the 
activities of the association until fall. 





Haverhill Factories Making 
Samples for Boston Show 


HAVERHILL—New samples which 
are being made by Haverhill manufactur- 
ers, with special reference to the forth- 
coming Boston Style Show in July, con- 
tinue to emphasize “pretty shoe’’ pat- 
terns. That is to say, the strap and orna- 
ment effects are featured along very light 
and dainty lines. 


Goring in Extensive Use 


It is interesting to note the prominent 
part which goring plays in the latest pat- 
terns of women’s footwear. Inserted in 
front straps, at the sides, and at the shank, 
goring contributes materially to style and 
comfort. Plain and beaded effects are util- 
ized, and while the gore is usually hidden, 
it is, nevertheless, a controlling factor in 
the shoe. The fact that goring manufac- 
turers now guarantee their product to wear 
as longas the shoesenables the merchant to 
give his customers assurance of safety in 
that regard. 


Shoes at Popular Prices 


During the past few weeks, a general re- 
vision of shoe prices has been made by 
local manufacturers. This has been 
brought about through reductions of labor 
costs and rearrangements of departments. 
Concerns are in a position to respond 
promptly to the demand for popular- 
priced shoes which is so insistent at the 
present time, and which promises to con- 
tinue. Buyers from all over the United 
States, who will be in the New England 
market during the next few weeks, no 
doubt will appreciate the new conditions 
under which Haverhill is working. 


Publicity for Turn Shoes 


There is a desire on the part of Haverhill 
manufacturers of turn shoes, as well as 
those in other turn shoe centers, to bring to 


the notice of the trade and the public in 
general the merits of this class of footwear. 
A publicity campaign is proposed, in 
which all turn shoe manufacturers in New 
England may participate. The turn shoe 
production is an important part of New 
England’s industry, and one which is 
worthy of fostering to the fullest possible 
extent. Genuine hand turns, regardless of 
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quality, is the foundation of this proposed 
campaign. Haverhill manufacturers who 
have been approached on the matter are in 
favor of this plan. They welcome it as a 
means of bringing added business to Ha- 
verhill factories, and putting New England 
turn shoes in general on a firm foundation 
regarding selling features for the mer- 
chants and satisfaction to the consumer. 


The Goodrich Company Sign 


When a sign on the front of a building 
has been in evidence for 35 years, it natu- 
rally becomes somewhat weatherbeaten. 
This statement applied to the sign on the 
building on Washington street, owned and 
occupied by Hazen B. Goodrich & Co., 
which for more than a third of a century 
has indicated the location of this concern. 
Frank J. Bradley, head of the house, said: 
“After 35 years in this location the old 
sign still looked pretty good to me. Some 
of my business associates, however, 
thought that it needed brightening up. We 
had this done, and now the old sign looks 
good for another 35 years.” 


Shoe Concerns Move 


The Crispin Shoe Company has re- 
moved to Stoneham, Mass., and the Slip- 
per City Shoe Company to Framingham, 
N. H. 





Philadelphia Reports Calls 
for Patent and Tan Calf 


PHILADELPHIA—There has _ been 
practically no increase in shoe factory 
activity here during the week ending June 
14, Factories are still being operated at 50 
per cent of their capacity or less with the 
chief demand being for patents with some 
call for tan calf oxfords for fall and a few 
orders for staples in glazed kid. Over-pro- 
duetion, the weather, the style situation 
and high prices are all held responsible for 
a part of the dullness which characterizes 
the trade today. The coming of warm dry 
weather is expected to increase sales. Shoe 
manufacturers say their prices are holding 
fairly firm in spite of the sluggish demand. 


Wholesale Trade Inactive 


The wholesale trade generally is inac- 
tive though various jobbers report making 
sales of white kid and white canvas, patent 
sales of white kid and white canvas, 
patents, Russia calf, black suede and 
some satins. The weather has been the 
chief deterrent to sales during the past 
month and June with its more summery 
days is expected to enable retail shoe mer- 
chants to reduce their stocks of low shoes 
and buy some more. In some quarters it is 
thought that whites will not amount to 


much this year as the season, normally 
short, has been made exceptionally so this 
year by the late spring. Jobbers quite gen- 
erally report factories willing to give con- 
cessions to get business. 


Officers Re-elected 


At the last meeting of the Boot and Shoe 
Manufacturers’ Association of Philadel- 
phia, all of the officers and members of the 
executive committee were re-elected, ex- 
cept that on the executive committee, 
Charles A. Nahm succeeded W. E. Heffner. 


Sale of High Grade Patterns 


One of the prominent shops here re- 
cently featured a sale of high grade pumps 
and oxfords in 18 styles. The lot included 
one-strap street and dress pumps of patent 
leather, black satin and black gun metal 
calf; street pumps of black gun metal calf 
and patent leather with welted soles; white 
reignskin strap pumps with white leather 
trimmings; black gun metal and brown 
suede latticed strap pumps; black suede 
tongue pumps with lattice cut-out trim- 
ming; black satin and black gun metal 
opera pumps; white reignskin dress and 
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street pumps trimmed with black patent 
leather; and black kid oxfords with welted 
soles. 


Deposits Show Increase 

In Pennsylvania last year 4,457,230 
persons had $2,056,708,771 on deposit in 
state banks, trust companies, savings in- 
stitutions and private banks. This was 
$200,000,000 more than was on deposit in 
the same institutions in 1922 and the num- 
ber of depositors increased by 354,984 
persons. 


— 


Colored Kid Pumps 

Gimbel’s store recently featured a lot of 
kid pumps at $12.50. They were hand- 
made with turned soles and Spanish or 
block heels. The styles included instep cut- 
outs, slashed vamps, single strap with side 
opening, side lacings, buckles and buttons. 
The colors included gray, red, brown, blue, 
field mouse, tan, yellow and purple. 


Sylvan Dalsimer Is 82 
Sylvan Dalsimer, prominent downtown 
retailer, recently celebrated his 82nd birth- 
day. He is in excellent health and spends 
every business day at his store on Market 
street, though the chief burden of the busi- 


ness is borne by his four sons, Herbert, 
Milton, Walter D. and Leon. 


Retail Store Moving 


The Steigerwalt Boot Shop, at present 
located at 1420 Chestnut street, expects to 
be ready for business in its new location at 
1528 Chestnut street about July 1. 


Taking Footprints 
The Ground Gripper Shoe Store is ask- 
ing people to come in and have their foot- 
prints taken. ““We will read it for you,” 


says their advertisement. There 
charge or obligation attendant upon this 


is no 


service. 


Grouping Advertisements 


A number of merchants selling Educator 
shoes throughout the city are continuing 
their practice of grouping their advertise- 
ments in the daily papers. This gives them 
the advantage of a very effective Educator 
display and yet does not detract from the 
power of the individual advertisement. 
Some of the stores included in this arrange- 
ment are Asher’s on Ridge avenue, Chris- 
tians’ up in Frankford, Miller’s on Market 
street, and Reiszner’s stores downtown 
and out in West Philadelphia. 


Firms Taking Inventories 


Many of the shoe firms here are busy 
with their inventories. Generally speaking, 
stocks this year will be considerably 
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smaller than last year. This is due partly 
to sales which have been made from day to 
day, though they were small, and partly to 
the hand-to-mouth character of buying 
which was caused by the uncertainties of 
the style situation and the fact that the 
public was not clamoring for shoes and the 
retail shoe merchants were not anxious to 
stock up in dull times some lines which 
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might be out of style when buying re- 
sumed. , 


Retail Store Moves 


McClement Shoe Company, formerly 
located at 6149 Germantown avenue, has 
moved to larger quarters at 2832 German- 
town avenue. 





Better Weather at Buffalo 
Makes Brisker Shoe Buying 


BUFFALO—Retail shoe merchants of 
the city welcomed the arrival of summer- 
like temperatures with a feeling of relief 
during the week ending June 14. For the 
first time since the Easter trade, business 
could be termed brisk and from the present 
outlook merchants will not have to carry 
over any considerable part of their sum- 
mer footwear. 

The summer lines are moving rapidly 
and there has been no pronounced partial- 
ity shown any particular last or style, all 
sharing equally in the improved demand. 
In addition to white footwear, the call for 
wedding and graduation shoes is at its 
height. Local schools are turning out more 
graduates this month than ever before, 
while so far Dan Cupid has broken all 
records for June in the annals of the local 
license bureau. All of which is encouraging 
to shoe merchants. 

With the exception of grays, which have 
been in a quiet state for many months, 
colored shoes are enjoying an excellent 
degree of popularity in downtown stores 
and to a lesser degree among the other 
stores scattered throughout the city. 

Steel mills have curtailed to such an ex- 
tent that in districts in which their em- 
ployees reside, conditions have become 
serious. Other lines, less affected by over 
production, have taken up some of the 
slack in employment, but cannot absorb 
all of the surplus. This condition is the 
only cloud on the horizon today and it is 
expected to pass when autumn arrives. 


Extreme Sizes 


Michaels Shoe Store, 578 Main street, 
exclusive agent for I. Miller & Sons, 
women’s footwear, is making a special 
feature of the larger sizes, carrying sizes 
8 to 9 in all widths from AAA to D for 
the ‘neglected minority.” 


Move Shoe Department 


E. W. Edwards & Son, department store 
merchants, who recently purchased the 
building next door, moved the women’s 
and children’s shoe department into 456 
Main street, the store formerly occupied 
by C. H. Barton, who is now at 656 Main 
street. 


P. K. Tuttle to Retire 


Philo K. Tuttle, retail shoe merchant of 
Hornell, is disposing of his stock at re- 
duced prices, preparatory to his retire- 
ment from business. 


Credit Men Meet 


Buffalo, N. Y., June 16—Quite a num- 
ber of representatives of the manufactur- 
ing and wholesale branches of the shoe 
trade attended the annual convention of 
the National Association of Credit Men, 
held at the Statler Hotel June 9 to 13. 
H. E. Choate, of the J. K. Orr Shoe Com- 
pany, Atlanta, Ga., one of the speakers on 
the program, spoke on “Bankruptcy.” 

“The bankruptcy courts offer many 
advantages to the credit men,” said Mr. 
Choate, “yet many persons engaged in the 
business neglect to use the court for the 
transaction of their business. Some treat 
it like a stepchild.” 

Among those who attended the shoe 
trade group conference on June 11 were 
the following: John E. Norvell, Norvell- 
Chambers, Huntington, W. Va.; Robert 
L. Jordan, International Shoe Co., St. 
Louis; Frank H. Kidd, Graham-Brown 
Shoe Co., Dallas, Texas; Chas. E. Ernst, 
G. F. Zellers Sons, Inc., tanners, Buffalo; 
Al. J. Schoenedrer, N. Schoenedrer Boot 
& Shoe Co., Milwaukee; C. Stepp, Hood 
Rubber Products Co., Des Moines, Iowa; 
Ira D. Johnson, Wm. H. Walker & Co., 
Buffalo; Susan Boyle, Thomas H. Logan 
Co., Hudson, Mass.; Miss J. M. Ulrey, 
Ault & Williamson Shoe Co., St. Louis; 
Edwin Pilsbury, B. Rosenberg & Sons, 
Inc., New Orleans; A. H. Rich, Amos P. 
Tapley & Co.; Al. Goldwater, Stewart 
Davis Shoe Co., Los Afigeles; D. L. Saw- 
yer, F. Mayer Boot & Shoe Co., Milwau- 
kee; J. Dudley Smith, secretary National 
Boot & Shoe Manufacturers’ Association; 
R. P. Brockett, Richardson Crockett Shoe 
Co., Nashville, Tenn.; E. Einstein, Flor- 
sheim Shoe Co., Chicago; C. C. Taft, Utz 
& Dunn Co., Rochester, N. Y.; J. G. Way- 
land, Haynes Henson Shoe Co., Knoxville, 
Tenn.; H. S. Potts, Norvell Chambers 
Shoe Co., Huntington, W. Va., and 
Thomas M. Earl, Nolan Earl Shoe Co., 
San Francisco, Calif. 
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Cleveland 


(Continued from page 89) 


and automobiles about golf scores and en- 
gagements to play are being made. This 
means that sales of outdoor shoes are on 
the increase. Calls made at the downtown 
stores indicate that this is so. The sport 
models are sold in far greater numbers 
than are the white shoes. 


Black Materials Leaders 


The reliable patents and black satins 
continue to be the best sellers in this city, 
and straps and models with gore effects 
are going very well. 

Business as a whole was increased by 
the presence of delegates to the National 
convention of the Republican party. 
Women visitors visited the stores in great 
numbers. Industry in the city continues to 
reduce employees and that has been re- 
flected in all lines, although the banks re- 
port that deposits continue to rise. 


Several of the larger merchants in this 
city banked rather heavily on the pros- 
pects of sales of colored kids, such as red, 
green, etc. So far this season none of them 
have been seen on the streets. 

Talks with these merchants brought out 
the fact that they are still banking on these 
models going over. They argue that the 
weather has been against sales of this class 
of merchandise. They are strictly a warm 
weather shoe and the warm rays of the sun 
are relied on to bring out the trade. 


Quiet Men’s Trade 


Sales of men’s shoes here are not so nu- 
merous as women’s. More children’s shoes 
are being sold by merchants than are men’s 
shoes. The situation in the men’s trade is 
dull, to speak frankly. Sales of women’s 
shoes, however, help out the situation. 

C, C. Ferguson, of the Ferguson Shoe 
Company, in The Arcade, is one of those 
who use the situation today in the men’s 
and women’s shoe department as an argu- 
ment that the merchants would suffer by a 
return to the old days when few models 
were put on the market each year. 

Mr. Ferguson says that the marketing 
of models frequently keeps alive the inter- 
est of women, just as the frequent changes 
in women’s wearing apparel increases sales 
of that class of merchandise. The operators 
of chain stores also take the same position. 


Fine Hosiery Business 


Shoe merchants, who conduct hosiery 
departments and practically all have seen 
the wisdom of doing so, report that sales 
are very good. The bright days of the 
second week in June, with the sun shining 
and the mercury in the thermometer regis- 
tering above 80, sent thousands of women 
into the stores, to inspect the lines of ho- 
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siery and to make their purchases. They 
are interested in the bright colors, and are 
buying them to wear with their summer 
costumes. By judicious advertising and 
the carrying of extensive lines, the shoe 
merchants have gradually extended their 
trade in this class of goods, and they are 
making great inroads on dry goods stores 
that formerly had a monopoly in this trade. 


Mason to Open Store 


Henry Mason, for many years one of the 
live wires in the organization of the J. 
Noble stores at Akron, has come to Cleve- 
land and has engaged in bisiness. He is 
here busy with arrangements to open the 
Mason store at West 25th street and Lo- 
rain avenue. The opening is set for Satur- 
day, June 14. The new store is located in 
the heart of the west side shopping dis- 
trict. It is in one of the most desirable loca- 
tions, within a stone’s throw of the west 
side market house, where thousands gather 
to purchase food. 





Hill Company Under Way 


Beverly, Mass.—Howard W. Hill Com- 
pany will succeed P. A. Field Shoe Com- 
pany July 1, and will continue its business 
of making novelty style McKay shoes for 
the big city trade. P. A. Field will retire, 
after a long and successful career. 

The new firm, which was recently in- 
corporated with a capital of $100,000, is 
made up of Howard W. Hill, Warren L. 
Delaney and M. C. Witherell. Mr. Hill, 
who was with the former firm, will man- 
age the sales. Mr. Delany, who was with 
the Watson Shoe Company, Lynn, will 
superintend the factory. Mr. Witherell, 
who was with E. A. & M. C. Witherell, 
Haverhill, will be business manager. 





Encouraging Reports 


Allentown, Penn., June 19—June prom- 
ises to be a good month for all shoe store 
operators. May was not up to standard 
due to unfavorable weather, but more sea- 
sonable weather during this month has 
stimulated trade in all lines. 





Frank H. Sanger Is Dead 


Peabody, Mass., June 19—Frank H. 
Sanger, a well-known leather man, died at 
his home here on June 9. He was associ- 
ated with the Nathan H. Poor Leather 
Company and was part owner. 





British Buyer Here 


Lynn, Mass. 
merchant of London, is here. He came 
with Edward Winslow of the Benz Kid 
Company, who has just returned from a 
trip abroad. During the war, Sir Percy 
Daniels was purchasing agent for the 
British government. 
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The Eighty-One Hats 


“Knocking never sold anything,” was 
the substance of a recent Recorder edito- 
rial. To a group of traveling men, it re- 
called the story of the 81 hats. A. D. 
Brown, the St. Louis shoe manufacturer, 
hadn’t much use for a man who spoke evil 
of his competitor’s shoes, nor of anything 
else for that matter. He was presiding over 
a salesmen’s conference one day, when the 
talk turned to shoes made by competitors. 
Mr. Brown did not like the way things 
were going, so he interrupted the confer- 
ence and said: 

“IT have always found that it pays me 
best to attend to my own business, and if 
I do that properly I have no time to waste 
in talking about the other fellow’s busi- 
ness. If he is strong, I can afford to call 
attention to him; if he is weak, it is a waste 
of time to discuss him; besides, it is not 
good taste to talk about a competitor’s 
goods. I will make this proposition—to 
each one of you who will promise to attend 
strictly to your own business, and let the 
other fellow’s business alone, not even talk- 
ing about it, I will give a hat.” 

Mr. Brown had to buy 81 hats. Every 
salesman on his staff agreed not to talk 
about competitors, nor their goods. 





Suspend Export Permits 


Washington, June 18—The granting of 
export permits for raw calfskins from 
France has been temporarily suspended by 
the licensing commission, according to a 
cablegram just. received from Assistant 
Commercial Attache J. F. Butler at Paris. 
This action is attributed to the high prices 
of calfskins prevailing at the last public 
sales. 

Restrictions were placed on the exporta- 
tion of certain hides and skins, including 
a by French decree of January 27, 
1924. 





Ivory-Colored Fixtures 


Allentown, Penn., June 20—The win- 
dows of the G. R. Kinney Company store 
are being redecorated in an old ivory tint 
to match some new fixtures. At this store 
men are buying equally well of tan and 
black oxfords. The women’s trade is not 
marked by any one material being stronger 
than others. Patents, satins and whites are 
going well. 





Welch Company to Liquidate 


Lynn, Mass.—The Welch Shoe Com- 
pany will be liquidated to settle the estate 
of the late Martin E. Welch, owner of the 
business. It has been making shoes in Lynn 
for 40 years. It is expected that Thomas 
and Edward Welch, sons of Martin Welch, 
will form a new shoe manufacturing con- 
cern. 
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Better 


IBVen 
| 8 at Trade 


BEST-EVER 
Soft-Sole Leather 
Boudoirsand Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 





Of the For the 
Better 


Grade 








Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 


140 Green Street - - Worcester. Mass. 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embessed 

Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 








FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 


NORTHEASTERN SHOE CO., Inc. 
54 er St., a. Mass. 
139 Lincoln Street. Room 212 








Do You Know? 


That you can buy or sell it through 
the ‘‘Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 

















Phillips Shoe Co., Inc. 
Makers of 
Women’s Turn 
Slippers 


276 RIVER STREET 
Haverhill, Mass. 
Boston Office 
207 Essex Street 








Coleord & Walker, Inc. 
TURN FOOTWEAR 


For Women 
HAVERHILL, MASS. 


Factory 34 DUNCAN ST. 











FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn ‘slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








~ UNIVERSITY | 
CTRomrt ion 


¢) Prt}, 9 


. —— 
CAMBRIDGE. MAS 
, 








ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 








ASK FOR SAMPLES 
We Des p ana Srint 


pee é- , 


27081 of | 
TOLMAN PRINT, eNC. est 


a TON Ma‘ 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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American Leather in Egypt 


Washington, June 17—Approximately 
225,515 pounds of light calf leather, valued 
at $414, 389, was imported into Egypt dur- 
ing 1923, of which 25 per cent came from 
the United States and about 50 per cent 
from France, according to a report from 
Consul Ernest L. Ives, at Alexandria. 
French exports of light calf leather in- 
creased more than 100 per cent in 1923, as 
compared with the previous year. Practi- 
cally all the light kid leather imported by 
Egypt during the past year was purchased 
from France, while the United States fur- 
nished the largest amount of the light goat 
leather imported. 

The majority of the Egyptian peasants 
and laborers are said to go barefooted in 
the towns and cities, nevertheless, im- 
ported fine leathers are popular and are 
used for the manufacture of many articles, 
including fancy shoes for women. 





Russia’s Leather Problems 


Washington, June 17—Russia’s leather 
industry is reported to be in serious diffi- 
culties. According to word received at the 
department of commerce from the all- 
Russian Leather Syndicate, the amount of 
sales made in the last three months of 1923 
registered a decrease of 75 per cent, while 
the amount of goods sold by the syndicate 
decreased between 70 and 80 per cent. The 
reduction of prices which was approved by 
several of the trusts of the leather indus- 
try, it is said, has failed to increase the vol- 
ume of business and the situation has grad- 
ually grown worse. The State leather 
works is reported to be suffering greatly 
from the fact that their product is of poor 
quality and must meet the competition of 
private industry and individual craftsmen. 





Washington, June 17—‘“Packing for 
Foreign Markets” is the title of a Trade 
Information Bulletin recently issued by 
the Transportation Division of the Bureau 
of Foreign and Domestic Commerce, in an 
effort to lessen the economic waste and 
general trouble and annoyance caused by 
the loss and damage of shipments of all 
kinds of goods in transit. During the year 
1923, it is estimated by the department of 
commerce that loss and damage of ship- 
ments in transit amounted to nearly $50,- 
000,000, and that much of it was due to 
improper packing. 

The effectiveness of box strapping as an 
aid to economy and efficiency in shipping, 
through its virtual insurance against loss or 
damage, is stressed in the bulletin. 





New Shoe Store 


Elitz Shoe Store, 605 North 40th street, 
Philadelphia. Medium grade family shoe 
store. 
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J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 





ATLANTA 


SAN 
FRANCISCO 


CHICAGO 
BOSTON 




















IUK HOSIERY MI! 


Erie Ave. & Amber 3t., Mhiladelphia 
‘acturers of 


Ladies’ Full Fashioned Chiffon Hose 
“THAT ARES: SUP PERIOR™ 
New York Office, 358 Fifth Ave. 




















H FOR NEWSPAPER ADVERTISING 
$1.25 EACH 5 FORS5.00 
ALSO HALFTONE ILLUSTRATIONS®ISQEACH 


The Nelson HGrover SOSTON 








\ 7540 


161 > 
P Samunar $s. BOSTON’ \754! 








Rebuilding of British Leather 
Export Trade 


Washington, June 17—The success 
which the British leather industry is hav- 
ing in rebuilding its export trade is evi- 
denced particularly by the shipments 
made abroad during April, 1923. Accord- 
ing to a report from Paul S. Guinn, com- 
mercial attache at London, heaviest ex- 
port shipments of the present year were 
made during April, the total exports of 
leather amounting to 29,024 cwts., as com- 
pared with 22,785 cwts. exported in 
March, 27,684 cwts. in February and 
23,205 cwts. exported during January. 

The principal feature of the April export 
trade was the large increase in business 
with Germany. During January Germany 
took 1009 cwts. of British leather; in Feb- 
ruary 2525 cwts.; in March 3297 ecwts., 
while in April the exports of leather to 
that market amounted to 7222 cwts. 
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7 | “Clinton’’ means rapid stock service and 
| rapid sellers that satisfy and clinch 

3 the repeat business 

. HE Clinton Shoe is honestly built, 
NTA \ , Te a and stability—in popular 
oo] . > ee ee 

— \| ae No. 705 

sie a e.. 35 “P. & V.” Black Velour Calf Lace Oxford, 


calf quarter lining, leather counter, Wing- 
foot heel, natural finish, groove edge, Sax- 


ton (combination) last. IN STOCK. B, 





p , é Bea eit fl | ae eae $4.35 
si \" No. 816 

| oe “PT. &.¥." Lovie beetaahl Calf, same as No. 
samen t \ é / Ks dameissbedl a 35 


5) RS cinton 
SS SHOE MFG. CO. 





| Sk I et 


























CLINTON IOWA 
nS 
ING 
AST “Clift cel genuun, 
9? 9? 
w7ton =| | “HUBTIP” “NO-METAL-TIP 
: GEM DUCK _ ” (Trade-mark Reg. U. S. Pat. Off.) 
* 
. SHOE LACES 
Ho * 7 STRONG, DURABLE anp FAST COLOR 
“e°* FROM THE FIRST DAY - TIPS NEVER PULL OFF 
YOU USE IT YOU’LL NEVER g OR FRAY OUT 
— REFUSE IT * 
ther s 
Ld Used with our wet process it produces a gy 
—— * perfect innersole, as it is easily formed in ™ 
a and hugs the lip providing strength where a TIPS ALWAYS READY—NOTIN TAGS 
yt a strength is most needed. MADE OF THE BRAID ITSELF 
asf) 'm “CLIFTON” COVERING CLOTHS © FROM “TIP-TO.TIP” 
am a “Clifton” backing and plumping cloths are g Every pair in Individual Cartons, 72 Cartons in 
te . recommended for satisfactory results. 2 Attractive Display Cabinet 
were a In profitable shoemaking all “Clifton” g HEAT, CLEAN, DANDY TOSS 
ts of s specialties register high. a LIST 
wt . a 21” — $2.00 Gro. 45” — $2.90 Gro. 
d in a 30”— 2.20 ” 54”°— 3.30 ” 
and f J R J O N ss 36”— 2.50 ” 63”— 3.70 ” 
y. a C x 40”— 2.70 ” 72”— 4.10 ” 
xport a e Black, Brown, Russett 
nany rookside Ave., Jamaica Plain 
Feb- BOSTON, MASS. we FRANK W. WHITCHER CO., Mfrs. 
wts., = BOSTON and CHICAGO 
r to MeRERERERREREREEREE SE! 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Adjustable Auto Heel Protectors 


for Women’s Shoes 


They protect the heels of women’s Shoes when driving an auto- 
mobile—no more scuffing of heels on automobile pedals. Made in 
Black, White or Tan for Cuban or Louis Heels. They retail at $1.00 
giving a satisfactory profit. 


$6.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 
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YOU WILL PROFIT 


By selling Cinderella Suede Sticks 
which are made in over fifty shades, 
ground of solid colors. They will 
thoroughly clean and recolor nappy 


leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worn white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 


EVERETT & BARRON CO. 
Providence, 2. I. 


Makers of highest quality 
footwear finishes 

















Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 


Russia Calf— 











Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 








GREELEY BOUDOIRS— 


reveal features that elevate 
them above ordinary boudoirs. 
You’l like them. Your trade 
will be pleased with 
them. Better business 
by selling this popular 
line.” Full rubber heels 
are a taking feature and 


In Black or Colored a talking point. In stock. 


Kid. 36 pair lots only. 
If Your Jobber Cannot Supply You, Write Us. 





aK 





yx A. W. GREELEY, Haverhill, Mass. x 





APPROVED BY 
sequins MEN| 


oo oa 


your stock 
children ‘es shoes 
WENTNATIOR®:, com 


plete by sending 
oatenteo order today. 
J" Fie Broatton 21 
BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 





Fireproof Capacity 1000 


The Breakers 


ATLANTIC CITY 
On the Ocean Front 

Concerts 
Cabinet Baths 





Dancing 
Golf Privileges 


REASONABLE RATES 
JOEL HILLMAN, President 


Dealer rer wey is — thru edurtising in the Boot and Shoe Recorder. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


ab amg WANTED—Four cents - word for each insertion, 
Minimum amount accepted, seventy-five cents. For other “Want” 
advertisements, seven cents per word for each insertion. Mini- 
mum amount qqeepees. $i. -25. le dl this — = pele 
up to noon on Tuesday of week of publication date en advertisers 
$4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words must be 
8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
12.00 10.50 9.00 7.50 replies forwarded direct to their address, each word of the address 
16.00 14.00 12.00 10.00 must be counted in the advertisement and paid for accordingly. Answers 


to ads must be sent under letter postage. 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Recorder rates for space less than one-eighth page per 


7 times 13 times 26 times 52 times 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


W ANTED—Salesmen to represent factory line of 
young men’s Welts to retail at $7.00 to $8.00. 
Straight commission. Best of references required. 
Answer by letter only. Schwarz-Ruggles, Inc., 
Brockton, Mass. 


GALESMAN | WANTED to sell as sideline our 
well established brand of stitchdowns, comfort 
shoes and felts in the state of Michigan. Must be 
biz producer. Write at once. Wobst Shoe Company, 
Milwaukee, Wis. 


AN old established South Shore firm making 
-* well-known trade mark line of Men’s Fine Welt 
Shoes, has an opening for next season for one sales- 
man living in Chicago for Chicago and Wisconsin 
territory. One salesman living in St. Paul or Min- 
neapolis for Minnesota and North and South 
Dakota. Nee ap having successful experience 
in selling high-grade men’s shoes in above territory 
need apply with references. Address E-865,care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 


WANTED—Saleaman covering New Jersey, 
Delaware, Maryland and Washington to carry 

side line high- nade wo women’s turns. Reply stating 

—_—————, care Boot and Shoe Recorder, 
1420 Widener Bldg., Philadelphia. 


GALESMEN wanted for territories in New Jersey 
~ and Pennsylvania, to carry complete line or por- want experienced salesmen to cover the above territory on commission. We make 


We 
tion. Our line is now a direct factory line specializ- unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for particu- 
ing in women’s medium iced novelties. Cor- lars, giving references. 
respondence confidential. Carroll, Adams & Co., NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 
Inc., Baltimore, Md. 


GHOE salesmen to carry as side line a fine line of 
leather and satin slippers. Strictly commission GALESMEN wanted to sell suede cleaner as a side 
basis. Address K-658, care Boot and Shoe Recorder, line to shoe stores. Sample can carried in 
27 Duane St., New York. ission. One can earn $30 per 


tee for the pte Com to carry side line of 

lyn Novelty Turns, fine 
uality fl. BN one who caters to first- 
b trade only, state commission, five reference factory 


first letter. Ad E 853, care of tt and Shoe per cent straight commission. 
Recorder, 207 South Street, Boston, Mass. ears’ € Age limit between 33 and 45. 





THESE THREE OPEN 
Illinois -- Iowa -- Indiana 


All close to the factory. Experienced men wanted, preferably 
those who live in the territory. Ready to start out by July 15th 
with our new “Bison Brand’’ in-stock work and dress shoes. 
Salesmen should apply with all details to us at our new address; 
Portage Shoe Mfg. Company, 132 Reservoir Ave., Milwaukee, 
Wisconsin. 














LOUISIANA, MISSISSIPPI, WESTERN NEW YORK, 
OKLAHOMA 




















ANTED—Experienced salesman to show, as a 

side line or otherwise, some thirty samples of 
popular-priced women's ey support shoes to 
retail at $5.00 and also novelty shoes. 
Quick selling. All A. in stock. Eight per cent 
commission paid weekly. References necessary. 
Westcott Whitmore Co., Syracuse, N. Y. 





Recorder, 127 Duane St., New York, N 


| eh cay pe pte salesman to represent 
line of men’s high-class dress welts, 6 
Must have.at least 6 














W ANTED bya manufacturer, side line salesmen, 
to carry eight in-stock men’s oxfords. Write, 
iving experience and territory. Box 7, Boston 21, 





popular~ of children’s 

stitchdow pod Ser 4 or side-line. California, Wis- 
consin, Iowa, and Northern Texas iris Shoe 

Congues. 1627 Locust St., St. Louis, Missouri. 


Pr ae WANTED—To sell high-grade line 
of turns, welts, McKays, and sti ms for 
anes ee. — Chia ie — in 
pels my: upper experi- 
in this territory and . car. SINBAC. 211 

Wo eases St., Chicago, Til 


pe png WANTED—To oe manufactur- 








WANTED 


About five high class exclusive 
shoe salesmen to sell line of 
popular priced men’s dress 
welts out of Milwaukee. Large 
territories for the right men. Do 
not apply unless you can show 
A-1 records. Address E-857, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








xperience. 

+~ can furnish list of accounts sold in the 

bo ears. Must be able to finance himself. 

B by my, —— none other need apply. 
a p , Wis. 


ALESMEN WANTED to sell extensively ad- 
vertised line of window display fixtures on the 
= log. E pony me Tg 
our cata! very store a 
E-820, care Sone and ‘Shoe Recede 207 South 
Street, Boston, Mass. 











Exceptional opportunity for exception- 
al salesmen to sell the Ogden line of 
men’s medium-priced Milwaukee dress 
shoes in several territories on the most 
exceptional compensation plan ever 
offered. Inquiries invited. Ogden Shoe 
Co., Milwaukee, Wis. 

= 














POSITION WANTED 





POSITION WANTED 


OMEN’S and Juvenile, Dept. store, shoe buyer 

desires change. Eleven years with largest 
store in Boston, built wonderfui business, resigned 
1921, two years traveling, selling women’s and 
children’s fine shoes, now in retail business, nt 
firm lhquidating. Thoroughly esquitel wtib 
market, mqochendicing, stock control, values and 
f to high-class trade, have 
excellent executive ability. Am tactful, agressive 
and a hustler. Highest references as to character, 
ability and integrity. Available immediatel 
ing for job with a future and permanency. Kadress, 
E-869, care Boot and Shoe Recorder. 207 South 
St., Boston, Mass. 


BUYER and manager of men’s shoes now open 
for connection with store in or around Chicago. 
Age, 25. Will furnish reliable references as to past 
record. Salary $2400 per year. en E-868, care 
Boot and Shoe Recorder, 189 W. Madison St., 
Chicago, Il. 


RE ‘TAIL location man thoroughly conversant 
shoe locations throughout United States desires 
connection with Chain Store Company or Manu- 
facturer. Address E-871, care t and Shoe 
Recorder, 207 South St., Boston, Mass. 

















and 
207 South St., Boston, Mass 





PITTSBURGH AND WEST PENN. 


Somewhere There Is a Well-Rated, Progressive Manufacturer Who Needs 
* a Man Capable of Putting Over the Hardest Sales Propositions. 


For the past 10 years I have sold two popular priced lines to the retail trade of Pittsburgh 
Western Pennsylvania. zue personal interview, address E-872, Boot and Shoe Recorder, 
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POSITION WANTED 


FOR LEASE 


MISCELLANEOUS 





A SHOE MAN—An exceptional opportunity is 
offered to a turn manufacturer to connect with 
a real shoe man. A man who has always been 
associated with Brooklyn turns, and who knows 
the manufacturing end from sample to shipping 
room. A man who is a leather and ey - buyer, 
designer, ttern maker, stock-fitter, Goodyear 
sewer, and a salesman whose annual sales never 
totaled less than $150,000. If you are seeking a real 
shoe executive, you will find him here in this young 
man. This human dynamo will ready for en- 
gagement on and after July 15. Address K-659, 
care Boot and Shoe Recorder, 127 Duane St., 
New York. 


FoR LEASE—Wonderful opportunity for live 
wire or chain stores. Store occupied for 30 years 
as family shoe store. New up-to-date shoe store 
windows. Good business location and 4 large 
theatres as neighbors. Located at 1336 Main St., 
Bridgeport, Conn. Want responsible party; will 
rent for lower than others in neighborhood. For 
further information inquire J. B. Carpenette, 3154 
Main St., Bridgeport, Conn. 





WANTED TO PURCHASE 








AGENT WANTED 


L!V E AGENT WANTED in New York City, 
well established among the wholesale trade and 
large buyers, to represent an English Manufacturer 
of ladies’ small spring shoe trees, selling at a very 
keen price. R. M. C. 65, Trigon Rd., London, 8S. W. 
8. England. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, N.Y. 
Phone—C. 


anal 6874 

WILL { SLOW SELLERS FOR 

BUY | BUETArSFocKS® | case 

Bargains in shoes always on hend for special 
sales and bargain basements 








LINE WANTED 


INE WANTED FOR NEW YORK STATE 
AND OHIO—I have traveled the above ter- 
ritory for years and know all of the leading buyers. 
Have only carried two lines of shoes in my whole 
sales career. Would prefer a line of women’s shoes 
with an in-stock department. Best of references 
furnished. Address, Box E-866, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








Popular priced—short, peppy line of 
women’s or men’s shoes to retail at 
$5.00, $6.00 and $7.00, wanted for N. E., 
Ohio, covering Cleveland, Toledo, 
Akron, Youngstown, Canton, and 
smaller towns on commission. Address 
E-867, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term taken 
off your hands. Wire or phone us. Corre- 
spondence confidential. Established 1890. 

MAX GLAUBERG 
313 Church Street, New York City 

We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 8764-5802 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














Fr 


New and Used Chairs 


Prices from $2.00 each up 
Always on Hand 
Crown Motion Picture Supplies 


138 W. 46th Street 
New York City - - - = «= N. Y. 


Milbradt Rolling 




















“}——| Step Ladders 
Eee 0 : ere made in a t 
~~] many ar to al) 
ive ——| with tees help’ save the 
_ wear and on year 


pss proval and satisfaction 
| guaranteed. 

—— Write oe -, tates 

- vatalog showin 

we styles of ladders as well 




















AUCTION SALE 


ASSIGNEE'S Auction Sale; Dugan and Hudson 
Company, assignors, 140 North Fitzhugh 5St., 
Rochester, N. Y., Tuesday, June 24, 10 A.M 
Ladies’, misses’ and children's shoes, findings, 
fixtures, furniture, equipment and machinery. 
Contained in five floors and basement. Stock 
consists of a large number of ladies’, misses’ and 
children’s high-grade shoes and oxfords. Large 
quantity of findings of every description. About 
20,000 feet calfskin, etc., all the office fixtures, 
electric motors, over 150 coor shoe machinery of 
all kinds in fine order. All sales subject to the 
approval of the County Court of Monroe County. 
Catal es may be obtained from the following: 
Edward L. Cleary, George Dietrich, Assignees, 907 
Wilder Bidg., Rochester, N. Y., Warren Shuster & 
Case, Atreraere for Assignees, 714 Eliwanger and 
Barry Bldg., Rochester, N. Y., Morris M. Myers, 
Auctioneer, 60 Clinton Ave., North Rochester,N.Y. 








FOR RENT 


WONDERFUL opportunity for a high-class 

shoe concern to rent space in a ready-to-wear 
and millinery shop that will open in New Orleans 
about Septem Canal Street. Hundred per cent 
location. Address E-870, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








FOR SALE 


GHOE store for sale, established 17 years. Three 
years’ lease. Good location. Retiring from 
business. Shein Bros., 60 Ave. B., New York, N. Y 








;;AMILY Shoe Store For Sale-——-Northern New 
Jersey, 30 minutes to New York. New clean 
stock. Cheap rent, good lease. Only exclusive shoe 
store in town. Address K-657, care Boot and Shoe 
Recorder, 127 Duane St., New York. 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N, Y, 
Phone Spring 1443 








ick and pay highest cash price 
for retail and wholesale stocks of shoes or any 
other merchandise. Quantity no object. 
For 3@ years our ty. 
Bank and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Pro 


610 Broadway. Brooklyn 
Phone Staga 1757 














MISCELLANEOUS 





Winpow Disp.ay FixTURES 
ASK FOR CATALOG 


sis) Ole-0rn 0). 1.43.0 @8) 


11 WT. 4°" ST. CINCINNATI.O 




















WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to *“*Recorder”’ readers, free 
for the asking, with authen- 
tic information on current 
problems. 
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free 
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THE 
REX MODEL 
as illustrated is carried 
In Stock 


ready for immediate de- 
livery 
No. 691—Brown Calf 


aga Oxford. 
692—Black Calf 


Calf Derby ford. 
— A, B, 7-11; C, D, 6-11. 


All orders for 
these numbers 
shipped the same 
day your order 
reaches us. 





























BROCKTON 


M. A. PACKARD COMPANY 


MASSACHUSETTS 








IF ALL OUR CUSTOMERS 


could visit our factory in Brock- 
ton, Massachusetts, and see the 
quality materials used in making 
Packard Shoes, they would read- 
ily appreciate the value of our 
slogan,—“Every Pair Made to 
Wear.” 


SEIBERLING RUBBER 
HEELS are a part of our specifi- 
cations because your customers 
will recognize in them that final 
note of character which has al- 


ways identified The Packard Shoe. 


Also, because the Seiberling Rub- 
ber Heel, restricted in sale and 
carried on fine shoes only,—gives 
you, our dealer, another selling 
point which is visible. 
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BOOT AND SHOE RECORDER June 21, 1924 


INDEX TO ADVERTISERS IN ISSUE 





BOOTS AND SHOES 
Barney’s, New York City 
Bates, A. J., Co., Webster, Mass 
Berry, A. H., Shoe Co., Portland, Me 
Best-Ever Slipper Co., Inc., Brooklyn, N. Y.. 97 
Bliss & Richardson Shoe Co., Portland, Me.. 96 
Blog Shoe Findings Co., Inc., New York City 97 
Brockton Co-operative Shoe Co 


Burkley Shoe Co., Brockton, Mass 


Cahill Shoe Co., Cincinnati, Ohio 
Clapp, Edwin & Son, Inc., E. Weymouth, 


Clinton Shoe Mfg. Co., Clinton, lowa 

Colcord & Walker, Inc., Haverhill, Mass.... 98 

Commonwealth Shoe & Leather Co., Whit- 
MMM, BEGG s ccc cv cccccccscccocsvecccceses 95 

Coon, W. B., Co., Rochester, N. Y 

Craig, Reed & Emerson, Inc., Brockton, 

Duttenhofer, Stanley, Shoe Co., Cincinnati, 
Ohio 


Duttenhofer, Val., Sons Co., Cincinnati, O. 83 
Edwards, J., & Co., Philadelphia 4th Cover 


Elam, F. S., Shoe Co., Rochester, N. Y 
Ferguson Bros. Co., Boston 


Goodrich, Hazen B., Co., Haverhill, Mass. . 
Greeley, A. W., & Co., Haverhill, Mass 


Green, Daniel, Felt Shoe Co., Dolgeville, 


Grover’s Sons, J. J., Co., Lynn, Mass 


Gustin, Co., M., New York City 


Hagerstown Shoe & Legging Co., Hagers- 
town, Md 


Helmholz Shoe Mfg. Co., Milwaukee, Wis.. 7 

Hennessey, Maxwell & Hennessey, Lynn, 
Mass. . 

Holters, Company, The, Cincinnati, Ohio... 82 

Hood Rubber Products, Watertown, Mass.. 12 

Howard & Foster Co., Brockton, Mass 

Hurley Shoe Co., Rockland, Mass 

Ideal Baby Shoe Co., Danvers, Mass 

Julian & Kokenge Co., The, Cincinnati, Ohio 71 

Juvenile Shoe Corp., Carthage, Mo, Front Cover 

Brockton, 


Keith, Preston B., Shoe Co., 


Krippendorf-Dittmann Co., Cincinnati, Ohio 70 
Krohn-Fechheimer Co., Cincinnati, Ohio... 68 
Lilly, Hemry, New York City 

Marston & Tapley Co., Danvers, Mass 

Martin, A. H., Rochester, N. Y 

Meis, Chas., Shoe Co., Cincinnati, Ohio 

Miller, I., & Sons, Brooklyn, N. Y 


Newcomb-Anderson Shoe Co., Rochester, 


Nettleton, A. E., Co., Syracuse, N. Y 
New England Slipper Co., Worcester, Mass.. 97 


Northeastern Shoe Co., Inc., Chelsea, Mass. 97 


Outing Shoe Co., Boston 
Packard, M. A., Co., Brockton, Mass 95,103 


Paristyle Footwear Mfg. Co., Inc., Brook- 


Phillips Shoe Corp., Haverhill, Mass 

Posner, Dr. A., Shoes, Inc., Brooklyn, N. Y.. 96 
Ramsey, E. J., Co., Brooklyn, N. ¥Y 

Reed, E. P., & Co., Rochester, N. Y 

Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, Inc., Boston 

Richards & Brennan Co., Randolph, Mass. . 
Roberts, Johnson & Rand & Ce., St. Louis, 


Roth Shoe Mfg. Co., Cincinnati, Ohio 

Russell, W. C.. Moccasin Co., Berlin, Wis.. 62 
Sherwood Shoe Co., Rochester, N. ¥ 

Smith, J. P., Shoe Co., Chicago, Til 

Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., Inc., So. Weymouth. Mass. 95 
Sullivan, P., Co., The, Cincinnati, Ohio 

Taylor, E. E., Company, Boston 

Tessier & Bowdoin, Haverhill, Mass 
Thomson-Crooker Shoe Co., Boston 


United States Rubber Co., New York City, 
16-17,58 


United States Shoe Co., Cincinnati, Ohio... 81 
Vollman-Lawrence Co., Cincinnati, Ohio... 80 
Weber Bros., Shoe Co.. No. Adams, Mass... 32 
Whitman & Keith, Brockton, Mass 95 
Wolf Shoe Co., Sam B., Cincinnati, Ohio. ... 73 


HOSIERY 
Arteraft Silk Hosiery Mills, Philadelphia... 98 


Beaton, J. R., Co., Inc.. New York City..... 98 


FINDINGS AND SHOE STORE SUPPLIES 


Crown Motion Picture Supply Co., New 


Gilbert, E. T., Mfg. Co., Rochester, N.Y... .100 
Hymes, H. L., Co., New York City 

Kawneer Mfg. Co., Niles, Mich 

Milbradt Mfg. Co., St. Louis, Mo 

Miller, Robert E., Inc., New York City 

Myers, F. E., & Bro. Co., The, Ashland, Ohio. 102 
Onken, Oscar, Co., Cincinnati, Ohio 

Scholl Mfg. Co., Chicago 

Swiss-American Embroidery Works, W. 


LEATHER AND OTHER MATERIAL 
Armstrong Cork Co., Lancaster, Pa 
Barnet Leather Co., New York and Boston.. 60 
Beggs & Cobb, Inc., Boston 
Boston Woven Hose & Rubber Co., Cam- 


Chamberlain, B. F., Boston 
Clifton Mfg. Co., Boston 
Creese & Cook Co., Boston 


Gallun, A. F., Sons, Milwaukee, Wis 
Holbrook, W. H., Co., Boston 

Hunt-Rankin Leather Co., Boston 

Jones, Co., F. E., Boston 

Kepner, C. D., Co., Boston 

Levor, G. & Co., Inc., New York City..,....2-3 
Lima Cord Sole & Heel Co., Lima, Ohio... . 


Ohio Leather Co., Gerard, Ohio 
Quaker City Morocco Co., Philadelphia... . 


Rueping, Fred, Leather Co., Fond du Lac, 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


American Shoe Polish Co., Chicago 

Dunbar Pattern Co., Brockton, Mass 

Everett & Barron, Providence, R. I 

Laing, Harrar & Chamberlin, Inc., Phila- 
delphia 

Tubular Rivet & Stud Co., Boston 

United Fast Color Eyelet Co., Boston 

United Last Co., Boston 

United Shoe Machinery Corp., Boston. .18,105 


Whittemore Bros., Cambridge, Mass 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Boot & Shoe Workers’ Union, Boston 
Brooklyn Purchasing Syndicate 
Calderwood & Preg, Inc., Boston 
Glauberg, Max, New York City 
Grover, Nelson H., Co., Boston 
Kalter Cerf. Mercantile Co., Inc., 

York City 


- Kirsch-Blacher Co., Inc., New York City. .102 


New York Export Purchasing Corp., New 
York City 


Penny, J. C., Co., St. Louis, Mo 
The Breakers, Atlantic City, N. J 


Tolman Print, Brockton, Mass 


University Foundry................ acssove OE 





- 


re Fel OolmUCUMGRCUWD 


June 21, 1924 





‘The Crawford i 
Arch Supporting Shank 
keeps the Arch Young 





Misshapen shoes and shoes that break 
in the shank after they are worn are 
detrimental to health and comfort. 


The Crawford Arch Supporting Shank 
keeps the shoe in shape and holds the 
foot in its proper position during the life 
of the shoe. The Crawford Arch Sup- 


‘porting Shank prolongs that youthful, 


springy walk in those who are leaving 
youth behind. 


A valuable talking point for the retailer 
is the shoe with a Crawford Arch Sup- 
porting Shank. 


The Crawford Arch Supporting Shank 
is built right into the shoe —fitted be- 
tween the inner and outer sole and 
locked to the insole. It cannot abrade 
the skin. 
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On the head of the rivet which locks 
the shank to the insole, and which is 
flush with the insole, you will find this 
trade mark. Look for the trade mark. 
It is your protection. 






SPLIT RIVET 
KING SHANK 
LOS INSOLE 


Nothing in the Shoe hut the Foot 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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: ASK YOURSELF 
Retail Salesmen || THESE QUESTIONS 


If you want the maximum of advertising 


results, ask yourself these questions when 
Wa n te d selecting mediums: 
What is the evidence of READER 
INTEREST? 
Is the paper essential to its field? 


‘ ; Is reader interest proved by volun- 
A Splendid Opportunity Range sca! meee! 


for the Right Men Are the paid subscriptions audited 
—T ei senicilin teatin bythe Audit Bureauof Circulation? 
a ae ee — (Twelve Thousand “Boot and 
—need esmen; bet th 
of 25 and 35 years who have ha thorough exp rience in Shoe Recorder” paid subscrib- 
SS ee ar a eee Oo ee ee ers are audited by the Audit 
, Bureau of Circulation.) 

Our , which started in 1902 with tore, .. 
now epuetee O15 ‘retail steven in 33 states. We sell a; Is the character of the aad he = 
goods, shoes, notions, clothing and furnishings for men, fied by the Associated Business 
wales im 1923 wore $62 188,078. We cpened 115 stores in Papers, Inc.? 

m ° . e 8 “ 
1920, 59 stores in 1922 and 104 stores in 1923. (The character of the “Boot and 
ee ea ee Shoe Recorder’”’ is verified by 
us » Stu an etermination your progress ° 2 
will be rapid hh our copenieation. Under on experienced the Associa ted B usiness Papers, 
you are trained to become a manager. When Inc., of which it is a member 


managers 
you have qualified publication.) 


You are Promoted 
to be 


Manager of a Store “The Place to Sell Hosiery 
in which you own a one-third interest, to be paid Is the Shoe St ore” 


for out of the profits of the business. 











Experience has taught us that some of the greatest successes co! 
the ranks of oop o. What we need are , healthy ona Gaaee 
salesmen who have had thorough experience in a small or 
m-sized t store, or are experienced in general store 
~l The poveeenent < 7 is not —y! for Nine months ago “Hosiery” started to 
—- +. oe Saane we hs pw Dh over a paed —. preach that text to an audience of over 
10,000 attentive shoe merchants. 


to us first as a salesman in one of our stores. During Th : : . : 
of ili 1 possi e sown seed is growing with amazing 
at Sore vane "regress ae ale 4 rapidity. All over the country shoe merchants 
new stores are opened, managers are are putting in hosiery departments. Each 


oo month the idea grows bigger. 


So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 


Write today for our booklet, ““Your Opportunity,” which full i x 

explains our plan. Give your age and number = years’ - buyers in the country 

Gena in oe, lines of ——_—- = — first letter. 
© may arrange for a personal interview later. correspondence 


Address your letter to 


J. C. PENNEY CO., Inc. BOOT AND SHOE RECORDER 


Boston, Mass. 
re : 


a a a ae 
ae a ee eae ae eee ele che ae ce ie ae te ce ee ate cle ct cies nie nie ute ets nie ute ate Pate a ae Take ats Tate ums Pa Pade nk es en en 
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AN INVITATION 





ph ANd; 


During the Boston Style Convention, July 14 
to 17, our complete line will be on display at 
our office, 215 Essex Street. You are cordially 
invited to visit our show rooms and inspect 
our Summer display of high-grade footwear. 





MEET US IN BOSTON 
JULY 14 TO 17 
215 ESSEX STREET 


EVELYN 


A smart silver brocade, 
silver trimmed novelty, 
with beaded gore. 


F. E. Adams Shoe Compan 


Sesbeidel N. HL 


Boston New York Chicago 
215 Essex Street Marbridge Bldg., Room 433 Chicago Bidg., Room 810 


SALESMEN 


Pacific Coast—Geo. R. Rule New York—Frank Harris 
New England—Louis Bonin Chi > District—Frank Parker Eastern States—Frank Law 
Middle States—Chas. Reecholm € 


\ = 

: — eee 

RS RSPR RIE PRIS IRI IS IRR OIRO PRL PRL OES TIPPS | | 
a 


Vol. 85. No. 15. Published every week by the Boot and Shoe Recorder Publishing Co: , 207 South St. 
ter April 15, 1922, at the Post Office at lines. aaibun haan of Gemaeetnas lanes ae 1879. bscri 








Southern States—Ernest and Harry White 





» Boston, Mass. Entered as «-cond class mat- 
ption price, $5.00 per year. Printed in U.S.A. 
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Just make a note of the CLASS 
of merchants who will ‘‘follow 
through” with Creighton at the 
Boston Show. 
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There’s a welcome for you 
at the Creighton Booth! 
No. 112 





HILE you are with us—follow the 
Creighton Line to its source, our 
big, hospitable plant at Lynn! 





The famous North Shore—Swampscott 
beach, Marblehead’s world-renowned har- 
bor invite you. And Creighton, too, in- 
vites you—not the least interesting sight 
on the North Shore. See Creighton 
Fashionable Styles created. Learn at 
first hand how and why they are put in 
reserve for your future in-stock orders. 


By all means come down and see us 
while in Boston. 


A. M. CREIGHTON 
Lynn :: :: #Massachusetts 


\ Complete line also on display at 
215 Essex St., our Boston Office. 
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Sell “Originals” Now 


s b+ the time of the year when original 
CHIPPEWAS are in big demand. 


Men and Women want these splendid boots 
for sports and all outdoor work, and you 
will get this profitable trade with original 
CHIPPEWAS. 


Samples or a salesman sent on request. 
Original CHIPPEWAS are the QUALITY 
LINE of the ,WEST. 


ORIGINAL CHIPPEWA SHOES are sold ONLY 
to legitimate shoe retailers. This company never 


No. B 255 . ~ . 
did, nor ever will, sell consumers direct. 








% 


No. B255B—Boys’ 6-inch Tan 
and Chocolate Elk Goodyear Welt. 
Unlined. Machine sewed Vamp. 
Pac style. Single Sole. Widths 

and EE. In Stock EE only. . $2.85 
No. B255Y—Youths’, same as 
above.... Kenn tsepnet ae 
No. B 258—Men’'s 6-inch Choco- 
late Elk Goodyear welt. Unlined. 
Machine sewed Vamp. Pac style, 


Single Sole. Rubber Heel. Widths 
A to E. In stock D and E only, 
$3.50 


No. B 50—Men’'s Tan and Choco- 
late Elk Oxford. Goodyear Welt, 
Machine Sewed Vamp. Single Sole. 
Rubber Heel. Widths A to E. In 
Stock C and D only........$3.75 


No. B53—Same as above in 
Women's $3.50 


Note—These shoes can be made up with Uskide soles at the same 
prices, by indicating X after stock number. 
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CHIPPEWA 


| _CHIPPEWA SHOE MFG.CO. 


CHIPPEWA FALLS, WISCONSIN 
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“It’s brand new and chockful 
of what women want—good 


A.SHOEWISE = style and comfort!”’ 
says— 





“A One-Strap fashion that is in demand. It is 
arch supporting and has the Fisher inside com- 
fort construction that makes friends 
and permanent customers. 
“Illustrated in Patent Leather 
with Patent Leather side pan- 
el and Black Ooze inlays.” 





Fisher 
Comfort 
Construction 


Ready for you NOW 


Stock No. 335 
as shown 


No. 334 in Black Kid 
No. 336 in Black Satin 


Get it today $ 75 
2 * 5% Thirty Days 


[ Prompt Shipment Assured 


FISH RAOMBORTS 


mr i 


LYNN,MASSACHUSETTS 


Boston Office: Chicago Office: 
216 Lincoln Street 189 W. Madison Street 
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D’Orsay by courtesy of 
STONE SHOE CO., 
71 5th Ave., New York. 
Made of Vode Kid Color 
546 Lacquer, Quarter 
Lining Vode Kid Color 


The complete 
line of Vode Kid 
colors will be 
displayed at 


Booth 39 


Boston 
Shoe Style Show 














Mule by courtesy © 
STONE SHOE (CO., 
71 5th Ave., New York. 
Made of Vode Kid Color 
340 Cloisonne Blue, 
Quarter Lining Vode Kid 
Color 51 Fawn. 
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murtesy of 
IE CO., 
Yew York. 
Kid Color 

Quarter 


Kid Color 


urtesy of 
OE CO., 
New York. 
Kid Color 
ne Blue, 
¢ Vode Kid 
n. 


Ode Kid 


A Suggestion 
for Extra Sale Making 


Beautiful footwear has become 
just as much of an attraction to 
women as beautiful gowns. For 
those retail merchants who take 
advantage of this fact there is a 
large extra profit opportunity. in 
featuring dainty breakfast slippers, 
D’Orsays and Mules. 


The many beautiful patterns and 
colorings in which these hitherto 
neglected types of shoes are now 
being made have opened up a whole 
new field for extra sales in stores 
that are alive to their oppor- 
tunity. 


Of the (Correct (olorful Shades, these are the Most Fa 


We are showing two typical slippers 
of this class made. in 

but the pictures cannot give you 
any idea of the attractive power 


which “YodeKid Colors impart. 
A window display of such slippers 


made in the many artistic combi- 


nations which “Vode Kid Colors 
provide will prove one of the very 
finest kinds of extra sales stimula- 
tion for your store. 


We shall be pleased to co-operate 
with any merchant who wishes to 
make a Ioo per cent success of this 
idea. 


for D Orsays and Mules: 


Color g6RED Color 340 CLOISONNE BLUE 


Color 140 LIGHT BLUE Color 61 YU CHI GREEN 


Color 546 LACQUER 


A decided finishing touch to this footwear—linings 


of Fawn, White, and Gray shades of “Vode Kid. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices 


100 Gold Street 
New York, N.Y. 


70 North 4th Street 
Philadelphia, Pa. 


Agencies 
Chicago Cincinnati 
Los Angeles St. Louis 
Montreal Rochester 


and all leather centers 
of the world 


vored 


$t 
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STYLE SHOES OF QUALITY 


The Kind that Are Worn by the Better Class of Trade 


JUST TWO OF THE NEW 
PATTERNS IN OUR 
FALL SAMPLE LINE 


B 449-F Price, $5.25 B 419-R Price, $4.85 
Terms: 4% 30 Days—Net 60 Days Terms: 4% 30 Days—Net 60 Days 


Women’s all Cypress Russia Calf Juana One-Strap Women’s All Patent One-Strap Dolly Sandal, - 


Pump, one row of stitching on top, lace stay and forated top and vanip, McKay sole, Chateau last, 
vamp, Montrose last, McKay sole, 1%-inch 1%-inch covered Spanish Louis heel. 


covered Cuban heel. 
NOT IN STOCK. Can Ship Within 


NOT IN STOCK. Can Ship Within 30 Days from Receipt of Order. 
30 Days from Receipt of Order. 


The Utz & Dunn salesmen are now on the road with our 
new line—a line moderate in price, but of highest quality. 


A number of new patterns are included: not freakish, but 
authentic and good-looking. 


Shall we have one of our salesmen call on you? 


Utz & Dunn Co. 


Rochester N. Y. 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bidg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Building 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 Los Angeles, Cal. 
Representative S. A. McOMBER, Representative G. C. McATEE, Representative 
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Lrophy Lros. 
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Service 


ConsIDERING a sale a promise—an obligation—and fulfilling 
~ that obligation—is the highest type of. service. 


When a merchant buys from Brophy Bros.’ samples he has our, un- 


spoken promise that the shoes he will get will be as’good.as he 
expects—or better. 


That this sort of service is highly appreciated, is evidenced frequently 
by letters written us by customers upon receipt of shoes. 


QUALITY Shoes—Popularly PRICED. 


We invite you—cordially—to see these shoes at our Boston Office, 
89 Bedford Street. 


BROPHY BROSJSHOE CO. 
SOUTH BOSTON, MASS. 


BOSTON[SALESROOM NEW YORK SALESROOM 
{89 BEDFORD ST. 755 MARBRIDGE BLDG. 
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Street scene of Tokio, Japan showing largest Department Store 


Pay 


NUTMEG VELOURS CALF. A pleasing shade in a medium tan. Its 

smooth grain, its even break and wonderful finish are unsurpassed. It is 

today meeting the demands of high-grade men’s and women’s manu- 

facturers for their fine shoes for fall. 

The beauty and completeness of this leather will delight those who insist 

upon the air of individuality. Insist upon leathers bearing the P & V 
trademark for your fine footwear. 


June 28, 1924 
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LET SMITH SHOES SATISFY 
YOUR FAT ANKLE TRADE 


—? Fat Ankle Special- 
ties are building profitable 
sales for many merchants. 
They’re carefully made over 
excellent fitting lasts, and are 
satisfactory in every way. 





Getting acquainted with the 
Smith In-Stock Department 
has made money for a lot of 






No. 118 
Goodyear Welt 
$3.50 





No. 118—Black Kid Large Ankle Cross- 


Strap. 12-8 “Wingfoot” heel. igs. live ones. 
EE.. $3.50 
No. 119—Same in Pasene:. ....$3.75 








TERMS: 
5%—10 DAYS 
On single pairs add 
10c per pair 















IN 
STOCK 


















No. 120 
Goodyear Welt 
$4.10 





No. 104 
Goodyear Welt 
$3.30 
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No. 104— Black Kid L arge Ankle One- No. 120—Patent Fat Ankle* Novelty 
Strap, 12-8 ew heel. 3144-9. Strap. Goodyear Welt.g12-8 ‘ “Wingioot 
; EE.. Pe heel. 3144-9. EE widthfonly.. $4.10 
| No. 116—Same i in Patent. . $3.50 No. 121—Same — and sizes as above i in 
No. 117—Samein Black Satin. 148 Leather . Black Kid...................... $4.00 
Louis heel... .... ad .. $3.50 











No. 103—Black Kid Large Ankle Oxford. 
12-8 ““Wingfoot” heel. 344-9. EE. .$3.15 


No. 114—Same in Brown Kid... . .$3.30 


SMITH SHOE CO. 


90 Wareham Street, Corner Albany, BOSTON, MASS. 

















' 
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Kobinfiood- 
<= Tor Boys and Girls 


The Dest of Shoes for the Best of Children 


An Exceptional Opportunity 


@ The shoe merchant who secures the ‘‘Robin Hood” agency will have a constantly growing asset—an asset which 
will grow month after month and year after year. 

@ The opportunity to secure a popular children’s line, backed by wide spread advertising and liberal ‘‘dealer helps” 
does not occur every year. The foresighted merchants who are now laying their plans to secure this valuable franchise 
will soon be the dominant factors in the children’s shoe business in their respective communities. 

@ After some live competitor secures the agency for this popular line, your opportunity will have passed. 


Write for our proposition before some one else secures the agency 


Visit the sales room nearest you—located in the following cities: 
Omaha, Nebr. Indianapolis, Ind. Dallas, Texas Cincinnati, Ohio San Francisco, Cal. 
406 Arlington Block 833 Meyer-Kiser Bank Bldg. 1015 Commerce St. 68 Wiggins Block Stewart Hotel 
Detroit, Mich. Knoxville, Tenn. Birmingham, Ala. Kansas City, Mo. Les Angeles, Cal. 
403 Lafayette Building St. James Hotel 402 Chamber of C ce Bldg. 817 Central St Hotel Angelus 


Milwaukee, Wis. Memphis, Tenn. Cleveland, Ohio Chicago, Ill. Seattle, Wash. 
408a Caswell Block 227-8 Winfry Building 349 The Arcade Building 406 Security Building 1220 Second Ave. 


CENTRAL SHOE Go. 


St. Louis U. S. A. 
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THE BIG THREE 
White Kid---Black Satin---Patent Leather 


The styles shown on this page are in stock and ready to ship. Never 

before has such an avalanche of orders poured in upon us for any par- 

ticular pattern and leather as has on these. Send your order now if 
you want quick service. 





WE ARE NOT CON- 

NECTED WITH ANY 

OTHER SHOE MANU- 
FACTURER 











No. 165—Patent Lizette One-Strap 
Dull Kid Cut-Out Trim, Single Sole. 
No. 162—Levor White Kid Lizette ; Full Spanish Wood Covered Heel. 
One-Strap. Cut-Out Trim. Single Sole. 5 ~ Beacon Last. B and C. Price... .$4.40 
Full Spanish Louis Wood Heel. Beacon ee . 
Last. B and C. Price...........$4.40 


No. 289—Levor White Kid Ruth. 
Patent Cut-Out Instep Girdle. Single 
Sole. Military Wood Covered Heel. 
Newport Last. AA to C. Price. .$4.25 


No. 163—Black Satin Lizette 
One-Strap Black Suede Cut- 
Out Trim, Single Sole. Full 
Spanish Wood Covered Heel. 
Beacon Last. B and C. Price 

$4.50 


Spanish Louis Heel. Single Sole. 


style question. Newport Last. B and C. 


ee 


14° 17 
° No. 285—This style in Levor 
will answer the White Kid Lizette Full Baby 


BCOTHS 150-151 


THOMSON -CROOKER SHOE CO. 


18-26 STATION STREET 
BOSTON $3 MASS. 
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Buyers, Attention 


These popular styles for 

the entire family, together 

with others of equal beauty 

and design, will meet every 

need of the trade, looking 

for Quality-Beauty—Com- 
Style 704 fort. 


Men’s Two-tone 
Cord Everet 
ContrastingyBand and Underlay Style 454 
Wos. Ribbon Trimmed 


“GROCO” will add to Moccasin 
T Satin Plu 
your sales and Net a good Fels ond Flees Pompom Oreament 


profit. 


Satisfied customers are an 
asset to your business. 


ik teens “GROCO” made of High- 
Grade material, full-sized 
Women’s, Misses’, pattern and last, and best 


1 8, . 
Chinese Collar of workmanship, meet the 
Chamois Sole 
demand. 

Style 308 


Wos. Ribbon Trimmed 
Moccasin 
Floss Pompom 


While in Boston do not eee tale 
fail to see our complete 
line at 


| 
| 
| 
| 


| 


139 LINCOLN STREET 


Mr. W. W. Nichols, 


Mr. A. L. Kenney, 
and 
Mr. Chris S. Briel, 


Our Salesmen 
Will be pleased to quote Style 5056 


Style 1025 . Misses’ and Child’s 
Women’s Ribbon Trimmed prices. Astrakhan Trimmed 


Juliette Bootee 
Felt Bow Ornament Wide Roll Collar 


C. A. GROSVENOR SHOE CO. 


70 Central Street FACTORIES AT 
WORCESTER, MASS. OXFORD, MASS. 


>. H]S_— HS>?_—C HS™_—LSP>=_—- LDS LSSE=_ = =S=_— LSS_— LIU OHODBI | SS» SE S-_ —]]S>_— S=|_— Ean» SSS 
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THE MARK 
OF 


QUALITY 


E broken red line is to a shoe lining what “Sterling” is to silver—the mark of highest 
quality. The red line is the symbol of RED-LINE-IN—the strongest, heaviest and longest- 
wearing shoe lining made—the lining that keeps the shoe in shape, makes shoes wear longer, 
saves stockings. 
When you specify Red-Line-In you know that you are getting the best shoe lining made— 
the red line positively identifies it. No other a lining is made with a red line. 





ed\inedn 


REG.U.S. PAT. OF F. 


Shoe Lining 
AT THE BOSTON SHOW, aug, J No. 156 


FARNSWORTH, HOYT CO.—MAKERS—BOSTON 
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HAT manufacturer could 
help being enthusiastic 


when he finds a patent leather, 
that in 72 (36 pr. to case) CASES Of shoes, 


shows only 33 pair to the case 
lightly checked in lasting. 


Average Pairs 


No. of Cases Damaged Per 


These seven brands of patent 
36 Pr. Case 


leather were tested together Manufactured 


BP PII, Bs icc cn. cee bocsede abn 104 10% prs. 
EE ET I Bs kos cc vd wesccvendebess 12 834“ 
nn, i... os seks beecedeeeues 15 8% “* 
i 13 5% “* 
SG eee 15 5 = 
rrr ae 20 4% “* 
DONKEY COLT 344 * 




















Then be sure to 
DONKEY COLT 


BOOTH 


vetizeet. “TOLMAN, DOW 





Cincinnati, Ohio 
Mohr-Holters Sales Co. 
202 E. 7th St. 


Leathers that 





176-180 Lincoln St. 
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WweHat woman could help 

being enthusiastic over a 
pair of patent leather shoes that 
held their brilliance after six 
weeks’ wear, without cracking 
or checking! This is the usual 
experience of DONKEY COLT 
wearers. 








hear so much talk about 


COLT? 


ES A TT TET ET 














see us demonstrate 
at the BOSTON SHOW 


No. 10 


& COMPANY INC. “ile ys 


S 





T.M fitegerald & C 
. 7 a 0. 
on St. 


Bring Reorders on 





General et yo Sor Sot Europe 
‘ew Castle Leather b 
Boston, Mass. Headquarters: Paris, France 
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FOR MEN AND WOMEN 


MORE BUSINESS THROUGH 
COMFORT PLUS STYLE 


T he price appeal carries less weight than many merchants think. Price is secondary to what is 
o btained for it. Show your trade Arnold Glove-Grip Shoes, and their comfort feature, plus 
style, gets the business at price asked. Less talk is required to sell this line. It requires no 
s tretch of the imagination to see they are designed to give contentment and satisfaction. The 
exclusive patented Glove-Grip feature contributes to worth and adds to their value. 


AT THE BOSTON STYLE SHOW, BOOTH NO. 177 


Arnold Glove Grip Shoes will be shown in all their variety of styles, patterns, leathers and 
fittings. It will be a display to deeply impress anyone with the exceptional opportunities for 
more business this line affords. 


NATIONAL ADVERTISING 


of the most powerful sort is behind the merchant merchandising Arnold Glove Grip Shoes, and 
dealer helps for localized sales effort are provided in liberal quantity. 


LARGE IN-STOCK DEPARTMENT 


is ever at the service of the dealer who wants sizes in a hurry. We know of no stock department 
better equipped for service. We carry for immediate delivery, many styles. AAA to E. 


THE GLOVE-GRIP CATALOGUE 


is mailed to every Arnold Glove Grip Agent each season. This features “In-Stock” num bers 
exclusively, and serves as a buying guide and help toward efficient store service. 


M. N. ARNOLD SHOE COMPANY — 


NORTH ABINGTON, MAss. 
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No. 5143 No. 2989 
Patent Leather Dixie Twin Strap. Tan Elk Moccasin Blucher Lace. 
Turn. 2144-7. $4.00 “Baby Welt”—Extreme flexibility, 
Very attractive also in Black Satin and without sacrificing any wearing quali- 
Tan Calf. ties. Made in Three Runs: 
3-5 5-8 84-II 
wl $2.00 $2.35 $2.70 
A very popular number also in Patent 
Leather and Smoked Ebk. 
DEPENDABLE SHOES 
Burdett Shoes are building favorable reputa- 
hi tions for hundreds of dealers who sell them. 
It’s because they are dependable. 
Only the best materials are used. 
Each last selected for its fitting qualities. 
Workmanship of the highest standard. 
Burdett Shoes can be had in 60 dependable 
styles—from First Steps to Growing Girls’, 
carried constantly In Stock. 
Tr 
‘*Len”’ and ‘‘Hap”’ Burdett will be glad to see you during Show Week, 
July 14-17, in Boston, at 183 Essex Street. 
BURDETT SHOE CO. 
TURNS AND WELTS 
BOSTON SALESROOMS 
183 ESSEX STREET 
3 ESSEX STREI LYNN, MASS. 
ae ete tatetatet stat etatatatatettatetatatatatatatatatatatatatatatetatatatatatatatatatatatat=t=ta1 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








BOOT AND SHOE RECORDER June 28, 1924 


ae SS 
en en 


An ee =, —" — el — rr Sra ao rs ' a 
36S OO O14 SO Oe 











©4976. VY Dever, 


Mr. John G. Holters 


President 


UNITED STATES SHOE CO. 
CINCINNATI, OHIO 


“*JUDGE IT BY ITS USERS’’ 


SB —=L = ot oe 
—=<—— aan Oi = i awk PR <i (Pe = te “ 














_—— == LS = ~~ a > oe —— ae — 
= <a = a oe : - > alt= 
es eS Si ani PG EK ~t ab Ee 5 Pen FES a a cee >in at _ a il 








BOOT AND SHOE RECORDER 





~~ 






errata 
ts =r ———— a A ele Ml el = = 
Se ee eI 


a — 


Open L of ter 


To JOHN G. HOLTERS 


a — cata 


Dear Mr. Holters: 


Retail shoe merchants, as you are well aware, are becoming more and more particular 
in buying their shoes. They are especially particular in respect to the leather of which 
their orders are to be made, for while shoe upper stock has always been a principal factor 
in shoe quality, it is today more than ever so. 


Having recognized this fact for a long time, we have done our best to impress the best 
class of retailers with the fact that in New Castle HAVANA BROWN Kid they secure 
the last word in quality of leather, depth and permanence of color and,{what is 
even more important in their eyes, a peculiarity of shade which distinctifies shoes made 
from New Castle HAVANA BROWN Kid. 


In view of the years during which we have happily done business with you, it is prob- 
ably superfluous to bring the above to your attention. We do wish, however, to publicly 
signify our appreciation of your long use of New Castle leathers, and also to assure you 
that you will always find New Castle leathers worthy of offering your customers as rep- 
resenting everything most desirable in colored glazed kid. 


Sincerely yours, 


NEW CASTLE LEATHER CO., Inc. 


f- 


President 


NEW CASTLE KID 































BOOT AND SHOE RECORDER June 28, 1924 


THE WORLD'S CRITERION 


SURPASS LEATHER CO. 


FACTORY FACTORY 


Philadelphia, Pa. Gloversville, N. Y. 
SALES OFFICES 
New York Boston Philadelphia 


Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London) Ltd. 


Boston, Mass. London, Eng. 
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There need be no waste in cutting West 
Virginia Fibre Board. It is of equal thick- 
ness, finish and quality"right to the edge of 
the sheet. 


| bee 
So SA [ef ttt tn NO i: 


Interest 


of the 
Customer 


The retailer who specifies counters made of West Virginia Fibre Board can be sure that his 
customers will benefit by his good judgment. 


The uniform quality and great durability of counters made of West Virginia Fibre Board 
produce a shoe that will wear longer and retain its shape better than a shoe with 
ordinary leather counters, yet counters made of West Virginia Fibre Board cost only one- 
quarter as much as leather counters. 


To Any Shoe Retailer or Manufacturer 


We will gladly send samples of West Virginia Fibre Board—also the name of counter manu- 
facturers who use it. 


Pulp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 505 Dime Bank Bldg. 732 Sherman Street 
New York, N.Y. Detroit, Mich. Chicago, Ill. 
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Correct Custom Styles for Autumn 


Leading“the way'as usual, in designs that afford the best prospect of 


ee ° = — ~~. «*~£cuee™ 
profitable merchandising, this house offers, for the early fall trade, 





an unusually interesting array of smart, seasonable styles. 
Our salesmen are now on their territories and we’ll be glad to arrange 


an opportunity for you to inspect these newest models. 


Welts Turns Wilson Sewed 


C. P. FORD & COMPANY 


—— tia. seGonronAlTEo 








New York: Marbridge Bldg. ROCHESTER, N. Y. 
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GOLD 


The Hall Mark of Quality 


Identify your shoes with your trade-mark 


ntact ee neatly embossed in Gold. It will be seen 
beating. The Israelites daily by the wearer. 


acquired the art from the 


Egyptians, d ed 
ge Meme rer For many generations names and trade- 


many of their wood carv- 


— marks imprinted in Gold have been ac- 
cepted as the hall marks of quality. 


RAUSKOLB GOLD LEAF 
EF W. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 
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fea) WENTY-EIGHT years ago Bryan had just delivered 
; his famous “Cross of Gold” speech. The Great Free 
Silver Campaign of '96 was just getting under way. 











G Lincoln. Neb., Bryan's home city. was the center of all eyes 
in America. 


@For the merchants of America. Lincoln, Nebraska, is again 
a cencer of interest. Kelly Service has just completed its third 
selling campaign for Fred Schmidt & Bros. Co.. Lincoln. ‘eb. 
The volume of business totalled $75,000.9° 


GIn retail circles of Lincoln predictions were freely made ar 
the outset of this campaign that it could not possibly succeed. 
Conditions made it impossible 


@ Yet, this was by far the most successtul of the three cam- 
paigns Kelly Service has conducted for Fred Schmidt & Bros 


QIt simply proves that unfavorable conditions are always ex- 
aggerated. Seldom are they half so bad as people believe. 


Kelly service can as readily apply logical. successful plans to 
your situation. Your inquiry brings all information. It is 


confidential and free. 


q Kindly give us the size of your stock. 








AUD SNUES SWSTLE 


MINNEAPOLIS U.S.A 





AT BOOTH 133 


BOSTON SHOE STYLE SHOW 


BARNET 
CALFSKINS 


Made in Lynn 
OUR FAMOUS 


ACE CALF 


Shown in the most popular shades 
in Men’s, Women’s and Children’s 
Shoes 


Smooth and Boarded 


GLASS CALF 


The Last Word in Scotch Grain Leathers 
TAN BROWN RED BLACK 
for Men’s and Women’s Shoes 


J. S. BARNET & SONS, Inc. 
BOSTON, MASS., U.S. A. 


BLE ADDRESS“ TENRAB’, 
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Ser 
CasyAitters- 
WALK-CROPT SHOES ARE 


UNIVERSALLY KNOWN AS 
EASY FITTERS 


Watkh-Crott 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
AT THEIR FACTORY IN BOSTON 

















PICK: A: GOOD LANE 


TWF 


AND, Sitien TO 








['T 











Copyright .d, 1924, Bancroft Wal :er Co. 
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(LITTLE JOURNEYS, TO AND FROM FAMOUS PLACES 





Granary 
Burying Ground 

















3 
a 





Granary Burying Ground-—tiere lie Samuel Adams, Paul Revere, John Han- 
cock, the parents of Benjamin Franklin and many others whose names are written in history. 
Boston, famor's in its youth for patriots, is famous in its maturity for its manufactured prod- 


ucts—among them our Bull Dog, Vim and Ever Grip rubber heels. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Trade Mark Reg. 


LITTLE KEYS ="? 
TO GREATER 
PROFITS 


Whether you appeal to the 
mother through shoes for 
her infant-in-arms, or with 
or my .srm sik. mer First Steps for her young 
Ch . Tan, _ , 
Wei Var Ped Deewe Fe = toddler, you appeal to her Teche sutevasee ‘Betws 
anes foremost interest. "Tis then Boot. White, Tan, or Smoked 
Elk. Per Dozen $16.50 
easy to unlock added profits 
in the sale of shoes to her 
and other members of the 
family. 


It will pay you to investi- 
gate these wonderful Ideal 
First-Steps. 


No. 34—Infant’s Soft Sole No. 415—First - Step Flexible 
Button Boot. White Washable Tackless Stitchdown Two - 





Kid Top. Patent_ Leather Strap. White, Tan, or Smoked 


Vamp and Foxing, Flat Pearl Elk. Patent Leather. Per Dozen 
Buttons. Per Doz $10. $15.00 


Ideal Baby Shoe (ompany 


Mrs. 4. L. Day, President 


‘Danvers, -—Massachusetts 


» - orricres. 320 FIFTH AVE. BOSTON OFFICE: 12 WEST ST om 616, P 05 
NEW YORK OFFICES: 32) FER TH AVE. 5. 12 WEST ST., Room 616, Phone Beach 8050 
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The Sandal--IN STOCK “Smooth Insid. . 
500— 2 -434....$1.20 a Blucher Moccasin Oxford 


. K 
oats Byer... Lee Miller’s Made on These 
Choc. 03—1144- 2..... 1 oe 4 - ubber Heel,. .. . $1. 
B10— 254-8... 2: Specifications UF Rutber Heel... 3218 
521— § -8..... 1.60 " Elk Ha gh - becsees 1.60 
Patent (3 veeee BS —No tacks nor metal used in fasten- ' 5-8 Sprg. Heel,........ 1.38 
ing—except to attach rubber heels. 
STITC HES never rot out. 


Nubuck ty ete Terms:—3% 10 days 
816— 2}4- 8..... 2.50 —Leather slip-sole (instead of paper 
or nothing) between solid leather 
inner and outer soles. Exceptionally 
long-wearing and flexible bottom— 
and resolable as is a welt shoe—by 
the same process. 


—One-piece, sole-leather counters 
Best grades upper stock—In every 
way G — : 
Creased Yamp Oxford y GOOD shoes—and good fitters er 


No. 820—Patent Leather —244-7, We will gladly submit samples— Patent (ses aval $1.30 
1.60 


El« 














No. 821—Tan Elk—2%-7... 33s and price list of In-Stock numbers. = i$ eye. 1.85 


MILLER SHOE COMPANY, :: :: SALEM, MASS. 


J. E. DAY, Manager 
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The 
Y 
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WALL-DOYLE & DALY Inc. - - Brockton, Mass. 
PeeeeeeeeSeeSSSESSSSSSSESSSSSSSESESESSSSSSSESSSSE SESE SSS SS EESSSESS SESS SSS S5 5955: 
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(Brockton Made) 


MAKING MEN’S WELTS 


FOR VOLUME TRADE 


Smartest Men’s Shoes in the World 


Boston Salesroom 


207 ESSEX STREET - - - = ROOM 420 
Full Line of Samples on Display during July 
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UALITY is the one big reason why more 
~~ people walk on Goodyear Wingfoot Heels 
than on any other kind. The quality of their 
live, enduring rubber results in long, long wear 
and lasting springiness. The quality of their 
design and workmanship results in a neat, trim, 
close-seating style. Goodyear Wingfoot quality 
is the highest you can get in any rubber heel. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other 
heels—a new pair free if yours do not 





ENGEOOT 
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PENSE TTA NRL IN WOME A VHP TASAN I SOP NISSEN SSO 


SCHERER origination which the 

best informed buyers have warmly 
approved and specified’ in their orders 
for fall. 


Browns are assured for the coming sea- 
son, and “‘Beauty Brown” is pronounced 
by our customers to be just the new 
Brown shade that will be most desired. 


[t has all that distinction which you 
rightly expect from Scherer colors. 


Oscar Scherer & Bro., Inc. 


Originators of and leaders in Fancy Colored Kid 


29 Spruce St., New York 
Factory at Newark, N. 7. 














ELMORE TSO CLE LEI CREASE: 


PCE 
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CUSHMAN-HOLLIS CO. 


Fabric and Leather Footwear 
At the Boston Style Show 
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This Complete Line 
on Display at Booth 14 
by 


C. A. GOODNOW SHOE Co. 
BOSTON - o NEW YORK 


eG Boston Salesroom—596 Atlantic Avenue 
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THE HOME OF CUSHMAN-HOLLIS SHOES 


ITH a background of long experience in 

volume production of Fabric footwear, and 
a plant equipment unequaled for large service, 
we are now making a complete line of leather 
footwear. 


Lasts and patterns that meet the style de- 
mand for volume sales are combined with cor- 
rect materials to produce shoes that afford the 
dealer merchandise he can sell at popular prices. 


On the following pages we illustrate a few of 
our new numbers and list the distributors who 
handle this lene. 


Visiting buyers will find our complete line at our 
Boston Office in the Albany Building, 177 Lincoln St. 


Cushman-Hollis Company. 


FACTORY AND HOME OFFICE ALBANY BUILDING 
AUBURN, ME. BOSTON 








PASSO OG ODS OF 


~ 
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Noveltes that Appeal to 
Volume Trade 
Ln Style, Quatity and Price 


Black satin—black suede trimmed. Black satin—side gore. Black ‘suede 
Black beaded front gore. triton front. 


Tan calf cut-out front strap. Covered Black suede cut-out front strap. Covered 
heel. hee!, 


Cushman-Hollis Gompany-. 


FACTORY AND HOME OFFICE ALBANY BUILDING 
AUBURN, ME. BOSTON 
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‘Representative Distributors 
of (ushman-F{oltis Shoes 


EASTERN DISTRIBUTORS 
C. A. Goopnow SuHoe Co. 
CuipMAN Harwoop Co 
LANE Bros. Co 
ParKeR Hoimes & Co...... 
GreeENE-ANTHONY Co 


Wo. J. Kennepy Suoe Co., Inc., New York City 
...New York City 
.....New York City 
Powe it & CampBett Co....... New York City 
J. Weiss Suoe Co., Inc. ....... New York City 
Philadelphia, Pa. 
Philadelphia, Pa. 
Philadelphia, Pa. 
Philadelphia, Pa. 
Turner-Tompkins SHoe Co.. . Philadelphia, Pa. 


C. A. Goopnow Suoe Co... 
Meraitt, Ext.iotr & Co 


Brav SHoe Co... 
DeCou Bros. Co 
Jantzen SHoe Co 
Monroe Bros, x Co 


.. Philadelphia, Pa 


WEINSTEIN & SHUBIN Co 


AmERICAN WHOLESALE Corp... . Baltimore, Md. 
Battimore SHoeE Houss, Inc... Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
D. Myers & SONS............. Baltimore, Md. 
Baltimore, Md. 
Baltimore, Md. 
Pittsburgh, Pa. 
Pittsburgh, Pa. 
... Buffalo, N. Y. 


Carroii, Apams & Co 
CouEeN-ADLER SHOE Co 
Dixon-BarTLetTtT & Co 
S. HALLE Sons 

R. Janporr & Co.. 


H. Pretzre_perR & Co 
R. E. TusmMan & Co 

H. J. Lane Suoe Co.... 
D. Mussorr SHoe Co 
W. H. Wacker & Co 


SOUTHERN DISTRIBUTORS 
Payne SHor Co 
Norwe.i CHAMBERS Co. . 


Roserts &« Hoce SHor Co 
Branb Suoe Co., Inc 


Griccs-Paxton SHok Co., Inc. . . Roanoke, Va. 


Boston, Mass. 

...- Boston, Mass. 
Boston, Mass. 
.... Boston, Mass. 
Providence, R. I. 


Charleston, W. Va. 
Huntington, W. Va. 


Lyncnsurc SHoe Co.......... Lynchburg, Va. 
.... Richmond, Va. 
Roanoke, Va. 


Aucustus Wricut Co Petersburg, Va. 
StrenGc SHoe Co..............Louisville, Ky. 
Mose Couen SHoe Co........ Nashville, Tenn. 
Murray-Disre tu SHoeE Co... . Nashville, Tenn. 
Pitrs SHoE Co Montgomery, Ala. 
ie Gi NE SN kn valcneiwndnewed Atlanta, Ga. 
J. K. Orr SHoe Co..............Atlanta, Ga. 
GRAMLING, SPALDING & COLLINSWORTH, 
Atlanta, Ga. 
ADLER SHOE Co Savannah, Ga. 
Jo.escn-THomas Suoe Co ........ Dallas, Tex. 
I. KoHLMAN New Orleans, La. 
B. Rosenserc & Son........New Orleans, La. 


MIDDLEWESTERN DISTRIBUTORS 
Wuitney-Rortu Suoe Co......Cleveland, Ohio 
Simmons Boot & SHOE Co Toledo, Ohio 
Tue Ravpu Ainsworth Co... .. Detroit, Mich. 
Marks & StT1x SHOE Co Cincinnati, Ohio 
Cuas. Mets SHoe Co Cincinnati, Ohio 
Crowpver-Cooper Suoe Co., Indianapolis, Ind. 
GuTHMANN, CARPENTER & Co... . . Chicago, IIl. 
Harper & KIRSCHTEN SHOE Co... . Chicago, III. 
C. W. Marks SHoeE Co..... Chicago, Ill. 
SmiTH-WaLLAcE SHOE Co Chicago, III. 
STANWEAR SHOE Co Chicago, III. 
SAMUELS SHOE Co..............St. Louis, Mo. 
Bope-Larson SuHoe Co., Inc.... Keokuk, Iowa. 


FAR-WESTERN DISTRIBUTORS 
Zion’s Co-oPpERATIVE MERCANTILE INSTITUTE 
Salt Lake City, Utah 
Joxun Scowcrort & Sons Co..... .Ogden, Utah 
POOR CRIA «66 8c civics, Los Angeles, Cal. 
Stewart-Dawes Co......... Los Angeles, Cal. 
Caun-Nicke.tssBurG Co....San Francisco, Cal. 


Cushman-Hollis Gompany. 


ALBANY BUILDING 
BOSTON 


FACTORY AND HOME OFFICE 


AUBURN, ME. 
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In a most charming array of new Fall 
patterns will be shown at the 


HOTEL COPLEY-PLAZA 
during the 


BOSTON STYLE SHOW 
July 14-17 








Our representatives endorse the fact 
that they are glad to present this 
brilliant Fall line on an occasion that 
permits of comparison and selection. 


‘Degen-Lipp Ine 








Brooklyn, N. Y. 
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ford, Rubber Heei, B, C 
R-3437—Same as other ‘Grade. Price.. . $2.60 


R-2982—Men’s Palm Beach Cote We, Ox- 
. Price. . .. $3.25 


R-5113—Levor's White Cabretta. 14-8 Span- 
ish Heel, Imitation Turn, B. C. D, Price. .. .$3.75 
Below—Same in Skinner’s Black Satin 
R-2513—14-8 Spanish Heel. B, C, D. Price. $3.25 


R-2514—12-8 Military Heel. B. C. D. Price. $3.25 


Bsa — Whe Cabretta. 8-8 Military. Imita- 
tion Turn. B, C, D. Price. . & 75 
R-5112—Same. Full 14-8 Spanish Heel. B,C, D 


BOOT AND SHOE RECORDER 


WHITES IN STOCK 


R-2989—Men’s White Sea Island Welt Oxford. 


a * Welting. Cansyess Lenpenped Heel. B, & D 


R-3251—Same. ume High ‘Blucher Bal 
Price. . . - $3.7 


as Re 2989— White "Duck "Welt “Oxford. 


R-3028 : 
Rubber Heel (not Ivory Welt). B. C, D. Price 
$2.60 





hiesaousiiibads 
Chhoes 


Send for Catalogue! 





Also makers of 
Manning's “Unico” 
Slippers of Felt, 
Satin and Leather 


“Quality Never Loses 
Its Charm” 


On display at 
Booth 196 
Boston Style Show 
July 14-17 


June 28, 1924 


iy hte epee Canvas aguas | May, 
C, D, E, Price . 


R-3047—Same in : Palm Beach. Price... - $1.70 
R-3044—White Canvas Blucher Oxford. es 


R-3049—Palm Beach Blucher Oxford. Erige 


R-3480—White Meridith Cloth, White Cab- 
Spanish oon imieasicg 


00 
Ratti—Same as as sii6. White ‘Meridith ith Co R-5115—Levor's White Cabretta, 14-8 Span- 


ish Heel, Imitation Turn. B, C. D. Price. .. .$3.75 
OUTIN G SHOE CO., s Stock Dept.—122 Lincoln St., Boston 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 
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‘une 28, 1924 


ford McKa 
Jeeites ‘$1.70 
Ce ese. $1.70 
Oxford. Price 
$1.85 


‘xford. Price 
$1.85 


White Cab- 
l. Imitation 


On display at 


BOOT AND SHOE RECORDER 


The best asset in the business world is a reputation for giving 
value and service. This constitutes good will. 


Felt footwear is becoming a more important factor with the retail 
shoe dealer each season. Felts are worn the year round, and more 
people are learning the v alue of the felt slipper for the whole family. 


Let’s apply the principle of good will to felt footwear. If you want 


a price war, you will find it unending in the cheaper grades, which 
are cheaper for the reason that they are made cheaply of cheap 
materials. 


If you want quality and recognized value, you will find them in 
Manning’s UNICO Slippers. This line is well made of the best 
materials and packed attractively in fancy cartons—handsome de- 
signs for men’s and women’s, with pictures and nursery rhymes for 
children’s. 


Manning’s UNICOS “‘look the class.” They are not the highest 
priced line, nor the lowest, but their quality and good value are 
apparent to any buyer, and they are advertised to the consumer. 


Don’t jeopardize your good will with the cheap line. Assure your- 
self of satisfied customers with Manning’s UNICO Slippers; they 
help you to conserve the Best Asset in the Business World. 


Booth 196 OUTING SHOE CO. 
Boston Style Show 122 Lincoln Street 


BOSTON, MASS. 
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LD 
BOOTH 149 C.H.ALDEN CQ 


BOSTON 


SHOE STYLE 


SHOW 


V5.8 


An Alden Style 


that can be 
delivered promptly 


Lot No. 130 
Medium Light Shade Brown 
Chrome Calf Oxford 
Lot No. 140 
Glazed Calf Oxford 


840 Last 
Rubber Heel 
A 7-11 C é11 
B 6-11 D 611 








The past four years during which we 
have concentrated upon a limited 
range of standard styles, leathers, 
lasts and patterns have proven beyond 
doubt that the economies we have 
effected have greatly assisted Alden 
dealers in giving better value, at no 
sacrifice of profit. 


Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 


* ¢ ¢ 


C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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ANNOUNCEMENT 


A Composition Sole That Will Not 
Mark Floors, Etc.,—In Tan Color 


We, the originators of RAJAH, now 


announce another outstanding accomplishment 





-——_— == ee a eee ae ae — _ 


IN A PERMANENT SOLID TAN COLOR 
The HALESOLE now meets every re- 


quirement of the shoe manufacturer 
and retailer. 


Up to the present time, it has been im- 
possible to make such a sole in color 
that will not crack and mark the floors. 


After several years’ experiment, how- It will wear and give service. 


ever, we have found the way. It may be finished on the edge 


to perfection. 


On Display And its permanent coloring 
™ “1 - clear through the sole permits 
wes its use in tan shoes where here- 


Basten Shes tofore black soles were the only 


™ — soles of thiskind thought feasible. 


14-17 The HALESOLE has naturally been 


welcomed by all who have seen it. 


We want to show it to you. 


You will find it just as meoree in a 


composition sole as RAJAH is in a 


crepe sole. 


ALFRED HALE RUBBER CO. 





The HALESOLE is 
not a substitute for 
leather, as iron is not 
a substitute for tin. 


ATLANTIC, MASS. 
Established 1837 


Originators and Sole Manufacturers of 


Che Sole 


Laing, Harrar & Chamberlain 
Philadelphia, Pa. 
Distributor to the Leather and Findings Dealers 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Bates—Pacemaker in ST Y LE! 


N the creation and volume-production of successful new style in 
Men’s shoes the Bates Company has for-several years set the pace 


and won the leadership. 





When we sensed, some seasons ago, that real style-snap was to be 
the secret of promoting business in Men’s shoes we carefully framed 
our policy of style predominance—and we have pursued it successfully 


ever since. 





Our achievements in this are well known to the retail trade. Bates 
Shoes were the first to popularize as large sellers the BROGUE, the 
MOCCASIN TRIM, the CREASED VAMP, the SIDE GORING 
and the BELL TONGUE. They are the bright spots of the past three 


years in shoe-building. 


And Now the “GOLIATH” Model 


At the Boston Style Show next month retailers will see samples of 
the “Goliath”—our newest style creation for Men and one of the 


most effective shapes we have ever produced. 


You have our promise that it will be striking in character but 
practicable, sensible and extremely popular. It will sell readily every- 





where. 
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We'll give you just this little clue: Bates “Goliath” will meet the 
strong trend toward wider toes, and will be the perfect adjunct to 


bell-bottom trousers. But see it at the Boston Show! 
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Bates—‘‘ Shoes for the Occasion”’ 


N addition to the new Bates “Goliath” model, mentioned on the 

previous page, you will see at the Boston Style Show a graphic 
display of Bates “Shoes for the Occasion.” It will be worth every 
visitor’s inspection. 

Our prominent featuring of Men’s Shoes by groups according to 


their style uses has been a notable success. Its assistance to Bates 
dealers in selecting their 


purchases to meet their 
local demand has been 
invaluable. We shall 


continue it indefinitely. 










Shoes for the Oc- 
casion 


IN STOCK 


ATES in-stock facilities 

have kept pace with the 
tremendous demand for Bates 
“Shoes for the Occasion.” 
This is an essential part of 
our whole plan. Right through 
the season we maintain full 
sizing on not only the staple 
lines but also the special big- 
selling lines that are con- 
stantly called for by Bates 
dealers. 

Stock No. 02135-B is merely 
one of a large range of Bates 
in-stock styles for which there 
is steady demand from re- 
tailers and constant sale to 
customers. 


In Stock. Stock No. 02135-B. 
Made of Pfister & Vogel’s 
No. 108 Tan Lotus Calf, on 
“Clyde” Last. Armor-tred Rub- 
ber Feel. Carried in B, C, and 
D widths... ‘ . $4.60 


See Bates “‘Goliath’”? and “‘Shoes for the Occasion” in 


Booth 146 


Boston Style Show 
A.J. BATES CO. 


WEBSTER - - - MASSACHUSETTS 
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Conrad Shoes 
“» Ross Shoes 








Booth 18 


BOSTON STYLE SHOW 














The Boys 


D. F. Quigley 
J. P. Smith 
*‘Am’’ Gaines 
Towns Gaines 
Ross Meyers 
Orville Meyers 
Alec Campbell 
Bill Campbell 
Messrs. Shotthafer 
and Hague 
Peter Fedick 


Boston Office 


Complete lines on dis- 
play at Room 404, 
10 High Street 


Ooo 


In-Stock Shoes 


We have six fast sell- 
ing Ross shoes in stock 


B, C and D widths 


Conrad Shoe Co. 


Brockton (Campello)Mass. 
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BOSTON NEW YORK CHICAGO 


At the Boston Style Show 
Find us at Booth 76, Main Aisle facing ‘‘Runway”’ 


| Winslow Bros. and Smith Co. 


Established 1776 











re 
dis- 
104, 


es 


sell- 
tock 


An Airplane View of the Winslow Plant 


“Norwood Quality” 


SHEEPSKINS «¢ CABRETTA 


TANNERIES AT NORWOOD, MASS. 
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Yo“ we Me 
{ of a i 


Copyrights 

and Priority re 
rights estab- 
lished on 
name and 


“i “||| Building Business tom Repeat Sales 


The most profitable and substantial business that you can 
have comes from REPEAT sales. 
Shoes that will establish your business on that foundation 
are an asset which your store should have. 
ARCH REST Shoes are shoes of that kind. Constant repeat 
orders, plus the unqualified endorsement of the trade, have 
placed these high grade shoes of pleasing style, comfort and 
serviceability in a class all their own. 
oH RE Retailers who appreciate the value of 
DREWS customer satisfaction that brings repeat 
2x0 sales in big volume, will investigate ARCH 
MOUS” §~—REST Shoes Now. 


THE IRVING DREW CO. Portsmouth, O. 






































i= 4 4 eres 
pins 
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Customer Satisfaction means Profits 


In Stock Now 
No. 6060 


Black Kid Carmen 3 Strap, 224 last. 
13-8 Wingfoot Heel. 


No. 6061 


Same as above in Patent Leather. 





THE IRVING DREW CO., Portsmouth, O. 
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“NATURAL 
“PLANTATION F INISHED. 
_ CREPE SOLING - 


_ RUBBER: 


F. R. HENDERSON & CO, OS 


250: WEST 57th STREET 
~NEW YORK CITY 


& 4 « 

~ Pian Pa a oe ‘ 

mere fe te Wel rng geen’ “Chao oe ag 
o Se te 


pe at ™ +e 
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% + 2, oe ae 


~ y ‘ y | 7 = 
a 
Importers of product of’ Far East plantations exclusively 


CUTTINGS UPON: REQUEST 


SEE OUR EXHIBIT 


BOOTH B-193 
National Shoe and Leather Exposition 


| | JULY 14-15-16-17, 1924 
MECHANICS BUILDING - BOSTON 
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The Finest Elk 


Tannage for 
the Finest 
Sport Shoes 


A Smart RALSTON Oxford 
The Clyde 


Tan Kin Ki ith dark tan Kin Kin apron. 
Sole and heel Latex Grape Rubber with rubber 
fibre base. It will not rip. Sizes 5-11. Widths 
B-D. IN STOCK $5.25 


Made by 


Churchill & Alden Co. 


Ralston Smart Styles for Young Men 


Brockton (Campello), Mass. 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WIS., U.S,A, 


RUEPING'S 


SPORT. SHOE 
LEATHER 


ranks high with the makers of lines that rank high 
with the most exacting shoe buyers. It is generally 
conceded among leaders in the shoe industry that 
there'is no elk tannage just like KIN KIN—the master 
product of the pioneer tanners of this type of leather. 
KIN_KIN is remarkably close grained. KIN KIN is 
softyou can fold it like velvet. KIN KIN is elastic 
—stretches with the foot, insuring comfort in action 
and preserving the original shape of the shoe. 
In 49 Standard Colors: 


Write for Color Card 


FRED RUEPING LEATHER -CO. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, England 
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50 

| Slippers for Volume Buyers 

| Style 104 CC LAN 99 

® 

| A cordial invitation is extended by the 

“Lind Line” to all visiting buyers to call at 
our Boston office during Style Show Week 

Style 2000 and to examine the Quality Felt Footwear 

) line of New England. Why not make our 


Office your headquarters while in Boston. 




















LIND SHOE AND SLIPPER CO. 


Manufacturers of 


FELT SHOES AND SLIPPERS 


Worcester, Mass. 
10 met 


Main Office and Factory Boston Office 
Style 1000 106-108 Gold Street 207 Essex St., Room 204 
WORCESTER J. M. P. Kingman 














NATURE'S <ggfft COMFORT 


Order from Coors Discount 
In Stock a 5%-30 days 
SHOES 
Best Fitting and Most Up-to-date 
Comfort and Semi-dress 
Turn Shoes Manufactured 





COMPLETE LINE ON DISPLAY AT ESSEX HOTEL 
DURING THE WEEK OF THE BOSTON SHOW 


Made to retail MEET MR. E. W. MORPHY 


July 14-17, ’24 s2°S0tc$6.00 : SEO MARY 
MORPHY, LEVY, CROSSMAN CO., “iikine 
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E hope that you are plan- 
ning to attend 


The Boston Show 
July 14 to 17 inclusive, 1924 


and take great pleasure in 
extending to you and your 
associates a cordial invita- 
tion to visit the enlarged 
and remodeled home of the 


Edwin Clapp Shoe 











The “FAIRLEE’’ 


Our Booth No. 139 


EDWIN CLAPP & SON, INC. 


EAST WEYMOUTH, MASS. 








J 
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The PATENT LEATHER that 


and the maximum 
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Evans Brands 
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More than the best and 
most beautiful tan calf 


Reg. U.S. Pat. Off. shade 


A N —a definite sales influence 


Wise shoe merchandisers In ordering the shoes for 


know the confidence which fall, they are calling for 
their customers have in TONY TAN because they 
TONY as representing the 
highest peak of excellence 
in colored calf leathers. 





appreciate the sales influ- 


ence of the TONY name. 


Ooo Ooo 


TONY CALF aomnginepn 


Reg. U. 3. Pat. OF. 


RED TAN BROWN BLA 








CREESE & COOK COMPANY 


SALESROOMS a & TANNERIES 
95 SOUTH ST., BOSTON G5, SND CONES DANVERSPORT, MASS. 


P. A. HENRY & CO. 3 SAMUEL WOLFENSTEIN 
rao 39 SPRUCE STREET . 
NEW YORK CITY 


706 Broadway, Cincinnati, O. 
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The Man who has a 
very 7 definite prefer- 


ence for comfortable 
footwear 2 ? insists on 
?shoes with? 


LACING HOOKS 


_Jisk for shoes with lacing hooks 
TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 
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A Partial List of Users of 


WILO ELK 


During 1924 


A 
Adams Bros., Pittsfield, N. 
Arlington Shoe Co., Maverhiil, Mass. 
Ashuelot Shoe Co., Keene, N. H. 
H. S. Albright & Co., Orwigsburg, Pa. 
~_— Goller Shoe Co. .» South Boston, 
ass. 


B 
J. H. Baker & Co., Beverly, Mass. 
Baker Field Corp., Bridgewater, Mass. 
Barney, Capen & Denham, Brockton, 
= Mass. 
T. D. Barry Co., Brockton, Mass. 
Bartlett Somers Co., Lynn, Mass. 
Chas. S. Bates, Exeter, N. H 
Bentley Shoe Co., Salem, Mass. 
Brown & Nichols, Lewiston, Me. 
Brown Shoe Co., Allentown, Pa. 
a Shoe Co., St. Louis, Mo. 
Burdett Shoe Co. , Lynn Mass 
Cc. W. Benn ett & Co. Fitchburg, Mass. 
Biltwell Shoe Co., Elizabeth, N. J. 
Bradley Connor Shoe Co., Manches- 


Brown & Sons, Salem, Mass. 
Biren Shoe Mfg. Co., Hagerstown, 





c 
Carpenter Shoe Co., Rochester, N. Y. 
Cedar Wie Shoe Mfg. Co., Cedar 


w 
Chandler & Patten, Hudson, Mass. 
$- - Cheghrous®, Rochester, N. Y. 
Coe an & Son, Stoneham, Mass. 
. 5. ‘Collins, Haverhill Mass 
M. Creighton Co.. Lynn. Mass. 
Commonwealth hoe Leather 
Co., Whitman, Mane 
John ss Cushman & Co., Worcester, 


Ass. 
Gropenee Hollis Co., Auburn, Me. 
J. Clark & Co. oy - 
FA? Shoe Co., Endicott 
Collins & Sta oe, Baveraia, a 
Comfort Sen - fg. Co., Long Is- 


Comfort * AS Co., N. Y. City 

Conron Dyer Co., Everett, Mass. 

G P. Craft Co., Manchester, N. H. 
D 

ae H. Daley & Son, Abington. 


ass 
E. Davis Co., poespess, 0 Me. 
Davia,$ Shoe Co-e ve oe 


a Yaneel Shee Mfg. Co., 
Harrisburg, Pa. 
Dunn Peabody Co., Danvers, Mass. 
E & B Shoe Co., nenter, N. ¥. 
Everett, Mass. 
phrata, Pa. 
° is & Co., —., Pa. 
ohn ‘Ennis Inc., Brooklyn, N. Y. 





TY eens a "Sons, Ham 

Engel Cone Shoe Co., East Boston, 
ass. 

Engel Shoe Co., Everett, Mass. 


Pa. 

hiladeiphia, Pa. 
I, City, N. 

G ., Alton, N. H. 
Forbush Shee Co., No. Grafton, Mass. 


F 
Fein & Glass, Readi ng, 
The Ferris Shoe Co. ‘L. 


G 
Gardner Parker Shoe Co., Lynn, 
ass. 
Geygarted Payne Shoe Co., Mt. Joy, 


Getham Shoe Co. hamton, N.Y. 
FD Getehall Shoe ‘o., Roxbury, 


Mass. 
Gregory & Read Co., Lynn, Mass. 
J. J. Grovers’ Sons Co., Lynn, Mass. 
Green Shoe Mfg. Co., Boston, Mass 


Sole Selling Agents of 


10 Spruce Street, New York 


Haas Berger Co., Allentown, Pa. 
Hamilton Brown Shoe Co., St. Louis, 


Hamilton Brown Shoe Co., Union, 


oO. 
Wm. Heiber & Sons, Rochester, N. Y. 
Homan Hughes Co., Cincinnati, Ohio 
Herbert Humphreys Sons, Marbie- 


head, Mass. 
Hagerstown Shoe & Legging Co., 


a. Md. 

P. agerty Shoe Co., Washington 
Court House, Ohio 

Hallett aon Shoe Co., Framing- 


Hebert Shee Co., neham, Mass. 
Huston Shoe Co., Haverhill "Mass. 


I 
International Shoe Co., St. Louis, Mo. 
Irving Drew Co., Portsmouth, Ohio 


J 
Jefferson Shoe Mfg. Co., Brooklyn, 


Johnson Baillie Shoe Co., Millers- 

urg, Pa. 

=n. Bros. Shoe Mfg. Co., Halio- 
wel 

Juvenile Shoe Corp., of America, 


Carthage, 
H. Jacob & Sees. Inc., Brooklyn, N.Y. 
Johns Tilt Shoe Co., Los Angeles, Cal. 


Kalb Shoe Bite, C 
Geo. E. Keith 


Rochester, N. Y. 
Co Campelio, Mass. 
. , Elizabethtown, Pa. 
A. AJ ocidee Co., Turn Dept., Leba- 


Pa. 

A.'S. Kreider Co., Welt Dept., Leba- 
non. . 

A. S. Kreider Co., Palmyra, Pa. 

A. S. Kreider Co., Middletown, Pa. 

Knipe Bros., Inc., Ward Hill, Mass. 

Krippendorf Dittman Co., Cincinnati, 


v. @ | en Shoe Corp., Rochester, 


J. Landis Shoe Gen, Rag iy Pa. 

Lane -- Co. 

iqenesd & nt..-—] Middleboro, 
ass. 

aqguese Frank & Co., Philadelphia, 

Little Witch Shoe Co., Salem, Mass. 

Litch Shoe Co., Lynn, 


Thos. H. Logan Co., Hudson, 
Lagute Shoe Mfg. Co., ailiwwukee, 


Lynn Moccasin Co. . Mass. 
Laird Schober & Co., Philadelphia, Pa. 
T. Leslie & Co., Chelsea, Mass. 
Lunn & Sweet Co., Auburn, Maine 


M 
Marston & Tapley Co., Danvers, 


ass. 

John Meier Shoe. Co., St. —~ Mo. 
Shoe Co., “Lynn. 
H. W. Merriam ShoeCo., t N.J. 
errill Porter Co., Lynn, Mass. 
Morr s Bros. Shoe Co, Quincy, Til. 
urphy Gorman & Waterhouse Co., 
Lynn, Mass 
Murphy & Osborne Shoe Co., Abing- 

ton, Mass. 
w. McElwain Co., Manchester, 


John P. Manning & Co., Hudson, 


ass. 
arathon Shoe Co., Wausau, Wis. 
argolin Shoe Con 
Chas. E. Meade, Rochester, N. Y. 
Milford Shoe Co., Milford, Mass. 
eer Shoe Co. ~~ 
- Minor & €o., Batavia, N.Y. 
Morphy, Levy Crossman Case ‘Lewis- 


ton, Me. 
or Norton Shoe Co., St. Joseph, 
0. 
McElwain Holmes & Talbot, Hudson, 


ass. 
McGovern Shoe Co., Logan, Ohio 
John J. MacMaster, Rochester, N. Y. 





























N 
Natick Shoe Co., Natick, Mass. 
Norman & Bennett, Boston, Mass. 


°o 
Outing Shoe Co., Worcester, Mass. 








SEE US AT 


BOOTH 
153 


Boston Style 
Show 








C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


‘| me} ...... 


308 Leather Trades Bidg., St. Louis, Mo. 


—BRANCHES— 


P 

F. A. Parker Shoe Co., Marblehead, 

Mass. 
Paine Shoe Co., phartichend, Mass. 
Fred’k S. Peck, Worcester, Mass 
a. aaet & Shoe Co., Jefferson 
Pichler Shoe Co., Rochester, N. 4 
Louis Plitkin & Co., Brooklyn, N. Y. 
~~ Shoe Mfg. Co., "Purdiess, 


Pride Baby Shoe Co., Bastas, Til. 
Progress Shoe Co., New Yor 


Quarryville Shoe a Quarryville, Pa. 


S. Rauh & Co., Y. Cit; 
Reynolds Drake ce No. Easton, 


Mass 

Rice & Hutchins, Inc., Curtis, Marl- 
bero, Mass. 

7 « pousenine Inc., Fac. B., Wind- 


Riley Shoe Co., Columb Ney | 
Retin mson Bynon Shoe ., Auburn, 


E. MM. Rollins, Lynn, Mass. 


s 
J. M. Sachs Co., Inc., L. I. City, N. Y. 
Samuels & Son Shoe Co., St. Louis, 


oO. 
Sanford Mfg. Co., Sanford, Me. 
Schwartz ‘uggies Inc., Brockton, 


ass. 
Schwartz Bros. Stitchdown Mfg. 


P. Schneider C. 
Scheidele ‘Shes Mie. ce _o~ "Cincinnati, 


Ohio 
Steapten Shoe Mfg. Co., Milwaukee 
WwW. 


C. B. Slater Co., So. Brain Mass. 
Smith Crawford Shoe Co., Hudson, 


Mass. 

L. H. Spaulding & Co., Lowell, Mass. 
Stac ams Co., Brockton, Mass. 
bar bon Ce., Boston, Mass. 

S. J. Surridge & Sons, Lynn, Mass. 

s So. W Weymouth, 


Mass. 
Selby Shoe Co., Portamouth, Ohio 








Stetson Shoe Co., 


T 
. . Taylor ee Montello, Mass. 
Thayer & Co., inc, East 
aschenen 


U 
United Slipper Co., New Y 
Une States Shoe Co., Siasinnatt, 


w 
Walkin Shoe Co., Schuylkill Haven, 
S. Waterbury & Son, Brostiva, N. ¥. 
Watson Shoe Co., 
L. Q. White Co., nl 
Whitmore Tirrell Shoe Corp., So. 

Weymou' ass. 

Wiley Bickford Sweet Co., Worcester, 


Wise & Cooper, Auburn, Maine 
ber © year Shoe Co., Elizabeth- 


Weed 4 & Smith Inc., Lowtttee. & Me. 


Wooleather Corp. 
Ef. Wylle Shoe Cow Fleetwood, Pa. 
Adams, 


ros. Shoe Co., No. 


wan 
. T. Wood Co., Wi 

Gameeter Felt Goods = Worcester. 
Mass. 


Y 
Yeager Shoe Co., Selins Grove, Pa. 


z 
Zane Sho Co., Zanesville, Ohio 


No. 401 Metropolitan Bidg. 


Milwaukee, Wis. 








blehead, 
Mass. 


ASS. 
efferson 


_ N.Y. 
ortiand, 
Til. 


ile, Pa. 


Easton, 
, Mari- 
. Wind- 


» 
\uburn, 


rN. ¥. 
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Consistently Profitable 


H. M. & H. Shoes, either in Welts or McKays, 
are nationally recognized as the summit of 
quality in their grade. Each pair is built and 
styled for the demands of an exacting trade. 


Some of the most prominent merchants in 
this country are consistent users of our shoes. 
They believe in them. 


On display during the Style Show at Booth 
113 and our Boston Office, 126 Summer Street 


HENNESSEY MAXWELL and HENNESSEY 
Lynn ,Massachusetts 


126 Summer Street, Boston 











“MADE GOOD TO MAKE GOOD" 
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RANGELEY _ 
MOCCASINS 
) 


Stock No. 610 


A SPECIAL FOR GOLF 
AT *%:20 


“TPE perfect comfort and solidity of the true 
moccasin is steadily winning increased pop- 
ularity with amateur and professional golfers. 
Our sales sheets show a remarkable score for 
Rangeley Moccasins, No. 610. For golfing and 
kindred sports, there is nothing like them. 


Their popular price enables wide-awake mer- 
chants to introduce this moccasin quickly and 
to build this trade constantly. 


Our Rangeley Moccasin No. 610 is of full grain 
Brown Elk Leather, with a leather-lined 
quarter and a flexible oak midsole. LaTex 
outer soles give extra service. 


Remember—they re in stock to your order. 


G. H. BASS & CO. Sex Wilton, Maine 
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AHEAD of the STYLE CLOCK 
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| The MAG-WAY girl 
featuring y 
The ELITE 0 
Mac LAUGALIN - CONWAY SHOE CO. % 
% WOMENS HIGH phy eokey FOOTWEAR. % 
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SVBVVSSSVSSsSsSRsSsSsseq 
There’s a LAWRENCE 


for 
Go 9 So So So So So So So So So Go So SS 


N ACO Our latest origination—the best colored and 
black grain calfskins yet produced for men’s, 
women’s and children’s footwear. 
C ALF All visiting buyers should see this long-hoped- 
for leather and realize what benefits it brings 
to the shoe consuming public. 


G9 G9 Go G9 Go G9 G9 G9 G9 G9 Go Go Go Go 


DUR A line of aniline dyed boarded calfskins of 
unusual beauty and apparent quality. 


See the two outstanding lighter tan shades 
C ALF for men’s fall shoes. 
No. 55 Tenu-Tan No. 52 Balkan Tan 


G9 G9 G9 G9 G9 GS G9 G9 Go G9 Gs Gs G9 Eo 
WEILD Unquestionably the dominant suede 
calf leather. 
C ALF Shown in White and 14 Colors 


) 


a2) SSSSSSSSSOP 
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peessseccesjoe 
;-| RELIABLE LEATHER 
- | Every Style Requirement 
3 | 293 So Gd G9 G9 GB Gd ED GB G9 Go ED GD 
* | NUBUCK  susuciitens “oes * om 


14 Colors and White will be on 





1- ‘ 

s display. 

4 | G9 S3 G9 G9 Sd 9 G9 Gd Gd G9 Go Go G9 So 
BL ACK As the demand for patent leather 

of increases, the trade reliance in this 


; veteran LAWRENCE specialty 
°S DIAMOND is ever more convincingly ex- 


Chrome Patent pressed. 

4 | G3 29 G9 Sd G9 G9 G9 Gd 9 G9 Go So So So 
Visitors to the BOSTON SHOE STYLE 

le AT BOOTHS SHOW will find a most complete showing of 


all the famous Lawrence specialties. 
We welcome you all to embrace this oppor- 
147- 148 tunity to see our leathers in shoes from the 
most noted makers. 
8) 


ROCHESTER A. C. LAWRENCE LEATHER CO. PHILADELPHIA 


210 South Street, Boston CHI 


$) DDD SSS SSSSVSCSS 
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THIS COMPLETE LINE 
ON DISPLAY AT 


Booth 105 
Boston Style Show 











No. 239— prove. Satin—Brown Ooze Calf Trim- No. 238—Gun Metal Calf, Cut-Out Oxford. Made 
med made in and D widtks on our 53 Last, in B, C and D widths on our 50 Last, carrying 
carrying 8-8 to 5. r Covered Heel. F exible McKay. =~ = aon to 14-8 Spanish Covered Heel. Imitation 


Sold in 18 and 36-pair case lots only—Deliveries 3 to 4 weeks 


MERSKY BROS. SHOE CO., Inc. 


Manufacturers 


Boston Office Ladies Novelty Welts & McKays H. L. Shaw 
42 Lincoln Street 93-97 Center St. Malden Mass. Sales Mgr. 


Seen ae 8 OSS) EOS SS S|) SS) SS) ES) a SS) SS SSS]. SS]. ES LS=_ SS) 


LINTON Shoes Have Style 


plus the quality of materials and construction that make for 
sterling values and all-around satisfaction. 


No. 722 


IN STOCK “P & V” Black Velour Calf, Bleached Calf 
Quarter Lining, “Rock Oak” Sole, Leather 
Counter and Box Toe, Extension Edge, 

Saxton (Combination) Last 4 


In Stock, B, C and D Widths. 


No. 828 


“P & V” Aurora (Lotus) Calf (Medium 
Tan Shade) same as No. 722 $4.85 


14 Oxford Styles in Stock— 
Style Folder Mailed on Request 


CLINTON 
SHOE MFG. CO. 


CLINTON IOWA 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


America’s Leading Line to Retail at $5.00 


| 
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IN STOCK—In 6 Styles 


UMMING up the best selling men’s styles 
from a national viewpoint, these WEBER (union 
made, SHOES are built to stand solidly behind you 


in giving value. 


They are your best answer to the demand for good 
shoes to sell at 


$5.00--$7.00 
Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Building H. Harris, Rep. 









This one at 


$4.50 


Style 933 


Wine Calf — Boarded 
No. 91 Lace Oxford 
BORDO LAST 


Stitched Tip and Vamp 
Heavy Sole 
44 Wingfoot Rubber 
Heel 
Width C—Sizes 6-11 
s D— “ 59 
Net 30 days. 


IUustrated Booklet of 
Weber in-stock styles 
promptly sent on request. 


June 28, 1924 























HARD TOE 
No. 606 Black Glazed Kid 


B-C-D Widths 
Satins on Order 





IN STOCK 





SOFT TOE BALLETS 
No. 601—Black Glazed Kid 


C and D Widths 
White Kid to Order 





THE STANDARD FOR QUALITY & COMFORT 
Endorsed by leading dancing instructors 


BROOKS SHOE MFG. CO. 
1735-41 No. 6th Street Philadelphia, Pa. 








Better your business by keeping in 
close personal touch with the Bos- 
ton Market. A visit here at intervals 
when a style show is not on, 
promises opportunities for profit 
which otherwise might never be 
known. Make The Essex your 
headquarters and be near every- 
thing. 


The Essex Hotel Co. 


jJ.J.McCarthy, Pres. T. A. McCarthy, Treas- 











J 





, 1924 
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: The Stacy--Adams (ompany 
Will Greet Its (ustomers 
eAt the Boston Show 
| 
! 
! 
l 
l 
! 


At our Booth Number 185 in the big Boston Show, you 
will find Stacy-Adams hospitality transplanted from the 
Brockton factory. 





NST. 


All styles and all leathers to please all tastes. 


We call special attention to our FOOT-FLEX SHOES. 
Require no “breaking-in.”” Our Flex-Stab method repro- 
duces a genuine custom-built, Bench-Made Shoe—the great- 
est advancement of years in machine-made footwear. 


ee ae | 


It is to your interest as a buyer to see them. 
The following will represent this company at our booth: 


Clarence Waide Stacy Bearse 

Will Fames Hubert Fames 

Fohn Mc €Elaney Carl Merrow 

Bill Larkin Winslow (“Duckey”) Drake 


at \ 





STACY-ADAMS COMPANY 


High Grade Shoes for Men 
BROCKTON, MASS. 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank i3 a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


“Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 








The WALK-OVER INDUSTRY 


1874— Quality for Half a Century—1924 








Heating and 

"7 Power Plant and 

7 Executive Building, 
Campello, Mass. 


ITH the completion of the central heating and power plant 


in 1920, another progressive step was taken in the Walk- 
Over industry. It was thus made possible to supply heat and 
power from a single source to the entire Campello plant by means 
of huge conduits. Like the Walk-Over shoe itself, this plant rep- 


resents all that is best in modern construction and economic service. 


ONCENTRATED effort and minimized expense of produc- 
tion have always been important factors in making Walk-Over 
shoes the supreme value in quality and workmanship that they are 


today. 
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You Can Make Quick Sales 


with this new 


al-Over 


TRADE MARK REG. U.S. PAT. OFF. 


—because it is fashionable and 
will make a woman’s feet LOOK 
SMALLER THAN THEY 
REALLY ARE. A Walk- 
Over feature that can’t be beat. 


The Pug Oxford, effec- 
tive in Golden Tan Calf 
with soft box toe. 

STOCK NO. 8898 
Ready now for At Once shipment 
To combine a short vamp and broad toe with a low heel so that the 
shoe will have good style lines and fit right, yet look two sizes smaller 
than it is, is unusual. It’s an achievement. It is comfortable,—satisfy- 
ing,—makes rapid and repeated sales. 


j1.  Geo.E.KeitH CoMPANY 
LS Makers of Wax-Over Shoes for Men and Women ex 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES OF U.S. AND THE WORLD OV. ER 

















CAMPELLO -BROCKTON, CMassachusetts 
St. Louis, Missouri 
U.S.A. 





SLL PCPA OO eS 
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A Smart White Summer Number 
Specially priced 


No. 1705 — High Grade McKay. 
White Cab. 16-8 Spanish Heel.... 
No. 1706 — Same with 13-8 Cuban 


Sizes 3 to 7, D wide 
Write for Samples 


LION SHOE CO. 
107 Reade Street 
New York City 







$3.75 


‘‘New York’s Children Shoe Headquarters” 
“BIG VALUES IN LITTLE SHOES” 

No. 8992—Patent with Field Mouse Coles 

and Straps. 4-8 $1. 


No. 8993—Brown Patent with Field Fe mn 
Collar and Straps. 4-8 $1.60 


No. 8997—Patent with Gray 
oon Collar and «$80 


No. 8990—Patent. 4-8 . ‘= ‘60 
No. 8991—Patent. ou. 
1.90 


H. MALKIN’S SONS, 
120 W. Broadway at 
Duane St., 
NEW YORK 




















The ‘‘Lollipop”’ 


A Shoe Your Customer will admire 
NOW IN STOCK 


No. 1610—All Patent Leather, ¥* 
Champagne lined, 8-8 Leather 
Heel, Rubber Top Lift. 


No. 1611—Same in black suede. 
ALL ONE PRICE—$2.50 
10 Per Cent Of on Case Lots 
Sizes 3 to 7—D Wide 


No. 1610 








THE “SUNSHINE” 


For Summer 
Reflecting the Tailored Mode 










Pat. Lea. Two-Strap, Beaded Gore Front, 
Gray Lined, Med. Toe, 12/8 Block Heel. 
No. 1564—As above in White 
Kid. 
Widths-A to C 
Price $4.85 


Write or wire your orders at once. 


157 Duane St., New York 








M. J. SARS SHOE CORP., 


Mosher Shoe @ 


114-116 WEST BROADWAY 
NEW YORK CITY 






No. 1573—High- ~grade flexible McKay 


NEW YORK’S MARKET 


for NOVELTY FOOTWEAR 
_IN_STOCK 














































.**A Sound,jSmart Style which 
Will Attract Your Trade” 


No. 159—Patent Leather Imitation Turn, “ ra’”’ 
Mat Kid trimmed, Cham lined. 13-8 Saha 
Cuban heel. Rubber Top Lift:.......- . $3. 


60 
No. 161—Same as above, with 17-8 2 







eoeeet ne cence cee oe oes Bh is ecece $3. 
No. 163—Same as No. 159 in Russiagcalt, 
Brown Calf trimmed $3.60 
We also have the same as above in 
Levor’s best grade ee _. nah 
ae 





No 159 


148-50 Duane Pprest 
NEW YORK, N. Y. 


OUR “VICTORIA” 


A Shoe that will give you Quick Turnover 


No. 8008—Patent Leather Flexible “Vic. 
toria” Pump, 13-8 Cuban Leather Peel, 
Rubber Top Lift. 


No. 8009—Same, with 8-8 Flapper Heel. 


No. 8007 —Same, with 16-8 Span- 
ish Heel. 


C and D Widths. Sizes 3 to 8 
Levey Bros. Shoe Co. 
145 Duane Street 
New York City 


“The House of Values” 







PRICE $2.85 






“A GOOD EARLY FALL NUMBER” 
For Delivery July 5 


No. 830—All Patent Leather, 16-8 full 
breasted covered heel. Patent Leather 
trimmed. 


No. 831—Exactly as above only with 
12-8 oo, Military Heel. C width, 












Sizes 2% to 8 
Many More Exclusive Novelties In 
Stock. 
B. FRIEDMAN No. 830 
Established 1880 Price $3.60 


109 Reade St. - New York 








New York 


Home of High Styles in Footwear 


Plain common sense will tell you that styles 
and new materials originating in the very 
heart of America’s style-Mecca, New York 
City, are bound to be right and salable. Play 
safe! Patronize the New York Market, best 
reflected on this page. 
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muses Tes a fact 
that RICE & HUTCHINS, Ine. 


will be able to fill your wants and make you comfortable 
during your visit to the National Shoe and Leather Exposi- 
tion and Style Show, J 3 to 17. It’s a fact, too, that the 


convenience of Rice & Hutchins’ service will be to your 
advantage when selecting or inspecting your fall samples. 


At the Booth, No. 111 At the Executive Offices 


will be shown, amid attractive surround- in the Rice Building, 10 High Street, Bos- 
ings, a full display of shoes representing ton, you areinvited tomake this your head- 
every grade and type footwear, for every quarters while in Boston. Its facilities 
occasion, for every member of the family. and spacious offices are at your disposal. 


At the Distributing Branch 


the Atlas Shoe Company, 612—24 Atlantic Avenue, there are shoes on 
the floor ready for at-once shipment. Every courteous and efficient sery- 
ice will be shown to visitors. This building is located in the heart of the 
shoe and leather district and close to railroad and steamship terminals. 


BE THERE! 
THE BOSTON SHOW—JULY 14 - 15 - 16 -17 


a ~~ ~+ eS a co a a a a a eR aes es ae a ae a 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Production and Consumption CAN Be 
Balanced— Here’s How 


HERE is a movement on 
foot to stimulate a balance 
between production and dis- 
tribution. The business man is be- 
coming conscious of the fact that his status is not so 
much that of an individual merchant, manufaeturer or 
citizen, as it is that of a member of a class whose 
common interest needs to be defended or asserted. He 
feels that he can no longer fight the selfish fight of 
making a profit on the other fellow’s losses—that the 
important thing is for every man along the line to 
get his just share. 

He is acquiring a sympathy with and an imagina- 
tion of the problems of the entire industry and wants 
to make it conspicuously prosperous, as much from 
the standpoint of pride as from a realization that 
getting a profit is essential to the continuance 


A National Survey by the 
Boot and Shoe Recorder 


of real service by that industry. 

The answer to balance or control 
in business is not to be found in 
the remark that “the public isn’t 
buying.” It can only come from a real study of pro- 
duction capacity and distribution volume. Men of the 
industry, merchants, manufacturers and tanners have 
crisply touched upon methods of bringing a balance 
between production and distribution in reply to our 
query. : 

Closer co-operation between shoe manufacturers and 
retail shoe merchants, concerted efforts by both to 
make popular a limited number of patterns, more care 
in choosing stocks by retail merchants are some of the 
factors stressed in connection with the subject. 
Wires from leaders in the industry follow: 
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Regular stock department should not exceed their budget 
just to keep their factories going—Irving B. Howe, Boston, 


Mass. 


MORE THOUGHT TO STAPLES 
By M. M. McCain, St. Louis, Mo. 

Continue to buy good patterns that have proven 
satisfactory sellers, thereby eliminating end size losses 
experienced in changing patterns which create short 
lines and reduces profits. 

Give plenty of thought to staple novelties which 
represent a big portion of the volume of shoes sold. 

Use caution in buying shoes in same grades from 
different manufacturers. 

Sales organization work creating efficiency in sell- 
ing footwear just as important as buying shoes. 


% * * 
STUDY CAREFULLY YOUR BUYING 
By Fred S. Stewart, Atlanta, Ga. 

Not enough study given to buying. 

We all make too many bad buys, consequently have 
to take a loss, thereby flooding the market with a lot 
of shoes which keep some retailer from selling his 
merchandise at a profit. 

%* *& * 
PRESENT UNPROFITABLE PRODUCTION 
By William Hahn & Co., Washington, D. C. 

Closer co-operation between manufacturers and 
their customers will prevent over supplying of un- 
profitable merchandise. 

If all manufacturers will deliver here according to 
promises and refuse to accept unreasonable cancella- 
tion a great percentage of wasteful dumpng of mer- 
chandise will be eliminated. 


tailers and traveling salesmen this would provide clear- 
ing house of information that properly supported 
would bring good results. 


% K * 
LESS IMPULSE BUYING 
By John J. Baird, Columbus, Ohio 

Balance between production and distribution can 
come only through concerted effort between manufac- 
turer and dealer to popularize a limited number of 
patterns. 

Buyers must act on preconceived ideas as to their 
needs instead of on impulse. When seeing a new pat- 
tern manufacturers must co-operate with buyers to 
help plan their stocks and to concentrate and popularize 
on fewer patterns. There are too many patterns, too 
many heels and too many leathers. 


% % * 
CREATE CUSTOMER COME-BACK 
By Christian Ludebuehl, Pittsburgh, Penn. 

There is no question about the multiplicity of styles 
creatng havoc in the shoe industry, but I believe the 
real cause of this multiplicity of styles is over-produc- 
tion. 

To keep their mills running, manufacturers are 
creating new styles which the retailer buys in his en- 
deavor to keep up. 

This over-production will not cease until world-wide 
problems are solved and we again become exporters of 
shoes in volume and until that time I cannot see a 
remedy for present condi- 
tions. 





* *% *& 
A BUREAU FOR BAL- 
ANCE 
By Seaton Alexander, Pres- 
ident N. S. R. A., Wheeling, 
W. Va. 

My opinion present con- 
ditions which tend to loss to 
entire industry as well as 
seriously disturbing minds 
of consumers can be reme- 
died only by closer co-opera- 
tion between manufacturers 
and retailers. Active, earn- 
est, honest effort on the part 
of all interested working 
through bureau formed 
from national association of 
manufacturers, jobbers, re- 


Columbus, Ohio. 


price 
Pittsburgh, Pa. 





How to Get Balance 


A bureau needed to provide clearing 
house of information—Seaton Alexan- 
der, Wheeling, W. Va. 

Concerted effort to popularize a iimit- 
ed number of patterns—John J. Baird, 


Preach quality and fit rather than 
or style—Christian Ludebuehl, 


Merchants have learned by experience 
the error of careless buying—N. E. 
Jacobs, New Orleans, La. 

Needs Style Director to guide styles 
for merchant and manufacturer—Moses 
M. Smith, Savannah, Ga. 


I am not a pessimist and 
feel that shortly the shoe 
business will take a turn for 
the better, but I feel that the 
retailer, to stay in business, 
must preach quality and fit 
rather than price or style, 
and I believe that the soon- 
er we get back to these fun- 
damentals the better for all 
of us. 

We must have style, but 
style without service does 
not create customers who 
come back. 

Style makes shoppers but 
quality and fit makes cus- 
tomers. 
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Use caution in buying shoes in same grades from different 











manufacturers which caused duplication of styles and over stocks 


—M. M. McCain, St. Louis, Mo. 


“KNOW” INSTEAD OF HOPE TO SELL 
By N. E. Jacobs, New Orleans, La. 

Present retail buying is bringing about proper bal- 
ance between production and distribution. 

Retailers have benefited tremendously by their ex- 
periences in careless buying. 

There is not an outlet for capacity of factories in 
this country any more than there is a normal outlet 
for purchases as made by retailers. 

During next two years factories and retailers must 
provide what they can reasonably expect to sell at a 
profit and not what they hope they will be able to dis- 
pose of. 

% Ke * 
STYLE DIRECTION NEEDED 


By Moses M. Smith, President Southeastern Shoe 
Retailers’ Association, Savannah, Ga. 

A nation-wide campaign, educating the public to 
proper footwear for every occasion that the retailer 
may sell more pairs. 

Get director to guide styles along proper and prof- 
itable lines for the retailer and manufacturer. 


* K * 
A WAY TO ANTICIPATE 
By I. B. Howe, Boston 

In the over-production of shoes that has been so 
noticeable since the war, the great outstanding fea- 
ture is the dumping of shoes from “factory in-stock 
departments.” This creates an unfair competition for 
the retailer and also slows up future orders for the 
factory. If the subject be 


as this generally produces a hardship on all concerned 
sometimes later on, and the so-called dump proves dis- 
astrous from every point of view. 

Retail dumps, sales, or failures are about all the 
public should be asked to absorb, and not disrupt the 
retail market. 

How can the situation be avoided? 

Deduct the loss from expensive handling as well as 
the dump loss from the price of shoes to the retailer, 
calling same factory filler price and induce him there- 
by to anticipate his wants. 

There is no other way out of it. 


% % * 


LOW PRICE STANDARDS SLOWING UP 
INDUSTRY 


By W. W. Willson, Boston 


I suppose the most satisfactory way would be for 
the people to buy more shoes and consume the produc- 
tion. While I think that will take place eventually, 
probably in the near future, it may not become effec- 
tive immediately. 

The other method would be for the manufacturers 
to produce less and the retailer to buy less. Then we 
would get down to a basis where whatever was pro- 
duced might be retailed at a fair profit to the retailer. 
During the war and since, every line of business built 
its volume up to a peak, and both retailers and fac- 
tories have since tried to keep business up to what it 
was at the peak, with the result that the factories 
have over-produced and have over-sold the retailers. I 
think that the retailers also over-sold the public. Then 

the public turned around and 





analyzed on a fair and mu- 
tual basis, a decision that 
this abuse should stop, will 
be arrived at by all. 

A few shoes in stock, to 
help fill the valleys of the 
manufacturing plant and 
take care of the seasonal de- 
mand of the retailer, should 
never be an institution in 
the shoe factory at any time 
and doubly so on a buyer’s 
market. 

Regular stock departments 
should never exceed their 
stock budget just to keep 
factories going and must be 
careful in selecting styles, 





ton, Mass. 





It is no mark of prosperity to find a 
large volume of footwear on bargain 
counters; workers demanding high wages 
and low prices for merchandise—John S. 
Kent, Brockton, Mass. 


We must lower the cost of the finished 
article so the customer can purchase more 
of the article—J. Frank McElwain, Bos- 


Until the curse of cancellation can be 
eliminated, the situation will not clear 
up—V. G. Lumbard, Girard, Ohio. 


Play the game of shoes for occasions 
out of leathers that can be staple-ized— 
C. F. C. Stout, Camden, N. J. 





slowed up on their buying. 
This was felt by the retailer 
and re-acted back to the fac- 
tories, leather men, and tan- 
ners. 

The slowing up of the pub- 
lic was no doubt due to what 
they felt was inflated prices. 
I don’t believe they had any 
cause to kick with shoe 
prices, for these have been 
very reasonable for a long 
time, but many other neces- 
sary lines were high and 
still are high. When they 
slowed’ up on the higher 
priced articles, they also 
slowed up more or less on 
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If manufacturers will refuse to accept unreasonable cancel- 
lations, a great percentage of wasteful dumping of merchandise 
will be eliminated—William Hahn & Co., Washington, D. C. 


shoes. We cannot expect our business to be particularly 
good until some of these other lines liquidate and get 
back to a more reasonable price basis. Dumping shoes 
is usually the result of over-production on the manu- 
facturer’s part and over-buying on the retailer’s part. 
So my first thought to slow up seems to answer the 
question. 

Dumping shoes destroys confidence and never 
creates it. When the public finds they have you on the 
run they will keep you running and always look for 
lower prices. The manufacturers and retailers in some 
sections have played low-priced shoes up so strongly 
that the public wonders why they cannot get the best 
grade shoes for $5.00 or $6.00. 


While we know there are some good shoes on the 
market for $5.00 and $6.00, we know very well that 
all the factories are not hooked up to make shoes to 
sell at these prices. The best of materials and work- 
manship cannot be put out for that money. I believe 
that the promotion of these prices so strongly has 
helped to slow up the entire industry. While it was 
good for the factories at one time, it has proven a 
boomerang to all, now. 


% HR 
SHARPEST COMPETITION AHEAD 


By John S. Kent, Brockton 


In this period of liquidation the question is not so 
much how to increase production of shoe factories, as 
to increase the sales of retailers, thus creating more 
business all around. 

The process of liquidation during the past three 
years has resulted in a surplus of cash and smaller 
stocks of merchandise in all lines. The consuming pub- 
lic is buying as little as possible and economizing in 
necessities while increasing expenditures on luxuries. 
The wearer of shoes is engaged in the experiment of 
determining whether he can get the most value out of 
$4, $6, $8, or $10 shoes. No man chooses low-grade 
wearing apparel because he prefers it to a better qual- 
ity, but because of his desire to save money and his 
willingness to sacrifice somewhat in appearance and 
comfort. 

It has often been said during the past twenty-five 
years that there are too many shoe factories in 
America, and the product of our factories could in six 
or eight months, supply the demands of our people, 
as well as our foreign market. 

This is no new condition and is as true today as 
ever. I can see nothing ahead excepting the sharpest 
kind of competition for business and the elimination 


of those who cannot conform to the new conditions 
and furnish merchandise that will attract and hold 
customers and purchasers. Good quality at fair prices, 
together with the ability to serve the public satisfac- 
torily will win in the future, as in the past. 

It is no mark of prosperity to find a large volume of 
business on the bargain counters and a large propor- 
tion of our people demanding high wages for them- 
selves and low prices for the merchandise produced 
by fellow-workmen in other crafts. Prosperity must 
be well distributed in order to be of greatest benefit 
and the shoe workers of the United States cannot be 
happy until the farmers and other producers of wealth 
are getting their shares of the good things that are 
being passed around. 

KH % * 
WILL PUBLIC BUY MORE AT CHEAPER 
PRICES? 
By J. Franklin McElwain, Nashua, N. H. 

I feel that there must be a lowering of costs through 
greater efficiency and productivity on the part of the 
worker and the management. 

I think there is too great a spread between the cost 
of raw material and the price to the consumer. Labor 
must produce more and management must do its part 
in producing conditions that will enable the workman 
to produce more. 

We must lower the cost of the finished article so 
that the consumer can purchase more of the article. 


HH KH * 
NEARING PORT OF PROFITABLE 
STABILITY 
By W. R. Fisher, Boston 
The leather business in the United States has been, 
for some time past, steadily re-establishing a balance 
between production and distribution. The following 
figures, showing how these two factors were balancing 
a year ago and are balancing at the present time, will 


be of interest: 


Average 3 Months Average 8 Months 
Feb., March, = 1923 Feb., March, April, 1924 
Weekly eekly Weekly Weekly 
Pro- Con- Pro- Con- 
duction sumption duction sumption 
i (hides) (hides) 


(hides) (hides) 
202,000 138,000 173,000 


Sole Leather 186,000 
Side Up. Leather 244,000 252,000 222,000 243,000 
(skins) (skins) (skins) 


(ski 
Calfskin 309,000 303,000 273,000 282,000 
Sheep 787,000 754,000 750,000 810,000 
It is true, tanners are still suffering for their past 
sins; chiefly, the sins of not finding out exactly their 


(Continued on Page 86) 
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*‘Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 


in This Issue—and Other News 








$7 Shoes Popular 


CHICAGO, June 26—Women are 
expressing a good deal of interest 
in the shoes selling around the 
$7 mark. Patent and satins are 
popular materials and during the 
recent warm period whites have 
enjoyed a steady call. 


Whites Are First 
CINCINNATI, June 26—Whites 
lead in volume of sales in all 
stores. Strap patterns have been 
most popular. The popularity of 
blacks holds up very well, patent 
and satin selling freely. 


Broader Toes 
MILWAUKEE, Wis., June 25— 
Round, roomy toes and square 
toes are the outstanding charac- 
teristics of men’s shoes that are 
selling most freely. 


“Back to Nature” Section 

BOSTON—-R. F. Wright is in 
charge of the “Back to Nature” 
women’s shoe department of Jor- 
dan Marsh Co. Mr. Wright reports 
that Wellesley College girls buy 
many of these shoes, as they may 
obtain them in style propositions, 
as well as in the plain models. In 
addition to black kid and calf ox- 
fords, there are also two-straps in 
black, suede, tan and brown. 

Mr. Wright explained that this 
shoe has an oversize ball; is one 
width narrower through the waist 
and two through the heel—in 
other words, a C ball, a B waist, 
and an A heel. 


June Business Good 

BOSTON—E. Roy Smith, assist- 
ant buyer in the women’s shoe de- 
partment of Jordan Marsh Co., 
reports that business was very 
good during June. He states that 
practically all of the white kid 
shoes have been sold; that patent 
leather shoes have been a big fac- 
tor in good sales; that it is a “toss- 
up” whether black calf or satin 
comes next. Mr. Smith thinks that 
much tan calf will be sold in the 
fall in Boston. 





Bare Feet Forbidden 


A decree has just been issued in 
Haiti forbidding the natives to go 
barefooted in Port Au Prince, the 
capital of Haiti, according to a 
dispatch from that island. 


Better Business 


CINCINNATI, June 27—During 
the recent periods of warm 
weather men’s buying showed a 





Hosiery Sales 

ST. LOUIS, Mo., June 26— 
As a measure for increasing 
hosiery sales, Brandt’s Sixth 
Street Store adopted a selling 
policy which calls for sales- 
men showing every customer 
hosiery to match the shoes 
sold. This method has met 
with a reasonable amount of 
success, the salesmen finding 
that in most cases customers, 
after buying new shoes, are 
in a receptive mood to buy 
new hosiery. 











decided increase. Light tan calf 
leathers are going well. The sport 
shoe season promises to be a 
record-breaker. The crepe rubber 
sole fits in nicely with many pat- 
terns, especially those fitted for 
wear at the golf links. 


Riding Boots 
NEW YORK—Wanamaker is of- 
fering calf riding boots at $12.95, 
which looks like one of the lowest 
prices yet. 


Crepe Soles Good 


DETROIT, Mich., June 26— 
Crepe rubber soles are meeting 
with a steady demand in most of 
the stores here in both men’s and 
women’s sport lines. 


Box Toes 

Moving picture films that have 
fader from style are taken by re- 
claimers, who get the celluloid 
from them. Some of the celluloid 





is used for making box toes for 
shoes. Such box toes are light in 
weight, and they conform to the 
shape of the toe of the last readily 
and smoothly. 


Back from Europe 


BOSTON—J. A. Manning, buyer 
for the Jordan Marsh Co.’s shoe 
departments, returned to Boston 
from a six weeks’ trip abroad on 
Wednesday, June 25. 


Business Satisfactory 


BOSTON—F. A. Mueller, buyer 
for the shoe departments of the 
R. H. White Co., reports a satis- 
factory business. He states that 
white shoes are moving well. Mr. 
Mueller, it will be remembered, as- 
sumed charge of shoe buying here 
last January. He was formerly as- 
sistant to Lee Thompson of the J. 
L. Hudson Co., Detroit. 


A Scientific View 

Touching upon the _ subject, 
“Shoes for the Occasion” one sort 
of shoe is proper for walking and 
another is proper for standing. 
There is a difference between the 
position of the foot in action, as 
in walking, and in inaction, as 
in standing, and shoes, scientifi- 
cally speaking, should conform to 
that difference. 


Length of the Foot 

The length of the foot is about 
15 per cent of the height of a per- 
son. A man six feet high usually 
has a foot about a sixth of his 
height, or a foot long. Of course, 
there are exceptions. It is better 
to use a fitting stick on each foot 
than to trust to general averages. 


The Children’s Trade 

CHICAGO, June 26—Generally 
there is a favorable complexion to 
children’s buying in shoe stores 
here. Fancy patterns are meeting 
with most favor and the fact that 
mothers are getting outdoors more 
during the spring with youngsters 
is an incentive to buy new shoes 
for babies. 
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Let’s find out what wonderful opportunities 
the near future holds. Let’s learn the causes 
which produce conditions and how to bend 
them to our needs so that we may have a good 
summer and a better Fall. The talk of “‘good 
old days” is bunkum. There are even better 
days ahead. You will believe it after reading 
our July 5th issue. 





Less Gymnastics in Business 


S long as there is a demand, the effort to sup- 
ply it will be a wealth-producing element; 
this is the natural law. We have hard times, idle- 
ness, discontent and unhappiness when demand 
ceases, and suspension of energy begins to affect 
industry injuriously. 
To secure the conditions that are called “hard 
times” by industrial amputation or by killing off 
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agencies that make labor busy and profitable is as 
fatuous as it is socially and politically dangerous. 

This is the policy which is.commonly ‘stigma- 
tized as “killing the Goose that lays the Golden 
Egg.” If we attempt to make bricks without 
straw, wealth without work, we will find our 
labors as futile as did Pharaoh. 

We have endeavored to get a symposium of 
opinion in this week’s issue on balance in busi- 
ness, striking at some happy medium of getting 
shoes distributed with as much rapidity as they 
are being manufactured. There is such a thing as 
carrying contraction too far. Some of the great 
houses manufacturing shoes of great fitting and 
shoemaking value, have been in very uncomfort- 
able circumstances because they could not go 
through the gymnastics warranted by the times. 

Still greater shoe consumption is possil-le in 
this country, the census estimates show, for now 
our population stands at one hundred twelve mil- 
lion people, all potential customers for shoes. 

This is a time for prudently facing a practical 
season ahead, to eliminate speculation, either in 
the production of shoes without definite crder 
therefor, or in a buying of such types of shoes 
that no community can possibly absorb them, 
be it a matter of size and width or of misplaced 
judgment as to good taste. Let us make potential 
a good fall season in shoes well bought and then 
well distributed to the ultimate consumer. 





The Merchant Recommends 
‘“*Export’”’ 
p 

HE retail shoe merchant is becoming more and 
more interested in the economics of produc- 
tion and distribution. He is becoming a student of 
world-wide affairs and sees the applicaticn of 

them to business in his own home town. 

We had a good example of that in a communi- 
cation sent us by Thomas S. Childs of Holyoke. A 
newspaper clipping explained somewhat the free - 
trade basis of the much advertised Jeffersonian 
principles as having been developed through Jef- 
ferson’s opinion that America would always be 
essentially an agricultural nation with a limited 
number and amount of exports. 

A century later America has become the work- 
shop of the world and in a story about the export 
wants of thirty-seven different countries, ranging 
from canned salmon for Sumatra to radio crystals 
for Scotland, there was not an item indicating 
that the wide world wanted American shoes. 

Of course, this isn’t precisely the fact, for we 
did ship out shoes to a value of $15,493,571 in the 
eleven months prior to May 31st of this year, 
whereas during the corresponding period of a 
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year ago, we shipped out $1,166,759 less than that 
amount. We are happy to note some progress in 
exports, because it means busier factories and 
growing payrolls, and the buying of supplies and 
shoes in this country. 

The Eleventh National Foreign Trade Conven- 
tion brought to Boston more than eleven hundred 
representatives of every factor of overseas trade, 
and they emphasized over all else “to secure the 
fullest measure of national prosperity, it is essen- 
tial that producers should be able to sell at com- 
pensating rates substantially all they produce to 
get the best results. 

In many lines of agriculture, mining and indus- 
try, it is pessible to accomplish this only by sell- 
ing abroad some part of our production. These ex- 
ports make possible the largest continuous occu- 
pation of labor and capital. Foreign trade is an 
absolute economic necessity. Without it our indus- 
try would wither and dwindle and we should be 
unable to comply with the fundamental condition 
of prosperity—steady occupation for our workers 
in all lines.” 

How timely these observations fit in with the 
keynote of this issue—balance in business. We 
have reached in America a productive capacity so 
great that to maintain remunerative occupation 
we must have steady distribution which means 
access to foreign markets as well as accelerated 
domestic demand. Many a traveling shoe salesman 
has been asked by merchants, “Does your house 
sell any shoes abroad?” And by that same answer 
greater friendship and appreciation comes to the 
salesman who can honestly say “We do.” 

Foreign markets are not dumping grounds even 
though Russia will take Louis heel boots at seven 
cents per pair. In some foreign countries an ex- 
port order is given an extra flourish of quality by 
every worker, realizing that this indeed is extra 
money coming into their pocket. A strong intent 
to go after world-wide business is needed. 





Business Coming Into Its Own 


HE accusation has been made that the Repub- 

lican party is dominated by a business man’s 
bloc. There is no question but that the business 
man is achieving a class consciousness and will 
not continue to ask for industrial justice through 
the source of the traditional lawyer-politician. 
The business man feels that it is time to assert 
the interests of business prior to election and to 
see that the promise is kept after. The business 
man is conscious of living in the society in which 
the interests of different economic groups are re- 
volving. He sees the development of the farm 
bloc of the radical group and all sorts of mis- 
mated politics and is becoming to have the feeling 
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that he must be identified with common interests 








79 








working towards prosperity. 

In very similar fashion the keynote speech 
made before the Democratic Convention by Sena- 
tor Harrison said, “The Democratic Party is the 
friend of business, big and small; it delights to see 
the reflected glory from burning furnaces; the 
contentment from happy and prosperous farm 
homes; the crowded lobbies of counting houses; 
the steady streams of heavily loaded trains; and 
the early bustle of mining camps. It cares not how 
large the scale or big the investment, what it is 
most concerned about is honesty in operation.” 

The Reeorder is strictly non-partisan; its main 
function is direct service to the industry in get- 
ting more shoes sold right, but so pertinent are 
the platforms of both of the parties this year 
that we give them an even break in our columns. 





Can’t Cancel Over ’Phone 


DECISION of considerable importance has 

been handed down by an English judge rela- 
tive to the legality of cancelling an order over the 
telephone. It was ordered that a message over the 
‘phone did not end the matter, that it should 
have been followed up by cancellation by letter, 
and furthermore that a return acceptance of 
that cancellation was necessary to complete the 
negotiation. 

There is less trouble from cancellation than 
formerly because merchants are buying with 
greater care. The idea of giving the salesman 
mental pleasure for a few hours in detailing a 
sizable order and then in the cold, gray dawn of 
the morning after, cancelling, is one of the un- 
kind practices of an “easy buyer.” 

At some of the conventions, buyers under the 
influence of that exhilaration which goes with 
the social side of conventions find it extremely 
easy to order and later develop a flock of “ali- 
bies” to cancel. 

It isn’t the right game to play. Buy, if you 
want goods, but don’t trifle with the salesman 
and his house. With them it is a serious business 
to select material, figure values and start the 
wheels of production. 

One-half of the bargain table shoes are the re- 
sult of cancellations. You don’t want to see your 
store’s name in bargain table plunder in your or 
adjacent towns. 

One merchant was cured of cancelling for life 
by seeing his shoes with his own name, identical 
in pattern with what he was selling, dumped at 
half price four doors away. To cancel is to clog 
the stream of business, and it hurts your honest 


name. 








BOOT AND SHOE RECORDER 


Greater Opportunities in Retail 
Shoe Field Stressed at 


California Convention 


H. A. BALLENTINE 
Newly Elected Presi- 


sions of retail shoe merchandising problems and 

a more impressive style show were some of the 
most outstanding features of the sixth annual conven- 
tion of the California Shoe Retailers’ Association held 
the first three days of this week at Hotel Biltmore, 
Los Angeles. 

The convention opened Monday morning with regis- 
tration and was called to order in the afternoon by 
Paul Jerberg, convention chairman. He delivered a 
speech of welcome. Los Angeles has 139 retail shoe 
stores and the city’s remarkable growth was touched 
on. Fred White, president of the state association, 
followed Mr. Jesberg and presided. 


( . REATER attendance, more interest in discus- 


Salesmen the Big Factor 


President White said in part: “The real substantial 
way to expand your retail shoe business is by em- 
ploying an enthusiastic sales force, keep up quality, 
being consistent in type of merchandise carried.” 

Secretary Melville Kaufman reported on the finan- 
cial and membership phases of the association. He 
advocated greater interest by the members in enroll- 
ing greater numbers, as many had dropped out. 

New officers elected include: H. A. Ballentine, presi- 
dent; Paul Jesberg, first vice-president; A. B. Young, 
second vice-president; Melville Kaufman, secretary. 

Addresses by Woodworth Clum, manager of the Los 
Angeles Downtown Shopping News, and W. H. Wein- 
traub of the National Association of Retail Clothiers, 
contained some constructive ideas pertaining to swell- 
ing volumes of sales. Mr. Clum’s subject was: “Put 
and Take,” and he stressed the need of greater en- 
thusiasm in business. 


Advocates Better Dressed Salesmen 


“What both the retail clothing and shoe retailing 
industries need most of all is a revival of clothing 
consciousness on the part of men employed in these 
businesses,” said Mr. Weintraub as he covered a very 
interesting subject. “Salesmen in clothing stores and 
shoe salesmen selling shoes should hold themselves up 
as examples to the public as being tastefully dressed 


dent of California 


Association 


by wearing the proper clothes and shoes while enyaged 
in their work. This practice is badly neglected today 
in both clothing and shoe stores. Good appearance is 
essential to success in retail business houses, and what 
is a better way of advertising your product than to 
have them worn by your salesmen? The impression 
your salesmen make on the clientele is more important 
than anything else.” 

There was some discussion concerning the nominat- 
ing of members for election to the directorate. 
Twenty-four men were nominated. 


Conferences on Trade Subjects 


The Tuesday session opened at 10:30 with confer- 
ences on three vital subjects. The first topic was, 
“Buying—How to Regulate Your Layouts, What and 
When to Buy.” The second subject was, “Stock Con- 
trol.” It concerned controlling the size problems, bal- 
ancing stock and merchandising systems. “Clearance 
Sales—How to Conduct a Successful One” was the 
other topic. The members entered into these vital sub- 
jects with a great deal of enthusiasm and the result 
was that many constructive thoughts were exchanged. 

Sample rooms on the second and third floors were 
elaborately decorated and made striking impressions. 
Banks of flowers and brilliantly-arranged lighting 
schemes were used in some rooms to make the settings 
more inviting. 


Addresses on Business Conditions 


The afternoon session opened with Leslie B. Henry, 
a member of a large stock and bond house of Los 
Angeles, speaking on business conditions. He looked 
optimistically into the future and backed up his prog- 
nosis with sound facts. He said he had recently visited 
the largest cities of the country, going as far east 
as Boston and New York, and found fundamental con- 
ditions pointing to good times ahead. He cautioned 
against over-production; advised sticking to merchan- 
dise that gave most rapid turnovers. In closing he 
said: “We eat and wear out articles to live—people 
must have shoes. Stick to those lines which are domes- 

(Continued on Page 86) 
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anxious to give, to get ideas that thereby merchants all over the 


HE big boy on the left is Harry R. Terhune, field 

editor of the BooT AND SHOE RECORDER. Mr. Mac- 

Gregor of Reading, Pa., is meeting a living repre- 
sentative of the BoOT AND SHOE RECORDER, filled with 
suggestions and ideas gleaned from actual merchant 
contact in many parts of the country. 

Many a merchant volunteers to go the rounds with 
him and gets a liberal education in the stores of his 
own community. The method of covering a town is 
first to find its geographical center which, as the field 
editor says, is usually occupied by a Woolworth or 
United Cigar store. Then he does Main street, from 
one end to the other, taking in every store selling 
shoes. Finishing the “main stem” of the town ne visits 
the “fringed stores”—those that are on side streets 
and off the beaten path. 

What he finds is worthy of the pen of a combination 
of Irving Cobb, Octavus Roy Cohen, Arthur Brisbane 
and Eleanor Glynn. Human interest just spreads itself 
before his eyes. He is going to be the best versed man 
in shoe-store geography as well as in shoe-store meth- 
ods in the country by the time he visits every present 
subscriber and possible subscriber. 


country may be enabled to give greater service. 


Have You Met the Recorder’s Field Editor? 


He is a walking laboratory moved by a Buick and 
given an unlimited assignment. We don’t expect him 
back home until Thanksgiving. Then he starts off 
again, going South for the winter and north for the 
summer. At any rate this is the promised assignment 
we give him for six months hence. Just at present he 
is in the Pennsylvania coal country crossing into fer- 
tile Illinois and headed for the farm land. We. expect 
him to tell us all nationally what the great corn and 
wheat belt is planning to do this fall, 

Now if he breezes into your store, take him in and 
don’t let him get away without giving you an idea for 
immediate application to the problem of getting more 
shoes sold right. He is also doing a lot of talking on 
“The Ladder Club.” He pulls the clerks around him 
and tells them what the future has in store. He ex- 
plains that there is something else in business besides 
the pay envelope. It will do you good to get an idea 
from him and be sure you give him one in exchange, 
for he must travel from store to store and naturally 
some other merchant will benefit by swapping exper- 
iences. From time to time copy will appear in the 
RECORDER written by him between jumps. 
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E SELLING IDEAS 















This merchant tried the “fancy store” game and 
it nearly broke him. 

Many small merchants live without figures and 
that is usually the reason they remain small. A shoe 

















Three “Success”? Methods 


dealer to be a merchant should figure his investment, 
his time, his name. When he buys a shoe to get the 
actual cost he should take the bill price, plus the 
overhead cost, plus his time (he is figuring on the 
one man store) and get enough profit to protect his 
own good business name. 

Many of them will buy a shoe and sell it at any 
price just to make the sale. In doing this they are 
just cutting their own throats—the customers do 
not appreciate this and will try to beat them down 
the next time. Second, it is bad business for a good 
house (usually a department store) to buy in a lot of 
jobs and sell them at one-third to one-half the regu- 
lar price. The public thinks they are regular goods 
and that they were stung when they paid the regu- 
lar price. 

Most every kid in Trenton, New Jersey, knows of 
Rockman’s Shoe Store because the boss, S. S. Rock- 
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man, has just made them. May 26th was circus day 
in Trenton in more ways than one, for 1500 children 
had red balloons with Rockman’s advertisement 
printed in big white letters. 

Last fall a young riot was in progress around 
his store when he gave bright red scooters to every 
purchaser of children’s shoes of $3.00 or more. It 
didn’t take long to pass out 350 of these scooters 
to 350 customers. Of course his name was printed 
in black letters so the youngsters and those who 
they ran into, were impressed with the name of 
Rockman. These scooters cost him 22 cents each and 
brought him some 300 new customers, so you may be 
sure he will carry out the same idea next fall. 

The store’s anniversary was celebrated in this 
fashion. Every man and woman customer was given 
a pair of stockings that cost $4.00 a dozen. 














How M. Kromkower Sells Cut-outs 


In the Comfort Shoe Store in New Brunswick, 
Maurice Kromkower was showing a young lady 
various cut-out effects. It seems she wore black 
stockings but intended to wear light colored ones 
with the new shoes. To get the proper effect Mr. 
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Kromkower just slipped a flesh colored fibre shoe 
form in the shoe so that the beauty of the cut-outs 
was immediately apparent. The idea is passed on to 
those who have not given this particular scheme a 
thought. 


There Is News in Shoes 


Why not have a bulletin board in your window? 
A Pennsylvania shoe man has a finished board ten 
inches by thirty inches to which is attached about 
twenty sheets of good white paper. Each day he 
writes a sales story, either of his shoes or some local 
event. 

This time of year he writes in the box scores at 
closing time for the board in the men’s window. He 
tells of style events and highlights—the best thoughts 
of the community. 

As new sheets are written the old ones are not 
torn off, but thrown over the top, giving the sugges. 
tion of a continued story. 














Newspaper “Talks” 


W. R. Hilgendorff, proprietor of Hilgendorff’s 
Shoe Store, Elizabeth, N. J., is running each Wed- 
nesday in the Elizabeth Journal a series of advertise- 
ments entitled “Heart to Heart Talks on Shoes.” The 
topics taken up are— 

Fitting of Shoes, Quality, Windows, Grades of 
Shoes, Construction of Feet, Start Children Right 














Graphic Illustrations Impress 


Hallahan’s Market Street store, Philadelphia, has 
three stout poles tied tripod fashion from which one 
of their No. 202 silk stockings hangs. Securely fas- 
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tened to the foot of the stocking is a 27-pound paving 
stone. 


The stocking is suspended by four clasps at the 
top similar to garter clasps. This sign tells the story: 


“The strain now on this stocking is equal to 34% 
times the regular strain on garter tops 
$1.95 a pair—3 pairs $5.50 


Many extra pairs of stockings are sold on ac- 
count of this unique display. 


Printed Salesmanship 


In the Boston Shoe Shop, Philadelphia this sign 
was seen— 
SERVICE 


It isn’t alone in the quality of our product that 
the reputation of this organization rests, but the 
service and guarantee of fit done in such a manner 
as to merit your Confidence and Goodwill. 


“Don’t make them too comfortable,” is the 
thought in one of the newer low-priced chain stores. 
“Customers will buy quicker if seated on a hard 
straight bench than if they are comfortably seated. 


“Our problem is to sell them quick and fast. Our 
prices appeal to the class who buy on Saturdays. 
This tends to crowd the store on that one day so our 











The “Long-W inded” Customer 


men must wait on several at once. Experience has 
taught us that in order to speed up the sales the 
seating arrangement that is a bit stiff is preferable 
to the more comfortable kind in our type of store. 
“When salesmen have occasion to use a fitting 
stool during the mid-week quiet periods a light four- 
legged affair has been designed that is most practi- 
cable. During rush times or when not in use it may 
easily be kept under the settee, well out of the way.” 


The problem of efficient handling of customers 
once they come into the store is a serious one with 
this concern. They have taken care of it in a way best 
suited to their particular store. Every shoe merchant 
is confronted with the same problem, the solution de- 
pending upon the store, the type of customer, etc. 
There may be a specific help in this story for you. 
The point in question merits study, anyway. 
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There’s No End to the Accessories One May Carry 
at a Profit 
By HELEN M. HANEY 


“customer catchers” of modern drug stores. It 

was not always thus. Most of us recall when, 
some twenty years ago, these establisments were small 
and uninviting shops. A few had the courage to install 
soda fountains and such “candy” as gum drops, cough 
drops and licorice sticks. The windows of the aforesaid 
shops were “adorned” with one or more tall glass 
bottles, made gay with brilliantly colored liquids; the 
remainder of the “trim” was confined to sponges. 


Drug Stores Invade Shoe Field 


All that is now past history. And one may count on 
the five fingers of his hand the number of drug stores 
which could exist today without their many acces- 
sories. These accessories comprise practically every 
small article from hair nets to shoe buttons. We are 
principally interested in the drug store’s incursion 
into the footwear field—such as bathing shoes of rub- 
ber and canvas, scuffs of straw or toweling; bunion 
protectors; shoe polishes and cleaners, button hooks 
and shoe horns; there are other items that miyht be 
mentioned. Clever merchandisers are these drug stores. 
When they display rubber bathing shoes, they place 
beside them bathing caps in harmonizing shades—the 
suggestion being given that when one comes into the 
store to buy a bathing cap, she might just as well 
purchase shoes to match. 


\ ROM 4,000 to 15,000 kinds of notions are the 


Location and Space Important 


A suggestion or two in regard to the list of findings 
which a shoe store may carry and make a good profit 
thereon may, perhaps, be obtained by the merchant 
if he will review the notion counters of a big drug 
store. In the opinion of a retail shoe merchant whom I 
recently interviewed: “There is really no end to the 
stuff a shoe store can carry at a profit, if one has his 
accessories department on the street floor and more- 
over has the necessary space. 


Visit the “Five and Tens” 


The impertance of notions is well illustrated ir the 
success which the five and ten cent stores of the 
country have made with this interesting line. By 
specialization in notions, they have made of their 
establishments mammoth “findings departments,” with 





a range of merchandise so varied as to assure the 
shopper of almost any small article for house or per- 
son which may be desired. A visit to one of these 
many Woolworth, Kresge, or a dozen-and-one ether 
such establishments which abound in every large city, 
brings to a shoeman’s mind a long list of accessories 
which he could readily sell, but of course in the better 
grades, for the ten cent stores aim to make from 
40% to 50% on their findings sales and obviously 
they cannot carry very high grades. 


Here Are Some Good Bets 

To enumerate: There are shoe polishes and cleaners 
by the score; shoe brushes and daubers; combination 
polish sets; polish “kits” for traveling; shoe laces of 
all kinds; shoe trees; button hooks; shoe horns; stock- 
ing dryers; heel protectors; rubber and canvas bathing 
shoes; bathing hosiery; buckles; shoe ornaments; 
stocking menders; darning cotton; Turkish toweling, 
slippers and scuffs of straw and fibre; bunion protec- 
tors; rubber heels with nails, all ready for attach- 
ment; shoe taps of leather and fibre; shoe bags; arch 
protectors; shoe soles, insoles, shoe bows, knee protec- 
tors, grippers, ice creepers, shoe paint in silver and 
gold, heel rests of leather and rubber, patent leather 
repairer; shoe bags. 

“Rome Wasn’t Built in a Day” 

A little journey through a “five and ten,” brought 
to the mind of a Boston retail shoe merchant the 
thought that his findings department should cortain 
a few more items, with expansion on the number of 
shoe polishes and cleaners to every nationally adver- 
tised line, and on those for which there was even one 
customer request. 

He followed the same rule with shoe laces 
and other staple accessories, with the result 
that by concentration on this department, he 
increased its sales from practically nothing te 
from $30 to $40 a day. This increase did not 
come in a month’s time after specializatinn 
began—it was the result of three years of 
hard work. 


Buyers of shoe departments of big stores are usually 
most enthusiastic over the possibilities of findings 
departments. Sometimes they are handicapped by 
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space or location—sometimes by the fact that certain 
articles which might appropriately be placed in the 
shoe department’s findings case are classified by the 
merchandise man for “smallwares,” or some other de- 
partment. The retail shoe merchant would obviously 
not encounter the last-named difficulty. He could carry 
summer scarfs and winter scarfs and skates in his 
findings department as the season might demand, with- 
out a thought of infringing upon the rights of some 
other department. 


Attractive Cases Help 


Attractive cases give motion to notions. For in- 
stance, in one of the shoe departments which I have 
in mind, the shoe buyer installed a large wall case as 
the background for a section of his findings depart- 
ment. This case was used principally to display bou- 
doir slippers. It not only moved slippers, but other 
findings. 

Findings Lady Must “Know” 

One of the best group of shoe findings departments 
in Boston is that of Jordan Marsh Co. in Boston. 
The one located in the women’s shoe department of 
this store is interesting. It is defined by eight 6x2 
foot cases. These contain a well arranged line of 
buckles on shoes and also segregated in a case by 
themselves, gold, silver and jeweled heels, boudoirs 
and a full line of laces and bathing slippers. Miss Eva 
La Claire is in charge of this department. She keeps 
a very careful check-up on her calls for some new line. 
She recommends, on request, what the customer should 
use on a certain white shoe, or colored suede shoe. And, 
in this connection, much depends upon the women who 
sell findings. 

For instance, if she understands the correct use of 
polishes and cleaners, she can build many sales for the 
store; if the reverse is true, she can cost the store 
much money. 

To illustrate a case of mis-information: A certain 
customer in a certain city went to a shoe store and 
purchased a pair of white buckskin shoes. She inquired 
at the findings department if a well-known brand of 
pumice soap would be a “good friend” in the cleaning 
of these shoes. The young woman at the findings 
counter answered in the affirmative—the result was 
that the shoes were destroyed and a new pair of white 
buckskin shoes were given by the merchant “to make 
amends.” This transacation spoiled the profit on sev- 
eral findings’ items. 


Contents of a Findings Case 


Miss Le Claire enumerated the various kinds of ac- 
cessories over which she had charge, as follows: 

Five different kinds of arch protectors and bunion 
protectors; three or four different kinds of heel 
cushions; lambs’ wool soles and satin soles; ordinary 
insoles in about five different styles; pump bows in 
white, black, and tan grosgrain ribbon; instep straps 
of suede, satin, silver and gold; some beaded effects 
in straps; buckles from $1.00 in metal up to $55 in 
bronze beaded, cut steel and rhinestones; shoe buttons 
in white, black, or brown; leather buckles; wire 
brushes for suede shoes; brushes and daubers; travel- 
ing slippers, Turkish slippers, scuffs, heel fillers; pom- 
pons; sport tongues with fringes; low and high tongue 
pads; riding-boot hooks; knee pads for protection to 
children’s knees when creeping; heel protectors, twen- 
ty different shades of colored suede sticks; all kinds 
of black, brown and white dressings and cleaners; 
black suede liquid polish—a few brown suede liquid 
cleaners; four different kinds of shoe trees, ranging 
from 10 cents up to $1.75; polish outfits contayning 
brushes and daubers; straw bath slippers, Wooleather 
moccasins; shoe laces of every description in silk and 
mohair; heel rests; button hooks, shoe horns, grippers, 
patent leather repairer. 

Mules are not always considered findings, nor are 
hosiery or spats, although same are often displayed on 
findings counters, with artistic effect. As to spats, it is 
the rule of the best stores that every pair be care- 
fully fitted. 

How to Display 


It is the rule of this shoe department that buckles 
must be displayed on the shoes themselves, as well as 
in cases. 

Comments “Pro and Con” 


There are many opinions as to how deeply the aver- 
age retail shoe merchant should “dig” with his find- 
ings. Volume buyers certainly have the advantage over 
the man who needs must buy for one store, alone. The 
latter wisely regards every new line of findings pur- 
chased as a “merchandising risk.” This buyer feels 
that an exclusive shoe shop, where nothing but shoes, 
hosiery and a few staple findings are sold, is a much 
safer proposition and that there is a certain dignity 
to the footwear selling profession which does not lend 
itself gracefully or profitably to a too wide range of 
notions. 
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Greater Opportunities Stressed at 
California Convention 
(Continued from Page 80) 


tic. Factories enlarged during the war are now 
equipped to produce too great quantities and should 
have European outlets. We lose out on surplus.” 

Everit B. Terhune, publisher and general manager 
of the Boot and Shoe Recorder, followed Mr. Henry. 
His subject was: “Business Views of a Business Pub- 
lisher.” Mr. Terhune said he had talked with the lead- 
ing financiers of this country and Europe recently and 
was impressed with the fact that they have a general 
feeling that we are at the beginning of one of the 
greatest periods of business development and expan- 
sion that the world has ever known. 


Style Show Valuable 


Great .interest in the style show was manifested. 
Many smart-looking shoes for fall were displayed by 
pretty models. A long runway extended through the 
center of a large hall. It was appropriately set off by 
flowers and bright colored decorations. Potted plants 
were sprinkled here and there in stressing outdoor 
environment. 

Black patent was shown more than any other ma- 
terial. A great many white kid patterns were worn, 
mostly in all white. Some dash of color in whites was 
shown on a white kid strap number carrying a Cuban 
heel. The heel was red and trimmings were also red. 


Strap Patterns Plentiful 


Low heeled patterns were prominent. One and two- 
strap patterns were numerous. Tan calf materials in 
oxfords promise to be a strong fall feature. Evening 
slippers came mostly in gold and silver brocades. 
Fancy buckles were generously used in evening models. 

On Thursday afternoon there was a golf tourna- 
ment. The Kiwanis Club was host to the shoe mer- 
chants at a luncheon. The members of the association 
and guests were royally entertained at many enter- 
tainment features. A banquet and ball was held Wed- 
nesday evening and President White was remembered 
with a gift. 

How to Control Expense 


Trade conferences were held Wednesday morning. 
Subjects taken up included: “Publicity and Sales Pro- 
motion,” “Expense Control” and “Proper Methods of 
Retailing.” 

C. F. La Follette of the Harvard Bureau of Busi- 
ness Research, Harvard University, Cambridge, Mass., 
spoke on “The Cost of Shoe Retailing in 1923.” He 
was followed by E. P. Perrine, executive secretary of 
the Los Angeles Life Underwriters’ Association. 

The following officers were elected: 

President, H. A. Ballentine; first vice-president, 
Paul Jesberg; second vice-president, A. B. Young; 
secretary, Melville Kaufmann. Mr. Kaufmann read the 
resolutions and the convention ended with a really 
wonderful banquet attended by 400 delegates and 
guests. 
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Production and Consumption 
(Continued from Page 76) 
position on the business seas and of not charting their 
course accordingly. They have not yet reached the port 
of profitable stability, but they are definitely proceed- 
ing toward it. 

The big lesson learned is that there is trouble for 
producer and consumer alike when production and con- 
sumption are unbalanced for any length of time, and 
industry, therefore, must have facts. 

Has the shoe industry an adequate knowledge of 
itself for its own good or that of its distributors and 


the public? 


% Ke * 
LOOK TO PROPORTION IN SELECTIONS 
C. Frederick C. Stout, Camden, N. J. 

Styles have been created fortnightly to support 
over-production of shoes made with little regard to the 
practical. Limitations of the tanning and shoe manu- 
facturing industry in swift changing styles makes 
for chaos and unsound economy. Shoes for occasions, 
out of leathers that can be stabilized will make for the 
advancement of the entire industry from an economic 
and profitable standpoint; it is also important that 
a sense of proportion should be used in the selection 
of kid as well as calf and side leathers. Directing influ- 
ences should be established to free the trade from 
chaos, and enable individual firms and corporations to 
act intelligently in directing kind and quantity in 
production. 





H. T. Fogg Made Sales Director of 
Hanover Rubber Company 


Harry T. Fogg, vice-president, and for over five 
years Sales Manager of the Hanover Rubber Co. of 
West Hanover, Mass., will, on July 14, become Sales 
Director for his house. Mr. Fogg has had a valuable 
business training. Prior to coming to the house of 
Hanover, he was for ten years treasurer of the South 
Scituate Savings Bank. For the past five and one-half 
years, he has made an intensive study of the wants of 
the shoe trade. That his hard work has been success- 
ful is proved by the fact that his company is planning 
greatly to increase its output by the addition of two 
or three new lines, besides its Nu-Life heel. 





A. C. Stern with Herman 


Millis, Mass., June 24—Arthur C. Stern has been 
retained by the Joseph M. Herman Shoe Co. of this 
town to aid in “styling up” the Herman line, a move 
which this company has contemplated for some time 
and which is now in progress at the local plant. The 
style program calls for the introduction of new lasts 
and patterns and the manufacture of a good grade 
of men’s dress welts to retail at popular prices. 





Outing to Visiting Buyers 
The annual outing complimentary to visiting buy- 
ers to the Boston market conducted by the Boston Shoe 
Travelers’ Association will be held July 16 at Norum- 
bega Park, Massachusetts. 
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Make Your Lines Balance with the 
Fashions for Fall 


DVEN7TURING with a few 
A styles and then going sour on 
what you purchase is typical 
of too much of the buying of the 
past year. Perhaps the error has been that in starting out 
with style the merchant nibbled here and there, pleasing 
his eye and at the same time going as easily as possible 
on his pocketbook. 

Boston offers a real opportunity to look at your stock 
as a complete service institution to the public of your 
community so that you can round out what you will need 
for Fall, fill in the gaps which have lost customers for 
your store and make compact your selling campaign. 

Buying all shoes on one last and merely changing 
the elevation of the heel, is not intelligent merchandis- 
ing. 

A foundation of six definite lasts upon 
which can be built the various designs in foot- 
wear that you will need, is the best prepara- 
tion that you can make for an intelligent fall 
season’s business. You have then done your 
part in balancing what you have on the shelf 
with the wants of the customer when he or 
she comes to the fitting stool. 


A compact merchandising system is needed in every 
single shoe store in the country and it can best be 
achieved by a definite layout of stock requirements for 
a distinctive Fall season and a budget plan of purchasing 
so that at no time you are out of sizes. 

Any merchant coming to market with such a definite 
plan is sure to build regular customer trade. He knows 
what he is shooting at, he has brought his business under 


Boston Offers a Great Oppor- 
tunity to Round Out Your 
Necessary Stock for Fall Selling midsummer opportunity to swop ex- 


control, he is going to the Boston 
market because he knows that is his 


periences with other merchants and 
to get the best opinions as to the trend of styles and 
prices. He is not alone planning a visit to the Boston 
market but a swing around the other markets as well, for 
they all serve in their place in getting the public shod 
correectly. 
Some Faults to Be Corrected 


A proper balancing of production and distribution 
might well be started because there is too much waste in 
industry. Shoes are produced without order or, when 
produced, are cancelled and the method of distribution 
is thereby complicated by this surplus output. The mer- 
chant, too, is apt to undersell his customer, for the 
national average of pairs per person is not high enough. 
Utility is emphasized to too great a degree and shoes are 
expected to stand a year’s hard service when no other line 
of merchandise works on that plan. To make the business 
compact, distribution should more equally take care of 
production with every possible means taken to increase 
distribution knowing that production can be expanded at 
will. 

If New England produces approximately 45% of 
the shoes made in the country, it gives to that community 
an opportunity to reveal at this time its best product and 
methods so that the merchant can feel that he is not 
buying a random but according to a well-thought-out 
plan. There is not enough study given to buying and 
when bought, not half enough study to its quick distri- 
bution. 
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How to Help Production 


The nightmare of every shoe worker is the constant 
fear of unemployment. Add to this the loss of time when 
he is on the job actually waiting for shoes and you learn 
that the average shoemaker spends only 65 per cent of 
his possible productive hours in work and 35 per cent 
of his time is spent in idleness. ‘This irregularity of work 
is reflected in high piece rates, since employees must look, 
not at weekly earnings but at annual income. It costs as 
much to live when one loafs as when one works. We 
say nothing about the overhead of plant maintenance 
which goes on all the time. From the statements of 
most shoe concerns the past year the difficulty has been 
keep away from red figures and to break even, hoping 
that in the upward swing a fair profit might be enjoyed. 
What reserves have been laid aside have been swallowed 
up in the losses of the past year. There is but little idea 
of venturing into methods of distribution that are specu- 
lative so that the majority of concerns are looking care- 
fully to their outlet through independent shoe stores and 
merchants. 

Never has the merchant been able to get such a de- 
gree of service. It is a buyer’s market which should be a 
considerate market permitting each branch of the trade 
some small measure of profit for its work. 


What the Manufacturer Faces 


The entire business of the shoe manufacturer re- 
volves around decisions on style, kind of leather, color 
of leather, type of heel and last to begin with. Then fol- 
lows consideration of fluctuating sales demand. And all 
this is prior to actual production. When once the mill 
is started his difficulties are not over. Dissatisfaction 
among employees who see an opportunity “to put the 
boss in the hole” come up for his consideration. Some 
of the piece prices must be set by guess because changes 
in pattern may have been made previous to cutting. 
Bartering takes the place of factory agreements. Arbi- 
tration follows and usually falls flat. Delivery on time 
should in many cases be considered almost a miracle. 
For these many reasons the merchant should be very 
considerate of the sources of supply from which he 
gets his wide variety of foot covering. 

The shoe business is a highly nervous and involved 
occupation. Nevertheless it has the admiration and af- 
fection of thousands of alert business men who look 
upon difficulties to be happily solved. They would not 
change to any other business because this slice of ac- 
complishment is something that keeps them alert in mind 
though poor in purse. 


The Unseen Advantage of Getting a Good Price 


We mention these things because so many merchants 


feel that the biggest problem of all is getting the cus- 
tomer to part with money for good value given. He is 
right in the main, for what the customer pays is the key- 
stone of the success of the shce industry. Every effort 
made to increase either the number of pairs or the price 
per pair has its beneficial effect all the way back to the 
hide puller. 

Style in footwear is becoming of greater and greater 
importance. Millinery in footwear is outstripping mill- 
inery in hats. Most young business women buy four 
pairs of shoes to every one purchased by a man. This 
is partly due to style and partly to the shorter wearing 
quality of women’s shoes. This situation we would not 
have changed, but rather we should do all in our power 
to increase it. 


Quicker Turnover Needed 


The merchant can greatly help in leveling produc- 
tion peaks. This is best done by an increase in turnover. 
A compact stock and an intelligent distribution of it is 
a gain to both the merchant and the manufacturer, for 
the loss in dead stock and idle capital is reduced to a min- 
imum. It is time to destroy one of the traditions of the 
trade—that a three-time turnover is about all that can 
be expected. The shoe industry has progressed more 
slowly than others in the last twenty years in the rate 
of turnover, for now hardware stores with their novelty 
counters, radio, etc., have jumped ahead of the shoe 
stores. 

Scarcely one manufacturer in a hundred appreciates 
the money lost due to the irregular flow of shoes in the 
different departments of operation. Go through most any 
shoe shop after three o’clock in the afternoon and you 
usually find at any time of the year one or more depart- 
ments entirely shut down for lack of shoes. Go through 
almost any shoe shop at any time of the day and you will 
find some operators waiting for shoes. The answer is 
control of production and this is gradually being solved 
under the intense competitive situation in the shoe in- 
dustry today. Shoes are being actually more economically 
produced today with condensed factory organization than 
at any other time in the history of machine made shoes. 


Wasted Effort and Time in the Store 


You could substitute the name merchant for manu- 
facturer in the above paragraph and it would read as 
a true picture of distribution. Scarcely one merchant in 
a hundred appreciates the actual money lost due to ir- 
regular flow of customers through his store. Go through 
most any shoe store in the morning hours and you will 
find clerks idle for want of customers. How to distribute 
the purchasing over the day is the biggest problem that 
the merchant has to face. He can give greater service 
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to the individual customer if she will but come in during 
these off-hours. Why not say something about it in your 
advertising, for the store that is going to make money 
from now on is the one that gives a greater percentage 
of fitting value. Control of distribution is to be desired. 
When you come to the Boston market find out how 
some other merchant has solved this problem in his 
community. 

Travel expands and develops the mind. Everyone is 
the better for a pilgrimage made to stores other than his 
own. There are ideas proven by other merchants’ exper- 
ience that are applicable to your business. Get out of the 
store and make a circle trip of the markets and visit the 
shoe men of each. It WHl be worth your while in better 
business methods for fall. 


Big Attendance Assured 


The advance guard of visitors and buyers will be 
on its way East in a very few days, for the great 
National Conventien of Elks is to be held in Boston 
during the week of July 7th, and many shoe and leather 
men will be among the delegates and will stay over for 
the Boston Shoe and Leather Exposition, which will open 
in Mechanics Building, July 14, and continue through 
four days, closing on Thursday evening, the 17th. 

The psychology of the situation this year is most 
fortunate for the Boston Show organization, for retail 
footwear buying has been so light during 1924 to date 
that it would seem to be a pretty sure bet that there will 
be more orders placed for footwear at this year’s Boston 
exposition than at any of the previous ones. 


This Is the Fifth Show 


This, by the way, will be the Fifth Annual Ex- 
position and Style Revue, held under official. manufac- 
turers’ auspices in the Hub, and the idea of superseding 
the former plan of private management by joint co-op- 
erative enterprise, eliminating all thought of dividends 
or profits, has worked out most successfully. 

Someone has referred to the expected host of visitors 
in Boston next month as the Shoe Style Grand Jury, and 
the description is by no means an inappropriate one. 


Variety of Styles for Fall 


Certainly, there will be many new styles “on trial” 
on the Mechanics Hall runway, and most of the 
“jurors” who will view them know about all regarding 
footwear that is to be known. 

In working out the Style Revue plans, Chairman 
Buford H. Jones, and his committee, have endeavored 
to express the idea of both authentic style forecast and 
style stabilization, and the foot coverings of the 75 or 
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more attractive feminine models will combine both of 
these desirable elements. 

Approximately 100 shoe firms will exhibit models, 
and the stage setting this year will be something very 
beautiful, as well as appropriate. 

The national campaign of “The Right Shoe for the 
Occasion,” will find expression throughout the entire ex- 
position, including exhibits and Style Revue, for it is 
conceded by the management that this is destined to be 
the line of least resistance in the effort to build up new 
business for the retail shoe merchants. 


Joint Style Committee Meeting 


In this connection, it is interesting to know that the 
Joint Styles Committee of the allied Associations will 
hold a quarterly conference at the Copley-Plaza Hotei 
on the afternoon of July 14. These conferences are 
always among the most interesting and educational of 
the trade and this particular conference is sure to meas- 
ure up to the best of them. 


Attractive Program 


“Boston Will Answer the Style Question” is the 
watchword of the 1924 Exposition, but it by no means 
tells the whole story about the Boston Show. The innum- 
erable exhibits of shoes, leathers, lasts, linings, findings 
and miscellaneous products, in the main hall, will be in 
themselves ample compensation for a long journey. 

There will also be an attractive program of official 
and informal courtesies to visiting buyers, and whole- 
hearted New England hospitality will be extended to 
all comers by a special committee of greeters, composed 
of traveling salesmen, and headed by President E. J. 
Andrews of the Boston Shoe ‘Travelers’ Association. 


Delegation from Canada 


An unusually large delegation of Canadian shoe 
men is expected at the Show and there will be some 
special courtesies arranged for them. 

Wednesday will be the day especially dedicated to 
factory executives, including superintendents, foremen, 
and buyers, and Thursday, July 17, the closing day, 
will be “Boston Chamber of Commerce Day,” on which 
occasion the officers and directors of the Chamber will 
be special guests. 

A meeting of the Executive Committee of the 
National Association of Shoe Wholesalers, E. Walter 
Smith, of Worcester, President, will be held on July 
15, and it is also likely that there will be a meeting 
of the Executive Committee of the National Boot and 
Shoe Manufacturers’ Association on some: day during 
the Exposition. 
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Daily Program of Fifth National Shoe and 
: Leather Exposition and Style Show 
ll 
ci Mechanics Building, Boston, Mass. 
e 
Sf Fuly 14, 15, 16, 17, 1924 
- 

MONDAY, JULY 14 
“Opening Day” 

: Doors of Mechanics Building open at 2 P.M. 
- Quarterly meeting of Joint Styles Committee, Copley Plaza Hotel, 2 P.M. 
$ 
n TUESDAY, JULY 15 
' “International Day” 
a Special courtesies to visitors from foreign countries. 
O Meeting of Executive Committee of National Association of Shoe Wholesalers, 

Ocean House, Swampscott, 1 P.M. 





Exposition opens at 10:00 A.M., closing at 10:00 P.M. 
Opening night of The Style Revue in Grand Hall at 8:15 P.M. 


WEDNESDAY, JULY 16 


“Factory Executives’ Day” 


‘ev 


Shoe factory and tannery superintendents and foremen and buyers especially 
invited to visit the Exposition. 
Exposition opens at 10:00 A.M., closing at 10:00 P.M. 
Style Revue in Grand Hall, 8:15 P.M. 
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THURSDAY, JULY 17 


“Boston Chamber of Commerce Day” 






Officers and Directors of the Chamber to be guests of honor at Exposition and 
Style Revue. 
Exposition opens at 10:00 A.M., closing at 10:00 P.M. 
Style Revue in Grand Hall, 8:15 P.M. 
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Firms Whose Exhibits You Will See 


at the Boston Show 


9 
190 
149 
183 
13 
52 
177 
23 
167, 168 
74 
157 
125, 141, 142, 143 
36 
133 
20 
146 
69 
178 
12 
172 
106 
62 
165 
76 
72 
129 
40 
117 
123 
173 
135 
139 
202 
181 


187 
112 
182 
186 
191 
154 
124 


po eo errr rere ere e rr re Boston 
AGOOS TANNING CO., Inc., §. L. ... 2.2.2.5... Boston 
ALIEN CO\, Gy Tho oso cer cv cee . .Abington, Mass. 
ALDEN, WALKER & WILDE, Inc., E. Weymouth, Mass. 
AMALGAMATED LEATHER CO%S, Inc....... Boston 
AMERICAN OAK LEATHER CO............. Boston 
ARNOLD SHOE CO., M.N....... .No. Abington, Mass. 
AULSON & SONS, INc., J. W..........--- Salem, Mass. 
AULT-WILLIAMSON SHOE CO....... Auburn, Maine 
in ao otc chccnseees ventas Avon, Mass. 
BANCROFT WALKER CO., Inc.......... South Boston 
BARBOUR WELTING CO............ Montello, Mass. 
BARNET LEATHER CO., Inc... .. ..New York, N. Y. 
ON gg foe a SS Seerrrererrr ree Boston 
BASKER SHOE CoO., Inc., S. J........... Reading, Mass. 
oo Le SD ere eee ee Webster, Mass. 
BAYER BROS. LEATHER CO., Inc., New York, N. Y. 
pm 8 ee Be: > ere Boston 
BEEBE AND SONS, Inc., LUCIUS. ....... . . . Boston 
en Ms ccc eabn Os ceeaeneueet Boston 
pe i ag 8 Cl A Se Portland, Maine 
BLOOMINGDALE RUBBER CO.. ..New York, N. Y. 
BOOT & SHOE RECORDER.................. Boston 
BRANDT LEATHER CO., THE....... Norwood, Mass. 
BRISTOL PATENT LEATHER CO............ Boston 
BULLIVANT CO., MALCOLM............... Boston 
CAMBRIDGE RUBBER COMPANY ....... Cambridge 
CGE GEE, GEN gw vnc cccccnscwnnes Boston 
eB 8 ee eee ere eee Boston 
CHIPMAN HARWOOD CO....... ...... .... Boston 
CHURCHILL & ALDEN CO.......... Brockton, Mass. 
CLAPP & SON, Inc., EDWIN...... E. Weymouth, Mass. 
COLLINS & STAPLES................ Haverhill, Mass. 
COMMONWEALTH SHOE AND LEATHER 

SP erry Aer See ee Whitman, Mass. 
ee Fe fe 5 Srl Campello, Mass. 
ek 6 ye A RD Lynn, Mass. 
CROSSETT CO., LEWIS A....... North Abington, Mass. 
DONALLAN & CO., JOHN E.................. Boston 
po es ee Haverhill, Mass. 
DUNBAR PATTERN CO.............. Brockton, Mass. 
Aa ee Gs WS Olea Ko bo bab oc ode 0% Brockton, Mass. 
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197 pee) Fos) fe Ee a) Se Wakefield, Mass. 
22 pe RS eee Chelsea, Mass. 
156 FARNSWORTH, HOYT CO............. .. . Boston 
132 FIRESTONE APSLEY RUBBER CO.....Hudson, Mass. 
59 ot kee | SP ree Wyandotte, Mich. 
175 FREEDMAN & SONS, Inc., A.......... Brockton, Mass. 
176 FRENCH, SHRINER & URNER.... .......... Boston 
136 Cogm pi TG Bee | Serer Boston 
7 GLEASONITE PRODUCTS CoO....... Brockton, Mass. 
14 GOW SHOE CO., C. Aw... i. ccc cece Boston 
199 GOODRICH & CO., HAZEN B....... Haverhill, Mass. 
164 GOODYEAR TIRE & RUBBER CO., Inc....... Boston 
174 GREAT NORTHERN SHOE CO.............. Boston 
114 GREGORY & READ CO... ..... 2060.5... Lynn, Mass. 
137, 138 GRIESS, PFLEGER TANNING CO............ Boston 
68 HALE RUBBER CO., ALFRED........ Atlantic, Mass. 
170 HAMILTON BROWN SHOE CO......... .. . Boston 
58 HANOVER RUBBER CO........ West Hanover, Mass. 
57 HAUTHAWAY & SONS, Inc., C. L.... 2... .. . Boston 
220A HELMHOLZ SHOE CO.,............ Milwaukee, Wis. 
193 HENDERSON & CO., Inc., F. H.......New York, N. Y. 
102A HERMAN SHOE CO., JOSEPH M......... Millis, Mass. 
205 HOOD RUBBER PRODUCTS CoO., INC. 
Watertown, Mass. 
103 HOYT SHOE CO., F. M......... .Manchester, N. H. 
134 fe ai ey Fe ee Boston 
113 oe Beg ae re Boston 
169 HUNT RANKIN LEATHER CO............... Boston 
152 I SE I is as win m-oie & old de Rockland, Mass. 
179 KEITH SHOE CO., PRESTON B....... Campello, Mass. 
222 ke ee ee eee Lynn, Mass. 
153 KEPNER LEATHER CO., C. D........... .. . Boston 
72 KEYSTONE LEATHER COMPANY .......... Boston 
203 KIMBALL & SHERMAN COMPANY... Haverhill, Mass. 
71 KORITE PRODUCTS, Inc........ . .Cambridge, Mass. 
17 KREIDER-CREVELING SHOE CO............ Boston 
44 KRIPPENDORF KALCULATOR CO., E. Lynn, Mass. 
30 LARBIO“. Cth, THe.......... Lik one rane ee Boston 
147, 148 LAWRENCE LEATHER CO., A. C........ .. . Boston 
204 LEBOSQUET-MOORE CO........... Haverhill, Mass. 
63 Bowen @ COD, Bit, Ge oi ccccees. Gloversville, N. Y. 
189 LEWIS, Inc., HERMAN E............ Haverhill, Mass. 
140B Foe «foe OF Seer ere .. . Boston 
219 LYNN INDEPENDENT INDUSTRIAL SHOE- 
MAKING SCHOOL............ East Lynn, Mass. 
221 LYNN LAST COMPANY................ Lynn, Mass. 
194 LYONS & HERSHENSON, Inc........ .Chelsea, Mass. 
115 LYNCH SHOE CO., Inc., T. FRANK.... .kynn, Mass. 
ae NER SM LE LS IETS ELLE! Te NOTE FOOT NEE RAEN IE aE i ARR RIORE OE, AGERE aN Fh at RR AR TTT IOI ON, 
DEGREE eee eee eee 
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73 
119 
126 
105 
18 
163 
104 
24 


10B 
19 
77 
198 
70 
128 
196 
162 
15 
60 
180 
195 
158-161 Inclusive 
184 
192 
220B 
111 
188 
200 
208 


. 171 

201 

37, 38 

150, 151 
10A 

166 

16 

56 

107-110 Inclusive 
32, 33, 34, 35 
116 

26 

75 

140A 

127 





MARKEM MACHINE CO..................-. Boston 
MAYER BOOT & SHOE CO., F. ..... Milwaukee, Wis. 
McNICHOL & TAYLOR, Inc. 192 Broad St., Lynn, Mass. 
MERSKY BROS. SHOE CO., Inc........ Malden, Mass. 
METRO SHOE CO........... \ A Ae Chelsea, Mass. 
Dae EES EI. ew ks ecco w ee Milford, Mass. 


MONTELLO, V........ 4 
NATIONAL SHOE TR AVELERS 
PS A Boston 
NEW CASTLE LEATHER CO., Inc... New York, N. Y. 
NORTHEASTERN SHOE CoO., Inc...... Chelsea, Mass. 
NORTHWESTERN LEATHER CO. TRUST. . . Boston 
NUNN, BUSH & WELDON SHOE CO. Milwaukee, Wis. 
bom 5 BAS ey | s 8 os Newark, N. J. 


OHIO LEATHER CO., THE.... ........ . . Boston 
Se ED I a's vo 5 hoe voble nko sce nsec Boston 
ye OS a OG ee ee Brockton, Mass. 
PANCO RUBBER CO.........0,..... Chelsea, Mass. 
PANTHER RUBER MFG. CO..::... Stoughton, Mass. 
ys yy « & Be + Se . . Boston 
PLANT BROS. & CO...... Boston and Manchester, N. H. 
PLANT COMPANY, THOMAS G............. Boston 
ete yp ) BU ts eee | Ore Salem, Mass. 
POOLE & JOHNSTON CO....../.... Brockton, Mass. 


..Milwaukee, Wis. 
5, oak Wie dike tea Boston 9 
Shines Randolph, Mass. 
gkeawe Haverhill, Mass. 


if Ee Gf See 
RICE & HUTCHINS, Inc... 
RICHARDS & BRENNAN CO.. 
RICKARD SHOE CO....... 


ROBINSON-BYNON SHOE CO......... Auburn, N. Y. 
ROUSMANIERE WILLIAMS & CO........... Boston 
SHOE & LEATHER REPORTER CO...... Boston 
SHOE RETAILER CO., THE....:............ Boston 
SHOE TRADES PUBLISHING CO............ Boston 


SNYDER, Inc., H. S. & M. W....... 
SPAULDING FIBRE CO., Inc... North Rochester, N. H. 
STACY-ADAMS CO............%6. .. Brockton, Mass. 
STANDARD KID CO., THE..... .. . Boston 
STETSON SHOE CO., THE ...... S. Weymouth, Mass. 
TESSIER & BOWDOIN SHOE CO... Haverhill, Mass. 
THAYER FOSS COMPANY SS 
THOMSON CROOKER SHOE co. cab ee Boston 20 
ype BF Be gfe Boston 
pai, RS rer . Boston 
TUTTLE SHOE CoO.. POD, gy SPE Everett, Mass. 
UNITED LEATHER & RUBBER Seer Boston 


UNITED SHOE MACHINERY CORP...... .. . Boston 
UNITED STATES RUBBER CO... ..New York, N. Y. 
WATSON SHOE CO., THE ..... ..Lynn, Mass. 
WINSHIP, Inc., W. WwW. i) ae Tee .. . Boston 
WINSLOW BROS. & SMITH CO. ... .Norwood, Mass. 
WOOLEATHER CORPORATION ...... Salem, Mass. 
po gg De ee Rockland, Mass. 
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The Style Show Who’s Who 


Officers, Directors and Committees 
in (harge of Big Shoe Exposition 


OFFICERS 


Herman E. Lewis, President 
Herman R. Lewis, Inc., Haverhill, Mass. 


Charles T. Cahill, Vice-President 

United Shoe Machinery Corp., Boston. 
H. B. Dillenback, Vice-President 

Beggs & Cobb, Inc., Boston 
Charles C. Hoyt, Treasurer 

Farnsworth, Hoyt Company, Boston 
Thomas F. Anderson, Clerk, Boston 
Chester I. Campbell, General Manager, Boston 


DIRECTORS 


Harry I. Thayer, Thayer-Foss Co., Boston 

Frank R. Briggs, Thomas G. Plant Co., Boston 

Harry W. Crooker, Harry W: Crooker Co., 
Inc., Bridgewater, Mass. 

Buford H. Jones, Thomson-Crooker Shoe Co., 
Boston 

Charles C. Hoyt, Farnsworth, Hoyt Co., 
Boston 

Charles T. Cahill, United Shoe Machinery 
Corporation, Boston 

Albert N. Blake, Watson Shoe Co., Lynn, Mass, 

Herman E. Lewis, Herman E. Lewis, Inc., 
Haverhill, Mass. 

Burt W. Rankin, Hunt-Rankin Leather Co., 
Boston, Mass, 

John A. Gardner, American Oak Leather Co., 
Boston, Mass. 

George W. Langdon, Jr., Hazen B.- Goodrich 
& Co., Inc., Haverhill, Mass. 

H. B. Dillenback, Beggs & Cobb, Inc., Boston 

A. F. Bancroft, Bancroft, Walker Co., Boston 

Thomas F. Anderson, Boston 


EXECUTIVE COMMITTEE 


Herman E. Lewis, Chairman ex officio, 
Herman E. Lewis, Inc., Haverhill, Mass. 

Major Charles T. Cahill, United Shoe Ma- 
chinery Corp., Boston 

Buford H. Jones, Thomson-Crooker Shoe Co., 
Boston 

George W. Langdon, Jr., Hazen B. Goodrich 
& Co., Haverhill 

Charles C. Hoyt, Farnsworth, Hoyt Company, 
Boston 


H. B. Dillenback, Beggs & Cobb, Inc., Boston 
Thomas F. Anderson, Boston 


EXHIBITS COMMITTEE 

Major Charles T. Cahill, Chairman, United 
Shoe Machinery Corporation, Boston 

Frank S$. Farnum, Churchill and Alden Com- 
pany, Brockton 

H. B. Dillenback, Beggs & Cobb, Inc., Boston 

E. L. Phipps, United States Rubber Co., Boston 

Harry W. Crooker, H. W. Crooker, Inc., 
Bridgewater 

A. F. Bancroft, Bancroft Walker Co., Boston 

Burt W. Rankin, Hunt-Rankin Leather Co., 
Boston 

Everett Bradley, Bradley Shoe Co., Haverhill 

John A. Gardner, American Oak Leather Co., 
Boston 

Charles Ault, Ault-Williamson Shoe Co., 
Auburn, Maine 

Frank C. Stetson, Watson Shoe Co., Lynn 

Frank R. Maxwell, Jr., Thomas G. Plant Co., 


Boston 


STYLE REVUE COMMITTEE 


Buford H. Jones, Chairman, Thomson-Crooker 
Shoe Co., Boston 

A. A. Mead, Upham Bros. Co., Stoughton, 
Mass. 

A. F. Bancroft, Bancroft, Walker Co., Boston 

W. A. Hodges, Edwin Clapp & Son, South 
Weymouth 

J. A. Holmes, Regal Shoe Co., Whitman 

J. D. Rickard, Rickard Shoe Co., Haverhill 


PUBLICITY COMMITTEE 


Geo. W. Langdon, Jr., Chairman, Hazen B. 
Goodrich & Co, Haverhill 

Edward O’Connor, Farnsworth, Hoyt Com- 
pany, Boston 

Harold P. Smith, Rice & Hutchins, Inc., Boston 

Burton L. Wales, M. N. Arnold Shoe Co., 
North Abington 

Harold M. Messenger, Churchill & Alden Co. 

Brockton 
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Upper left—An automatic footwear display catches all eyes. Upper right—Show girls help things along by displaying Barnet’s “‘Alligator” Calf. 
Above—On the beach at Charleston, 8. C., with the Southeastern Retail Shoe Merchants in convention at Elks Club. Oval—(left to right) Maurice | 
Siadell of Siadell & Murry; Ed. Bernstein, A. J. Ruby of Chicago, Fritz Kauder of the F. 8. Kauder Shoe Co., and Jack Murry, also of Siadell & | 
Murry. 
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Above—Mechanics Bldg., where the big 
Boston Show is to be held. Below—New 
Eastern S. 8. Boston on the New York- 
Berton run just in time for the show. 


Left—The love of fine footwear is inherent. Right—Kid, in shoes 
and in arms, 
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The Fashien Show. 
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Bullock of Los Angeles puts on a style 


Model shows put the kick in footwear 
show. 
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Style Points of the Boston Show 


When Style Leaders Get Together There 
Is Concert of Opinion on Footwear Fashion 


Tue Catt ror The style game is a speedy one. It 
Back warrants constant attention. 


Materials hold the center of the 
stage. 


After the whites of summer, fashion authorities look 
for a vogue of black and white this fall. This means 


patents strong, satins also, black ooze and combinations 
of all three with black kid and black calf. 


For Distinction— For real distinction in footwear 
TANs the soft and light shades of tan 

in walking types of pumps, cut- 

out oxfords and one straps. The tan shades of dress 
fabrics are already appearing and this means a close 


. 


harmony of tan shoes. This is a season of harmonies 
and monotones of the same color. 


For Variety— The shades of brown on the nutmeg 
Brown or pickaninny order and in the very 
smart wine shades have an oppor- 
tunity in the brown season. Particularly is this so when 
you consider that most women have footwear of beige 
color already in their wardrobe. | 
In Kip Leatuers In kid leathers the blacks come 
first, the moderate shades of 
brown second, the wine shades third and for exclusive- 
ness bronze. There is even some call for a medium 
shade of gray in line with the gray development of 
hosiery. 


No. 1. The tanner 
will show you his range 
of colors and the selec- 
tions which make more 
economical your “buys”’ 
and which help to dbal- 
ance his tannages. 





cA Well Planned Style Show Nightly 


In a setting inspired by the hanging gardens of Babylon 
the Boston Shoe Style Show will be featured in three evening 
performances under the direction of Chairman Buford H. 
Jones, and Style Show Directors Mr. and Mrs. Geo. R. 
Walmsley. 

For the past two months Mrs. Walmsley has been making 
rush trips to the New York market for garments to be har- 
monious with fall sport and evening costumes and to be worn 
by one hundred of the prettiest girls of Boston. 

In addition there will be fifty children and men on the 
runway emphasizing the footwear of New England. 

Buyers on registering will receive reserved seats for each 
show. 

The spot light on the runway will reveal the best possible 
selection of footwear harmonious with the very latest cos- 
tumes, even including that newest feature from Paris, the 
transparent gown. 

There are more special costumes than ever before. Be- 
tween the twin revues each evening an elaborate program of 
entertainment and music is planned. 

The show, under the management of Chester 1. Camp- 
bell, is the best in the history of the New England shoe and 
leather industry. Get your reservations in early. 


No. 2. The manu- 
facturer will show you 
the popularized footwear 
of the fall season, s0 
that what you buy is a 
free seller—safe and 
profitable. 
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“Popularity” ‘To Be the Keynote 


When Fifty or More Mer chants Agree 
on a Style It Is (lose to Being Established 


Betrer Rance The universal last with its American- 
or Lasts ized French forepart with good fitting 
dimensions, leads all others, but 
inasmuch as most stores have 80 per cent of their 
novelty shoes on this one last, the better service stores 
are now looking to changes in lasts to give a better 
range of fitting values for fall. Nothing has taken the 
place of the 14-8 heel and except in evening shoes, 
heels are no longer a pressing problem in the trade. 


PaTrerns, SimpL_E Simplicity is all right in its place 
BUT ORIGINAL but this does not mean shoes 

without style, for the newer 
patterns show such originality and cleverness that 
they sell on sight. There is less of ginger bread and 
circus and more of real creation. Cutouts mean some- 
thing in the new shoes and are not sprinkled all over 
the upper so that the wonder is that bottoms are not 
similarly operated upon. The pumps which have cut- 
outs at the throat or simple goring and which give a 


hug to the foot because of the placement of these cut- 
outs, have a place in your line for fall. 


More Ways or Some of the unusual features of 
ADJUSTMENT pretty footwear is the use of goring 
for straps with tinsel woven into it 
in colors or with goring, brocaded or embossed, in fact, 
goring can be used in place of straps in almost any type 
of shoe, plain, fancy or covered with leather which is 
pleated. Ornamentation is particularly good, because it 
makes two styles out of one and two profits. 


Unummirtep Fietp There is no limit to the possibilities 
FOR Eveninc WEAR of design in evening footwear. 
Silver and gold leathers in cutout 
patterns or in strap or as piping, are styleful. Some fancy 
brocade fabrics will be called for. The ornament is the 
great thing in evening footwear. Its selection is a matter 
of having one or two pairs of a kind and spreading all 
over the market of the world for different novelties. 





No. 3. The salesmen 
will help you to balance 
your line in sizes an 
width and in a diversity 
of materials so that you 
can feel assured of a good 
Fall stock. 





Quarterly NATIO NA LStyle(on ference 


The outstanding event of a style character during the 
Boston exposition week is the Quarterly Style Committee 
meeting to be held at the Copley Plaza Hotel in Boston, Mon- 
day, July 14, at 2:00 P. M. 

At this important meeting, the national footwear styles 
for retailing October, November and December, will be out- 
lined. 

The trend in garments for these months will be explained 
and the platform of styles and colors developed as a guide to 
what to buy for public sale in November, December and Jan- 
uary. 

The Joint Styles Committees’ chairmen are as follows: 

Herman Meyer, General Chairman, Styles Committee, 
National Boot and Shoe Manufacturers Association. 

Harry C. McLaughlin, General Chairman, Styles Com- 
mittee, National Shoe Retailers? Association. 

E. M. Scattergood, Chairman, Style Committee, National 
Association of Shoe Wholesalers. 

Burt W. Rankin, Chairman, Styles Committee, Tanner’ 
Council of America. 

Frank B. King, Chairman, Styles Committee, National 
Shoe Travelers’ Association. 


No. 4. Your fellow 
merchant stands ready 
to match his buying 
judgment with yours 
coda show you how he, 
too, is going to make a 
profit. 
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State and City Bid You Welcome 









His Excellency 


CHANNING H. COX 


Governor of Massachusetts 


Prete s.. S23 


— 


His Honor 
JAMES M. CURLEY 


Mayor of Boston 
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HERMAN E. LEWIS 


President of the National Shoe 
and Leather Exposition and 
Style Show, Inc. 


THOMAS F. ANDERSON 


Secretary of the New England 
Shoe and Leather Association 


A CorRDIAL WELCOME TO BOSTON 


O the retail and wholesale shoe merchant, no 

matter where he lives, this 1924 “Boston 

Show” of ours will be nothing less than a lib- 

eral education, and the few days he will- spend in this 

historic city—the very cradle of the American shoe indus- 

try—will provide him with information and inspiration 

that will help him to successfully meet his business prob- 
lems throughout the ensuing twelve months. 

To this interesting and diversified “Boston Show” 
New England will bring its latest and best in the shape 
of boots and shoes, leathers, lasts, patterns, machinery 
and methods and appliances, all to be viewed under a 
single roof, with the pleasant background of social con- 
tact, music and the scenic and sartorial accompaniments 
of the modern Style Revue—the latter in itself a suffi- 
cient incentive to make the journey to Boston. 

In addition to the Exposition proper, where the visitor 
may rub elbows with manufacturers and merchants 
from every State of the Union, there will be characteris- 
tic New England hospitality on tap, and the visitor may 
be assured of a warm welcome and entertainment. 

We confidently look for the largest attendance of 
the trade ever gathered on such an occasion, and feel that 
we have prepared for their enjoyment a program that 
will fully warrant it. 

I speak in the name of all in this great New England 


shoe and leather section when I give you all a heartfelt 
welcome to our 1924 “Boston Show”! 


Cordially yours, 


HERMAN E. LEWIS, President, 
National Shoe and Leather Style 
Show and Exposition, Inc. 


HIS is to be one of the most comprehensive and 

creditable arrays of exhibits to appear in Me- 
chanics Building. It will have a beautifully staged 
footwear and gown revue of authentic styles, an inter- 
esting series of trade conferences and meetings, a genial 
hospitality between salesmen and merchants, and a gen- 
eral get-together of all branches of the shoe and leather 
industries. It is bound to help and enthuse everyone 
interested in getting shoes merchandised correctly. 

A national campaign of the right shoe for the right 
occasion will dominate the exposition in both its style 
revue and its exhibition. Nearly one-third of all tie ex- 
hibits will be of special interest to factory men. Leathers 
of every description, shoe materials of all kinds, com- 
position soles and heels, lasts, patterns and findings, will 
be displayed by fifty or more of the leading makers of 
these products. 

THOS. F. ANDERSON, Secretary, 
New England Shoe and Leather Association. 





JUG 














102 BOOT AND SHOE RECORDER 


' - 


| pas OPA | 


Al 
UK 


June 28, 1924 














How the Boston Show 
(an FHlelp You 


N this Boston festival you will find, not a 
few makeshift styles born of a whim and 
















/f created in a kitchen but well-rounded lines of \ 
footwear for men, women and children. You 
will have the opportunity to compare, classify } (@) 
and price—to balance these items one against IS 
another—to correct or confirm your precon- WJ SS 


ceived style ideas. 








LL this will lead, in your buying for fall, \F Sy AN) 
to a well-balanced stock—a stock in which Cy \ i) 
the various members have a logical relation one sy 
to another—a stock which will develop customers \ 2 e H/ 
and not window shoppers; for it is a merchan- A | 
dising truism that well-balanced stocks,. well dis- \, 
played, influence more buying and more repeat | 


sales than a hit-or-miss collection selected with 
no thought to the purpose for which they are to 
be used. 
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HAVERHILL 


The > saee 
‘Womens’ Novelty Shoes 











Haverhill manufacturers 
are at home in producing’ 
stylish, salable footwear to 


retail at popular prices. 
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3-STRAP PUMP IN FAWN SUEDE, FITTING SNUGLY 
4 * WITH CONCEALED GORING, TRIMMED WITH CHAM- 
PAGNE KID, MEDIUM TOE, 13-8 COVERED HEEL. ONE OF 
OUR BEST-LIKED MODELS. 





NOTE THE HUG 
AT THE HEEL 


axD THE GRIP K TMBALL & SHERMAN CO. 
HAVERHILL MASS. 
BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 














Dealer Influence is secured | thru advertising in the Boot and Shoe Recorder. 
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HIS PATENT PUMP, WITH A DECIDEDLY NEAT AND 
NOVEL SLIDING IN-STEP STRAP, TRIMMED WITH 
BLACK CALF, MEDIUM TOE, 15-8 SPANISH HEEL. A SHOE OF 
ESPECIAL DISTINCTION. ener Coseinen 
ANY IMITATION? 

BUY REAL TURNS 


KIMBALL & SHERMAN CO. WITH OUR REPUTATION 


HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH _STREET 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Slump Never Hit the 


Tessier & Bowdoin Factory 


There must be a Reason 








Turn Shoes 
of 
Quality 

















We Will Be There 





po aga mee Prag 
Booth No. 201 

















HE last six months have been the 

busiest in the history of the Tessier 
& Bowdoin factory. While others have 
been hustling to get orders we have 
been hustling to fill orders. 
The reason for this steady flow of 
business is that retailers have learned 
to depend upon Tessier & Bowdoin 
Turns to create new customers and 
hold old ones. 
Tessier & Bowdoin’s Turns make good 
in service because they are carefully 
made from quality materials by expert 
workmen over stylish, well-fitting lasts. 


TESSIER & BOWDOIN 


HAVERHILL, MASS. 


Distributed by 


S. W. FELDSTEIN & CO. 
127 DUANE STREET, N. Y. 


Retailers Who Sell 
Tessier and Bowdoin Turns -Are 
Building for the Future 
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THE 


GOODRICH GIRL 


OF 1924 


WILL PRESENT THIS STYLE FOR YOUR IN- 


SPECTION AND APPROVAL AT BOSTON SHOW. 


MAKE BOOTH 199 THE 
MAIN OBJECTIVE OF 
YOUR STYLE SHOW TRIP 


YOU WILL BE WELL. REPAID 





OUR LINE IS UNSURPASSED FOR STYLE, PRACTICABILITY 
AND GENERAL SUPERIORITY 


HAZEN B. GOODRICH & CO. 


— Turns Exclusively — 


HAVERHILL, MASS. 








Boston Office 


183 Essex Street Ue by 


Room 507 
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Slippers 






































A charming and popular line of genuine Turns. Consistently priced. Solidly constructed. 


COLLINS & STAPLES 


HAVERHILL, MASS. 


SEE SAMPLES AT SPACE 202 MECHANICS BUILDINS JULY 14 to 17 AND AT OUR BOSTON OFFICE, 183 ESSEX STREET 
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J. A. JONAS 


High Grade Footwear Priced for Quantity Buyers 






he Jonas Line of Flexible Process 
McKays has proved to be a pro- 
fit-maker for scores of quantity 
buyers. 
The full line on display at our Bos- 
ton Office, 207 Essex Street, Room 
220. 






**Vina’’ 
Made in all leathers, 
also in Black Satin. 


J. A. JONAS SHOE CO. 
AVERHILL . - - MASS. 


Boston Office: 207 Essex St., Room 220 
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The Wonder Pattern 


in a variety that cannot but win the 
approval of every woman. The prices 
are within the popular demand, spelling 
quick turnover and a wide margin of 


net. 












%-853—Black Cedar Cliff Satin, Suede Lattice Trim. 
mitation Turn, 12/8 Cuban Heel, code “Edel.” C width 
nly. Price..... kes Mies 0058-a0n0ee one . 

8-852—Same as above except 14/8 Full Spanish heel, Code 
Gaby.” B and C only. Prbee..... 2... ecccccsc se See 
8-220—Same in all Patent, 12/8 Cuban Heel, code Vere 


























Price. nos wna , 
IN STOCK 
18 and 36 18 and 36 
pair orders pair orders 
only only 
B-295—I mported Silver. Brocade, Highest Quality. Silver 
Kid Lattice Trim, Imitation Turn, 15/8 Full Spanish Heel. 
Non-Tarnish, Chemically Treated, Code “Shingle”. ry 
B-290 —Sa me as above :n Gold. Code “Bob” Price. . $5.25 
IN STOCK AUG. 15 TO SEPT. Ist 











WHITE 


During the convention our complete 





QR AQRQARQAQARQARAL RRRQRARAA 










line will be on display at our 


Boston Office 
183 Essex St. 


Ane Aneen 


HAVERHILL MASS. 





B-525—White Whipcord, Kid Lattice Trim. Imitation 
Turn, 12/8 Cuban Heel, Code “Oboy.” C Width only. 
Price. swage th tees pers : . 

B-524—Same as above with 14/8 Half Spanish Heel. Code 
““Damsel.” C Width only§Price..................$235 
IN STOCK 
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BOSTON SHOE 
STYLE SHOW 


July 14-17 
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SIN Mins *°~~©ss 


This is but one FRENCH, SHRINER & URNER style. 


Our exhibit at the BOSTON SHOE STYLE SHOW will 
afford a most timely opportunity to those who have never 
seen a complete showing of F. S. & U. styles as well as to 
our visiting Dealer agents. 





We will enjoy the privilege of welcoming you at our booth. 





FACTORY and SALESROOMS, 63 MELCHER ST., BOSTON, MASS. 


MVM LEME “WLLL 
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IN STOCK 


as above, except with 13/8 Cuban Wood Heel 
No. 600—Patent Leather 
No. 605—Black Satin—Black Suede Front 


$4.50 


In 36 Pairs on a Width 
25 cents a pair less 
A—414-8 
B—3\-8 
C—3%-7 


bm - 








- 








B=: 


eee SD ~) 








wYyY ~-wsr x 2 


AAD ———,_ > 


a 


») Po) 
ov 


{ 


AAA. ——., = 
> SS, el 


The Gregory & Read Line on Display 
BOOTH 114 
BOSTON OFFICE 
COPLEY PLAZA and 10 HIGH ST. 
HOTEL : 
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eMakers of Womens High Grade Shoes 





49s Se 8 a = 











\ 
——ar 














a: 


SS: 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER June 28, 1924 


Skinner's Shoe Satins are 36 
inches wide and supplied in four 
different qualities to meet all 
the requirements of the trade 
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“LOOK FOR THE NAME IN THE SELVAGE” 
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hoe Satin 


Women plainly show their preference for satin shoes; 
and when given a choice, plainly show their preference 
for those made of Skinner's Shoe Satin. 

For street shoes or evening slippers, boudoir mules or 
D’Orsays, Skinner's Satin has no equal. It is scientifi- 
cally made, after long years of study, by a firm that for 
76 years has set the standard for wearing quality in 
satins for many purposes. 

Every woman who comes into your store knows that 
Skinner's stands for service in satins. She will buy foot- 
wear made of Skinner's Shoe Satin because she knows 
it will give satisfaction. 

“Look for the Name in the Selvage™ 










WILLIAM SKINNER & SONS 
New York Chicago Boston 
Philadelphia 
Mills Estatlished 

Folyoke, Mass. 1848 












LOOK FOR THE NAME IN THE SELVAGE® 
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During the past season our deal- 
ers sie oe of more than 


20-6 in the sale of Arch Preserver Shoes 





The larger accounts 
comprise those dealers 
who have purchased 
Arch Preserver Shoes 
for a number of sea- 
sons and have an es- 
tablished volume. With 
this group there is a 
gratifying average in- 
crease of 20%,» 


Among the new and 
smaller accounts the 
percentage of increase 
was naturally larger. 
With these the average 
increase of the second 
season over the first 


was 203%. 


Increase of 203 Se 








At the Boston Show 





Booth No. 127 
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With new accounts and with old—with small accounts 
and with large, the Arch Preserver Shoe has brought a 
substantial increase in business during the past season. It 
has clearly demonstrated its unusual sales appeal in a 
year when increases were not looked for. 


The reason is clear. The Arch Preserver Shoe meets a 
wide and popular demand of active men who recognize 
the importance of keeping their feet healthy and vigorous 
—yet men who insist upon the latest in correct style. 


Millions of these men are learning of Arch Preserver 
Shoes through our national advertising. The market is in- 
creasing all the time. Why not write us regarding the 
possibility of making your store the Arch Preserver Head- 
quarters of your locality? 


Makers Also of the fust Wright Shoe 


E. T. Wright & Co. also manufactures the Just Wright 
Shoe, famous for forty years and recognized today as the 
leading young men’s style line retailing at ten dollars. 


Both Arch Preserver and Just Wright Shoes in new fal] 
models will be exhibited at Booth No. 127, Mechanics 
Building, Boston, during 











the coming Style Show; also 
at our Boston Sales Room lusitation 
at No. 10 High Street. 





To all Arch Preserver Dealers and 
their organizations, and to all mer- 
chants interested in the Arch Preserver 
Shoe, we extend a cordial invitation to 
attend the Fourth Annual Arch Pre- 
server Shoe Convention, Luncheon 
and Meeting at Hotel Lenox, Boston, 
on Tuesday, July 15th at 12.30. 








E. T. WRIGHT & CO., Inc. 
ROCKLAND, MASS. 
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OSTON STYLE SHOW \ 


Booth 106 


THE COMPLETE BERRY LINE 


Will be displayed both at the booth 
and at our Boston office—186 Lincoln 


Street (fourth floor). 













J VANGELIN FY 


GOODYEAR WELT 




































AMERICAN BEAUTY | This line of popular priced welts, McKays, and 
FLEXIBLE McKAY turns merits the attention of progressive mer- 
(TURN TYPE) chants. 








ee ARCH SUPPORT SHOES 
Improved Cushion Sole Shoes, 


Dr. A. Reed, Patentee, 1900, ‘Ave IN - iz 
1901. Thisis not the original ALWAYS IN STOCK’ B-E 24% to9 


Dr. A. Reed Cushion Shoe pre- 
viously patented, but his latest 
invention. 


STOCK NO. 5850 
BLACK KID OXFORD 
99 Last, Kid Tip 
Rubber Heel 
Price $3.85 








CRUMBS OF COMFORT 
TURNS 








DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 
McKAY 











Send for Catalog of Stock Shoes 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM~ -- — 186 LINCOLN STREET -- = (4th Floor) 
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“ BLUE EDGE” 


HOSIERY 
ws 


“A DISTINCTIVE PRODUCT” 


America’s 
Foremost Chiffon 
Stocking 


“*No Hose Like Chiffon— 
No Chiffon Like Propper Blue Edge’’ 


Propper Silk Bosiery Mills, Inc. 


Manufacturers of Full Fashioned Silk Hosiery 


New York Office and Salesrooms, 276 Fifth Ave., N. Y. 
Mills at Elmhurst, L. I., and Long Island City, N. Y. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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| The Hidden Value Counts Most 
in the Long Run 


CRAWFORD ARCH SUPPORTING SHANK 























5 BACK SOLES— 


’ "9° ¥ a r , » 
Lu RUBBER HEELS P FLEXIBLE ALL-LEATHER 
~ INNERSOLE 


FULL LINE 
FAT ANKLE FITTERS 
and 
Combination Specialties 
| at our . 
| Boston Office ub eummean 
| 186 Lincoln Street LINING 


ANDERSON-OWENS SHOE CO. 


| LYNN, MASS. BOSTON OFFICE, 186 LINCOLN STREET 

















EMIL RUBLACK 


Maker of Artistic 


WA N T yy D PRICE TICKETS 
Shoe trade my 
specialty 


SPECIALTY SHOE SALES- enon request 
MEN TO COVER CITIES small ticket ox pec 


AND LARGER TOWNS Ask to see our latest cut-out 
Four, Five and Siz dollar tickets. 


Established 1903 
No. 200 140-142 West Broadway 
Gold — a Rule New York, N. Y. 


Preferably with factory experience. 
Unusual opportunity with large 











western manufacturer of popular 
priced nationally advertised Men’s 
shoes. Attractive proposition for 
the right men. 


“The Place to Sell Hosiery is the Shoe Store” 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 

The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 

So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 

The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 


Boston, Mass. 


Address for interview: 
E 873 Boot and Shoe 
Recorder 
207 South Street, Boston, Mass. 
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SHOE STORE SERVICE 
SECTION 


A “Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display and Control of Merchandise 





A Single-Track Business? 


A Few Observations on Opportunities that Are Sidetracked 


BY A. V. FINGULIN 


Assistant Secretary-Director, National Leather and Shoe Finders’ 
Assn. Editor, “Shoe Repair Service.” 


HE telephone bell rang. It was didn’t need attention—Yes, they working on all ends for the middle, 
my wife on the wire asking if did.—So here I was in a chair with where my money was located. 
I couldn’t possibly get home a barber, manicurist and bootblack Then instead of parting with 











on time that evening. During the 
last few weeks I had been staying 


down at the office for an hour 
or two after the others had 
gone for the day, to sort of 
“sneak up in the dark,’ so to 
speak, on work that had been 
piling up. That evening, the 
“missus” advised me, we were 
invited to attend a hurriedly 
arranged send-off party in 
honor of some friends who 
were leaving our “fair sub- 
urb” for a two years’ stay 
abroad. 

Of course there was only 
one answer,—‘“I would be 
home early.” However, it was 
only that same morning that 
I remarked to her about being 
so busy I even didn’t have 
time to get my hair cut. So I 
made time by grabbing lunch 
“on the fly” in the shape of a 
sandwich and a glass of milk. 
Then I hurried to the barber 
shop. 


How the Barber Gets the 
Extra Money 


I was no sooner comfort- 
ably settled in the chair and 
the barber’s shears began 
snipping when the colored 
porter came up with a “shine, 
mister, shine?” — And I 
bought the shine. 

A moment or two later the 
bleached blonde with a selling 
voice sauntered “sort o’ casual 
like” over to my chair from 
her little table in the corner 
and inquired if my finger nails 


working on my head, hands and 
feet at the same time—all three 











Recorder Merchandising 
Calendar for July 


July 1-82—Right up to the Fourth, keep 
hammernig away on the items that 
will be especially wanted for “over 
the Fourth.” This is the peak profit 
period of summer. 

Suggest to each customer every type 
of summer footwear, and the proper 
accessories for all shoes bought. 


July 5-12— Remove all references to 
Fourth of July from your windows 
and interior displays. Keep hot after 
the white shoes, particularly the short 
lines of sluggish sellers—and size up 
your best moving whites; also the 
good specialty numbers for sports and 
recreation. 

July 14-18—This is a good time for a 
get-together with employees. If possi- 
ble arrange to give them an outing and 
combine a business meeting with pleas- 
ure. By demonstrating that you are a 
“good fellow” as well as a driver after 
business you will increase their admi- 
ration, loyalty and pep. 

July 21-31—Put the house in order. 
Clean everything up spic and span. 
Pick up all loose ends, both in store 
and office. Get a re-check on every 
piece of merchandise in the house and 
see that your stock records are O.K. 
to date. If you haven’t good stock and 
sales record systems, install them now. 
Get your short lots grouped together 
for special selling. 














half a dollar I listened to the cash 
register ring up a dollar-ten and 


followed this with tips for 
three people instead of only 
one. 

“Some system,” I said to 
myself as I went out. “I won- 
der just how well organized 
are other lines of business for 
getting those extra profits. I 
wonder if the retail shoe deal- 
er couldn’t give this kind of 
thing a little more thought 
than he has been in the habit 
of doing? 


And Gas Stations Sell Acces- 
sories 


I was still wondering as I 
drove my car up to a gasoline 
service station to have my 
tank filled. And here was more 
selling of something “a little 
bit more.” As the attendant 
screwed the cap on my gas 
tank he inquired, “How’s the 
oil today? Glad to drain your 
crank case, you know.” But 
the fact that I was “riding 
nicely” as far as my oil was 
concerned didn’t stop him. He 
came right back at me with, 
“If you ever have spark-plug 
trouble I’d live to have you 
try this ‘X X X Plug.’ Better 
have an extra plug with you. 
Always handy, and you never 
can tell when you’ll need it.” 

Great guns! Here was more 
food for thought.—First the 
barber shop and now it’s the 
gasoline dispenser in a posi- 

(Continued on Page 131) 
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Merry-Go-Round in the Denicke Store in Grand Rapids, Iowa. 


He Got the Children Into the Store and 
Made Them “Stay Put”’ 


Denicke Company, a depart- 
ment store in Cedar Rapids, 
Iowa, was pondering over the pos- 
sibilities for increase in children’s 
shoe business. In order to properly 
develop these possibilities he saw 


b BAILEY, shoe buyer for the 


the need of accomplishing three | 


things—namely: 


Make the children clamor to be 
taken to this department. 

Make them content to “stay put” 
instead of running around the 
store. 

“Jive them and their parents 
something to talk about when 
they go out among their friends. 

He discussed it with H. Denicke, 
the general manager, and C. E. 
Bodey, display manager, was 
called into conference. Various 
time-tried drawing cards such as 
novelties and souvenirs were dis- 
cussed, but these alone didn’t fully 
cover the requirements and would 
not give them more drawing 
power than was available to com- 
petitors. Something must be hit 
upon that would attract like pro- 
fessional entertainers and yet not 
be too expensive for retention as 
a permanent feature. 


And Incidentally Increased 
His Sales 100 Per Cent 


In turning over in his mind the 
circus and carnival attractions 
that are so close to the heart of 


J. BAILEY 
Buyer for the children’s shoe 
department of the Denicke 
store. 


youth, Mr. Bodey paused at the 
recollection of that good old 
standby, the merry-go-round. 

From this starting point Mr. 
Bodey developed his plan for the 
Merry-Go-Round Fitting Fixture 
pictured above—a circular plat- 
form 24 inches above the store 
floor and spaced around the edge, 
facing out, are six little seats with 
sides cut out to represent ponies, 
geese, rabbits, dogs etc. When 
seated, the child’s foot is 35 
inches above ‘the floor, where the 
salesman can fit him without 
stooping. 


Other Children’s Display Fixtures 
Used 

Supported by seven shiny brass 
poles is a large striped top which 
is electrically lighted. Around the 
circular side of the base marches 
a circus parade of birds and 
beasts led by a jolly fat clown. 
These are painted in a pleasing 
blue silhouette. 

In addition to the merry-go- 
round fixture Mr. Bodey designed 
a set of display fixtures cut out 
of wood, beautifully painted and 
lacquered, consisting of a clown 

(Continued on Page 131) 
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Do your shi sh 5 open up 
‘ibe equipped? 


HERE is a lot of satisfaction in 


offering a customer shoes *‘Cordo 
Hyde" equipped. 








At a glance he sees that care of 


details which says—‘Confidence in 
this shoe is not misplaced.” 


There are manufacturers sending ‘out 
shoes ‘‘Cordo-Hyde’™’ equipped. Why 
not ask your manufacturer to favor 
you? 


Shoes carrying ‘‘Cordo- Hyde" shoe 


laces carry an identifying mark 
of merit. 


SHOE LACE DIVISION 


O. A. MILLER TREEING MCH. CO 


BROCKTON, MASS. 
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MILLER SHOE TREES SHOWN IN 
WINDOWS INCREASE SALES AND 
PROFITS 


NCE a customer gets the habit of using them, 
your shoes will look better to him. 


In recommending their use you have made it possible 
to give one pair of shoes a rest while another pair is being 
worn. 


Two sales will be made where one was made before. 
Miller Shoe Trees sell more shoes and better the im- 
pression of your service. “Get more shoes sold right,” by 
the Miller Shoe Tree method. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MCH. CO. 
BROCKTON,. MASS. 
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ILWAUKEE Chairs will add 
many new customers to your 
business. 

Their teauty and comfort give that dis- 
tinctive ‘air’ to your store that attracts 
the best sort of trade. 

MILWAUKEE Chairs are masterpieces 
of the chair maker's craftsmanship and 
each design is correct and complete in 
itself. 

Some of the finest shoe stores in America 
have chosen Milwaukee Chairs for their 
equipment. 


Write for our illustrated catalog. 














1542 F. D. French Type 
Arm Chair 


Height of back from 
seat 19% in. Width 
outside measurements 
22 in. Made in _ Birch, 
Mahogany or Walnut 
Finish—Quartered Oak, 
Solid Mahogany or 
Walnut. 


S 3171 Twentieth Cen- 
tury Fitting Stool 


Length over all 25 in 
Height 15% in. Cor- 
rugated Rubber Foot- 
rest. Made in same 
finish as Style 1542 
Chair above 
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THE MILWAUKEE CHAIR CO. 
624 South Michigan Ave. CHICAGO, ILL. 


For Over Half A Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturers cf Office Chairs in the World 
MILWAUKEE CHICAGO NEW YORK PORTLAND 
MINNEAPOLIS 
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will draw the crowd 


The bright spots on the street are the “Pittsburgh”-lighted 
show windows. Even distribution of light; every detail of 
the display given its chance for attention; the central feature 
sometimes brought out sharply by a “Pittsburgh” Windo- 
Spot; the proper use of “Pittsburgh” Color-Lite—these will 
give you the best window lighting you can buy. 

Your investment is safe when you buy “Pittsburgh.” Not 
a single “Pittsburgh” reflector made since August Ist, 1916 
—over 7 years ago—when we began using our secret process 
of backing, has ever been reported to us as having the silver- 
ing tarnish or discolor, or the backing crack, check or peel. 
An unconditional 5-year guarantee goes with every reflector. 

We are specialists in show window lighting. Our infor- 
mation and experience will help you. Send us a rough 
pencil sketch of the floor plan of the window, marking the 
length of the glass, distance from glass to background, from 
floor to ceiling, from floor to transom bar [if any}, and the 
height of background. We will then offer suggestions for 
proper lighting and send an estimate of cost. 

Write for a Free copy of bookiet, 
“Show-Window Lighting” 


SILVERED 


ReFLecTor 


PITTSBURGH REFLECTOR @ ILLUMINATING CO. 
NEW YORK OFFICE—MS W. dist St. (at Bradway) 

PHILADELPHA—A. Hopkin Jr. Co. 

235 South Eighth Street 


LOUISVILLE—WNicholson Electrical Sales 
307 Keller Building 
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Fig. 1—This Independence Day background can be assembled from Recorder 
Interchangeable Units in a few minutes, or quickly cut from wallboard. 





Put Pep into Your July Windows 


Use Special Settings Which Suggest 


HE window displays are neg- 
lected in July owing to the 
enervating weather, and the 

general letting down of things. 
Just when business is hard to 
get the shoe merchant stops trying 
to get it, which on the face of it 
is a poor policy, for it is then he 
should be making his greatest ef- 
fort to produce all the business he 
can. 

Some merchants buy advertis- 
ing space in the newspapers ac- 
cording to the amount of business 
being done, following the plan of 
advertising heaviest when the 
people are buying the most. Others 
“plug” for business when the 
duller periods arrive. But in either 
case the merchant cannot afford to 
let down his effort to produce bus- 
iness through the medium of his 
display windows. Here he must 
put before the public the footwear 
that is seasonable, that is appro- 
priate for the moment. 


How to Put Pep into Your Business 


There is no manner of doubt 
that the shoe merchant who puts 
the most pep into his business dur- 
ing July will get the most out of 





the Nature of Your Seasonal Offerings 


his efforts. The public responds 
readily to the aggressive appeals 
of the merchant when he adver- 
tises seasonable merchandise. Dis- 
plays of summer and sport foot- 
wear will appeal as strongly to the 
prospective purchaser in July as 
in June, and those who have had 
to put off buying for good cause 
are still in the market for the 
merchant’s wares. In the old days 
when there were only two kinds 
of footwear, low shoes for summer 
and high shoes for fall and win- 
ter, the dull seasons were most 
strongly marked. Today this is all 
changed by the modern methods of 
living. More people take an in- 









Celebrate 
theFo 





Vacation and Sport 
Footwear for Co ort 


—_ 














Card A—A suitable arrange- 
ment for a show card to use 
with the setting shown above. 





terest in sports and a larger mar- 
ket for sport lines has been 
created. More people take vaca- 
tions and a bigger market for suit- 
able footwear has been created by 
this condition. 

The summer is the shoe mer- 
chant’s opportunity. He can sell 
comfort. He can sell pleasure. He 
can appeal to the pride of appear- 
ance. He can point out the appro- 
priateness of the style trends. In 
doing this he will create business 
for himself. 


Sell at Regular Prices 


Instead of putting up his entire 
stock at reduced prices the modern 
plan of offering seasonable foot- 
wear is producing a better profit 
for the merchant. Clearance sales 
are being pushed forward on the 
calendar. August is the logical 
“sale” month; July is the month 
for pushing seasonable summer 
footwear. 

The first big effort should be 
put forth by the merchant on the 
occasion of the celebration of the 
Fourth. This national holiday 
gives the public a chance to take 
advantage of week-end vacations, 
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‘‘Fixtures That Increase Sales” 


=n! HOE merchants, who take pride in adding to the attractiveness of 


Kee 





Chairs made by Reischmann are all that can be asked for in the form of correct 
equipment. Handsomely finished in quartered oak, birch or solid mahogany, 


they improve the appearance of any store. 


The fitting stool illustrated is another piece of Reischmann equipment that will 
enable you to give better and quicker service to your customers. It is equipped 
with Hart’s standardized shoe gauge, that simplifies shoe fitting to a marked 


degree. Available in several different styles. 


ASK FOR OUR BOOKLET JUST 

OFF THE PRESS, WHICH GIVES 

FULL DETAILS AS TO OUR 

STORE FURNISHINGS AND 
CHAIRS. 
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their store equipment, have found that individual armchairs bring 

5S Ny a certain air of distinction and refinement. The better class of 
eo) buyers patronize the store that is comfortably and adequately 
(Pet 4) furnished. 
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ON EFFECTIVE FIXTURES 


Shoe Equipment Catalog 
Mailed Upon Request 


J. R. Palmenberg’s Sons, Inc. 


Founded 1852 
63-65 West 36th Street, New York 


BALTIMORE CHICAGO 
122 W. Baltimore Street 204 W. Jackson Blvd. 
BOSTON SAN FRANCISCO 
26 Kingston Street 11 First Street 


Fixtures that 


Lend Dignity 
to Displays 
Our Prices are Moderate 
Write for Catalog 


No. 1787 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO — 


Successors to Polay Fixture Service 




















Rolled-top Basket, 15 x 22 inches, 
filled with Roses, Asparagus 
Ferns, etc., with bow, complete, 


$2.50 each, 


Per Dozen, $25.00 


Write to-day for our ILLUS- 
TRATED CATALOGUE No. 32, 
in colors, of Artificial Flowers, 
Plants, Vines, Hanging Baskets, 
Trees, etc., MAILED FREE ON 
REQUEST. 


FRANK NETSCHERT, Inc. 
61 Barclay Street, New York, N.Y. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Fig. 3—When the mercury shoots 


excursions and picnics—and the 
people will need footwear suitable 
for the recreation they select. 
This is the shoe merchant’s oppor- 
tunity. 


Sales Should Be Style Sales—Not 
Price Sales? 

A Fourth of July Sale should be 
featured, not a price-cutting orgy, 
but a style event. Summer is really 
only beginning. Summer shoes are 
seasonable and those who pur- 
chase at this time will have a full 
season in which to wear the new 
styles. This fact should be empha- 
sized in the advertising and by 
the salesmen on the floor. The win- 
dows should display the appropri- 
ate lines for this season. This is 
the time to get busy. 

The Interchangeable Units de- 
signed by the Recorder make it 
possible to secure a maximum 
amount of decoration with a mini- 
mum effort. Together with occa- 
sional additions the number of 
changes possible at little cost are 
very helpful to the shoe merchant. 
These units have been fully des- 
cribed in previous issues, but are 
again briefly described at the con- 
clusion of this article. 


Here’s a Window for the Fourth 

The Fourth of July window sug- 
gested in Fig. 1 is as simple as it 
can be made. A frieze of blue 
cloth, or any other suitable mater- 
ial is hung across the back of the 
window. White stars dot this blue 
field. In the center of the window 
a shield is attached with the 
legend: 1776—July 4—1924. 

The rest of the setting is com- 
posed of the Recorder Inter- 


changeable Units, A, B, H, U and 
V. This setting can be made with- 
out these units as follows: 






































"way up a set- 
ting like this will draw attention to a trim of 
summer footwear designed for coolness. 


The center panel is to be made 
of wall board, the side panels, or 
flanking panels may be made of 
the same material, or of wooden 
boards. They should be painted a 
suitable color, either with water 
or oil paints. The platform may 
be used or not, according to the 
needs of the display. 

This setting is suitable for any 
display of shoes, if the decorations 
are changed to fit the season or 
the occasion. Used at this time the 
display should consist of summer 
shoes, sport shoes and summer 
hosiery. It is well to feature these 
in unit displays. For instance, a 
unit display of white footwear, an- 
other unit of sport shoes, another 
of hosiery, etc., are better selling 
displays than if these lines are all 
mixed up in one display. 

A very appropriate show card 
for use in this window is illus- 




















Card B—Suggested as a tie-up 
with the design of the back- 
ground shown in Fig. 8. 


Fig. 2—Suitable background arrangement for a 
window having a wide space to decorate on two 


sides. 


trated in Card A. This has suffi- 
cient symbolic ornamentation for 
use in any patriotic display. The 
wording is suitable for Indepen- 
dence Day displays. The command, 
“Celebrate the Fourth,” and the 
suggestion, “Vacation and Sport 
Footwear for Comfort,” are well 
linked together. 


With a white card the shield 
should be in natural colors, the 
leaves in a bronze green, the fire- 
crackers in red. The lines across 
the top and bottom should be red, 
white and blue. The shield may be 
cut out of a catalogue and pasted 
on. 


A Quick Change of Background 


Saturday evening, July 5, the 
card and the patriotic decorations 
should be removed from the win- 
dow and other decorations substi- 
tuted. This may be done without 
disturbing the display of shoes, if 
that is thought desirable. In Fig. 
2 is shown a suggested decoration 
that may be substituted for the 
patriotic decorations. The circle 
is easily cut out of wall board, 
the strips of thin wood. Sprays 
of foliage are attached on each 
side of the circle. This decoration 
may be prepared ahead of time 
and be ready to be put into the 
window at closing time Saturday 
night. 

The suggestion offered in Fig. 
2 is given for the purpose of show- 
ing a suitable method of treating 
a window that has a wide space 
on two sides to decorate. Should 
the window be a deep one with a 
large space on the wall side, and 
with a considerably narrower area 
at the back next the store, the 
same treatment may be followed, 
but the decoration on the narrow 
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Have You 


Stopped 
ALL the 


Leaks? 











Trying to run your 
business without 
accurate records is 
like stopping a clock 
to gain time. 





PROTECT YOUR 
BUSINESS BY 
KEEPING A CLOSE 
CHECK ON IT. 


Is Your Business Growing ? MAIL THIS COUPON TODAY! 


~— : . BOOT & SHOE RECORDER 
There is just one way to do a and do it yd Aether aret s— am 


right. Arranging an ordinary set of ks to fit 

the needs of a oe store demands the services of SGD W. Madison Stecst, Chtenge, £8. 

an expert in retail shoe merchandising as well as TP ree read STORE RECORDS 

an expert accountant, that is, if it is to be done If at the end of ten days I am with this 

right. system, | wil mail you my check for $17.50; other- 

STORE RECORDS SIMPLIFIED has been or: eS eeerti 
repared by e ts retained by the BOOT & (Name) 

HOE RECORDER. It is another one of the 
RECORDER'S services to the retail shoe mer- 
— and will help you conduct your business (City) 
right. 








(Street) 











Your worst business losses come from records that do not record. Be sure of every move you ma -e 
Buy Right! Sell Right! 


The Recorder “Store Records Simplified” keeps your fingers on the pulse of your business. Simple— 
accurate. No complicated bookkeeping. You know how you stand at a glance. 


“Store Records Simplified” is the Recorder’s own system—worked out by Recorder Experts. 
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WESTERN SERVICE DEPARTMENT, 189 W. MADISON ST. CHICAGO, ILL. 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Fig. 4—This plan of using a real life 
preserver and paddles suggests others 


that can be adapted to a trim of sport 


footwear. 


side should be built in proportion 
to the space to be occupied. The 
panels should be as high as those 
at the other side, but narrower to 
fit the width of the space. 


Where one of the spaces is very 
much smaller than the other an 
entirely different decoration may 
be introduced, but in color scheme 
and general appearance it should 
be similar, so that the harmony of 
the entire display is not disturbed. 
Extremely narrow spaces in win- 
dows having a good permanent 
background need no further deco- 
ration than a fixture of some kind 
upon which a unit display is 
placed, or a floral decoration of 
some kind. 


Cash in on the Heat 


The shoe merchant should take 
advantage of the first “continued 
hot spell” in July to place a dis- 
play of summer footwear that has 
a large measure of suitability for 
the hot weather. White shoes, 
light footwear of all kinds, shoes 
with many cut-outs, sandal types 
and others are suitable for this 
display, which is to be used for 
the purpose of selling “summer 
comfort” to perspiring humanity. 
A simple suggestion is offered in 
Fig. 3. 

This setting is composed of the 
Recorder units, A, B, C, H, M and 


Card C—A “stock” card that 


will go well with the sport shoe 
background shown in Fig. 4. 
The Recorder Show Card Ser- 
vice offers shoe merchants sea- 
sonable show cards at a mini- 
mum cost per month. Card C 
illustrates the type used. The 
show cards are inserted in 
holders, or frames, as the illus- 
tration indicates. These latter 
have the name of the merchant 
lettered by hand at the lower 
right-hand corner. 


Mid- 
Season 
Cleara 


Sale 


Fig. 5—This panel with steps in front 
provides for a stocky unit trim of clear- 


ance merchandise. 


U. A. papier-mache sun may be 
purchased from a window decora- 
tion supply house, or one may be 
painted on yellow cardboard. Com- 
bined with a few show cards of the 
type shown in Card B, such a win- 
dow should attract a great deal of 
attention, and that is what creates 
sales. If desired a few palm leaf 
fans may also be introduced into 
the display. 


Every Window Must Tell a Story 


It is very desirable that a defi- 
nite message be delivered by every 
window display. When this is done 
the display is remembered and 
linked-up with the enterprising 
shoe merchant who installed it. 
Where the only impression made 
on the observer is that a display 
of shoes has been seen the win- 
dow display is forgotten as soon 
as another has been seen. Sum- 
mer comfort may be sold as well 
as shoes; and the more summer 
comfort the shoe merchant offers, 
the more summer shoes he will 
sell. 


Don’t Slight the Accessories 


It may be suggested here that 
the shoe merchant who does not 
continually display findings and 
hosiery in his windows is losing 
much business that should natur- 
ally come to him. During the white 





130 


season the display should contain 
displays of white cleaners. Every 
season’s footwear is enough dif- 
ferent from that of the former to 
make it necessary for the pur- 
chaser to have the proper kind 
of cleaner to keep her shoes in 
good condition. A display of three 
or four kinds of white cleaner and 
a small card with the words, 














== ~~ | 
WES 


These are the interchangeable 
units referred to in this 
article. 








“Every white leather requires par- 
ticular treatment; we have the 
right cleaner for your shoes,” or 
“Each of these white cleaners is 
suitable for some particular kind 
of white shoes; let us tell you 
which is suitable for yours.” 


Distinguish Between Sport Foot- 
wear Types 


Sport footwear is of two classes; 
one, footwear designed for some 
particular sport, such as a golf 
shoe for golf, a tennis shoe for 
tennis, etc.; second a style shoe 
of the sports type designed for 
street and general wear. This lat- 
ter type will probably have the 
largest sale of all, but the types 
suitable for wear in recreational 
sports should be specifically dis- 
played, either in attractive units 
or in an entire display. The type of 
footwear to be most particularly 
featured will be dictated by the 
particular sport, or sports, that 
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there is considerable boating done 
in the locality. Here is a unit dec- 
oration suitable for the showing of 
suitable footwear. A life preserver 
is used as a frame for a seascape 
picture. The crossed paddles are 
suggestive enough. A plateau is 
placed at the base of the panels 
and upon this the display may be 
made, stands being used to raise 
some of the shoes above the pla- 
teau, upon which several pairs are 
also to be shown. 

If tennis is the chief sport of the 
locality a couple of tennis racquets 
may be crossed and a tennis net 
draped over the panel. If golf is 
the chief sport a few golf clubs 
should be used as the decoration, 
etc. 

A Clearance Setting 

Some shoe merchants will be un- 
able to hold off their clearance 
sales until August, just because 
some other merchant is too anx- 
ious to cut his prices. A shoe mer- 
chant must enter the lists of com- 
petition to preserve his standing 
in the community. In Fig. 5 a 
simple setting is suggested for a 
clearance sale window display. 
While the footwear displayed in a 
sale window should be handled 
carefully and respectfully, so as 
not to produce the impression that 
the stock offered is “junk,” it is 
desirable that the usual floral and 
other decorations be removed. 
Where fancy decorative plaques 
are usually shown in the settings 
it is advisable to have show cards 
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that indicate that a sale is in prog- 
ress, and that incite the observer 
to take notice of the prices offered 
on the various items of the dis- 
play. This is considered in offering 
Fig. 5 as a suitable background 
setting for a clearance sale win- 
dow. 

The units of this background 
are of the Recorder set, units A, 
C, D, M and T being used. As it 
is desirable to show a considerable 
lot of shoes in the sale displays 
the step arrangement indicated in 
this setting is suitable for the 
purpose. 


Make Interchangeable Units 


The Recorder Interchangeable 
Unit Set of background fixtures 
are suggested for shoe merchants 
who may find it inconvenient, for 
one reason or another, to purchase 
expensive backgrounds every sea- 
son. The various units are made 
of wall board, reinforced by strips 
of wood at the back to make them 
rigid and prevent bending. They 
may be painted with cold water 
paints, with flat-toned oil paints, 
or papered as a wall is papered 
with wall paper, fancy window 
papers, etc. The various suggested 
units are illustrated in Figs. 6 
and ys 

It is suggested to merchants 
that the units of the set be made 
up as they are required to make 
up the completed settings adopted 
from those shown each month in 

(Continued on Page 131) 





New Fiztures for the Window 


top of the stand is designed in a 

cut-out form that displays the shoe 

in the most advantageous way, 
taking up very little 
room in the window. 
The little plateau is an 
adaption of the Louis 
XVI design and comes 
in a blue velour top or 
in the plain wood fin- 
ishes. 


The Hugh Lyons Company of 
Lansing, Michigan, has _ recently 
placed the above attractive new fix- 
ture on the market 
The fixture s made for 
the purpose of display- 
ing a single shoe or a 
pair and the lowness of 
the stand allows for a 
very attractive show- 
ing of the shoe. The 


engage the most attention in any 
community. If golf is the big thing 
in a town then golf footwear will 
be the proper type to feature in 
special sport displays. If it is 
boating, then suitable boating 
footwear should be specially feat- 
ured. 

The simple decoration illus- 
trated in Fig. 4 is suggestive of 
this type of decorations. Suppose 
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A Single-Track Business? 
(Continued from Page 119) 
tion to show shoe retailer a few 

tricks in getting extra profits 

Spark plugs for sale in a gasoline 
station!—then why not shoe laces, 
shoe polishes, shoe trees and such 
in a shoe store? 


Even the Coal Man Is Busy in 
Summer 


But coming to the party.—There 
among the first ones I saw was 
genial Bill Ahrens of the Ahrens 
fuel Company. Bill was just as 
jovial as ever. The fact that sum- 
mer and coal don’t get along to- 
cether particularly well didn’t seem 
to bother him at all. “Doesn’t make 
a darned bit of difference to a horse 
or a truck what the load,” said 
Bill. “They can haul ice just as 
easily as coal. Selling lots of ice 
these days.” 

Why let horses eat their heads 
off during the summer if they can’t 
haul coal? Sell the people what they 
need and deliver it to them.— 
That’s exactly the point. Why 
should a shoe dealer let good space 
in his store go to waste? It doesn’t 
make a particle of difference to 
that space if it’s empty or if there’s 
a show case on it. That show case 
can help you sell your customers 
things to help them keep good 
shoes good, and you can deliver 
them ‘on the spot. 


So here was a coal dealer joining 
the barber and the gasoline man 
in “showing-up” the shoe man. 


Selling Victrolas to Introduce 
Records 


“What, again? Is this to be an- 
other lesson?” I asked, as the big 
porch was cleared for dancing and 
the Victrola started. Sure enough. 
I just couldn’t help but ask myself 
where it was that Victrola owners 
went when they wanted records for 
their machine. To the stores where 
Victrolas are sold, of course. Then 
why shouldn’t they be taught to go 
to shoe stores when they want shoe 
laces, polishes and things of that 
sort, instead of to the corner drug 
store? What is there that gives 
that drug store a better right to 
sell shoe supplies than the store 
where shoes are sold? 

The Victrola or Phonograph is 
sold with the idea of selling you 
records to play on them. The Kodak 
and other cameras are sold to make 
you buy films to use in them. 

While that is not exactly the case 
with the shoe dealer, still the fact 
remains that he is missing some 
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mighty good bets. They are bets 
that other stores are taking up and 
cashing-in on. If they can sell shoe 
supplies then why can’t the shoe 
retailer, who, when he has the cus- 
tomer in his shoe store, has her or 
him seeing shoes, thinking shoes 
and buying shoes? 


Why Not the Shoe Store? 


Surely there’s as much salesman- 
ship in the shoe store as there is 
in the barber shop, gasoline station 
and the coal yard. Or is the retail 
shoe business a single-track busi- 
ness?—I don’t believe it. 





Put Pep in Your July 
Windows 
(Continued from Page 130) 
the Recorder. The complete set 
consists of 23 different units, some 
of which are to be made in pairs, 
and others duplicated several 
times, as the need arises. Many of 
these units will be required very 
seldom, therefore it is not advis- 
able to make a unit until it is 
required, because in that way no 
unit is made until it is to be used. 
Very often one unit may be sub- 
stituted for another to avoid mak- 
ing extra units. A very complete 
description of the method of man- 
ufacturing the units was given in 
the December 29, 1923 issue, on 

Page 77 of the Recorder. 

Each merchant must decide up- 
on the most desirable proportions 
of each unit for his own particular 
window. For the average window 
the following measurements will 
be found suitable: 

All units are 6 feet high except 
where otherwise noted. 

A is 18 inches wide; B is 8 
inches wide; C is 8 inches wide at 
the base, and 4 inches where it 
is narrowed; D is 12 inches wide 
across the center; E has a diam- 
eter of 30 inches; F has a diameter 
of 14 inches; G is half of F; H is 
4 feet long by 3 feet in depth; I 
is 4%4 feet high, and widest width 
is 8 inches; J is a cut-out base 
for tall standards (a T-stand base 
will answer for this); K is 4% 
feet high and 18 inches at widest 
part; L is a lattice 4 feet at widest 
part, with 3 inch mesh; M is 12 
inches wide with 3 inch mesh; N 
is a wooden strip 3 inches wide, 
(various lengths are useful); R is 
5 feet high and 18 inches at base; 
S is 4 feet high and 12 inches at 
widest part; T is 4 feet high and 
16 inches at base; U is 4% feet 
high and 10 inches across base; 
V is 5 feet high and 12 inches 


wide; W is 4 feet wide; X is 3 
feet wide; Y is 3 (or 4) feet wide, 
both being useful; Z is 4 feet wide. 





He Got the Children Into the 
Store and Made Them 
“Stay Put” 
(Continued from Page 121) 

48 inches high and six trick ani- 
mals—pig, monkey, dog, goose, 
seal and squirrel, each balancing 
a pair of shoes on its nose or tail. 
He also rigged up a small cart, 
apparently drawn by a toy goose 
and operated by a young woman 

dressed as a witch. 


That was something over a year 
ago. Mr. Bodey recently said: 
“Since we have equipped our 
children’s department with the 
Merry-Go-Round. Shoe Shop we 
are selling 100% more shoes than 
ever before.” On that basis it un- 
questionably was well worth the 
effort put forth upon it. Such was 
the comment aroused by the in- 
stallation of this fitting fixture 
that Mr. Bodey shortly afterward 
resigned his post as display man- 
ager and opened a factory which 
he named the Merry-Go-Round 
Shoe Shop, producing the fitting 
fixture and the set of display fix- 
tures. He states that he has al- 
ready equipped forty prominent 
shoe and department stores in the 
middle west with this device. 

All of which goes to show that 
ideas may be numbered among the 
greatest assets of any business. 





How One Man Profits by 
Selling Foot Powder 


A shoe merchant in Findlay, 
Ohio has aptly demonstrated what 
can be done in the way of boosting 
business on findings. Upon learn- 
ing of a foot powder of exceptional 
merit, the formula for which was 
worked out by a resident of El- 
mira, New York, he took steps to 
secure the formula for his own 
use. By vigorously pushing the 
powder in his own store to shoe 
customers, convincing them that it 
neutrilizes the acid in perspiration 
and causes callouses and dead skin 
to drop off, he has built up the 
sales on this item from a modest 
counter business to a jobbing bus- 
iness, supplying the powder to 
other shoe stores and druggists, 
all of whom have a steadily in- 
creasing sale for it. 





One may say too much, even on 
the best subject.—“‘Between Us.” 
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HOT WEATHER IS HERE 


Are Your Stocks Complete ? 


Here are a few numbers from stock 
for IMMEDIATE shipment. 


Let us have your Fill In Order NOW so that 
you may remain prepared for the usual 
Hot Weather Turnover. 


IN STOCK 


STITCHDOWNS 
5-8 8%-1l 11%-2 2%8 
2733—Mahogany Elk Sandal................. .$0.80 $0.90 $1.05 $1.45 
733—Tan Lotus Sandal...................... 9 100 115 16 
TUB Patent Game... 0 iccccccccccccceses AD BD 
873H—Patent Sandal, Eng................... 


No. 873H 5 Vox—Tan Lotus Ventilated Oxford. .....................$]. 
25 Vox—Mahogany Elk Ventilated Oxford.................. 1.75 


McKAYS | 
5-8 8%-11 114-2 248 
A 222 Pat. One-Strap—Wedge ..............$1.20 $1.40 


A 202 de cco wa wa nigaie okie 1.40 $1.60 $1.90 
A 102 Eng. Toe, Rubber Heel Me. 1.60 1.90 


B 222 Pat. Two-Button—Wedge ... Te: ae 

B 202 0 eer re 1.40 1.60 1.90 

B 102 Eng. Toe, Rubber Heel............. 1.60 1.90 
69—Patent Sally, vamp and side cut-outs,.... 2.00 2.30 


169—Patent Sally, vamp and side cut-outs, Eng- 
ND, cad bodes Jbpre Cevcth cs klesees 2.30 2.65 


No, B202 PROMPT SHIPMENT 


.. Complete Stock List on Request .- 





Hagerstown Shoe & Legging Co. Inc. 


HAGERSTOWN, MARYLAND 





Dealer Influence is secured thru advertising in the Root and Shoe Recorder. 
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Some of the “‘livest’’ news of 
the Shoe Style Show is con- 
tained in this 


CECRESERCTCEREECECERECERTERSERE! 
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The Jos. M. Herman line of Fine Dress 
Shoes, first announced a year ago, has 
met with such sweeping approval 
that it will be considerably broadened 
in style-variety and price-range for 
the coming year. 
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HUAvONOGUeNOUOAbODENOUOVOGONNOHGUANENOONONOUONOONOLU) AbOGNONveNuAnON ODEN 
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The new models—embracing Fine 
Dress Shoes for every occasion — will 
be displayed on the Style Show 
Runway. 


PPPPPPDDDD DD DD? > 
ANUHGUTUNNOUDUNCDONNGHOHEOCOOONEnONOPOONNOCONNONONOND 


Mr. C. B. Rodney, F.G. O’Donnell, 
A. C. Stern and Lafayette Gregory 
will be ‘fon deck” to greet old 
friends and meet new ones. 
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| Joseph M. Herman Shoe Co. 


BOSTON OFFICE FACTORIES AT 
| 159 LINCOLN STREET MILLIS, MASS. 
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~ Dealer I nfluence i is s secured thru advertising in the Boot and Shoe Recorder. 
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RUFF-TRED ~~ e eal KRIMPSOL 
A popular-priced crepe-soled — -_ h-grade: sole sport 
shoe made with uppers of 4 a in Boe h brown 
both brown and white can- or white ae. 
vas duck with soles of Top 
Notch quality rubber crepe. 


The Crepe-Sole of the Krimpsol and Ruff-Tred Sport Shoes 


Top Notch Values in Crepe Soles 


Te MEET your demand for crepe-soled canvas foot- the toe” pattern in Men’s, Boys’, Youths’, and Little 


wear, the Beacon Falls Rubber Shoe Company Gent's sizes. Prices and sizes are as follows: 


offer the Krimpsol and Ruff-Tred, both Top Notch Krimpsol—Men’s Giese 6 . 19........... GR38 
values in every way. « —Boys’ A 6............ 2.00 
“ —Youths’ : RESTA 

The Krimpsol and Ruff-Tred meet the demand for = ee wae ? 7 
crepe-soled canvas footwear. Both live up to the high aie - 
standard of values set for all Top Notch products. Z —Senttee’ ea 
These splendid sport shoes are made in the “laced to os —Little Gent’s . LF 


BEACON FALLS RUBBER [SHOE CO. 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 
Branches at 


NEW YORK BOSTON CHICAGO 
106 Duane Street 241 Congress Street 208-12 Seuth Jefferson St. 


MINNEAPOLIS KANSAS CITY SAN FRANCISCO 
426-432 Second Ave. No. 926 Broadway 530 Howard Street 


TOP NOTCH 


A GUARANTEE /*rcx!| OF MILEAGE 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 














The Goodyear Welt boots worn by Mr. 
Novarro are instantly identified as shoes 
of quality by the Diamond Brand ( Visible) 
Fast Color Eyelets. Their genuine celluloid 
tops never lose their color. They promote 
easy lacing, retain their original finish in- 
definitely, and actually outwear the shoes. 


Beautiful Barbara La Marr and Ramon 
Novarro in a dramatic moment in the Metro 
Rex Ingram classic, “Trifling Women.” 


Idol of the Screen! 


2 rip ONE among the newer stars of the photoplay firmament 
xX mi has so quickly or so surely won a place in the hearts of 

yomii men and women as Ramon Novarro, actor, swordsman 
extraordinary, lover par excellence, and well-dressed beyond 


compare. 


Mr. Novarro has achieved his present popularity by consistently 
distinguished work. Not only subtleties of character, but every 
detail in the costuming of his roles has had the painstaking care 
which only the finished artist bestows. 


“Off stage’? Mr. Novarro is no less fastidious in his selection of 
the details of his wardrobe. He insists that his footwear invari- 
ably be finished with visible eyelets, the mark of excellence in 
quality and workmanship. 


Ask for shoes with visible eyelets 


UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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DIAMOND BRAND 


(VISIBLE) 


FAST COLOR EYELETS 








ALWAYS LOOK NEW 


NEVER WEAR BRASSY 





Supplied with 
regular Nickel 
Barrels or with 
Special Stainless 
Barrels . . . in 
lengths, sizes, and 
finishes and all 
standard colors. 


( SPECIAL STAINLESS BARRELS b 


990000 


2 
CORSET 
STYLE 15 
3 FLAT 
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Manufactured 
under Patents. . 
None but the gen- 
uine Fast Color 
Eyelets have the 
Diamond Brand. 





Look for eS the Diamond 


TRADE MARK 
Registered in U. S. Patent Office 








Unitep Fast Cotor EYELET Company 


BOSTON 
MASSACHUSETTS 
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Spotty Conditions in the 
Chicago Shoe Stores 


CHICAGO — Retail shoe mer- 
chants throughout the city of Chi- 
cago generally have felt the result 
of a few days of bright summery 
weather in their sales. Especially 
was the latter part of the week 
ending June 21, a cheering period 
with many sales in full blast and 
many buyers attending. 

The Holden Company’s pre-alter- 
ation sale was by far the outstand- 
ing event in Chicago’s shoedom and 
judging from the attendance at all 
hours of the day the shoe buying 
public has a very definite inclina- 
tion to purchase footwear. 


Good Run on $7 Grades 


This brings out a rather inter- 
esting element of the present buy- 
ing situation that may be well 
worth the average merchants con- 
sidering the willingness on the 
part of the buying public to buy 
along a scale of prices that as a 
whole is within the $7 mark. This 
tendency is marked even in the nor- 
mal run of shoe buying and mer- 
chants whose grades are within this 
figure seem to be doing an almost 
normal business. 


Patent and Satin Sandals 


It is becoming more and more 
apparent to the observer that the 
sandal pattern in patent, satin, and 
the tan shades is taking the place 
of the white footwear ordinarily 
worn—at least in this market, and 
merchants as a whole are carrying 
very small stocks of white footwear 
and wholesalers report a similar 
condition of their floor footwear. 

Most merchants have come 
through the first three weeks of 
June with a very satisfactory sales 
record although the _ tabulation 
shows that here is a lower price 
per unit as compared to a year ago, 
which strengthens the theory that 
the buyers have. adjusted their 
minds to a lower-priced shoe while 
still demanding the customary qual- 
ity and style. 

Some retail shoe merchants are 
showing a tendency to hold the an- 
nual summer sales earlier than 
usual—a policy that may do more 
to hold back the profit side of the 


summer business than any other. 


element. The season hasn’t even 
started in earnest and wise is the 
merchant who waits a bit patiently 
for its full swing and sells his sum- 
mer footwear at normal retail 


prices, for definite work is needed 
to maintain a standard of value in 
the public’s mind. 


Better Tone to Men’s Trade 

The men’s stores are feeling the 
new buying spirit more than they 
have at any other time this year 
and the bulk of the buying is being 
done on the lighter shades of tan 
with black and patent about even. 
The younger men are taking quick- 
ly to the new square-toed lasts with 
both the soft and box toe, and the 
wing-tipped shoe is apparently 
gaining favor, although it is most 
popular in the heavier grained 
leathers. 


Buying Better 

Among the wholesalers, the feel- 
ing generally is encouraging and 
the recent good business had a 
quick reaction, especially where 
floor stocks are maintained and 
shoes are ready for immediate ship- 
ment. The buying has been done 
from communities all over this sec- 
tion—the smaller towns and cities 
apparently having enjoyed the 
benefits of better weather condi- 
tions. 

One large wholesale merchant 
selling children’s footwear is es- 
pecially enthusiastic over the pros- 
pects for fall business, basing his 
opinion on the universal liquidation 
that has taken place as a result of 
curtailed buying among the retail 
merchants. Credits have improved 
and with stocks low and in fairly 
good condition the fall orders 
should be satisfactory. Little buy- 
ing has been done in the staple 
lines of footwear and little buying 
is to be expected until later in the 
summer, by which time merchants 
should have pretty well cleaned 
stock of this footwear and be ready 
for fall business. It is also apparent 
that the more staple type will be in 
demand at a lower price since the 
trade on this item of the stock has 
swung to a smaller majority of the 
public and prices are therefore re- 
stricted. 


Whites Going Well 
The F. E. Foster Shoe Store, one 
of the loop stores, is featuring all 
white Colonial tongue shoes, most 
‘of which aré in kid, some in buck 
with shell buckles in the lighter 
shades of color. This store is not 
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overlooking the potential demand 
among Chicago’s women who are 
sport lovers, especially of golf, and 
are catering to this demand with an 
excellent display of white sport ox- 
fords, some of which have crepe 
soles. 





Unique Window Trim 


The H. A. Meyer Shoe Store, at 
Monroe and Wabash streets, one of 
the most outstanding stores in the 
loop for high class men’s trade, 
has one of the most unique window 
attractions ever used in a shoe 
store. 

One entire window on Wabash 
avenue has been given to the dis- 
play of a parlor golf set. Of course 
the window is properly decorated 
with golf shoes, golf hose, golf bags 
and golf clubs. Any merchant inter- 
ested in this device can obtain in- 
formation: by writing to the Boot 
& Shoe Recorder, at 189 West Madi- 
son street, Chicago. 


Features Men’s Garters 

This is one of the few stores sell- 
ing men’s shoes which makes a real 
feature in its findings display case 
of men’s garters, in any variety of 
patterns retailing anywhere from 
five cents to $2 a pair. In fact one 
entire case of 6 feet is devoted to 
the display of garters and many an- 
other live wire shoe merchant can 
get some valuable pointers from 
Harry A. Meyer on the extra dol- 
lars in sales and the extra profits to 
be made from featuring this class 
of merchandise. 


Selzer to Philadelphia 


Phil Selzer, buyer for the Boston 
Store, has resigned to accept the 
position of buyer for Gimbel Broth- 
ers Store in Philadelphia. 





Trades Association Meet 


The Chicago Shoe Trade Associa- 
tion held the final meeting of the fis- 
cal year recently in the Fraternity 
room of the Great Northern Hotel. 
It was voted to suspend meetings 
during the summer months and to 
make the opening fall meeting in 
September an evening affair with a 
special speaker and other attrac- 
tions. Members were urged to par- 
ticipate in Summer Merchants’ 
Week, June 23 to 28, which is being 
conducted by the Chicago Associa- 
tion of Commerce. 


Holden Co. to Remodél 


The N. B. Holden Company of 
Chicago, one of the pioneers in the 
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"| HoROUGHBREDS all! ‘ 

Cultivated taste is ever in advance of popular consump- tl 

tion because it is cultivated. bi 

We specialize on thoroughbred models. We create those spark- . 
ling clean-cut lines which bespeak ‘‘exclusiveness’’ to every 
merchant and true woman of fashion who will buy only that 

which is fashionable. 

Our line will be on display during the Boston ° 

Show, at the Copley Plaza Hotel 

BRESNAHAN & SISK SHOE COMPANY | ° 

LYNN, MASS. | ‘ 








Dealer Influence is secured thru advertising in the Bovt and Shoe Recorcer. 
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retail shoe life of Chicago, an- 
nounced a decision to rebuild and 
remodel the five-story building that 
they occupy on South State street. 
More than $100,000 will be spent in 
this alteration work and the firm 
plans to make Holden’s the largest 
and most complete shoe store in 
Chicago. This move, and the expen- 
diture involved, shows the confi- 
dence of this old concern in the fu- 
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ture prosperity of the retail shoe 
industry. The Holden Company was 
organized when the ashes of the 
great Chicago fire were warm, and 
the history of the concern has been 
one of constant and prosperous 
growth, culminating in this new de- 
cision to create an entirely new and 
great atmosphere around a small 
beginning—the result of certain 
belief in the future. 





Healthy Retail Condition *? ®& 
Due to Warmer Weather 


CINCINNATI—tThe retail shoe 
merchants were favored with a 
very satisfactory amount of busi- 
ness during the week ending June 
21. Most merchants report their 
business shows a big increase over 
the June of last year. However, 
most of this increase in business is 
caused by the belated buying, which 
should have occurred in the last 
two weeks of May, but on account 
of the unfavorable weather, which 
prevailed during May, little buying 
was done in that period. 


Big Trade on Whites 


The stores had a big call for 
white footwear, and now leads in 
volume of sales. Most of the demand 
has been for white kid, but the 
sale of canvas has been increasing 
steadily. Many of the white canvas 
shoes are trimmed with white kid 
and calf trimmings, and there has 
been a good demand for white cloth 
or canvas oxfords. The big demand 
has been for strap effects in varied 
patterns, one- and two-strap effects 
being the leaders, with fancy cut- 
outs in the side. 

For the first time in many weeks, 
blacks did not lead the sales, but 
there is a remarkable demand for 
blacks for this time of the year. 
However, patent leather and satins 
are still very popular. 


Retail Offerings 


The Mammoth offered women’s 
low shoes in white kid, patents, 
satins, and suedes, high and low 


heels, in straps and _ cut-outs; 
misses’ or children’s straps and 
sandals at $1.99; men’s welt ox- 
fords in tan russia, gunmetal, pat- 
ent colt. 

Shillito Co. had “white footwear 
for vacation time,” and misses’ and 
children’s white shoes. 

Rollman’s featured white leather 


and black patent leather footwear 
in straps and Colonials. 

Mabley & Carew had some white 
leather slippers with contrasting 
trimmings in black or colors. 





A new patent leather three- 
button model for fall—maker’s 
name on request 





Alms & Doepke Co. announced a 
sale of women’s patent leather, 
black kid, brown satin, and brown 
calf slippers at $3.95. Also growing 
girls’ sandals of smoked elk, pearl 
or gray elk, and patent leather san- 
dals at $3.95. 


Orders for Fall 


Manufacturers generally are do- 
ing a satisfactory business, work- 





Men’s Trade Good 


The men’s business has 
shown a big increase with 
calls still for light colored tan 
calf. There has been an in- 
creasing demand for sport 
shoes, especially oxfords with 
crepe soles for golf and gen- 
eral sport wear. 
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ing about 85 per cent to normal ca- 
pacity.. Most of the factories have 
increased their production in the 
last few weeks, and have received 
some satisfactory orders for early 
fall delivery. Orders received so far 
are principally black patent leather 
and satin. 


Potter Campaign 


The weekly meeting of the Pot- 
ter Shoe Co. on Tuesday, June 17, 
was devoted to the reports of the 
different team captains on the 
progress of their suggestion sales 
campaign. A great deal of enthus- 
iasm is manifested by the different 
teams, and as a result, sales have 
steadily increased. 

The “Potter Pep,” the periodical 
covering this campaign, contained 
five suggestions on suggestion 
sales. Some of these being that they 
suggest buckles and not be afraid 
to show high-priced buckles to 
women, as they will pay large sums 
for buckles. Complete shoe polish- 
ing outfits, extra shoes, shoe laces, 
and shoe trees were among some of 
the other suggestions. 


Some Sales Tips 


The Foot Saver, a house organ 
of the Julian Kokenge Co., was sent 
out to the trade recently. The fea- 
tured article was a letter from the 
Vorhes Shoe Co. of Colorado 
Springs, Colorado, .who..was the 
prize winner this month in the 
national contest on Foot Saver 
sales. Vorhes explained his method 
of displaying Foot Saver shoes, and 
also selling them. Emphasizing in 
his letter the special fitting quali- 
ties of this shoe, he states, “Ap- 
proach your customer in a courte- 
ous enthusiastic manner; give her 
the impression that you know your 
business by the way you measure a 
woman’s foot. It is just as impor- 
tant to give her the impression that 
you are trying to help her buy the 
right shoe.” 


Business Club Meets 


Business cares and worries were 
entirely forgotten when about 50 of 
the retail shoe merchants, mana- 
gers and buyers of the shoe depart- 
ments gathered for an evening of 
fun at the Business Men’s Club on 
Thursday, June 19. This was the 
final meeting of the shoe group for 
this season. They will resume their 
weekly noon luncheons in Septem- 
ber. 
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This is Stock No. 702 
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MOCCASINS. for WORK and PLAY} 


Popular priced “TRAIL MOCS” In Stock 


Goodyear Welt Moccasins for Men, Women 
and Children—Quick Sellers 


(Send for Catalog) 





This is Stock No. 502 


Stock No. 700 ae 16" Tan Oil Grain 
Stock No. 701 Men’ ola" 14 Tan Oil Grain ss 


Stock No. 702—M 
Stock No. 703 
Stock No. 726 


en = oz Tan OilfGrain : . Men's 5" Tan Oil Grain 
5.60 lucher Moccasin, Us- 
Men's 9" Tan Oil Grain! on 3 Sey $3.75 














. Men's Chocolate’ Eik 
Boys’ 9" Ton Oil Grain Ontond, Uskide ‘Sole 3.80 


4.25 
Stock No. 750 Youthe® ou Tan Oil bGoeie, a 


This is Stock No. 590 


Stock No. 590 
Stock No. 533 
Stock No. 534 
Stock No. 584 
Stock No. 515 


f 
Stock No. 562 Lads’ 
Stock No. 563 Lads 


Stock No. 564 


Bs cvcwcenccces . 


This is Stock No. 510 


Stock No. 510 Lads’ Chocolate Elk Ox- 
f Larkide Sole 
Stock No. 561 


Stock No. 552 Child's Chocohase 
Oxford, Larkide Sole. 
Stock No. 553 Infant's Chocolate Elk 
Oxford, Larkide Sole.. 1. 


Men's 5" yi -! = 
Moccasin, Crepe $4.25 
Men's Chocolate ent Ox- 


TERMS 2% 10 DAYS NET 30 DAYS 
F. O. B. PORTLAND, ME. 


BLISS & RICHARDSON SHOE CO. 


PORTLAND, MAINE 


‘ord, Crepe Sole ... 3. 


eee ee 


Dealer Influence is secured thru advertising in the bout and Shee Hecorder. 
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White Season Held Back 
in Milwaukee by Weather 


MILWAUKEE — Unseasonable 
weather is still holding back the 
sale of white footwear in Milwau- 
kee and what promised to be a big 
white season is failing to material- 
ize so far. On warm days, the de- 
ma’:d for whites shows an increase, 
but the season is too far advanced 
to .ring the volume of white busi- 
nes. that more favorable weather 
would have assured. 
‘hite kid with Spanish heels 

shown the most activity, but 
_e canvas shoes have been mov- 
very slowly. Black patents and 
ns in fancy strap styles with 
Spsnish or Cuban heels and some 
sancval effects still maintain first 
place in volume of business. 

A new development is the intro- 
duction of tan calf shoes for women 
in plain styles such as one-strap 
effects, ties or styles with tongue 
effects. These are already beginning 
to sell, although merchants state 
that they are primarily for early 
fall business. These plain styles are 
expected to find favor as a change 
from the fancy strap and cut-out 
effects of the present season. 


Men Buying Broad Toes 


Merchants are doing a fair busi- 
ness in men’s shoes although styles 
show little change. Either round or 
square toes in wide lasts continue 
in popularity. While some stores re- 
port an even break between tan and 
black, others state that tans are 
more popular, in some cases aver- 
aging 75-25 tan and black. Gimbel 
Brothers have been doing most of 
their business with a group of shoes 
selling under the name of the “Su- 
preme Six” which includes several 
popular patterns priced $6. 

The hosiery business is very good 
and the color situation is still hold- 
ing up very well, according to local 
report. White is figuring promi- 
nently in the June business of local 
stores. White hosiery and colors are 
being worn with black patents and 
satins. The continued popularity of 
colored hosiery is considered one 
cause of the activity of black foot- 
wear during the early summer. 
Sport hosiery is also important in 
checked, striped and plaid patterns. 


“ 
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wh 
ing 
sat 


Manager to Leave 


A. F. Herden, who has been man- 
aging the Sterling Shoe Store in 


Milwaukee,-plans to leave here July 


f 


I, for Des Moines, Iowa, where he 
will take over the management of 

e Florsheim store. A new mana- 
ger for the Sterling has not been 
selected but some announcement is 
expected before the end of the 
month. 


N ew Store at De Pere 


Harry Gassoway opened. the De 
Pere Clothing and Shoe Store at De 
Pere, Wis., in the north-half of 
the Jackson & Sons Co. Building 
which has been repaired and re- 
modeled for the new store. Mr. Cas- 
soway was formerly in business at 
Appleton, Wis. 


Advertise Tax Reduction 


Announcement of the 25 per cent 
reduction in income taxes was fea- 
tured in an unusual advertisement 
carried by the Boston Store in Mil- 
waukee. “What will Milwaukee do 
with its three million dollars?” 
stated the advertisement, which 
continued, “That is the estimated 
amount which will be saved to Mil- 
waukee taxpayers through the 25 
per cent reduction in income taxes. 
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Why not make your share of this 
$3,000,000 count for something?” 
The Boston Store suggested arti- 
cles for the home, but the same idea 
could well apply to footwear or oth- 
er merchandise. 


Self-Service Sale 


A self-service plan was used by 
the Burnham Street Shoe Store at 
West Allis, Wis., during a special 
fale which attracted large crowds 
of people. The shoes were placed on | 
racks marked with the price and: 
size and customers were allowed to 
wait on themselves. The plan en- 
abled the store to handle a large 
number of customers in a short 
time. 


Merchants Hold Celebration 


Shoe merchants and other Mil- 
waukee merchants, who are mem- 
bers of the Fond du Lac Avenue 
Merchants’ Association or the Cen- 
ter Street Business Men’s Associa- 
tion, took part in the sectional 
celebrations put on by the organi- 
zations. Each group set a day in 
June for holding a parade in the 
evening and for having special win- 
dow displays in the store windows. 
Each car in the Center street pa- 
rade carried the slogan, “Shop in 
Center Street.” 





June a Fine Month in 
St. Louis Shoe Stores 


ST. LOUIS—The retail shoe 
business for the week ending June 
21 continued to hold firm in spite 
of two or three rainy days during 
the early part of the week. Reports 
from a number of large retail shoe 
establishments indicate that the 
month of June will be as good or 
perhaps a little better than the 
same period of a year ago. This rec 
ord is particularly creditable when 
taking into consideration that the 
month of June in 1923 contained 
five Saturdays against four during 
the present month. Good gains 
have been scored on certain days 
throughout the recent week by a 
great many stores. 

The popular-priced stores on Sat- 
urday were especially busy. The bet- 
ter grade stores found business not 
quite as brisk as the previous Sat- 
urday. Satisfaction is expressed in 


_practically \all stores with the vol- 


ume of business being consummated 
through the present period, in view 


of the apparent vagueness as to 
future prosperity. 


Whites Lead in Volume 


White shoes are receiving the 
big prestige in the call. White kid 
predominates, with some _ surprise 
at the lack of interest shown in can- 
vas and linen. Some stores, how- 
ever, have had the opposite demand, 
in that linen and canvas received a 
good share of the white preference. 

One unusual feature of the sum- 
mer business has been the unher- 
alded call for patent leather. Some 
of the sane and conservative style 
selectors can’t understand the femi- 
nine sex in choosing the shiny 
leather for hot weather wear. The 
trend is more pronounced in the 
better stores than the popular 
priced ones. In the $15 up class the 
call is unusually brisk. 

Patent is not“alone in the call. ' 
While talking to an official in one 
of the prominent stores the Re- 
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SHOW VACATION SHOES NOW! 





TWO SMART BUSTER BROWN PATTERNS IN KHAKI COLORED ELK. 
EQUALLY GOOD FOR THE SUMMER RESORT OR GENERAL SUMMER 
WEAR. ALL NUMBERS IN STOCK FOR IMMEDIATE DELIVERY. 


F251—Buster Brown Girls’ Khaki Color Elk, 
Nydia buckle sandal, plain toe, moccasin sole, |- 
inch rubber heel, welt, Theda last, B width, sizes 
3-7; C and D widths, sizes 244-7.......... . . .$3.25 


Misses’"—Same, 34-inch rubber heel, Foot-shaping 
15 Last, C and D widths, sizes 1114-2......... $2.85 


Child’s—Same, spring heel, Footshaping 17 last, 
C and D widths, sizes 814-11................$2.50 


F250—Same runs and sizes in Patent. 
F252—Same runs and sizes in White Elk. 
F877—Buster Brown Girls’ dark smoked elk 


MANUFACTURERS 


Www Buos Gowigaina, 


Pocahontas moccasin, unlined, moccasin tip, brown 
elk trimming, I-inch rubber heel, moccasin sole, 


stitchdown, Trufut last, B, C, and D widths, sizes 


MD vcvducks scatebiadineesenten $3.00 
Misses’—Same, low rubber heel, C and D widths, 
EG PE AEE BA he tat $2.50 
Child’s—Same, spring heel, Ten Toe last, D width, 
I ce uct n cans oaonestis ail $2.15 
F876—Same in Patent with White Calf Trimming, 
EP CEE oc an ese de ccuseveensseivevernes $2.50 
de. -‘nsciteistes cite totnamedudiadties 2.15 
Dh tellin, ach bibs s Ol mda nee a uaienbeahin 1.85 


ST. LOUIS 





















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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corder correspondent was shown 
three customers demanding aire- 
dale suede footwear. In one store a 
new number of satin and suede in 
a side lace pattern was stated to be 
one of the best sellers. 

The colored kid situation seems 
to be another one of those mistakes 
which occur frequently with “flash” 
footwear. The few pairs bought are 
having difficulty in being carried 
heme to the ultimate consumer. 
This applies especially to blue, red 
avd green and a few of the other 
colors, heralded early in the season 
as having possibilities. 


Fashion Pageant to be Held 
in August 

Merchants who are in St. Louis 
on market trips between August 7 
and 20 will again be treated to a 
magnificent production of the gar- 
ment industry.—The Fashion Pag- 
eant. Famous all over the world 
as the greatest trade show ever or- 
ganized, it affords a great opportu- 
nity for buyers to obtain in one eve- 
ning a comprehensive education on 


staged on a most elaborate scale. 

















The pleasant duty of selecting 
the bevies of beautiful girls who 
will grace this year’s pageant has 
been accomplished. And the young 
ladies chosen to represent the high- 
est ideals of American femininity 
are now being groomed for their 
parts. Spectacular settings have 
been designed to enhance the charm 
of the various numbers of the pro- 
gram and special music has been 
composed for many passages of the 
production. 

St. Louis women’s wear houses 
are already busily planning to ex- 
hibit styles that will demonstrate 
the ascendency of the local market 
as a fashion center. 

Last year approximately 100,000 
merchants and townspeople viewed 
the pageant in the great Municipal 
Open-air Theatre of St. Louis and 
it is estimated that an even greater 
number will attend the production 
this season. About half of the-tick- 
ets for all performances will be set 
aside by St. Louis wholesalers and 
manufacturers for the use of out- 
of-town visitors. Special railroad 
rates are being arranged for the 
convenience of merchants. 


Mother of A. W. Lutz Dead 


Mrs. Wm. Lutz, mother of Al. W. 
Lutz, manager of the Walk-Over 
stores in St. Louis, died Thursday, 
June 19, after a lingering illness of 


fall fashions and an entertainment’ 
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a few years, at her home in Trot- 
wood, Ohio. She was 60 years old. 
Lutz was with his mother when 


_ She died. 


Walter Huette Il 


Walter Huette, president of the 
Huette Shoe Company, was opera- 





Increase Hosiery Sales 


A selling policy adopted at 
Brandt’s Sixth Street store 
has been responsible for in- 
creasing the sale of hosiery. 
All salesmen are instructed to 
show the customer the hose 
that match the particular pair 
of shoes sold. The salesman 
goes to the hosiery counter 
and selects the color and then 
brings it to the customer for 
his or her inspection. This 
method has been responsible 
for many sales for hosiery 
that would not ordinarily 
have been made. 











ted on Thursday, at the Mayo Sani- 
tarium, Rochester, Minn. Robert 
Huette, secretary of the company, 
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stated that his father was progress- 
ing nicely and his recovery was ex- 
pected to be rapid. 





To Change Seating Arrange- 
ment 

Sensenbrenner’s will undergo a 
change in the seating arrangement 
of the store, according to J. J. Sen- 
senbrenner, president of the Senac 
Shoe Company, which operates the 
store. New chairs will be installed 
and the fixtures and cases will be 
changed to improve the appearance 
of the store, as well as the seating 
arrangement. 


Hi-Kick Week 

The Endicott-Johnson Shoe Com- 
pany, with a large branch office and 
stock room in St. Louis, is to inau- 
gurate during the week of June 26 
to July 3 a “Hi-Kick Week.” They 
will introduce during this period a 
play, outing and baseball shoe for 
boys. A baseball will be given free 
to each boy purchasing a pair of 
these shoes. The plan is national in 
scope and local advertising in the 
St. Louis papers is being used to 
announce the shoe. Local retail shoe 
merchants are co-operating in the 
plan. 





In Detroit Stores Running 
Even with 1923 Records 


DETROIT—In the majority of 
shoe stores a survey made in mid- 
June showed business compared 
very favorably with the records of 
a year ago. In some stores reports 
were not so favorable, but a sum- 
mary of the final month’s sales is 
expected to show generally a good 
month. 

Business for the first five months 
of the year showed up favorably 
with the same period of a year ago. 
The general backwardness of the 
season is credited with the falling 
off of sales, although there are oth- 
ers who ‘point to economic condi- 
tions as the cause. In discussing 
this falling off in purchases made 
by the consumer, an old shoe mer- 
chant said: 

“Thirty years ago we had just 
the same feeling about business. 
We complained of the same condi- 
tions. If the weather was bad and 
business was not up to expectations 
we blamed that. If it was an elec- 
tion year, like this one, and busi- 
ness was bad, we blamed that. If 
there was a slowing up in the fac- 





tories we blamed that—just as we 
are doing today. But in the long 
run business went on as usual and 
the bad averaged up with the 
good.” 


Whites Showing More Strength 


The volume of business in wom- 
en’s lines is being done in patents, 
which continue to find favor with 
the public. Black satins and kids 
sell also. The white season is going 
along better. Just whether expecta- 
tions will be realized on whites it 
is too early to predict, but those 
merchants who have been pushing 
them steadily are finding favorable 
sales. White kids are favored. Wise 
buyers are quietly working off col- 
ored lines, many by the simple pro- 
cess of “wearing away” the stocks 
by steady plugging, sometimes re- 
ducing the price of a line to fill a 
need rather than to fill it with new 
stock. 

Tan calf is being sold in some 
stores to a considerable extent. For 
instance, at Luscomb’s, a tan calf 
sandal effect is selling well at $4.85. 
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The LITTLEWAY PROCESS Company 
invites 
your inspection of Summer and Fall Models 


of Women’s and Little Folks’ Shoes 


as being produced in quantity under 


The Littleway Process Patents 


in the Lynn Factories of 


A. E. LITTLE CO. 





COPLEY PLAZA HOTEL 


During the week of the Boston Style Show 


MR. GEORGE L. STARKS MR. A. B. CLARK 
MR. W. M. OAKMAN 














PERMANENT ROOMS 


SUITE 301 COLLINGWOOD HOTEL 
45 West 35th St., New York, New York 


MR. FRANK SLAGLE MR. OSCAR GOEGER 





| 


THE LITTLEWAY PROCESS COMPANY 


70 BLAKE STREET 
LYNN, MASS. 
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Although the price and value of 
this line may be a strong feature 
in its sale the fact remains that 
women are pleased with the tan 
shade. 

Buckles are selling in favorable 
quantities in stores that are con- 
sistent in pushing them. Enameled 
and hand-painted lines lend color 
and variety in connection with the 
cu'-steel and rhinestone lines. 


T:ompson With Hudson Co. 


A Flag Day souvenir booklet was 
distributed by the J. L. Hudson 
Cc., giving a history of the flag 
an’ describing the largest flag in 
existence, which is owned and dis- 
pleyed by this firm. W. C. Thomp- 
sor, for 14 years buyer in the 
ch‘idren’s department of Crowley 
Miiner Co., is now in charge of the 
basement department of the J. L. 
Hudson Co. store. 
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Light Tans Are Strong 


The “Black after Six” campaign 
lags for want of “pep” in the ad- 
vertising of men’s shoes. Light tans 
are big sellers with black coming 
along with less popularity than a 
year ago. Men’s buying is being 
slowed up on account of the closing 
up of some factories and the reduc- 
tion of working hours in others. 


Graduation Displays 


Graduation footwear was promi- 
nently featured in many stores. A 
very pretty graduation display was 
made by F. E. Whitelam, display 
manager, R. H. Fyfe & Co. The 
trimming of the window was a silk 
lace which was prettily draped over 
the fixtures and floor. The usual 
symbolical features were present in 
the rolled diploma and school pen- 
nants. 





Hot Weather a Stimulus 
to Cleveland Shoe Trade 


CLEVELAND—The sun _ has 
been making up for lost time in 
this city. Temperatures around 
90 degrees that descended sudden- 
ly on the city, caused five to die 
from the heat in two days, sent 
thousands into the parks to sleep 
nights, and caused others to lie 
sleepless through the nights in 
their homes during the week end- 
ing June 21, Tuesday, June 17, was 
a day of moderation in tempera- 
ture, with a chill in the atmos- 
phere. The next day the thermom- 
eters registered 90 degrees in the 
shade. 

Everybody was glad to have the 
sizzling days come. The bathing 
beaches suddenly were thronged 
with men, women and children. 
The weather brought a buying 
wave that brought cheer to the 
merchants. The stores sold sum- 
mer dresses and bathing suits, 
and the shoe stores had a good run 
on shoes that are suitable for 
summer wear. 

Sales of white shoes went up 
at a great rate. It was only a few 
years ago that the shoe merchants 
found it almost impossible to un- 
load their stocks of white kid 
shoes, and they commenced to buy 
lightly of them. The demand was 
all for canvas shoes. It is differ- 
ent today. Women want the white 
kid shoes, and they are selling at 
a pretty good rate here just now. 


The month in which Easter 
came was the best month of the 
year for shoe merchants, and June 
has been a close runner up from 
the standpoint of sales. Men’s 
shoes have been moving better 
since the weather became season- 
able. , 

Industrial conditions in this 
city continue about the same. The 
decrease in employment that set 
in a few weeks ago continues, but 
it slowed up some during June. 
The drop in employment is but 
slightly greater that the usual 
seasonal slump that comes with 
hot weather, and thousands out of 
the city on their vacations. 


Excellent White Trade 


Stanley Chisholm reported the 
hot weather increased sales in his 
store, and that business was prog-- 
ressing very satisfactorily. He 
also stated that thus far this 
season sales of white kid shoes 
had outstripped sales of sports. 
The reverse was true last year, 
when sports were extremely popu- 
lar. Sales of the sport models last 
year put quite a crimp in the mer- 
chandising of white shoes. 

It is significant that through the 
hot weather in June women came 
by the droves into the East Fourth 
street store of the Chisholms and 
purchased white kid shoes, far 
more of them than purchased the 
sports. 


Smith to Los Angeles 


D. C. Smith, who has been em- 
ployed as assistant manager of the 
W. B. Davis shoe department in 
this city, will leave Cleveland 
shortly, to go to Los Angeles 
where he will open a new Stetson 
shoe store. The store will be 
opened on August 1. 

Mr. Smith was with the Stetson 
organization many years, first in 
Columbus, and later in this city, 
in the Hollenden Hotel Block 
store. He has been with the Davis 
department store about a year. 


Men’s Business Good 

William James, manager of the 
Davis Shoe department, reports 
hot weather has sent up sales of 
men’s shoes. Tans are leading, al- 
though black shoes seem more 
popular this season with men than 
they were a year ago. The hot 
weather also has caused sales of 
sport goods to increase some in 
this department. 





Splendid Interest in 
Summer Footwear Styles 


LOS ANGELES — The summer 
season is in full swing, with tour- 
ists arriving by the hundreds every 
day. The beach resorts are crowded. 


This means good business, and 
every retail shoe merchant gives a 
favorable report. The white season 
is far exceeding all expectations 
and continues to show no signs of 
letting up. Dainty white kids in a 
great variety of patterns are the 
main feature of every window dis- 
play, with patents second in prom- 


inence. Many sandals for beach 
wear are being sold. 


Jesberg’s Attractive Display 


Jesberg’s Walk-Over Store re- 
cently had a window display which 
attracted large crowds in front of 
the store at all hours of the day. 
An attractive young lady demon- 
strated the feature line of women’s 
shoes, “Princess Pa*s,” showing 

(Continued on Page 158) 
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Literally miles of ’em) : 
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aa Boston Style Shov} 


July 14-17 
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June Proves to be Good 
Month in Boston Stores 


BOSTON—As June advanced 
the retail shoe stores did a more 
increasing business, particularly 
in women’s lines. The week end- 
ing June 21 was characterized by 
good trade generally. Weather was 
favorable and although the stores 
lost one day, Tuesday, observed 
as a holiday here, the volume for 
the week was satisfactory. In one 
or two stores business was re- 
ported as poor, but this was not 
indicative of the reports from 
most sources. There seems to be 
a general opinion that both men 
and women’s buying is now on an 
upward trend. 

Whites sold very freely. Blacks 
in patents and satins held up well 
and gave promise of continuing to 
sell well during the summer 
season. Rangoon kid, a tan shade, 
is meeting with favor in several 
of the higher grade stores. 

Men’s business is also improv- 
ing. Sport models, models carrying 
crepe rubber soles are in free de- 
mand. Light tan calf oxfords are 
selling well. One of the busiest of 
the exclusive men’s stores in the 
city is selling a good volume of 
tan brogues, made over a decided- 
ly French last. The toes are very 
square and the shoe is very roomy 
and comfortable looking. It sells 
at $10. 


Grant Manager of Nunn- 
Bush Store 


Robert W. Grant is manager of 
the Nunn-Bush store at 23A 
School street. Mr. Grant has been 
in his new post several weeks. 
The store sells only men’s shoes. 
Mr. Grant was formerly with the 
New York City Nunn-Bush store at 
Broadway and 42d street, acting 
in the capacity of assistant mana- 
ger. He is a former traveling shoe 
salesman and has enjoyed wide ex- 
perience in the industry. 

The store has an interesting 
window display, showing several 
processes of making men’s shoes. 


New Nettleton Manager 


Frank J. Casey, formerly presi- 
dent and manager of Carrington, 
Inc., of Detroit, Mich., is now man- 
aging the Nettleton Shop on Milk 
street. He is a native of Boston 
and was associated with Thayer, 
McNeil Company- prior to going 


to Detroit five years ago. Mr. 
Casey’s retail shoe merchandising 
experience has been very exten- 
sive. 


Thomas Martin Is Dead. 


Thomas Martin, well known to 
many of the older men in the 
shoe industry died at Roslindale, 
Mass., on June 14. He was super- 
intendent of the Old Colony Rivet 
and Stud Company, at Kingston, 
Mass., and was affiliated with the 
earliest developments of the Tack, 
Nail and Rivet Industry in the 
United States. Later on, he be- 
came closely associated with Wm. 
B. Arnold, of North Abington and 
others in the development of ma- 
chines and devices for the manu- 
facture of shoes. He is survived 
by two sons, C. W. Martin, of the 
United Shoe Machinery Corpora- 
tion, and Rev. Thomas Martin, S. 
J. of Los Gatos, California, and 
three daughters. 


New Firm in Philadelphia, 
Pa. 


A new firm has been organized 
by the name of Schwartz & Herd- 
er, Inc., 241 North 11th st., who 
will specialize in the manufactur- 
ing of high grade Athletic, Gym- 
nasium shoes and Ballet slippers. 


Mat 


Mr. Schwartz was formerly Sup- — 
erintendent for Brooks Shoe Mfg. 
Co., also Vice-President of the 
Quaker Shoe Mfg. Co., for the past 
ten years. He is an expert Athletic 
Shoe man, having spent twenty- 
nine years in the shoe game. 

Mr. Herder has also spent many 
years in the shoe game and was 
connected for the past ten years 
with the Royal-Ascot Co., as office 
manager and Treasurer. 

The factory will start with a 
capacity of 250 pairs daily. 


Inspect Walk-Over Plant 


Members of the three A. H. Howe 
& Sons Walk-Over stores inspected 
the Geo. E. Keith Company plant at 
Campello, Mass., on June 17, Bunk- 
er Hill Day, which was a holiday 
here. The Keith Company manufac- 
tures Walk-Over shoes for men and 
women. The Howe stores are 
among the oldest Walk-Over agen- 
cies. 


Honors for C. P. Tuttle 


At the annual convention of the 
National Association of Credit 
Men held in Buffalo, N. Y., E. P. 
Tuttle, vice-president and general 
manager of The Atlas Shoe Com- 
pany, Boston, was: the presiding 
officer. His term of office as national 
president expired with this conven- 
tion, and at,the close he was pre- 
sented with a grandfather’s clock 
in recognition of the services which 
he has rendered the association dur- 
ing the past three years. 





In Philadelphia Patents 
and Satins Selling Best 


PHILADELPHIA—Little change 
in the demand for women’s shoes 
in the retail shoe stores is re- 
ported. Patents, black suedes and 
satins are selling best of all gen- 
erally. Whites are commencing to 
sell more freely, after getting 
away to a poor start. 

In the wholesale and manufac- 
turing fields there is some buying 
for fall. Tan calf oxfords and 
pumps promise to be good. 


Men’s Light Browns Selling 


The Turner-Tompkins Shoe Co. 
report light brown oxfords with 
crepe rubber soles selling fairly 
well, although buying is confined 
to present needs. There is very 
little call for the two-tone shoes 


which were big sellers last year. 
Prices remain the same except for 
concessions on the part of some 
factories which have put through 
wage reductions or want to stimu- 
late business. 


To Sponsor Advertising 


At an executive session of the 
Pennsylvania Shoe Retailers’ As- 
sociation held in the Hotel Tray- 
more, Atlantic City, on Tuesday, 
June 17, plans for a co-operative 
advertising campaign were dis- 
cussed. Its purpose will be educa- 
tional and emphasis will be laid 
upon the buying of better shoes 
and the buying of shoes for occa- 
sions. Twelve advertisements to 
be run in October, November and 
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“Rubber Heel 
Specialists 


r addition to our standard shape 

and nailing heels required for street 
shoes we make a specialty of heels 
designed for the following: 


STITCHDOWNS 


FELT SLIPPERS 
For Both Hard and Soft Soles 


COMFORT 

MEN’S LEATHER SLIPPERS 
CHILDREN’S and INFANTS’ SHOES 
TOP LIFTS for WOOD HEELS 


and 
PRIVATE BRAND RUBBER HEELS 


© ¢ 


See our lineat The BOSTON 
SHOE STYLE 
Booth 58 SHOW 
© 


Hanover Rubber Company 


West Hanover, Mass. 


Boston Office . . , : ‘ 10 High Street 
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December are being prepared in 
matrix form for the use of local 
organizations or groups of retail 
shoe merchants. In connection 
with this campaign a specially de- 
signed sign will be placed in the 
shop window of each member of 
the association. The advertising 
will direct the public to shops dis- 
playing this sign for advice about 
their shoe needs. 

Those present at the executive 
session were President Lee Reine- 





Honor Past Presidents 


Past Presidents’ Night was 
celebrated by the Philadel- 
phia Shoe Retailers’ Associa- 
tion in a meeting in the new 
store of Manfield and Sons 
on Wednesday night, June 18. 

| Among the former presidents 
of the association present 
were George Geuting, Jules 
Winkelman, Al. Forster, and 
A. H. Geuting. 


After the members of the 
association had been wel- 
comed to the new store by 
William T .V. Parfrement, its 
manager, talks were given by 
Jules Winkelman, who said 
that a complete style change 
usually follows a lull like the 
present one in which no fore- 
casts can be made; by A. H. 
Geuting, who told of his re- 
cent trip abroad, and by Al. 
Forster and George Geuting. 

C. C. Bane, manager of the 
I. Miller store, predicted 
good demand for patents and 
satins in fall. He said, fur- 
thermore, that while opera 
pumps will be in demand, 
fancy strap and gore effects 
will by no means be pushed 
into the background. Black 
will be the dominating color 
in fall, though there will also 
be quite a few sales on 
browns. 




















berg, Vice-President Albert 
Schmidt, of Pittsburgh, and Roy 
Walters, of Wilkes-Barre; Treas- 
urer C. J. Mensch, of Pittsburgh; 
Secretary George M. Garman, 
Philadelphia; H. I. Boyd, Lan- 
caster, chairman of the style re- 
view committee, and H. F. Fred- 
ericks, Souderton, chairman of the 
publicity committee. 

In the evening the executive 
committee met with the Atlantic? 
City. Shoe Retailers’ Association in 
the Bostom Shoe Store on Atlantic 


BOOT AND SHOE RECORDER 


avenue. Samuel H. Shellenberg, 
president of the Atlantic City as- 
sociation, presided. Various 
phases of association work and of 
the next convention were dis- 
cussed. 


Leather and Shoe Trade 
Quiet 

Bradstreet’s review of local busi- 
ness conditions says that there 
is little activity in the hide and 
leather market. Inquiries are few 
and buying is close. Jobbers and 
wholesalers of shoes report busi- 
ness quiet. Orders are mostly for 
small quantities and for immedi- 
ate delivery. Much of the present 
buying is for sizing-up. Prices re- 
main unchanged. 


Featuring Whites 

Retail shoe merchants are push- 
ing their lines of white shoes re- 
gardless of the cold, wet weather 
and other conditions unfavorable 
to a big white season. Included in 
the offerings of the Walk-Over 
stores are white calfskin and 


149 


white buckskin, and the Wana- 
maker store is featuring white 
elkskin, white kidskin, white calf- 
skin and white canvas. Quite a 
few whites are being shown with 
crepe rubber soles. Prices on 


whites here range all the way 
from $1 to $12 and $15. 


Sells Millionth Pair 


The Geuting stores announced 
recently they sold the millionth 
pair of “Shoor-Tred” shoes. It was 
15 years ago that this firm per- 
fected its “Shoor-Tred” last ideas 
sufficiently enough to put them in- 
to a corrective shoe and it now 
claims that 75,000 men, women 
and children are wearing them in 
Philadelphia. 


Various Features for Men 


A. Kobs Sons, in their store in 
Camden, across the river from 
Philadelphia, are featuring men’s 
shoes in all sizes and widths at 
$5.95 in calf, Scotch grain, and 
vici kid leathers in brown, tan, 
and black. 





Lynn Swings [nto the Fall 
Program with New Styles 


LYNN—Manufacturers here 
have swung into the fall season. 
As for volume of business, let a 
salesman of long experience be 
quoted: “A lot of buyers are com- 
ing to market, and they are going 
to do a lot of buying.” As for 
styles, let it be said in a general 
way that novelties of the spring 
and summer will gradually take on 
the form of fall footwear, with 
patents continuing in the lead, 
and tans gaining; strap styles 
foremost and gores gaining; also, 
lasts of many different types. 

While buyers are studying the 
styles, and making up their minds, 
let a background of the style sit- 
uation be presented. “In one at- 
tribute, women’s footwear has 
never varied in the two centuries. 
It was always thin soled and of 
light material; never adequate for 
much ‘walking abroad,’ or for 
much wet weather. In fact, women 
have never had heavy walking 
shoes until our own day.” That 
is from an unbiased authority, a 
critic of fine, costume, not from a 


‘shoe person. 


It makes a proper background 
for the present style situation— 


light and dainty novelties pre- 
dominating, as they have for two 
centuries, and heavy types of 
shoes, like walking oxfords, seek- 
ing new favor, and gaining some. 


Fall Samples for Boston 
Show 


A final review of fall samples, 
before their formal presentation 
in Boston market, shows a much 
greater variety of lasts than was 
expected. Patterns show yet more 
straps, most of the straps being 
slender. Gores also are more num- 
erous, the newer models showing 
gores in the front of shoes, like 
lattice straps and covered with 
beads. Opera style, or seamless 
pumps, show new cut-out patterns 
of the grill style. Some new strap 
pumps have underlays of contrast- 
ing material. Oxfords show plain, 
and novelty and sport effects. Col- 
lar trimmings appear on pumps, 
and saddles on some oxfords. 

In materials, patent leather 
maintains its popularity. Compan- 
ion shoes are made of satin. 

Black ané@ brown suede contin- 
ues good. More calf shoes are in 








BOOT AND SHOE RECORDER 


im, ny, : 
} D 
h) Wank 


it HW 
ah 


“p ae 


IN STOCK 


No. 577144 Golden Tan Calf $ =.00 
No. 56714 Black Calf 
Brogue (122) Last 
Flat Brass Eyelets 


Goodyear Rubber Heels 
B, C, D; 5% to 11 


The New Big Seller 
‘Today 


‘TH tendency seemed toward wider toes. 
Wecreated this lightweight baby brogue. 
It’s now the biggest seller in our house. 


It is made of golden tan and black imported 
calf, full of toe and lively pattern. Try a 
run and add some life to your window dis- 
play. 100 other good ones on hand. Ask for 
Catalog. 


See us at the Copley Plaza 
during the Boston Style Show 


Diamond HhozG- 


196 Church St., New York 


Two Factories: Brockton, Mass. 
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the sample lines than for several 
seasons. The color is of the med- 
ium tan shade, usually of a soft 
tone. But some shoes are given a 
high gloss. 

Heels vary, as do foreparts of 
lasts, ranging from 12-8 down to 
8-8 for street wear, and from 12-8 
up to 16-8 on shoes for dress wear, 
with high heels in higher favor 
than for some time. 


A Slipper Year 


“Slippers are like apples,” says 
Mr. Shrigley, of Merrill, Porter & 
Co. “First we have a good slipper 
year, and then a poor one, the 
same as farmers first have a good 
apple year, and then a poor one. 
This year a good slipper year is 
due. But then,” he added, “we have 
no complaint to make over the way 
our slippers sold last year. And 
our orders certainly indicate that 
this will be a good slipper year.” 


” 


The Spread on Lasts 

“What strikes me as interest- 
ing,” says Ed Taylor, of McNichol, 
Taylor, Inc., “is the spread on 
lasts. Twelve different models 
were asked for by 12 different 
manufacturers in one day. Each 
wanted a variation on a familiar 
model. 

“It looks,” concluded Mr. Tay- 
lor, “as if the shape of the shoes, 
which is dependent upon the con- 
tour of the last, is having a great 
deal to do with footwear fashions 
for the coming season.” 


Good White Sales 


“In the first place,” says Jack 
Gorman of Murphy, Gorman & 
Waterhouse, “let me say that our 
sales of white shoes this season 
are the best we ever had. All of 
them are of leather, too. Our new 
gore patterns, with gores in front, 
and covered with beads show the 
largest percentage of gain in 
sales. But strap patterns still hold 
first place. Patent leather is the 
first in the list of materials. After 
that come satins, suedes and Rus- 
sia calf. Incidentally, we are sell- 
ing more silver brocade slippers 
than a year ago. Wood heels are 
chiefly 12-8 or 16-8 high. 


High Finish on Calf 
Some Lynn firms are putting a 
high lustre on calf shoes, before 
sending them from the factory. 
They spread liquid wax on the up- 
pers, the wax being colored with 
a dye to match the color of the 
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leather. It is polished to a lustre 
with a polishing cloth. 


“Golden Rule Shoes” 


New samples from Daly’s 
Golden Rule Factory show patents 
first and tan calf second. Gores 
are first in patterns, and include 
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strap pumps with gores set in the 
front and covered with beads, 
strap pumps with gores: at the 
bases of the straps, and pumps 
with gores in the sides. Also, some 
new patterns in opera pumps are 
shown. All of the shoes have wood 
heels, either of the block or the 
Louis style. 





Brockton Manufacturers 
Look for Gains in July 


BROCKTON—Owing to the fact 
that fall buying has as yet been 
rather light by merchants in all 
parts of the United States, there is 
reasonable cause on the part of shoe 
manufacturing concerns for antici- 
pating a substantial volume of fall 
business during July. That month 
is always a busy one at the Boston 
offices of Brockton concerns as well 
as at local factories, during the in- 
flux of visiting buyers. Many of 
these visit Brockton as a means of 
getting in close touch with the pro- 
duction of the footwear which they 
buy and also through the long as- 
sociation which many of them have 
had with local shoe manufacturing 
houses. 

Brockton will be more largely 
represented at the exhibition and 
style show than for several years 
past, emphasizing the intention on 
the part of local concerns to make 
the most of their opportunities in 
this regard. These exhibits will be 
backed by the strongest lines of 
samples at Boston offices and at the 
hotels ever shown to visiting trade. 
Concerns which make both women’s 
and .men’s welts have especially 
good opportunities for showing at 
the style review their newest styles 
on the feet of attractive girl models. 
Makers of men’s footwear exclu- 
sively will have young men models 
who will effectively display the new 
styles. So far as possible, all these 
models will be selected from resi- 
dents of the Brockton district. 


Preparing for the Boston 
Show 


Active preparations are being 
made by the shoe manufacturers of 
the Brockton district for the New 
England Shoe Exhibition and Style 
Show to be held in Boston, July 14 
to 17. Special attention is being giv- 
en to the new samples of men’s and 
women’s welts which will represent 
the most advanced and at the same 
time practical ideas, effectively 


combining style and quality. The 
reputation which the Brockton 
district has long enjoyed for the 
production of men’s welts of 
quality has been supplemented 
during the past few years by 
the production of women’s welts 
along similar lines. This foot- 
wear, representing shoes to retail 
at desired prices, is accepted by re- 
tail shoe merchants as typical of the 
best efforts of experienced execu- 
tives and skilled shoe workers. Man- 
ufacturers are preparing to demon- 
strate anew, to the satisfaction of 
buyers, that made-in- Brockton 
shoes are standards in quality. 


Buying in Small Volume 


Shoe factories in general are pro- 
ducing a light output, marking time 
in a way, until after July 4, when 
fall production will start in real 
earnest. Buying methods of shoe 
merchants during the past few 
months have been such as to cur- 
tail production of footwear. “Hand- 
to-mouth” buying has characterized 
the policy of the trade, partly 
through a restricted demand from 
the consumer, and partly by the op- 
portunities which the factory stock 
departments offer for quick delivery 
of goods. Merchants are now able 
to send orders to factories for sea- 
sonable shoes and receive them 
more promptly than ever before. 
Two factors which contribute to 
this prompt delivery are standardi- 
zation of stock departments and 
speeding up of transportation. With 
the speeding of fall business and 
prices showing an upward tendency, 
the disposition to buy in advance 
will be much more marked than at 
present. 


Walk-Over Exhibit 


During the Dealers’ Convention 
to be held in connection with the 
50th anniversary of the George E. 
Keith Company in July, a complete 
line of Walk-Over shoes will be 
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INCREASE TURNOVER WITH 


Mr. Retailer: 


When you buy decidedly Brockton shoes, you are 
buying shoes that are made by the most skilled shoe- 
makers in Brockton. 


You are buying shoes that are produced from the 
best leather that can be purchased consistent with 
our prices. 


You are buying shoes which represent a profit to you 
and satisfaction to your customers. 


Think this over Mr. Retailer and see our line. 


Full line to be shown 
at Hotel Essex during 
Style Show at Boston. 


Our new French Brogue made of high 
grade calfskin. Heavy back sole. Rub- 
ber heel. Price $4.50 


Brockton Shoe Mfg. Co., 


NEW YORK OFFICE STOCK DEPARTMENT BOSTON SALES DEPT. 
127 DUANE STREET 5 N. FOURTH ST., PHILADELPHIA, PA. 117 LINCOLN STREET 
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1 |DECIDEDLY BROCKTON 


The era is here when turnover can be increased by 
price coupled with honest values. 


Over 7000 pairs daily capacity makes possible a 
real service to the trade. 


It is enabling us to put into your hands men’s shoes 
that measure up and beyond present day demands— 
really the finest men’s welts you ever saw to retail 


at $4, $5 and $6. 


Our pictures portray the 
perfection of our line. 


Young men’s smart dress oxford. Made 
of P &QV 104 Lotus Calf. Bleached 
Calf full quarter lining. Nine iron back 
sole. Wingfoot rubber heel. 


PRICE $4.85 


Inc., Brockton, Mass. 


ARKON, OHIO ATLANTA, GA. SAN ANTONIO, TEXAS 
335 WALSH BUILDING ,..238 PEACHTREE ARCADE 801 RUSSELL BUILDING 
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Korited Shoes 


are already ‘“‘broken in”’ 
as well as waterproof. 
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Many men wear their old shoes 
long after they have outworn their 
good looks because they dread the 
pain of breaking in new ones. 


—_ 


Shown above is an actual photograph 
of a KORITED shoe. Note how easily 
it flexes at the pressure of one finger. 


KORITE has given back to both sole The surprising ease that KORITE 
and upper the natural flexibility which gives to new shoes cannot be des- 
the tanning process removed. 

Forward looking manufacturers cribed. Just try a pairona tender 
oe ee footed customer, and hear him say 
Forward looking retailers are ‘c ° 

ordering their shoes KORITED. mak, What in the world have you 

done to those shoes ?” 
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A Perfect Waterproof You can make such ‘men buy 
oftener if you once sell]them 
KORITED shoes. 
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Korite Products Inc. 


292 Main St. - - Cambridge, Mass. 
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A Wonderful Flexer 
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Dealer Influence is secured thru adver tising in the Boot and Shoe Recorder. 
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shown at the Walk-Over Club. Com- 
petent salesmen will be in atten- 
dance to wait on customers. A style 
review will be held in connection 
with the jubilee, July 9, at Gordon 
Theatre, Brockton. This will be an 
exclusive shoe exhibit for Walk- 
Over retail shoe merchants from all 
parts of the world. All models and 
entertainers will be Brockton men 
and women. 

The style show will be divided 
into three parts, while “Shoes for 
the Occasion” and “Walk and be 
Healthy” will be the slogans em- 
phasized at the exhibits. Special at- 
tention will be paid to the showing 
of men’s shoes. Several of Brock- 
ton’s leading citizens will be seen 
on the runway wearing Walk-Over 
footwear. An international style 
contest, which has been carried on 
by all Walk-Over stores, will be de- 
cided at that time. Each of the four 
winners will be awarded $50 in 
gold by President Harold C. Keith 
of the Keith Company. 


Freid Advertising Manager 


Knute A. Freid of this city is 
now associated with Field & Flint 
Co., as advertising manager. He 
succeeds Troland Cleare, former- 
ly occupying that position. Mr. 
Freid is well known to the trade, 
having been practically all his life 
associated with the Brockton shoe 
manufacturing industry. He was 
for a period of years associated 
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with the concern to which he now 
returns to take up the duties of ad- 
vertising manager. 


Shoemen Are Bridegrooms 


Two weddings which recently 
took place in Brockton are of inter- 
est to the shoe trade, inasmuch as 
both the bridegrooms are affiliated 
with the local shoe industry. Miss 
Helen T. French of Brockton was 
married to Arthur F. Luce, also of 
this city. Mr. Luce is assistant 
treasurer of Stacy-Adams Co., shoe 
manufacturers. 

Miss Helen E. Field, daughter of 
Mr. and Mrs. J. Howard Field of 
Brockton, was married to Howard 
L. Taylor. Mr. Taylor is associated 
with E. E. Taylor Shoe Co., of 
which his uncle, the late E. E. Tay- 
lor, was founder. The father of the 
bride is of the shoe manufacturing 
concern of Baker-Field Co., Bridge- 
water, Mass. 


To Build Addition 


Hamilton-Wade Co., manufactur- 
ers of shoe trimmings, with factory 
in Brockton, is building an addition 
to the plant. This will be 100 feet 
long, 50 feet wide and three stories 
high. The building will be brick 
with 80 per cent of the wall space 
of glass, thus providing ample 
light and added working efficiency. 
Hamilton-Wade Co. is an old estab- 
lished house, and has built up a 
large business. 





Price Rearrangement Aid 
to Haverhill Business 


HAVERHILL—During the week 
ending June 21, much improve- 
ment has been noted by Haverhill 
shoe manufacturers regarding re- 
ceipt of orders for present as well 
as future delivery. On this point a 
member of the local trade said: 
“Buyers who visit this market, or 
are in touch with the situation in 
local factories, find that price 
changes which have been made in 
the production of Haverhill-made 
footwear is favorable to the plac- 
ing of orders. At this time when 
price is so important a factor in 
the securing of business in shoes 
as well as other merchandise, 
Haverhill has through price rear- 
rangement, brought itself into line 
with prevailing conditions. We are 
quoting prices which interest 
buyers. Orders which are being 
received in our factory offer sub- 


stantial evidence of buyers’ ap- 
preciation of our price rearrange- 
ment. They know from past expe- 
rience that Haverhill-made shoes 
will please their customers re- 
garding style and quality. With 
prices on a satisfactory basis, bus- 
prices on a satisfactory basis, busi- 
ness is coming and will come to 


The Boston Show 


There will be a good represen- 
tation of local shoe manufacturers 
at the Boston Style Show, July 14 
to 17. New samples, typical of 
Haverhill’s importance in the pro- 
duction of novelties, will be 
shown to visiting buyers. Practi- 
cally all Haverhill shoe manufac- 
turers have Boston offices where 
samples will be shown. Hotel 
rooms will also be utilized. All in 
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all, Haverhill-made footwear will 
make a strong showing, and un- 
doubtedly a favorable impression 
on buyers, not only during the 
style show period, but for the en- 
tire month of July when a large 
number of visiting buyers are al- 
ways present in the New England 
market. 

Among Haverhill concerns ex- 
hibiting at the show are: Hazen 
B. Goodrich, Kimball & Sherman 
Co., LeBosquet-Moore Co., Herman 
E. Lewis Inc., Rickard Shoe Co., 
Duane Shoe Co., Collins & Staples, 
Tessier & Bowdoin. 


Featuring White Shoes 


Although the weather in late 
spring and early summer was un- 
favorable for the sale of white 
shoes, yet Haverhill shoe manufac- 
turing concerns have had a good 
production of this class of foot- 
wear for immediate delivery, par- 
ticularly on white kid. There are 
numerous concerns here that are 
identified with white kid shoes in 
McKays, turns and welts. Sport 
footwear is an important part of 
the white shoe business this year. 
The popularity of sport shoes 
brings white leather, either plain 
or with fancy trimmings, into 
prominence in factory production. 
While orders for this class of 
goods have not been up to expec- 
tations, owing to general business 
conditions throughout the coun- 
try, yet the South is selling as 
many white shoes as usual, many 
of which have been and are being 
supplied by Haverhill shoe manu- 
facturering concerns. 


In New Location 


Colcord & Walker, Inc., makers 
of women’s turn shoes, have built 
a factory at Plaistow, N. H., about 
four miles from Haverhill. In the 
new plant the concern will have a 
light, airy factory in which they 
are now well settled and produc- 
ing to excellent advantage the line 
of shoes with which they are iden- 
tified. Colcord & Walker began 
business in Haverhill, but having 
opportunity to secure a plant of 
their own in Plaistow considered 
it advantageous to remove thither. 


Banquet and Meeting 
ASHLAND, Ohio, June. 24—The 
Ashland-Mansfield group of re- 
tail shoe merchants met in Ash- 
land, June 9, where an elaborate 
banquet was enjoyed. The shoe 
merchants’ wives and all people 
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This is the new Stetson Snappy Tie No. 52,in Black Kaffor Kid. Its companion 
style is No. 53, in Tony Brown Calf. 


Two New Stetson “Snappy Ties” 
Ready in Dept. 5 


ie was inevitable that the record success of Stetson Snappy Ties in the Stetson 

Shops and Agencies should necessitate adding new models of this famous 

pattern to Dept. 5. Styles 52 and 53 have created a genuine demand and produced 

splendid business. 

These two new models are made on our Miss Thames Healdarch last. They have 
a prettily-shaped scalloped wing tip, which heightens the 
attractiveness of the slightly full, comfortable toe. The heel, 
with rubber lift, is one inch high. 

The unexcelled fitting qualities of Snappy Ties, in conjunc- 
tion with the unusual appeal of this pattern to women seek- 
ing a pleasing substitute for conventional oxfords, make 
Snappy Ties one of the leading sales-producers of the year. 


Dept. 5 renders excellent service on sizing-in orders for 
Snappy Ties. 


THE STETSON SHOE COMPANY, Inc. 
SOUTH WEYMOUTH 90, MASS. 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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connected with the stores, were 
entertained by the Ashland organ- 
ization. There were representa- 
tives from Mansfield, Wooster, 
Loudonville and Jeromeville pres- 
ent, a total of 86. 

Ed L. Reaser of Ashland was 
toastmaster and introduced Jack 
Combs, secretary of the Toledo Re- 
tail Merchants Board, who spoke 
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on “Organization and Co-opera- 
tion.” Mr. Combs is a forceful 
speaker and drove home his facts 
in a wonderful way. 

The Ashland-Mansfield group is 
a live and enthusiastic bunch 
working along constructive lines. 
Another banquet and get-together 
meeting is being planned for early 
fall. 





Rochester Concerns Report 
Good Orders for the Fall 


ROCHESTER—Sanmpple lines are 
being sent to the salesmen repre- 
senting local shoe manufacturers, 
and some lines are already out 
and as a result the factories have 
been operating on a somewhat 
limited production basis during 
the past few weeks. Manufactur- 
ers, whose lines are out, report 
that orders for fall delivery are 
being received from al! parts of 
the country and indications are 
that a good run of business will 
be enjoyed by the factories for the 
next two or three months. 

While orders are small, collec- 
tions are good and local sales 
managers feel confident that con- 
ditions in the shoe trade are sound 
and that an up-swing in business 
can be expected. 


Observe Suburban Week 


Rochester merchants celebrated 
“Suburban Week” during the 
week ending June 21, and hun- 
dreds of purchasers from all parts 
of western New York State jour- 
neyed to Rochester to avail them- 
selves of the bargains offered by 
local stores. The event was man- 
aged by the Retail Merchants 
Council of the Chamber of Com- 
merce and was extensively adver- 
tised throughout Rochester’s re- 
tail territory. 

A very attractive program of 
special events was arranged under 
the auspices of the Retail Mer- 
chants’ Council, Chamber of Com- 
merce, with the enthusiastic ap- 
proval of persons living in the 
city, to make all visitors in Subur- 
ban Week feel at home and happy. 
Rochester is accustomed to Subur- 
ban days, ‘and this is the first ef- 
fort at a whole week’s drive. 


Advertising Man Marries" 


Alden B. Baxter, advertising 
manager of the A. E. Nettleton Co. 


of Syracuse and Vera Alberta 
Earing were married recently. Mr. 
Baxter has been in charge of the 
Nettleton advertising for some 
time and is responsible for the 
splendid co-operative merchant 
advertising that this house has 
furnished those who carry Nettle- 
ton shoes. 

Mr. Baxter will shortly give up 
his present connection with the 
Nettleton Company to engage in a 
new venture which plans to open 
a number of Kodak shops in New 
York City. 


Rochester Man Honored 


Charles C. Taft, credit manager 
of the Utz & Dunn Company, was 
elected chairman of the National 
Shoe Group of the National Asso- 
ciation of Credit Men at their an- 
nual convention held in Buffalo 
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recently. Mr. Taft has always been 
an active member of the National 
Association and his election is a 
reward for long and faithful serv- 
ice in the activities of the associa- 
tion. 


Eastwood’s Business World 
Wide 

O. K. Johnson, advertising man- 
ager of the Wm. Eastwood & Son 
Co. stores, was in a quandary as to 
how he could best put over the 
idea of Eastwood service to the 
people living outside of Rochester 
until he decided that sales figures 
giving the extent of their busi- 
ness would convince the people 
living in suburban towns that they 
were giving service and could 
serve them. 

In the Eastwood advertising 
featuring Suburban Week, the 
Eastwood stores quoted from their 
sales records which showed that 
during the past month there have 
been customers in their Rochester 
stores from practically every town 
and postoffice station in Monroe 
and the adjacent counties. During 
this time their shoes have been 
bought by suburban residents in 
seventy-five villages and towns. 
During the past month they have 
also received mail orders, ‘not 
alone from -35 counties outside 
Monroe, but also from 30 other 
states and the District of Colum- 
bia, and from three foreign coun- 
tries. 





Atlanta Firms Enjoy Better 
June Trade Than Year Ago 


ATLANTA—wWhile the excep- 
tionally hot weather this section 
has been experiencing the past 
three or four weeks has served to 
slow up business a little in the 
Atlanta retail shoe stores, mer- 
chants state that their sales vol- 
ume continues to exceed that of 
June last year, and, regarded as 4 
whole, that business has been emi- 
nently satisfactory during the 
whole month. 

Wholesalers, too, are enjoying 
a little better volume than they 
experienced the early part of the 
month. 


Whites Selling at Fast Rate 
n the retail stores in Atlanta 


‘white goods sdles afe entirely up 


to the standard the trade had 
been anticipating, with every indi- 


cation that this type of merchan- 
dise will enjoy one of its best 
seasons this year of the past 
decade. 

Retail trade is particularly good 
in smaller towns due to the ex-. 
cellent crop outlook and the fact 
that cotton and other agricultural 
prices are holding to a high level. 


Convention in October 

Delegates representing 21 coun- 
tries of South America have thus 
far signified their intention of at- 
tending the seventeenth annual 
convention of the Southern Com- 
mercial Congress, which is to be 
held this year in the form of a 
Pan-American Commercial Con- 
gress in Atlanta from Oct. 1 to 4, 
with headquarters at the Ansley 
Hotel. 











NETTLETON 


Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 








HURLEY 
BruPseM (7 /PAARCH 
SHOE 
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Los Angeles 
(Continued from Page 145) 
display cards which described each 
as it was presented. The shoes were 
demonstrated in this manner for 

one week. 


Four Star Stores 


David A. Schoen, general mana- 
ger of the Star Shoe Stores, re- 
ports that his concern is doing a 
fine business this month in light 
summer slippers, especially whites. 
They now have four stores, three 
in Los Angeles, and- one in Long 
Beach. 


Innes Adds Department 


The Innes Shoe Company recent- 
ly took over the shoe department 
of Meyer Siegel Co. at 617 S. 
Broadway, Los Angeles, and on 
Colorado Boulevard and Los Robles 
in Pasadena. The shoes will be sold 
under the name of the Innes Shoe 
Company. 


New Wholesale Offices 

The “D. H.” Shoe Company of 
San Francisco opened offices and 
stockrooms in Los Angeles, at 759 
S. Los Angeles street. They will do 
a wholesale business in women’s 
shoes. 

The Burns Shoe Store has been 
remodeled with an entire new front 
and a new children’s section on the 
first floor. It is fitted attractively 
with wicker furniture and Chinese 
rugs, and their patrons will find a 
complete line of professional slip- 
pers, ballet and toe, clog and Egyp- 
tian sandals. 


Maine Merchants Meet 


Portland, Me. June 23.—The 
last meeting of the Maine Retail 
Shoe Merchants’ Association was 
held in mid-June when plans for the 
annual Tap Day and Outing were 
definitely made. The association is 
going to hold the outing at West- 
custago Inn, Yarmouth, Me., on 
July 9. An entertaining sporting 
program will be arranged and a 
shore dinner will be served. 

At the meeting many members 
expressed their intentions of at- 
tending the Boston Style Show 
commencing on July 14. 








New Harrisburg Store 

Harrisbury, Pa., June 24—Jo- 
seph and Harry Rachman recent- 
ly opened The Little French Boot- 
ery on Fourth street. They operate 


a ready-to-wear store. 
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FOR MEN ON THEIR FEET 
Twt$ SHOE CAN'T BE BEAT 


D & EMERSON INC. 
atass, 


Boston Office: Room 214, United >. uwien seis t 
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TRADE MARK REGISTERED 





Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, 




















HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 
f 


SHOES AND RUBBERS 
jEvery Wednesday and Friday 














Pe 
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THE SHOE FOR MEN 


ELLIOT SHOE CO. BROCKTON 

















Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 


New, novel, low-priced designs 
and patented process yy at arte Quilting 
in fancy styles oy designs. 


SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Hoboken, N. J. 














BALLET SLIPPERS in Stock 


Endorsed by the dager a Dancers 
Bench Ma 
BLACK KID SOFT TOE $2. oo BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 











BALLET SLIPPERS IN STOCK Bik Cab. Soft 


toe, 84 child’ 8 


hve $1.40. 
ay Vici, Hard 


FERGUSON BROS. CO. 
2121 Washi St., Bost Mass. 








BALLET SLIPPERS in Stock 


Pink Satin, Black Kid officially adopted 
y 4-4 profeasio nal toe soo and babe i alipper in 
America by International Associa’ Dancing. Sis < 


E ws © irae na ‘nm 


Only one exclusive agency in a town 
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Forbids Use of Word 
“London” on Shoes 


New York, June 24—The 
following final decree was is- 
sued on June 9, 1924, and 
signed by Judge Jno. C. Knox 
of the United States District 
Court, Southern District of 
New York. London Shoe Co., 
Inc., plaintiff against Asher 
Bass, defendant: “It is or- 
dered, adjudged and decreed 
that the trademark ‘London,’ 
used by the plaintiff herein, 
London Shoe Co., in its busi- 
ness in interstate and intra- 
state commerce in connection 
with the sale of shoes, is a 
good and valid trademark... 
belong to and are the property 
of the London Shoe Co., Inc., 
plaintiff herein, and it is 
further ordered, adjudged and 
decreed that Asher Bass, the 
defendant herein, by advertis- 
ing, offering for sale and sell- 
ing shoes under the name 
‘London’ has infringed the 
said trademark and the regis- 
trations ... and the exclusive 
rights of the plaintiff thereto 
and it is further ordered, ad- 
judged and decreed that a 
perpetual injunction issue out 
of and under the seal of this 
court, enjoining and restrain- 
ing said defendant . . . from 
using in any manner whatso- 
ever, the designation ‘Lon- 
don’ or any designation 
thereof, in connection with 
the manufacture and sale of 
shoes or similar goods.” 























IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 114 to 2 
Ladies $1.40 
Sizes 2} to 8 
BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 

















Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








Shoe Store Commended 


Brockton, Mass., June 25—In an 
editorial printed recently in a Bos- 
ton newspaper commendation was 
made to Sullivan’s Shoe Store, Main 
street, for its spirit in stressing in 
its window the fact that it sold 
New England-made shoes. “We Sell 
New England Shoes—Best in the 
World” was the slogan to which the 
editorial referred. The substance of 
the reading matter concerned con- 
sumption of goods made in this 
section by New Englanders. 





Moving to Lynn, Mass. 

Boston—The Washington Shoe 
Co., of Roxbury, a suburb of Boston, 
is moving to the Bartlett, Somers 
factory, Lynn. It makes women’s 
novelty McKay shoes. Max C. Cor- 
nez is manager. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Phillips Shoe Co., Inc. 
Makers of 
wee s Turn 
lippers 
276 RIVER IVER STREET 


Boston sion Ofce 
Essex Street 





Colcord & Walker, Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 




















INCORPORATED 
SHOE gs 
LUG TRAT ON oct 
a *161°- A 7540 | 
* Summer St. BOSTON: \7S4L/- 











Cc NEWSPAPER ADVERTISING 
$1.25 EACH 5 FOR $5.00 
ALSO HALFTONE ILLUSTRATIONSS:5OEACH 


ThetlsonHGrovere #37) 








INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 

















AShoe for Boys 
That Wears 














“Dom ta” 


lanvers. sachus 
Shoe 
ralists 
SEND FOR CATALOG 


Ew VORE GFFIKR 320 FwTh ave. 





DR.A.POSNER SHOES HOES . INC 


¥ 40 w. BROA 





‘cc — 





Soft Soles and Moccasins 


Ask r Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








In Stock—Soft Soles 


\lzo new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 

“Nu” Baby Shoe Co. « - East Lynn, Mass. 








Where to Buy 
Wanted Styles 


you would like to know. 
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Southern Wholesalers’ 
Meeting at Atlanta 


Atlanta, Ga., June 16—Plans are 
now being perfected for the 26th 
annual meeting of the Southern 
Shoe Wholesalers’ Association July 
2 and 3. The meeting will be held at 
the Biltmore Hotel, and the Atlanta 
shoe wholesalers are preparing a 
royal entertainment for the mem- 
bers. 

The address will be delivered by 
John W. Craddock, Lynchburg, Va., 
on the subject “The Profit is in the 
Turnover. The Manufacturer has 
Proven It; The Distributor is 
Learning it. Is it the Salvation of 
the Retailer?” 

Louis M. Taylor, secretary of the 
National Association of Shoe 
Wholesalers, will address the meet- 
ing. Among the other subjects for 
discussion are: “Closer Co-opera- 
tion of Manufacturer and Distribu- 
tor,” New Styles Quarterly rather 
than Weekly,” “Less Styles, Less 
Back Orders, Less Lost Motion,” 
“Fibre Soles—Their Future and 
Permanence—The ‘outs’ to them if 
any,” “The Wholesalers’ Opportun- 
ity.” 

Among other entertainment, the 
Atlanta wholesalers have planned a 
trip to Stone mountain. The meet- 
ing will end with the usual associa- 
tion banquet at Biltmore Hotel on 
the evening of July 3. 





Aprile in Europe 

New York, June 25—S. Aprile, 
shoe designer for Harry Smolen & 
Company, sailed last week for a two 
months’ visit to France. As a de- 
signer of shoes in Paris, he made a 
wide reputation and like all true 
artists, after an extended exper- 
ience in style designing in America 
he goes back to his native land to 
gather fresh inspiration. 

After two months he will be on 
the job again in Brooklyn creating 
styles from the fashion sources in- 
dicated by Paris dress, colors and 
social events. 





Bernard Nemser Is Dead 


Newburyport, Mass., June 20— 
Bernard Nemser, a member of the 
firm operating the Quality Shoe 
Store in this city, died recently. 
He had been in business here for 
35 years. Nemser & Edelstein con- 
duct the store. Jacob Nemser, son 
of the late Bernard Nemser, has 
taken over his father’s interests. 
The former was a member.of the 
firm prior to his father’s death. 
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A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 











Beggs & Cobb, Inc., Boston, Mass. 











EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Detachable 
* Rubber Heels New York City, 











T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CoO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 

















Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Besten, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Bubber and Leather 
Dry Foot Welting 
Sheet. Rubber Soling 


B. FP. 
ise 


__ 


Se 











| MEN'S ROMEOS, EVERETS and OPERAS 


{ 


| Boston Office, 139 Lincoln Street. Room 212 


FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 


Sold only in case lots 


NORTHEASTERN SHOE CO., Inc. 
54 Auburn St., Chelsea, Mass. 








2121 Wash. 


MEN’S TURN SLIPPERS 


Retailing $3.00 to $7.00 











SLIPPERS for MEN, WOMEN 
and CHILDREN 
Bedreom and house 
SLIPPERS in a wide 
variety of styles and 
prices. 
SATIN SLIPPERS 
noted for quality. 
FRANK H. PFEIFFER CO., Inc. 
24 Washingten Square Worcester, Mass. 











in Medium and+ 
IGH GRADE 


2 SLIPPERS 


dll styles made of Do 1c and 
imported Satin Brocadesand Metal Cloth 
val 


$2.10 per pair and up 


ws MGUSTIN © 





Soft-Sole Leather 
Boudoirs and Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 

No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Biect, Tea ond Pink. 
ck, Taupe an 
Send for Price List 
NEW ENGLAND SLIPPER CO. 
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Helping Near East Relief 


Portland, Me.—*“Shoes for the 
Near East Relief,” will be the next 
slogan sounded in the State of 
Maine. Now that the old clothing 
campaign is practically at an end 
State Director William Mort Jessop 
is about to launch a drive to secure 
large contributions of slightly worn 
shoes for the benefit of orphans and 
refugees in near eastern lands. 

The new drive is given tremen- 
dous impetus through the action of 
the National Shoe Retailers’ Asso- 
ciation at its February convention 
when it was voted that each mer- 
chant give his stock of slightly 
shop-worn shoes or shoes sufficient- 
ly out of style, not to be easily 
salable, to the organization. 

The system which will be fol- 
lowed in the coming campaign will 


be to ask each retail merchant to 


place a barrel in or near the en- 
trance to his store for contributions 
of slightly worn shoes. State Direc- 
tor Jessop will get in touch with 
the retail merchants of Maine and 
Portland is expected to make a bril- 
liant showing. 





Novel Interior 


New Brunswick, N. J., June 24— 
The interior of P. McAvoy’s shoe 
store at 4 George street, is rather 
novel. This store was formerly a 
paint shop, so when Mr. McAvoy 
took possession of it he bought the 
fixtures. These fixtures, instead of 
being of the regulation wood, were 
of steel, with adjustable shelves, 
which were readily adapted to carry 
the shoe stock. A home-like appear- 
ance was given by having full 
length figured denim curtains. 
These curtains not only hid the 
boxes and kept the stock clean, but 
imparted a real distinctive air to the 
shop. Just high grade shoes for men 
and women are carried here, the 
lines being confined to four manu- 
facturers. 








140 Green Street __-__- orcester, Mass. 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 


Made ef [aan wh ve pey Satin, Embossed 
sel and Brocade 
Sane from $23.00 per doz. up 











Do You Know? 


That you can buy or sell it through 
the “‘Where to Buy” columns. This 
feature in its quick service is @ time 
saver in meeting immediate needs. 
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J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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the new 


Converse Gaiter 


(Patent applied for) 


TRIM, STYLISH, PRACTICAL 


€ The Converse “Domino” retains the basic idea and 
all the features of the gaiter formerly advertised 
under the name “Spryte” but it incorporates so 
many new developments and refinements as to 
warrant a new name. "We believe you will agree 
when you have seen it, that “Domino” is the most 
nearly perfect combination of style, good looks and 
sound construction yet devised. It eliminates the 
nuisance of the hook fastener, yet it is more easily 
and fully adjustable. With the new slim-ankle last, 
it provides a perfect fit for any ankle. {The adjust- 
ment once made is always the same. The single strap 


fastens with a snap and holds the upper snugly to 
ankle and instep. An improved fastening device 
under the cuff can be used with the cuff turned down 
or up. The turned up cuff gives full four-buckle 
height when wanted and stays snugly in place. The 
non-crocking lining of neutral gray cannot harm the 
finest shoes or hosiery. {Compare the “Domino” 
with any other shoe on the market today. [Send for 
a copy of the descriptive folder to our nearest branch. 
It not only tells the story of the Gaiter, but also of 
the advertising that is going to make this shoe one of 
the season’s big sellers. 


(Converse Rubber Shoe (0. 


FACTORY AND GENERAL OFFICES AT MALDEN, MASS. 


Chicago 
618 W. Jac Blvd. 


Boston 
175 Purchase St. 


Makers of the famous @AI 


New York 


142 Duane St. 
CEN 
foosE Heavy Duty Rubber 


ene 


Philadelphia 


25 No. Fourth St. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Ideal Summer Weather Stimulates Trade 


NCOURAGING reports from 

many sections of the country 

bear out the fact that rub- 
ber canvas footwear is enjoying a 
steady demand nationally. Whole- 
sale rubber concerns and manu- 
facturing companies also report 
there is great interest in this 
type of footwear for summer wear. 
indications point to a continuance 
of good trade on canvas types dur- 
ing the entire summer season. 

The fact that almost every sec- 
tion of the country has been sub- 
iect to hot weather for intervals 
during the past few weeks is one 
factor that counted in stimulating 
the calls for canvas shoes. Con- 
certed efforts by retail-shoe mer- 
chants in the form of advertising 
and attractive window displays 
has also counted as a measure for 
creating a good deal of interest. 

Summer programs of boy scout 
organizations are going on at a 
booming rate throughout the coun- 
try and other activities of boy and 
girl associations, where there is 
need of wearing light summer 
footwear, are helping extensively 
to promote trade. The canvas 
models are ideal for wear at 
beaches and summer resorts and 
are favored by mature people as 
well as children. 

Favorable reports concerning 
the reception of the crepe rubber 
sole on canvas patterns are being 
received... They come on both the 
high and low models and are ideal 
for tennis. It is expected that the 
crepe sole will make a deep im- 
pression on those wearing them 
so that its future as part of the 
canvas style will be bright. 


The Converse “Domino” 


The Converse Rubber Shoe Co. 
of Malden, Mass., announces it has 
many new developments and re- 
finements in its gaiter, formerly 
called the “Spryte,” and has 
changed the name to “Domino.” 
The company reports as follows 
concerning its qualifications: “It 
eliminates the nuisance of the 
hook fastener, yet it is more easily 
and fully adjustable. With the 
new slim-ankle last, it provides a 
perfect fit for any ankle. The ad- 
justment once made is always the 
same. The single strap fastens 


with a snap and holds the upper 
snugly to ankle and instep. An 
improved fastening device under 
the cuff can be used with the 
cuff turned down or up. The 
turned up cuff gives full four- 


The “Domino,” a smart-look- 

ing gaiter made by the Con- 

verse Rubber Shoe Co. of 
Malden, Mass. 


buckle height when wanted and 
stays snugly in place. The non- 
crocking lining of neutral gray 
cannot harm the finest shoes or 
hosiery.” 


For Fastening Rubber 
Toplift 

BALTIMORE, Md., June 26— 
The Century Rubber Specialty Co. 
of this city has a new rubber top- 
lift for wood heels. The company 
uses a novel method for attaching 
the lift. It screws into a circular 
compartment and is securely fas- 
tened by a light tack which is ap- 
plied after the lift is tightly 
screwed in place. 


Canvas Footwear Sales 


From Cincinnati, O., an encour- 
aging report concerning the sale 
of canvas rubber footwear’ has 
been made. It follows: 

“Now that the vacation period 
has set in, the stores are having 
a great many calls for canvas 
shoes for children. The children’s 
business has been very satisfac- 


in Canvas Types 


tory, and for dress wear, white 
shoes in kid and canvas, the sales 
being about equal... Warm weather 
has set in now, and because of 
this, retail shoe merchants are op- 
timistic.” 





Hosiery Men Against Can- 
cellations 


A new move against jobbers, 
who use a declining market as an 
excuse for wholesale cancellations 
of hosiery orders, has been started 
by the National Association of 
Hosiery and Underwear Manufac- 
turers, 334 Fourth avenue, New 
York, according to a statement is- 
sued by John Nash McCullaugh, 
national secretary and industrial 
manager. Test cases of cancella- 
tions, involving less than $1,000 
each, have been prepared for hear- 
ing in the Municipal Court and it 
is fully expected by officials of the 
association that a ruling will be 
handed down compelling jobbers to 
hold to their contracts providing 
the merchandise, delivery dates, 
etc., have been carried out accord- 
ing to specifications by sellers. The 
association has no intention of 
fighting cancellations due to late 
delivery, faulty merchandise, or 
other legitimate reasons. A declin- 
ing market is not considered a legit- 
imate reason. 

The association will attempt to 
procure a decision whereby jobbers 
may be forced to accept and pay for 
goods ordered on contract and then 
cancelled, when the only reason ad- 
vanced for cancellation is lower 
hosiery prices. 





Resolution on Closing 


Boston, June 23—In view of the 
general disposition in commercial 
and industrial circles to suspend 
business on the Saturday following 
Independence Day, the directors of 
the New England Shoe and Leather 
Association have adopted the fol- 
lowing resolution: 

“RESOLVED,—That the rooms 
of the association be closed from 
Thursday evening, July 3rd, until 
Monday morning, July 7th, and 
that it be recommended to the 
members of the association that 
they suspend business during the 
same period.” 
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What- only $3-15 for 
Goodyear welt White Kid Shoes? 


READY made of genuine READY 


“= WHITE VODE KID 
SS ; for 


the many 
who prefer 
plainer styles 


TO SHIP 


Women’s genuine White Vode Kid Goodyear Welt Ox- Women’s genuine White Vode Kid, Goodyear Welt Two- 
ford, oak leather sole, white welting Button One-Strap, 12-8 military heel, oak leather sole, 
244-6, 3-7, 3-8 white welting 3-7, 3-8 
PRICE $3.15 PRICE $3.15 


We sell in case lots only, but for 
the convenience of our customers 
these shoes are packed in 18 pair 
cases, regular assortment of sizes 


These shoes are especially de- 
signed to please the many women 
who prefer the plainer styles. 


Have you prepared for them? 


Better Wire Your Orders 
Be sure to call on us when on 


your July Buying Trip. We'll 
make it worth your while. 


ATKINSON.- BLUMENFELD Co. 


170 Lincoln Street - - Boston, Mass. 


Dealer intiuence is securea thru advertising in the Boot and Shoe Recorder. 























28, 1924 


a 





ee 














June 28, 1924 


BOOT AND SHOE RECORDER 














THE SHOE TRAVELER: 
ides Has 


Associate 


Boston Boys Hosts to Visiting Buyers 


Elaborate Plans for Big Outing During Style Show Week—Los Angeles and Pacific 
Coast Travelers Prominent at California Merchants’ Convention 


The executive board of the Bos- 
ton Shoe Travelers Association met 
on June 18 to make arrangements 
for the annual outing to be held in 
conjunction with the National Shoe 
and Leather Exposition and Style 
Show, Inc., the week of July 14. 
Plans already in process of prep- 
aration indicate that this will be 
one of the biggest events in the in- 
teresting history of the Boston As- 
sociation’s outings. Boston boys 
have won a splendid reputation in 
the past in the extending of “the 
glad hand” of fellowship to all 
members of the trade on these oc- 
casions, and in particular to the vis- 
iting buyers. They have determined 





WILLIAM NOLL 


Secretary-Treasurer of Boston 
Shoe Travelers’ Association 


that the July, 1924, eyent will be 
no exception to this rule. Said 
President Andrews—“The boys of 
the Boston Association believe in 
progress through co-operation. The 
Boston Style Show Outing of Juiy, 
1924, will be just a step in advance. 
We will surely maintain New Eng- 
land’s good name for hospitality. A 
genuine good time is promised to 
all. For our motto we have chosen 
“Now is the Time for Us All to 
Pull Together.” 


An Active Committee 

President Andrews has a group 
of good workers on his executive 
board, namely—John J. Whalen, 
Vice-President of the Boston asso- 
ciation; William Noll, Secretary; 
Frank P. Fanning, Frank W. Lord, 
“Dick” Richards and Bob Emmet, 
Jr. As has been his habit for the 
past twenty-four years, Secretary 
“Billy” Noll will assuredly be pres- 
ent on this gala day. If by any 
chance there is any reader of the 
Recorder who does not know the 
aforesaid “Billy” he may easily be 
identified by the little black bag 
which he invariably carries in his 
hand. This bag made its appearance 
with “Billy” at the time the Bos- 
ton Association came into being. It 
is as inseparable from its owner as 
is a “cat’s paw” from a member of 
the feline species. And be it further 
stated that this little black bag is 
considered essential to the success 
of any outing. 

In addition to the aforesaid mem- 
bers of the executive board, every 
member of the Boston Association 
has promised his co-operation. A 
fine sports program will be held, 
followed by a famous New England 


clambake, served about twelve 
o’clock. There will be music and 
dancing, and arrangements are now 
being made to broadcast the talks 
and other features of the proceed- 
ings; also to install a radio appara- 
tus with loud speaker attachment. 


California Committees 

Members of the Shoe Travelers’ 
Club of Los Angeles have been very 
active this week in connection with 
the Sixth Annual Convention of the 
California Shoe Retailers’ Associa- 
tion. The retail shoe merchants of 
the “Golden Gate” State feel that 
the co-operation extended to them by 
the boys of the Los Angeles trav- 
elers’ Club was most valuable—in 





E. J. ANDREWS 
President of the Boston Shoe 
Travelers’ Association. 
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For over thirty years we have made 
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PATENT 
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LEATHER 








ECOGNIZING THE APPROPRIATENESS OF 

THE NAME, SHOE MERCHANTS FROM ALL 
PARTS OF THE COUNTRY ARE CALLING MORE 
POSITIVELY THAN EVER FOR THIS SUPERLA- 
TIVE PATENT LEATHER. 





On display at 


BOOTHS 37-38 


Boston Shoe Style Show 


~THAYER-FOSS COMPANY 


Leathers of Merit 
BOSTON, MASS. 


MR. SAMUEL SHAPIRO WALTER P. TITTER COOKMAN & CLARK w. 
Spruce & William Sts., 22 Andrews St., 323 Arch St. 1015 Second National 
New York, N. Y. Rochester, N. Y. Philadelphia, Pa. Bank Building, 
Cincinnati, Ohio. 
A. M. ROBLEE E. A. OLIVER Ss. L. DANFORTH 
290 Third St., c/o St. Paul Stay Co., 
Milwaukee, Wis. Rosabel St., 
St. Paul, Mich. 








Deal lee oleae alee ealeleal 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





28, 1924 


= 
tt 








June 28, 1924 


fact, California merchants and trav- 
elers always work together very 
closely on the principle that each 
is essential to the success of the 
other. President of the Shoe Trav- 
elers’ Club of Los Angeles, Chair- 
man of the Southern Reception 
Committee was Emil Goldman. His 
assistants were: Fred Yeaton, Sec- 
retary, Charles F. Smith, Charles 
McWilliams, E. (Casey) Jones, M. 
E. (Jack) Horner. Saul Berner, 
President of the Pacific Coast Shoe 
Travelers’ Association, was Chair- 
man of the Northern Reception 
Committee. His assistants were: 
Gene Murphy, Charles E. Piper, 
Clarke Browning, F. D. Mullin, and 
Morse Levy. William J. Ahern is in 
charge of the Press and Publicity. 
The members of the above com- 
mittees also acted as members of 
the floor committee at the grand 
convention ball, which was held 
Monday evening, June 23, at the 
Biltmore Hotel, Los Angeles. 


Kulp Fighting Foreign-Made 
Shoes 


William S. Kulp, who covers New 
York City to Washington for Dodge 
Bros., Newburyport, Mass., was one 
of the guests at the Commodore 
Hotel during the Brooklyn Shoe 
Style Show. Mr. Kulp makes his 
headquarters at 137 E. 8th street, 
Trenton, N. J. When interviewed 
as to what he was selling he re- 
ported much white kid, calf, and 
fabrics for immediate sale, as well 
as black patent and satins on more 
conservative patterns for now and 
fall. He stated that pumps were in 
unusual demand in the metropolitan 
districts; that a little pointed pearl- 
button-decorated tongue pump in 
patent leather and light tan Russia 
was good, especially with the block 
heel. He notes a tendency on lasts 
toward wider toes, although not ex- 
tremes in this direction. 


Kulp Interests Senator Edge 

Mr. Kulp stated that the most 
serious question before the Ameri- 
can shoe manufacturers at the pres- 
ent time is the importation of 
foreign-made shoes, which in the 
past six months have shown an in- 
crease which would indicate that 
the total for 1924 would be 456,000 
pairs or 57,000 over the 1923 totals. 

“American shoe manufacturers,” 
said Mr. Kulp, “should be aroused 
to the fact that the shoe industry 
is practically the only one in the 
world which has not a protective 
tariff. When in Washington recent- 
ly, Mr. Kulp was in canference 
with Senator Edge of New Jersey 
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FRANK D. MULLIN 


A member of the Northern Recep- 
tion Committee of the Pacific Coast 
Shoe Travelers’ Association. This 
committee acted in conjunction 
with a group from the Shoe Trav- 
elers’ Club of Los Angeles, forming 
the Southern Reception Committee, 
during the recent convention of the 
California Shoe Retailers’ Associa- 
tion at Los Angeles. 





and has been promised the Sena- 
tor’s most earnest efforts to the end 
that there may soon be a tariff on 
shoes. 


Kulp Toastmaster at Dinner 


Mr. Kulp is past grand councilor 
of the Grand Council of New Jer- 
sey-Delaware United Commercial 
Travelers of America. This council 
recently held its 17th convention at 
Trenton. Mayor Donnelly, speaking 
before a dinner audience of about 
500, declared that the contact with 
customers and traveling salesmen, 
which he had gained while a trav- 
eler, himself, had laid the founda- 
tion for his present success. Anoth- 
er speaker was former Governor 
Edward C. Stokes, who spoke on the 
wealth of historical tradition of 
Trenton. Mr. Kulp acted as toast- 
master and paid a tribute to the 
founders of this pioneer organiza- 
tion, which he stated has the larg- 
est enrollment of any of the coun- 
cils at present. 


Louis Breamer, grand counselor 
of the Grand Council of the order, 
brought out in his talk the ethical 
influence which the U. C. T. is ex- 
erting on the road and business in 
general, especially the establishing 
of new, adequate hotels in New Jer- 
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sey and Delaware in cities where it 
is considered they are much needed 
The subject of taxation was also 
discussed. It is the contention of 
Mr. Kulp and other officials that 
the present tax rates throughout 
the country have a tendency to 
greatly lessen the purchasing power 
of the public along the line’of neces- 
sities and luxuries and consequently 
are acting as a hindrance to man- 
ufacturing, lowering the circu- 
lation of money which would other- 
wise be spent by employers and the 
public, 


Delegate to Columbus 


The convention was voted to be 
the largest and best ever held by 
the U. C. T. Mr. Kulp was highly 
honored by being elected to the su- 
preme council at Columbus this 
week. 


Boyle Sales Manager for Dr. 
Kahler 


James D. Boyle has recently been 
made sales manager for The Louns- 
bury-Soule Co. of Stamford, Conn., 
manufacturers of the famous Dr. 
Kahler shoes. This is Mr. Boyle’s 
return to the Dr. Kahler’s proposi- 
tion after having been with the 
Arch-Aid Shoe Co. (Menihan) of 
Rochester, N. Y., for nine months. 
Mr. Boyle had traveled the country 
over for the Lounsbury-Soule Co., 
opening Dr. Kahler’s accounts. His 
activities took him to the Pacific 
Coast twice, Honolulu and the 
Hawaiian Islands. 


“Bob” Emmet, Jr., Travel- 
ing New England 


Robert Emmet, Jr., who travels 
for the Watson Shoe Co., returned 
to Boston last week from a trip 
through the Middle West. “Bob” 
reports business as very good, con- 
sidering past weather conditions. 
With seasonable summer weather, 
he anticipates a material change for 
the better. 

Almost immediately after report- 
ing to Watson headquarters, “Bob” 
took the train for Maine where he 
has been calling on the trade who 
want immediate shipments. 

After July 4, “Bob” will be at the 
Boston office to take care of the 
visiting buyers, who, he expects, 
will be in Boston in large numbers, 
particularly during the weeks of the 
Elks’ Convention and Boston Shoe 
Style Show. 


The art of pleasing is the art of 
rising in the world. 
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A. PHILLIP (“DICK”) 
RICHARDS 


who travels New England for the 
Utz & Dunn Co. 





“Dick” Richards With Utz 
& Dunn 


A. Phillip (“Dick”) Richards, 
well and favorably known through- 
out the industry, from a long ac- 
quaintance with the trade of this 
section, started out on Sunday 
night, June 22, with the Utz & 
Dunn line for New England. “Dick” 
called at the Recorder office on last 
Saturday and expressed himself as 
most enthusiastic over his new con- 
nection. “The Utz & Dunn line,” 
said he, “is one of the best style 
lines I have ever had. My proposi- 
tion is one which no up-to-date re- 
tail shoe merchant can afford to 
pass by. It looks to me as though 
plain strip pumps, with and with- 
out ornaments, cut-out oxfords and 
plain strap effects will be the best 
bets for the best merchandisers for 
fall. 

During Boston Style Show Week 
—July 14-17—Mr. “Dick” wili “set 
up” his samples for the inspection 
of visiting buyers at the Hotel Es- 
sex. 


Travers on Trip 


John F. Travers of the John F. 
Travers Shoe Co., with headquar- 
ters at 110 Summer street, Boston, 
has been taking a trip through New 
England the past week. He reports 
that he is selling many white kid 
and patent leather shoes. His three 
big numbers are, patent, black kid 
and white kid, with Cuban heel. The 
13/8 height is a favorite. Patent 
leather sandals with many cut-outs 
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are moving well, Mr. Travers 


stated. pence tak 
Harry Ripley Home 


Harry Ripley returned to Boston 
the week before last from a month’s 
trip South as far as Richmond. He 
reports an exceptionally good busi- 
ness, with factory wheels busily 
turning. “Harry” will be on hand 
to greet visiting buyers at the 
booth of the L. B. Evans Sons’ Co. 
during the National Shoe and 
Leather Exposition and Style Show 
of July 14-17 and now is keeping 
“open house” at the Boston head- 
quarters of the company, 110 Sum- 
mer street, Boston. 


Hopkins With Bresnahan & 
Sisk 
Karl F. Hopkins has _ recently 
joined the sales force of Bresnahan 
& Sisk Shoe Co. Mr. Hopkins will 
cover the volume trade in the larger 
cities of the country with a distinc- 
tive line of women’s style McKays. 
Just now, he is on a trip showing 
the new line to the trade, down as 
far as Baltimore. Mr. Hopkins for- 
merly sold the P. J. Harney Shoe 
Co: line and that of one other firm. 
During the Boston Style Show, he 
will have the line on display at the 
Copley-Plaza Hotel. 


New York’s Big Outing 
July 10 

The Boot and Shoe Travelers’ As- 
sociation of New York is to have 
one of its old-fashioned outings on 
Thursday, July 10, with such fea- 
tures as a three hours’ sail up the 
Sound, a genuine New York clam- 
bake, sports and speech-making by 
several prominent men. The good 
work of the New York association 
during the past year will be re- 
viewed and work in contemplation 
for the future presented. The New 
York boys have ever been noted for 
their hospitality, and plans for the 
coming occasion prove that the 1924 
event will be a banner occasion. 
H. L. Rogers, with office at 130 
West 42nd street, New York, is 
President of the association. S. A. 
McOmber, 130 West 42nd street, is 
secretary. 


McKeown Travels for Cahill 


D. W. McKeown of The Cahill 
Shoe Co., Cincinnati, visited the 
plant recently. Mr. McKeown, who 
travels Eastern Ohio for The Cahill 
Shoe Co., reports a marked improve- 
ment in the trade. The steel mills 
in the Mahoning valley are running 
about eighty per cent. 


PAUL S. LIPPINCOTT, Jr. 


President of the Philadelphia Shoe 
Travelers’ Association. 





Lippincott Reports Patent 
and Suede Active 

Paul S. Lippincott, Jr., president 
of the Philadelphia Shoe Travel- 
ers’ Association, reports that while 
retail merchants are complaining 
and are holding down their pur- 
chases, many of them buying only 
for sizing-up, some sales are being 
made on patents, black suede, and 
some on satin. Glazed kid is selling 
only in corrective footwear. Mr. 
Lippincott believes that there will 
be a good season on whites as soon 
as favorable weather arrives. White 
kid of desirable quality is scarce 
and high in price. Prices are ad- 
vancing from 10c. to 25c. a pair 
on it. —_————- 


Louis Eastman Is Dead 

A. Louis Eastman, for many 
years the Wisconsin representative 
of the Commonwealth Shoe Com- 
pany and member of the Chicago 
Shoe Travelers Association, passed 
away at his Evanston home last 
Monday. Well known and liked by 
both wholesale and retail men, Mr. 
Eastman’s death will leave vacant 
a place established by a friendly 
and helpful personality. 


Billy Sullivan on Trip 

“Billy” Sullivan, of Cruise, Sul- 
livan Co., has just come back from 
a trip to New York and large cities 
as far as Washington. He has 
booked good orders for novelty 
styles, made by Cruise & Sullivan, 
and also, for T. J. Sullivan & Co. 
He has lately become vice-president 
of the latter firm. 
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THE SHOE THAT BREATHES 


There is no need to argue with keen shoe merchants that fresh air is good for 
feet. You will readily admit that if a shoe is correctly fitted, and is also ventilated 
to remain cool and dry, it will be the most comfortable shoe imaginable. 


“VENTO” is exactly such a shoe. If you have not seen it—if you do not under- 
stand it, you may hesitate to believe it. But once you have tried it on your feet and 
on those of some disinterested friends, you will be “sold’’—and sold strong. 


You will also find that water and mud cannot enter VENTO Shoes, nor will the 
ventilating vents clog up. 


Why not send us a small trial order and ask us about the agency for your local- 
ity. In this way you and your friends may test and enjoy the greatest modern advance- 
ment in shoemaking——-VENTO. Our In-Stock Service makes this quick and easy. 


° | VENTO SHOES IN STOCK . 


Stock No. 1350 


Colored Calf Oxford, Scot Last Stock No. 1200 


Vhe Gun Metal Oxford, H Las 
REFRESHING ee ee 


iT BREATHES 


a Stock No. 1300 Stock No. 1250 
Kid Oxford, Sterling Last Colored Calf Oxford, Hague Last 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON 33 Campello Station : Mass. 
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Breckett is Brophy Bros.’ New 
York Representative 


Lewis F. Breckett is New York City rep- 
resentative for Brophy Bros. Shoe Com- 
pany, with sales office at 755 Marbridge 
Building, New York. Mr. Breckett has 
been with this house for several months. 
He was formerly women’s shoe buyer for 
the R. H. Macey store, so he understands 
thoroughly the needs of the retail shoe 
merchant. 


Single License Fee 


The Senate has ratified a convention 
with Costa Rica under which commercial 
travelers from either of the contracting 
countries may make business trips through 
the entire jurisdiction of the other country 
upon the payment of a single license fee. 


Cincinnati Salesmen 


Herbert N. Lape of the Julian Kokenge 
Company is making an extended Western 
trip, calling on the trade in the larger 
cities of the West. Mr. Lake stated that the 
Julian Kokenge Company, in Cincinnati 
is doing a liberal business and that com- 
pany has doubled its business at its Colum- 
bus factory, the Lape & Adler Co. 

George Gregory, special representative 
of the Cahill Shoe Company, has been at 
the factory for the past week, building an 
entire new line of samples. He also made a 
hurry trip to Chicago, and returned with a 
fair volume of business. 

Mr. Jay Jaffe, sales manager of the 
Roth Shoe Company returned after a very 
successful trip, and will spend several 
weeks at the factory, working on a new 
line of samples which they expect to send 
out by July 6. 

Walter J. Feder of the Feder Gregg 
Company, is making a trip to the Middle 
West. 


Shapiro With Excello 


Leo Shapiro, who has been associated 
with the Bond Shoe Company for a num- 
ber of years, is now a member of the or- 
ganization of the Excello Shoe Company 
of Brockton, Mass, makers of men’s shoes. 
Mr. Shapiro has recently returned to 
New York City from the factory and ex- 
presses himself as being very optimistic 
over the prospects for next season. He will 
direct the selling policies of the company 
and cover the bigger trade in New York 
and New Jersey, where he has a host of 
friends. 


Trail Blazer Salesfolks 


Louis Barker, sales manager for the 
Trail Blazer Corp., covers the East and 
South for this house, with headquarters in 
the Marbridge Building, New York City; 
Dr. F. A. Husk covers the Middle West. 
A. J. Peck covers the Coast. 
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A Good Salesman Should 
Always Smile 


It pays to assume the attitude 
that “Business is Good.’’ A discour- 
aged attitude drives business away. 
This truism was emphasized re- 
cently in the mind of an advertising 
man, who while visiting a certain 
retail shoe store in Rochester, N. Y., 
observed the following incident. 

This advertising man, the two 
proprietors of the store, and the 
store salesman, were all four seated 
in the back of the store, talking to 
one another, when the shoe traveler 
entered. Just at that moment, the 
advertising man relates, there was 
no customer in the-store, although 
trade so far that day had been 
pretty good. 


Right Approach 


The salesman walked up to the 
quartette and said: ‘Well I see that 
everything is quiet here, just the 
same as it is at all of the other shoe 
stores. After talking hard times for 
a while, he opened his sample case 
and displayed six snappy numbers. 
He looked glum while he was doing 
so and the proprietors, while they 
liked the shoes, had fresh in their 
minds the pessimistic statements of 
the traveler about business in gen- 
eral, and so decided not to order. 
The traveler acted as though this 
was quite in the usual course of 
events. 

When he left the store, the pro- 
prietors admitted to the advertising 
man that they could not explain the 
reason that they did not buy at 
least 100 pairs of that line and prob- 
ably would have done so, if the 
salesman had come in smiling, and 
said: “Here are some snappy new 
numbers that I know you want.” 











“The Trail Blazer line,’ said Dr. Husk, 
“consists of snappy shoes on health lasts.” 

Dr. Husk works earnestly with the 
salesforce of each store to stimulate the 
trade of that store through the develop- 
ment of the highest standard of sales 
efficiency. He believes that salesmen must 
be encouraged to do their best; that they 
must be given a vision for greater ac- 
complishment. The doctor is a believer in 
more sales through salesman-personality. 


Butts With Brophy Bros. 


L. E. Butts, who formerly traveled 
New England for the Boyd-Welsh Shoe 
Company, recently joined the sales staff of 
Brophy Bros. Shoe Company and is now 
in his territory of the Central West. 
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Mr. Butts, although a young man, has 
made a long and intensive study of wo- 
men’s style shoe building. He has an in- 
tuitive sense of “what’s what’ in shoe 
artistry that will appeal to the average 
young woman of today, who is ever on the 
alert for “something different,’ and that 
“something different’”’ in strict accord with 
the most modern apparel vogue. 

Mr. Butts believes that the small mer- 
chant can sell high-grade footwear just as 
well as can the big merchant and says that 
it has ever been his mission to help him to 
try to help both little and big make more 
sales of beautiful shoes. 


C. B. Levy With Rohn 


C. B. Levy, formerly with A. E. Luedke 
Shoe Company recently made arrange- 
ments to represent the Rohn Shoe Com- 
pany, and will cover the jobbing trade of 
the country for this house. Mr. Levy has 
been a traveling salesman for about three 
years. Prior to that he was in the retail 
shoe business in Princeton, Ind., therefore, 
he knows what the jobbers should buy to 
sell to the retail shoe merchants. 

Mr. Levy will not start to cover his 
territory until about August. All during 
the month of July, he will keep “open 
house”’ for visiting buyers in his sample 
room at the United States Hotel, where he 
will have a full line of the Rohn men’s 
dress shoes on display. 


Hartford Home From Trip 


W. C. Hartford, who sells the Norridge- 
wock Shoe Company’s line’ to the jobbing 
trade, has returned to Boston from a short 
trip. He reports that he is looking forward 
to July as a good buying month, and al- 
ready has received calls from many visit- 
ing buyers at his Boston headquarters, 139 
Lincoln street. 

As a “side line,’’ Mr. Hartford has been 
building a bungalow—or rather has had it 
built for him according to the plans of 
which he approved. This is situated at 
Hingham, Mass., is now finished, and Mr. 
Hartford has been receiving many con- 
gratulations on same. He wants his many 
friends in the trade to know that the key of 
this bungalow is always theirs for the 
asking. 


“Sam” Turner Reports Opti- 
mistically 

Samuel R. Turner, of Atlanta, who 
makes part of the Southern territory for 
the L. B. Evans Sons’ Company, on a re- 
cent trip to Atlanta, reported the com- 
pany’s sales in this district highly satis- 
factory the past spring, with the outlook 
indicating a continued period of activity 
during the summer months. 

Mr. Turner was formerly manager of 
one of the departments of the Fred S. 
Stewart retail store in Atlanta, and is well 
known to the Southern trade. 
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STERLING OPENS A WORLD OF STYLE 


“Buy it in Patent” and follow through with Patent—is a 
good rule in building a balanced stock of the advance 
season’s modes— for STERLING opens a world of style to 
merchants in every appropriate type of shoe. The distinctive 
beauty and wearing quality of Patent is yours at its best in 


Sterling Colt Sterling Kid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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EASY FITTING SPORT | SHOES 


IN STOCK STYLES FOR IMMEDIATE DELIVERY 


The styles you see 
worn by the well- 
known Golfers. 
Comfortable to 
wear with golf 


ames 


stockings. 


The “‘Dalton”’ Shoe can be 
depended on to stimulate 
sales. It commands the in- 
terest of men seeking real 
value. Put them in your 
stock today for a profitable 
ndee Last Dundee Last 


. 335 Du No. 337 
Geilene 3 Reryresion Blucher Oxford, cre turnover. No. 102 Tan Blucher Oxford, Disk crepe sole. 
sole. A, B, C nd E wide $5. © B, ©, D and & wide $5.75 
. Andrews Last 


15 St. 
Ne, 4 Boarded aragees Oxford, crepe sole 
B.C $5.35 


wide. 











No. mdes No St. Andrews Last No, 327 
Grey Elk t Oxford, soft box, ew se i Mirror Calf 102 Ten Golf Oxford, crepe sole. B,C. C. & C. Tony Tan sport oxford, soft box, crepe sole. 
wing tip, $6. B. c. CD. E wide Dun $5 
sole. A, B, C, - $5. 7 ‘above, but with leather sole. A, B, 








THE DALTON CO., INC., Mfgrs. Men’s Fine Shoes BROCKTON, MASS. 
; BOSTON: 183 Essex Stree CHICAGO: 1618 Republic Bldg., 209 S. State St. NEW YORK: 651 Marbridge Building 
GEO. J. LOVELY, GEO. W. MANSON , JR. E. B. SLOCUM, C. F. BARSTOW GEO. S. DYER 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER June 28, 19% 


Sell Your Community 


Through Its Children! 


Put your children’s department on a quality 
basis that produces steady repeat sales. 


The quality that brings the mothers of your 
community back to buy children’s shoes again, 
will induce them to buy their own shoes from 
you as well. 


The Sinbac Helthy-Fut Line for young folks 
of all ages sells on quality and repeats on merit. 
It has withstood the test of 50 seasons—and 
is steadily growing in popularity. 


Why not cash in on this popularity, quality 
and steady sale? 


yb 


Chicago iL 


SINSHEIMER BRO. & CO., 211 W. Monroe St. 
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No. A-146—White No. A-369—Black 


Canvas Fancy Front Satin. The Myrtle 
Strap. Model. 


—What is Quality? 


Quality is a relative term. To make a shoe that is honest in 
both material and workmanship yet conforming to style 
demand at a price that affords a mutually satisfactory 
profit—this is quality. The Dingley-Foss line is always 
based upon this interpretation of quality and is mer- 
chandised through a service that has for many years put it 
in the forefront of Fabric Footwear. 


Sold to Wholesalers Only. 


OUR BOSTON OFFICES ARE LOCATED AT 
54 LINCOLN ST., 2nd FLOOR 


DINGLEY-FPOSS SHOE, COMPANY 
“fabric Shoe Manutackurers 


AUBURN, MAINE 


BOSTON OFFICES, 54° LINCOLN STREET 
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Our Great 


~ Has Secured 
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Only a Few of Hundreds 





At $2.00 Men's Tan Side Good. 


year Welt Blucher, Me. 

S. ROSENBERG dium High Toe, Rubber 
Heels. Sizes 6-9, 6-10, 
6-11. 


66 The King L. ROSENBERG At $2.15 Men’s ist Quality Gov- 


9 ernment Knee Rubber 

Boots. Sizes on 10 case 

of Jobs lots, Solid sizes, 5-9, 3-10, 
2-11. 

Has always made it worth At $2 15 Men’s Tan Elkskin Moc- 

your while to make your first °*<" casin Work Blucher. Ar. 


° mortread sole. Rubber 
call here. This y ear we are Heels. The most popular 


prepared to surpass all pre- work shoe in years. 


vious bargain opportunities. At $1.30 Mav's Ten Eitskin Soe 


Market here first. Don’t waste Sct Same = Bont 
. 1.15, Youths’ $1.10, Lit- 
time, but make us your buy- ape 


ing headquarters. At $2.00 Men's Tan French 1 
Save I 5% to 30% Rubber Heels. 


S. ROSENBERG & SON At $2.00 sii ond Blacher. Ne 


Wide Toe, Full Perfora- 


1 40-1 44 Essex St. tions. Rubber Heels. Sizes 


1-54. Same in Little 
Gent’s sizes 10-13, 11- 
13% at $1.75. 


oor CC 
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Volume Purchasing Power 
Values that Cannot Be 


Elsewhere 





of Underpriced Lots Are Listed Here 





At $1.45 


At $1.00 


At $1.90 


At 50c 


At 80c 


At $1.00 


Boys’ Tan Bals and Bluchers, 
McKay Sewed, Rubber Heels. 
Sizes 1-54. 


Little Gent’s Tan Bluchers, 
Rubber Heels. Sizes 9-13% 
10-13%. 


Men’s Gun Metal Bluchers. 
Medium High Toe. Rubber 
Heels. Goodyear Welt. Sizes, 
6-9, 6-10, 6-11. 


Women’s Felt Mocassins, Pad- 
ded Chrome Soles. Packed 
Solid Color to Case. Twenty 
Combinations and Solid Colors 
to pick from. 


Women’s Cabretta One-Strap 
Comfort Sandal,McKay Sewed. 
Rubber Heels. 


Misses’ and Child’s Tan Lace 
High Cuts. McKay Sewed. 
Rubber Heels. Misses’ Sizes, 
1144-2; Child’s Sizes, 8144-11. 


At 


90c Boys’ White and Brown Side 
Patch Tennis Blucher and Bals. 
Sizes,214-6; Youths’ Sizes,11-2, 
85c. Little Gent’s Sizes, 8-104; 
9-10, 80c. 


At $1.50 Women’s Tan Full Grain Side 


Leather Oxfords. Military and 
Low Rubber Heels. 


7 5c Misses’ Tan, Play Oxfords with 
Rubber Heels. Same in Child’s 
Sizes, Spring Heel at 70c. 


At 


At $2.15 Men’s Tan Army Bluchers. 


Goodyear Welts. Rubber Heels. 


At $1 00 Men’s Brown Cabretta Romeos 


Sizes 6-9, 6-10, 7-11, 6-11, 
7-10. 


At $1.85 Men’s Tan Bluchers. McKay 


Sewed. Rubber Heels. Medium 
High Toe. 








; will answer the 


style question. 
LITTLE FALLS LEATHERS 


always do 


Ask your manufacturer—he knows 


Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 
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“‘American Lady” 
No. 6325—Black Satin One-Strap, Gun Metal Trimmed, 
Silver Piping, Fay Last, 15-8 Spanish Wood Heel, 
Goodyear Welt. Sizes B 4-7; C, 3-8; D, 244-8. Price 


$5.60 
IN STOCK 


Booth No. 170 


Me P and at 


will answer the 606 Atlantic Ave. 
Style question. 


The Complete QUALITY Line Sold Under One Brand 


American Lady American Gentleman Security 


[HAMILTON- BROWN SHOF CO: 


St. Louis. USA Boston 


AML Dp: 
KSEE 








oO 


\ 
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Styles for Youthful Women and Misses 


Style 130 
In Stock. Pat- 
ent Colt Two- 
Strap, Cut-Out Quarter, 
Champs ~ Kid Lined, 
Turn Sole, 10-8 Covered 
Heel. AA-C, 214-8. $4.50 


Style 115 
In Stock. Black 
Suede One-Strap, 
Out Quarter, Kid Lined, 
Turn Sole, 10-8 Covered 
Heel. AA-C, 214-8. $4.50 
Terms: 2%-10 Days 


Cut- 


Selecting appropriate styles for your 
younger women and misses often 
proves a difficult task. By specializing 
cn this problem, we have developed 
an exceptional line. The fit, style, and 
careful construction of these shoes 
give them a strong appeal in this 
market. 


Merchants who have 
offerings 


profitable. 


bought our 


have found them most 


Boston Salesroom 139 Lincoln St. 
Room 211 


DAVIS SHOE CO. 


Turns and Welts 
For Young Women, Misses and Children 


LYNN BY MASS. 
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SMART: 


a good margil 


THE “S 
“HELMWOOD” 


Patent Leather Front Strap Instep Cut-out 
iio 6602—8 ‘ih D and 


lished trade. 


39 South Second Street 





3 W’s Lenox combine style, good fitting, and durability. 
In addition to these features they are priced to give you 


Salesmen wanted for state of Virginia; also salesmen for 
7 counties of Central Pennsylvania. Must have estab- 


Weimer, Wright & Watkin Co. tas fieage Oa He nine 2H 





- 


!— and priced right 


1 of profit and to insure repeat sales. 


for 


Growing Girls 
Misses 


Children 





THE 
“WINNER” 


I N STOCK T4i—Tan Calf, 4 108. 


oisi—Chempanne Rid, 834 wil 
Mok wed 


Se 
6611—Pat. Leather, a yArtte D and E. .$2.30 


es {=< 
Women's Pat. aa. Cuban 


PHILADELPHIA #- Hiel 254107 KES Calf and White cin 
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A cordial invitation is extended to | 
all buyers attending the 
Boston Style Show 
July 14th to 17th 
to visit our display in the 


HOTEL WESTMINSTER _ 


Our full sales staff will be in 
attendance to greet you. 


(ornell Shoe (0. 


. 


osu wy 


aT 
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H 7 \ ° 
| patterns shown in our sample 
ys a = { 


=== rooms and on the runway at the’ 


recent Brooklyn Style Show, “Bien Jolie” 
was one very favorably received. It typifies 
extremely well the simplicity of design 
which is so much in demand at the present 
time in 

“Quality Footwear” 


“The Shoe You -Admire 
is Made by 
Cornell” 


61 Navy St. 
Brooklyn, NK, Y. 
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M. H. Imported Boarded Calf, No. 271 Lace 
Oxford. Braemoor Last 3 Double Rows 
Fitting; 14 Edge, 44 Rolled Leather Heel. 


There'll Be Quality Plus at Booth 188 


There is an exclusiveness to Brennan models instantly ap- 
parent to the discriminating man. There is quality to their 
leathers and workmanship that is expressible only by terms 
of highest praise. Yet their cost is very moderate. 


You must actually handle Brennan shoes to fully appre- 
ciate their goodness. To learn the full meaning of quick and 
certain turnover, be sure to visit Booth 188, Boston Style 
Show, July 14th to 17th, and inspect the new fall styles. 


RICHARDS & BRENNAN CO., Randolph, Mass. 


Manufacturers of Men’s Fine Shoes 
‘‘ SHOES FOR YOUNG MEN AND MEN WHO KEEP YOUNG’ 
Boston Office Room 406, Rice Building, 10 High Street 


NEW YORK CHICAGO LOS ANGELES 
Marbridge Building Palmer House Angelus Hotel 
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CEDAR CLIFF SHOE SATIN 
for 





and 
Durability 


Ask for our folder 
“Inside Secrets” 
at our 
Booth No. 117 
Boston Style Show 





Demand CEDAR CLIFF 
Shoe Satin when you buy from 
your manufacturer. The supe- 
rior quality, beautiful high 
lustre and great durability of 
CEDAR CLIFF Satin are cer- 
tain to aid you in building up 
your business - - - - - - - 


CEDARCLIFF 


PURE DYE 


SHOE SATINS 
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Du-Flex Fairway 


The latest Sport sole produced by 
the makers of DU-FLEX. It will 
hold the eye in a Store Window, 
and hold the feet on the FAIR- 
WAY, as a thorough test has 


proven. 


The design is reversed on each 
foot and raised to grip the 
ground any way the feet are 
placed. 

The practical points and style 
value of this sole, together with 
the fact that it is made of well- 
known DU-FLEX material is 
bound to make it a favorite with 
wearers of Sport shoes. 


See our full line at Booth 74, National 
Shoe & Leather Exposition, Mechanics 
Building, Boston, July 14-17, which 
includes all styles of Crepe, Gum and 
Fibre Soles and Heels. 


Made Only by the 
AVON SOLE COMPANY 


AVON, MASSACHUSETTS 
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The nna Line< 


for ee style 


>The Matrix Line 


for solid comfort 


ALDEN.WALKER & WILDE INC. 
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The World Famous 
Lotus Shoes 
Made in England 











In Stock 





For the Most Particular Class of Men | 


Nine styles of Men’s oxfords and boots carried in stock at our 
Boston headquarters. 
Sizes 5 to 12. Widths A to E. 

STYLE 774 Also 200 samp'es of made-to-order styles displayed. Call and see 


Tan Scotch Grain the entire line. 
Guaranteed Wasergrest Tak with us about exclusive agency for your city. 


Carried in Stock in Boston : A ’ i 
See our English Cable Laces for men’s oxfords and boots carried in 


stock. Nothing like these laces in the United States. 


THE TOOMAY COMPANY 


145 South Street, Boston, Mass. 
Representing LOTUS, LTD., Northampton and Stafford, England 
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GET BEHIND “ palce ” ORNAMENTS FOR BETTER BUSINESS 


BUYING FROM SHOE MANUFACTURERS’ LINES FEATURING “‘DALCO”’ 
ORNAMENTS ASSURES RIGHT STYLES FOR RAPID RETAILING 


TAILORED BOWS The popular front gore shoes are beautified by the well made and 


attractive “Dalco’’ tailored bows and ornaments. Samples and prices 


AND ORNAMENTS promptly given interested shoe manufacturers. 
Are extremely useful on front gore shoes. Colonial patterns are im- 
COVERED BUCKLES proved by their use. “Dalco”’ plain and fancy effects are popular with 
and BEADED EFFECTS | shoe manufacturers. 


In our new factory we have 10,000 sq. ft. of floor space. Being the 
largest and best equipped house in the United States making shoe 
— you will find us prepared for quick service on volume 
orders. 


“DALCO” SERVICE TO THE SHOE MANUFACTURER AND MERCHANT 
IS EVERYWHERE RECOGNIZED AS HELPFUL IN THEIR BUSINESS 


DALRYMPLE-DUDLEY CO. 


FORTY YEARS AT SHOE ORNAMENT MANUFACTURING 


HAVERHILL, MASS. 
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This 
Trade Mark 


2 


























is your assurance of 


Perfect Style 
Perfect Fit 


Perfect Service 
Perfect Satisfaction 


SD 


At 
“The Boston Show’’ 


SLCLME 


REG. US PAT. OFF. TGP CO. 


EXHIBIT 158-159 


MECHANICS BUILDING 





ERVICE HEADQUARTERS 
for the visiting trade, with a 
special exhibit and demonstra- 
tion of ‘Queen Quality’* OSTEO- 
TARSAL Flexator Unlocked 
Shank (patented) Walking Shoes, 
and LITTLE QUEEN styles for 
misses and children. 

Our representatives are at your 
service and will arrange free auto- 
mobile trips through Boston's 
parkways to the ‘Queen Quality” 
factory. 
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Style 16802 
WHITE KID 


Laconia Two- 
Button Cross Strap Pump 
13/8 Wood Covered Heel 
Flexible Sole 
AA A B 
414-8 4-8 3-8 
Price $5.25 


Order from Boston, New York or Chicago 


Bronx Toe 


D 
216-8 


* 
214-8 


Style 268 
BLACK KID 


Drexel 1-Strap Pump 


Front Piece with Cut Out 
13/8 Rubber Top Heel 
Welt Sole Bronx Toe 
AA A B . 
416-8 4-8 3-8 2%-8 
Price $4.25 
Order from Boston, New York or Chicago 


D 
214.8 


THOMAS G. PLANT COMPANY 


101 Bickford Street, BOSTON 20, Massachusetts 


NEW YORK: 125 Duane Street 








i CHICAGO: 207 W. Monroe Street 
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FIRST SHOP of 
the Dunbar Pattern 


Co. 


twenty - eight 


years ago. 





ONSIDER the growth of any large manufacturing firm, and in 
almost every case you come first to the door of the little shop. 
Twenty-eight years ago in the first small shop of the Dunbar Fattern 
Company the Big Idea was born which today is the backbone and pride 
of this organization of world-wide importance and service to the Shoe 

Industry. 

The first small shop has changed but its spirit of high honor and sound 
craftsmanship are found in the large quarters and extensive organiza- 
tion of this company. 

In the early days and in all the years between there never has been a 
case where a confidence was broken—never a case where a manufacturer 
trusting us with his ideas has had that trust violated. 


The spirit of The Little Shop shines brightly today in the reputation of a 


large organization. 


Your designs are safe when locked in the Dunbar Treasure Chest. 
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No. 1 

The model room of this company at Brockton is 
the largest room in the world devoted to the de- 
signing of shoe patterns. 








No. 2 
This battery of grading machines insures abso- 
lute uniformity in all the sizes made from the 


original model patterns. 




















No. 3 

Specially constructed machinery and exclusive 
Dunbar equipment are provided to insure ac- 
curacy of size gradation. 














No. 4 

The trained eye and skillful hand are necessary 
in this trueing of patterns to micrometric meas- 
ure nent 


‘i. oe 


ie. 

















DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 











ST. LOUIS ~CHICAGO ~ MONTREAL __ 
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SMART LINES ARE FASHION’S FUNDAMENTAL 


Every Ursitor to the Boston Market 
Should Acquaint Himself with 


AN ADVANCE IN LAST SERVICE 
on Display at 
212 Essex Street, Boston 


EW men can tell from a bare The patterns thus shown are the very 
wooden last—no matter how newest, and are constantly being re- 
beautifully designed—just how a pat- ceived from the highest American 


tern will look on it. fashion sources. 


A typical style from the many we shall show you—on a 
new shorter vamp last—which New York is favoring. 


$ remai s ee 
It. ha es mained ; So this service is a 
for the United'Last 


Company to insti- 
tute a service 
through which our 
latest lasts are 
shown with a var- accurate idea of 
iety of latest pat- just how pattern 
terns placed on the , | and last will asso- 
lasts. bal ciate. 





most valuable and 
up-to-the-minute 
style posting, as 
well as giving an 





United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 
NEWARK HAVERHILL S ; 212 Essex St. 
— AUBU - SS % , i yj ts NEW YORK 
CHICAGO ST. LOUIS \ N ¢ Wy 1402 Bush Terminal Bldg. 
NEW YORK MILWAUKEE / 

CINCINNATI 
803 Sycamore St. 
Affiliated Company 
United Last Company, Ltd. PHILADELPHIA 
Montreal 331 Arch St. 
with Branch. Office at Toronto 
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“UST as the famous artist in painting a 

¢) picture employs all of the fine technique, 

#@ skill and artistry at his command, so do we 

© in fashioning new and dainty styles for 

women, put into them that master touch of designing 

which lifts UNITY Shoes above the average. And 

back of each UNITY style there is the usual high 

standard of shoemaking for which Brooklyn is 
universally famous. 


Buyers attending the Boston Style Show, July 14th 
to 17th, will do well indeed to make it their business 
to come and view the remarkable array of exquisite 
new creations, which we have just finished for the 
fall season. Our sample rooms will be at the 


Hotel Westminster 


Those in attendance will be 


Mr. D. Levine 
Mr. N. J. Block 


UNITY SHOE CO. 


“(reators of Fine Footwear for W omen” 
2405 PACIFIC STREET, BROOKLYN, N. Y. 


“In Unity there is Strength’’ 
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THE ZEV LAST 


Made in the newest shade of 
Light Russia Calf 


> —S— 2 a 
a | a i f 
\ J <.. ae _ Sound, Smart, Attractive Styles—the kind that 


win and hold satisfied customers. These are what 
the firm of Howard & Foster offers its dealers. 


Ch. 
had 




















This line of shoes is designed and made for merchants and consumers who demand 
excellence of workmanship and quality. 


Write today for our In-Stock Catalogue. 


Howard & Foster Co. 


Brockton, Mass. 


BOSTON OFFICE NEW YORK OFFICE CHICAGO OFFICE 
183 ESSEX STREET MARBRIDGE BUILDING SECURITY BUILDING 
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ison Process. 
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Show Time There’s Profit in Moccasins! 


Year ’Round Selling—a shoe for every wear 
For Every Age—for men, women and children 


at Senge re Oe ae Shoe dealers know that moccasin popularity is sweep- 
Frank Fowler of the Sawyer ing the country. Stock moccasins—and be sure they’re 
Boot & Shoe Co. will be glad Sawyer’s, America’s pioneer and largest maker in the 
world. Send for ‘In-Stock catalog.”’ 


SAWYER BOOT & SHOE COMPANY 
Hotel Essex Bangor, Maine 


July 14, 15, 16 & 17 


oe oo 9 62629252525 25e$e52 525252" 


to meet visiting dealers at the 


856565252525 
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where a complete line of moc- 


casins will be displayed. 
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The DE-LITE Strap 
of Nu-Tan 


SUCCESS IN SHOES OF TODAY 
DEPENDS ON STYLE— 
DEPENDABILIT Y—PRICE 


a LYONS & HERSHENSON’S 


McKAYS ARE ALL 
SNAPP Y—CONSISTENT 
See us PROFIT MAKERS 


at Booth Come and see for yourselves 
194 these shoes on the Runway 


‘“‘Watch for the L. & H. Girl’ 
Boston Show dpe Mean ow 


LYONS & HERSHENSON 


CHELSEA, MASS. 


Boston Office 207 Essex Street 
Ben Weiner 


CHICKIE JR. 
Nu-Tan and Patent 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The smart simplicity which distin- 
guishes Marshall-made Shoes proves 
that Quality is Maintained. 


C. S. MARSHALL COMPANY 
Brockton, Mass. 


Makers of Men’s Fine Footwear 








BOOT AND SHOE RECORDER June 28, 1924 








THE M&O SHOE WILL GET YOU THE BOYS’ TRADE 
IN STOCK anpD MADE TO ORDER 


No. 104—Made to order, tan Scotch grain, 
heavy sole, Wingfoot rubber heel, re 


leather counter, velvet linings. | to 6. 
D,E 

















No. 20—In-Stock, black calf blucher. $3.50 
No. 21—In-Stock, same as No. 20 in ma- 
hogany calf........ sacs ee 
No. 55—In-Stock, like No. 20 in tan spring 
calf i ate eee 
No. 34—In-Stock, like No. 20, black spring 
eas seseunss ae 
All 10-1314—I-6, D Wide 
No. 22—In-Stock, black calf . $3. 
No. 23—In-Stock, mahogany Russia calf, 
$3.50 


No. 31—In-Stock, tan spring calf bal. $3.00 
No. 32—In-Stock, black spring calf bal, $3.00 
All 10-1314—I-6, D Wide 
These are Boys’ prices. Little Gents’ 25c less. 

Write for In-Stock folder 





OUR NEW FACTORY HAS THREE TIMES 
THE CAPACITY OF THE OLD ONE a ime 


Boys whole quarter 
Pal. Tony Brown Calf 


Lasts Are Fitters : Patterns Up-to-Date : Materials the Best: Workmanship “AA 1” « iace-dinte. Selon 98.40 
MURPHY & OSBORNE SHOE CO. - - - - ROCKLAND, MASS. 


During Style Show Week Full Line Will Be Shown at Hotel Essex, Boston, Room 334 ———-_--- 




















= 














BI 


Fine Calf Leathers aR GREELEY BOUDOIRS— 


are a quality proposition, 
Manufacturers of riced to pay retailers well. 
As hey are filling all the year 
Velvetta Calf ‘round and giving daily 





satisfaction in comfort, 
Tuscan Calf— ‘a attractiveness and wear. 
: peeves Write for samples. Mail 
Russia Calf Me order service Al. Goods 
ie: In Black or Colored in stock for immediate 
Strictly Pine Pull-yrain Calf Leather . ‘ Kid 36 pair lots only. delivery. 
HUNT-RANKIN LEATHER CO. , If Your Jobber Cannot Supply You, Write Us. 
106 Beach 5t., Boston, Mass., U. S. A. <4 A. W. GREELEY, Haverhill, Mass. 5a 





























APPROVED BY 
MEDICAL MEN GROPING IN THE DARK 





ki Time was when the purchase of advertising space was 

-- iL Kag « Fam pit > ofall +. a “blind groping in the dark."’ Advertisers had no means 

ated shoe, the Burkley Ventilated Foot of checking a publisher’s statement of circulation and 
ed. Well knowa often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
Cee: camglite by of distribution and methods this organization is able to 

our order foday ° . 
bone Brovkton 2133 supply just the data an advertiser needs. The darkness 
for immediate action | is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
BURKLEY in the dark. 
SHOE CO There are no dark spots in the Boot and Shoe Recorder 
Siete eg circulation. Our records are audited by the Audit Bureau 
1156 No. Bictm Street of Circulations. 


Brockten, Mass. 
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MEN’S HOUSE SLIPPERS 
‘‘The Best Yet’’ 
IN STOCK THROUGHOUT THE YEAR 


ON DISPLAY 
STYLE 
SHOW 


BOOTH NO. 
197 


NEW FOLDER 
LISTING — THIRTY 
LINES 
SENT ON REQUEST 
o. —Brown Vici ra No. 334—Brown Vici Evere 
a SC ee PRICE RANGE— Sinwe 612 a 
$2.00 to $4.00 


153 
quarter 


a) The L. B. EVANS’ SON CO. =— 


110 SUMMER ST. 130 W. 42ND ST. 


SS. WAKEFIELD, MASS. 




















FOO OOOO UDOOOORDESeeeeeseeeesseaeEaeeeann 
ANNOUNCING HOTSPUR CREPE RUBBER! 


COLORS 
Natural Color, Blue, 
6 Thicknesses Brown, Red, Orange, 

Gray, Yellow, Pur- 


ts” to 34” H E R M A N N W E B E R ple, Green, Black, 


REPRESENTING RUBBER INDUSTRIES, Ltd. Snow White, Jazz 


606-610 NEWARK STREET, HOBOKEN, N. J. (mixed). 
IMPORTERS OF FINE RUBBER 


Foon oo Oooo oOo oODo Oooo oooonoooe 





A particularly fine grade of Ceylon Plantation Rubber especially 
prepared for the requirements of the American Shoe Manufacturer 














Fireproof Capacity 1000 


The Breakers Salesmen’s Samples 
ATLANTIC CITY FOR SALE 


On the Ocean Front We be ge om tend, mavens hundred pairs of 
mated samples which we offer subject to 
Dancing Concerts prior sale, in lots of 50 pair or more. Sizes 7, 


Golf Privileges Cabinet Baths 744B. Immediate delivery. Prices on request. 


CHURCHILL . 
REASONABLE RATES eee = 


JOEL HILLMAN, President 
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There’s 46 Years’ Production 
Behind These 


BOYS’ SHOES 





No. 1753 


Barbour Stormwelt 
Natural Finished Oak Sole 
Heavy Oak Innersoles 
New Brogue Last 


Boys’ 2% to 6....... ane ’ $3.25 
Youths’ | to 2 3.10 
Little Gents’ 9 to 13%.... . 2.85 


More than seventy-five other styles, all 
Goodyear Welts, to retail $4.00-$6.00 in 


Boys’ sizes. 
MOST STYLES MADE IN MEN’S SIZES 


Write for more information. 
Salesmen are now on the road. 


P. Cogan and Son Co. 


Stoneham, Mass. 











June 28, 1924 


WANTED 


3 Real Shoe 


Salesmen for 
3 Real Territories 


A house famous for more 
than 25 years as a producer 
of fine 'shoes—backed by 
large national advertising— 
has an opening for three 
qualified salesmen in three 
of its best territories— 


Kansas - Missouri 
Nebraska -lowa 
Indiana - Michigan 


The men accepted for these 
positions must be dyed-in- 
the-wool salesmen, young, 
and of proved ability as pro- 
ducers. 


Give full information in your 
first letter. All correspon- 
dence will be held in strict 
confidence. 


Address 
Box E890 
Boot & Shoe Recorder 


207 South St., 


Boston, Mass. 


Dealer Influence is secured thru adver tising in the Boot and Shoe Recorder. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 















































i page ITIONS WANTED—F ts ‘ord fi ch insertion. 
RF wor gaat — for —, loss then one-eighth a7 ee amount accepted, seventy-five cents. For other is =a 
, ‘ ad isemen ts w ‘or each insertion. Mini- 
Space 1 time 7 times 13 times 26 times 52 times mum en pom Pay | 3. ‘Ads under this heading will be received 
. up to noon on Tuesday of week of publication date. When advertisers 
I ae wih ch $5.00 $4.00 $3.50 $3.00 $2.50 desire answers to come in care of this office, twelve words must be 
a ancep acts ba 10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
3im..........15.00 12.00 10.50 9.00 7.50 ealsdeniedin de cbenceads Gel ball tet combiindly. hasoas 
i a o A ' Y A one Gah fre in, = 
va deas sua 20.00 16.00 14.00 12.00 10.00 as adn neat Oe cunt ender letter postage. ee 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


GALESMEN—Engiied manufacturer, shoes, 
baref>ot sandals and slippers, desires sales- 











men or agents calling on the jobbing and 

large department store trade, Pacific Coast, SIDELINE SALESMEN WANTED 

West, Central States, South and Eastern ter- We have an ll pr ition for live wire salesmen to sell our line of boys’ 
ritories. Commission basis only. Write or call. shoes, whose quality a price make them easy sellers and would like to hear from 
Coulby & Whaley, 353 Broadway, New York men acquainted with the trade in the following states: Missouri, Tennessee, Alabama, 
City. Georgia, Florida, Illinois, Indiana, Michigan, Wisconsin, Kansas, Colorado, Utah,, 





Wyoming, Montana, North and South Dakota. Samples will be available July 1. Ad- 


ABE comes, ees. © ne fs tteck on dress E-881, Boot & Shoe Recorder, 189 W. Madison St., Chicago, Il. 


commission of Men’s, Women’s and Chil- 
dren’s shoes uddress—Vincent, 38 Heminway 
St., Boston. 


SALESMEN WANTED on 6% com. payable 


sirens law 16 wes. novelty Wels, If men's LOUISIANA, MISSISSIPPI, WESTERN NEW YORK, 











Welts, 15 men’s Xmas Slip., McKays, Turns, 

agen ag 15 — — Hse. Shoes carried OKLAHOMA 

in stock by live Specialty House. Territories Ww t ienced salesmen to cover the above territory on commission. We make 
open: State of Me. W. Mass. N. ¥. City, unlined UNION STAMP WORK SHOES in Blucher, Outing and Moulder. Write for particu- 


Bklyn.,*N. J, E. Pa., Md., Wash. D. C., Va. L ivi references. 
and N. C., Chicago, states of Ili. and "Ind., ee “ 
Mich., N. Y. State, Mo., Kans. Fall samples NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 
ready about July 10th. Send references with 
application. Thoroughly experienced men only 














desired. Address E-874, care Boot and Shoe a il corporation operating an OB RUBBER and Tennis Salesman for state 

Recorder, 207 South Street, Boston Mass. A eee bd of pepulet priced family of Ohio. Must live on territory and know 

; ghoe departments within large department the trade. Also one for New York City. Ad- 

W ANTED—Shoe salesman to make South- stores, is open for two aggressive shoe men dress E-877, care boot and Shoe Recorder, 207 
ern Territory for Cincinnati jobbing with department store experience. Must be re- South Street, Boston, Mass. 


house Apply with reference, E-875, care Boot 





sourceful, good merchandisers and profit 














and Shoe Recorder, 207 South Street, Boston, makers, on a fast turnover basis, as we do nut WANTED— Experienced salesman to show, as a 

Mase. operate along stereotyped lines. Replies treated oun line or otherwise, — thirty samples of 

SALESMAN WANTED for old established confidentially. State age and detailed — el at .00 nd $6.00, ome dicen ’ 
northwestern territory. Give references and ience in first letter. Address E-878, . Bs “ns Quick swelling. “A I shoes ia stock. Eight per cent } 

experience. Jung Shoe Company, Sheboygan, Shoe Recorder, 207 South Street Boston, pn A Refevenees poceseary. 

Wisconsin. nas. Westcott Wh = , . N.Y. 
N opportunity for Real Salesmen of ex- ALESMEN WITH TRADE outside of New 

A’ perience with Ladies’ Shoes to sell our S York City can have a splendid side line of WANTED 279 See, sidetne oe en, 

line of Auburn Made Welts in the States of soft sole Boudoir and House slippers, in be yey —» ey ‘4 

New York, Pennsylvania and Ohio. Want men leather, felt, etc. Direct from manufacturer fixing experience tory x ton 

who have established business in these ter- of premier standing. Commission. Honest 

ritories. Give references. This is a real propo- prices. 100% goods. Address E-#79, care Boot GALESMEN WANTED—To carry manufactur- 

sitoin. Address E-876, care Boot and Shoe and Shoe Recerder, 207 South Street, Boston, ers’ snappy and popular- line of children’s 

Recorder, 207 South Street, Boston, Mass. Mass. stitchdowns. k 


xclusive or side-line. California, Wis- 
consin, Iowa, and Northern Texas. Pride Shoe 
Company, 1627 Locust St., St. Louis, Missouri. 


es WANTED—To sell hig! ade line 

of turns, welts, McKays, and sti iowns for 

phen, a eee and LE in 
a upper Michigan. 

territory and =” car. eSINBAG. 21) 211 

W. bieanes St., Chicago, Ill 


eS ae salesman er 
factory line of men’s high-class Fa, welts, 
per cent straight commission. Must have at least ¢ 
Age limit between 33 and 45. 
ee teen dd cen 
it two years. Must be able to finance himself. 
it of oelpaneen required, none other need apply. 
Shoe Company, Milwaukee, Wis. 





























Ffere’s a Fine Opening 
Jor Smart Salesmen 
to Sell Boy's Shoes 


There is a fine, solid Middle Western factory now ready to offer 
positions to salesmen who can sell a particularly attractive 
line of boys’ shoes. Their quality and price are right for easy 
volume sales. Samples ready July 1. Real salesmen with terri- 
tory acquaintance are wanted in the following states: Missouri, 
Tennessee, Alabama, Georgia, Florida, Illinois, Indiana, Mich- 
igan, Wisconsin, Kansas, Colorado, Utah, Wyoming, Montana, 
North and South Dakota. Address E-882, for particulars, Boot 
and Shoe Recorder, 189 W. Madison Street, Chicago, Illinois. 































Chicago In-stock House Wants 


Wide awake shoe salesman to sell cork- 
ing good line of misses’, childrens’, 
growing girls’ and boys’ shoes. Straight 
commission. of 6%, no drawing account. 
May be sold as a side line in its en- 
tirety or in part with non-conflicting 
line. We have the following territories 




















open: Illinois, (excluding Chicago), 
Iowa, Idaho, Louisiana, Arkansas, 
Minnesota, Mississippi, Montana, Ne- 
braska, Nevada, Ohio, Oklahoma, Ore- 
gon, South Carolina, North Dakota, 
South Dakota, Tennessee, Texas, Utah, 
Washington, West Virginia and Wyo- 
ming. State experience, references and 
age. Fall line ready July ist. Address 
E-880, care Boot and Shoe Recorder, | 
189 W. Madison St., Chicago, Ill. 
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SALESMEN WANTED 


PARTNER WANTED 








WANTED TO PURCHASE 





AN old established South Shore firm making 
well-known trade mark line of Men's Fine Welt 
Shoes, has an Testes for next season for one sales- 
man living in Chicago for Chicago and Wisconsin 
territory. One salesman livi: ing % in oe Paul or Min- 
neapolis for Minnesota and South 
Dakota. Only salesmen having a... experience 
in selling high-grade men ‘s shoes in above territory 
need apply with references. Address E-865,care 
set and Shoe Recorder, 207 South St., Boston, 
ass. 


7 WANTED to sell extensively ad- 

vertised line of window display fixtures on the 

=. Liberal ay oy no samples to cure. Sell 

rom our cata very store a dress 

E-820, care Boot and ‘ Shoe Recordar. 207 South 
Boston, Mass. 








PARTNER WANTED 
British Export Firm established in Lon- 
don seeks American partner with $25,- 
000 to open office in Boston with a 
view to developing their extensive 
American business with the Boot and 
Shoe Trade in Natural Sole Crepe Rub- 
ber. Box No. 684, T. B. Browne’s Ad- 
vertising Offices, 163 Queen Victoria 
Street, London, E. C. 4, England. 








WANTED to buy for cash. Thousands of 

irs of women’s and children’s strap 
slippers for our 99c sale. The Carl Company, 
Schenectady, N. Y. 





ANTED—Write to us if you want to sell 

your store. Strictly confidential. We pay 
more than auctioneers. Address E-886, care 
Boot and Shoe Recorder, 189 W. Madison St, 
Chicago, IIl. 











LINE WANTED 








WANTED 


About five high class exclusive 
shoe salesmen to sell line of 
popular priced men’s dress 
welts out of Milwaukee. Large 
territories for the right men. Do 
not apply unless you can show 
A-1 recerds. Address E-857, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 














POSITION WANTED 


ANTED—Line women’s popular priced 

novelties, Southern Pennsylvania, in con- 
nection non-conflicting line of men’s shoes. 
Commission Address K-661, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





ANT to hear from manufacturer of 

Women’s McKays or Turns who has line 
suitable for the Jobber and large retailer in 
New York and other big cities. Can easily 
satisfy you as to my ability to produce and 
can help “style” the shoes. Am not looking 
for any guaranteed “cinch.” Will work with 
the right people. Address E-888, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, WN Y. 
Phone—Canal 6874 


WILL { SLOW SELLERS FOR 
SURPLUS STOCKS CASH 








for entire shoe stocks. We also buy r 
slow sellers. i 


y > Church Street, New York City 
We also Guschess clothing, hats, furnishin 
goods, etc. Phone Canal 8764-580 








FOR SALE 


R SALE-—-In one of the large cities of 

Maine, a first class Shoe Store. Reason 
for selling, cther business requires attention. 
Reply to E-889, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








THOROUGHLY Experienced Shoe Manager- 
Buyer desires connection. Capable and ag- 
gressive. Ten years with present New York 
concern. Address K-662, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





HELP WANTED 


INDOW TRIMMERS WANTED to sell 

window display fixtures on commission 
basis. Artistic Wood Turning Work, 511 N. 
Halsted St., Chicago, Ill. 








AGENT WANTED 








SOLE CREPE RUBBER 


Wanted energetic Commission Agent. 
well introduced Shoe Trad 

sent direct British Importers in U. 8. 
A. operng stock in ton. Box No. 
683, T. B. Browne's Advertising Offices, 
163 — Victoria Street, London, E. 
Cc. 4, England. 














BUSINESS OPPORTUNITY 


For SALE--Family Shoe Store in all year 
residential business section of Rockaway. 
Stock $6,000. Must sell on account of other 
business. Phone or write Henry Cohn, 78-15 
Boulevard, Rockaway Beach, N. Y. 





LEAN Shoe Store complete, for sale, grow- 
ing town of 8,000. East central Nebraska. 
$6,000 for quick sale. Address E-883, care Boot 
=< Shoe Recorder, 207 South Street, Boston, 
ass. 





FoR SALE—tThe only exclusive shoe store in 
town, population 18,000. Carry high grade 
shoes only. We also maintain a Goodyear Re- 
pair Shop in connection. H. Hirsch, Bruns- 
wick, Ga. 








R SALE—Old established women’s, chil- 

dren's and boys’ shoe store located in the 
best city of South Dakota. Small stock, low 
upstairs rent. No trades. Address E-884, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





HOE store handling medium and high 
grades in Long Beach, Calif. Modern in 
every way. in main business section. Other 
interests necessitate prompt disposal. Address 
A. R. Stacey, 1586 Pine Ave., Long Beach, Cal. 





For SALE—Several large sample trunks in 
excellent condition at a fraction of orig- 
inai value, complete with trays. Will carry 150 
women’s samples. Le-Hy Shoe Mfg. Corp., 214 
Commercial Street., Rochester, » - 








Representation in 


Central America 


A registered firm of manufacturers’ 
agents in Bluefields, Nicaragua, writes 
the Boot and Shoe Recorder, asking to 
be put in touch with shoe manufactur- 
ers desiring representation in any Cen- 
tral American country. They are ex- 
perienced in this market and say they 
can place accounts safely and well. 
Work on commission basis, orders sub- 
ject to manufacturer’s approval. For 
aes particulars, address E-887, 

4 & Shoe Recorder, 207 South St., Boston, 

ass. 














FAMILY SHOE STORE 


selling Hosiery in Central Mass. (town 
of 10,000) doing 30 to $35,000 annually. 
Rent, including steam, $55. Will take 
about $15,000. Good reason for selling. 
Address E-885, Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 








FOR SALE 


5,000 Stock boxes, Canary Color, Metal 
card holders for sizes, in good shape. 
Also window fixtures. Begley Shoe Co., 
Poplar Bluff, Mo. 











CASH PAID 


We will send a representative to investigate 
and make offer upon request. 
Kalter Gort. Mercantile Co., Inc. 
1 Broadway, New York City 
"Tuas Spring 5160-5161-5162 











CASH PAID 


ks or surplus stocks of 
pet a en athe Ag Any quantity. 
Prompt attention given. 





KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, ng A York, N, Y, 
Phone Spring 1 



























MISCELLANEOUS 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 
















No. 141 


} as rs THE CHICAGO 
ot Pr WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, tll. 
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Interest in Whites 


Harrisburg, Penn., June 25— 
Bowman’s Department Store re- 
cently leased its shoe department to 
The Crawford Shoe Co. The depart- 
ment will be enlarged and redec- 
orated. Messrs. Crawford and 
Slerby of the-company report a 100 
per cent increase during the past 
vear. 

To stimulate the interest of the 
salesmen in whites, a $1 P. M. was 
awarded to each double sale, one 
of the pairs sold being a pair of 
vhites. During April 77 pairs of 
‘vhites were sold. The store is sell- 
ng patents and satins freely. 


New Shoe Stores 


Ideal Shoe Store, Shinnston, W. 
Va.—will open soon. 

L. Herskovitz & Son, South 
Brownsville, Pa.—Ymen’s shoe de- 
partment will open about Sept. 15. 

A. Louis & Son, Miami, Fla— 
men’s shoes. L. Louis general man- 
ager. 

Sunrise Bootery, Inc. Fort 
Pierce, Fla.—T. F. Faulkner, presi- 
dent. 








Selling Men’s Shoes 


Harrisburg, Penn., June 24— 
Orner’s Boot Shop is selling out its 
lines of women’s shoes. The store 
will sell only men’s shoes after July 
1. The space heretofore devoted to 
the women’s section will be utilized 
by a men’s furnishing department. 





MISCELLANEOUS 








WE WANT SHOES FOR 
DOLLAR SALES 


If you have unsalable surplus stocks in any 
quantity that you want to move—write us. 
WE PAY CASH 
E. M. MERBLUM 
23 Lispenard St., New York City 
PHONE CANAL 0616 








Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
oy ote. and help 
ce of your 


me hipped su 
approval and T.. 
guarant > 


Write for our latest cata- 
log showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 
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| 98 Years of Seat-building 
=| cee This H-W Chair 


F Yeywood Wiahefie ld * 


Ey am = Aiserr eee 





Neatest, strongest. lightest and most 
convenient fitting stool on the macket. 


Finished Golden Oak or 
Mahogany 
Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th Sz., St. Louis, Mo. 


For thirty-five years manufacturers of 
°* Milbradt Rolling Step Ladders 











Winpow DispLay FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKEN CO. 


11 WT. 4T¥ ST. CINCINNATI.O 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
a For Sales, etc., see Want Page. 


recaution is taken by the BOOT AND 

SHOE” ‘CORDER to a printing 7 
statement likely to ogg = & Lt readers. 
publishers reserve the reject any 

advertising or reading A. which is not yi 

line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West Bnfipen se. Tele- 
phone Maine 1089. B. C. Bowen, Manager. 

a tous < OFFICE: 1 Leather Trades Bldg. H. 

B. C. Bowen, Manager). 

new vouE OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, "Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Bi , H. Walter Scott, Manager. Telephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CHINN ATS OFFICE: Second National Bank 

Bldg. H. M. Bowen (B.C. Bowen, Manager). 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 

WESHENGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 

LONDON OFFICE: P. 
11 Haymarket, London, Sw 

ARpepALaAn OFFICE: 439 Lit. Collins St., 

elbourne. G. Jervis Manton, Manager. 
conrraennrtat: OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 

P. Sabazzini, Gerente. 


BRAZIL: 1 - S. Fitch, 33 Rue General 
Camara, 88 Sob. 


‘er Menage, 
1 England 


CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 


we” = Mr. H. Semen Corrales 2A, Havana, 

uba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for one. 
description 
and prices. 





THE BICYCLE 
STEP LADDER 
COMPANY 
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© Since 1888 
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joo —for BEAUTY and for WEAR 


1903 

1904 Known to thousands as’ The use of goring is now 
wer the elastic shoe goring recognized by leading 
— with the maker’s guar- shoe manufacturers and 
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retailers as the most 

antee for perfect wear; a : 
1906 P : effective means of shoe 
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nl guarantee backed by the adjustment. 
largest manufacturers of Jt does away with the 
1911 elastic fabrics in the necessity of setting over 
1912 world,whosehalfcentury buttons for different 
19135 of experience creates a heights of insteps and ac- 
1914 product of confidence. commodatesitself perfect- 
1915 ly to high or low instep— 
1916 with perfect snug ‘‘non- 
1917 gapping ’’ fit always. 
1918 
1919 EVERLASTIK, INC. 
1920 1107 BROADWAY 
1921 NEW YORK, N. Y. 
1922 
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FOR SUMMER AND EARLY FALL 


BLACK 





B 4215—Black Ooze Calf, Imitation Turn, 
13.8 Cuban Covered Heel. B and C $3.90 


B 4216—As illustrated. White Kid B and C 
$4.00 


B 4225—As illustrated. All Black Kid B and ¢ 
$3.90 





E 4231—Black Ooze Calf, Patent Leather Trim, 
13-8 Cuban Covered Heel, B and C $3.90 
B 4232—As illustrated, All Light Russia Calf, 
B and C $3.90 
B 4233—As illustrated All Gun Metal Calf, 
B and C $3.90 
B 4234—As illustrated. All Patent Leather, B 
and C $3.90 
B 4235— Asf illustrate ed. Light Russia Calf, 
Dark Russia Calf Trim. B and C $3.90 


B 4241—Black Ooze Calf, Patent Leather 
Trim, Saytetion Turn, 13/8 Cuban Covered 
Heel. A-C.... $3.90 
B 4242— re illustrated. Black Satin, Black 
Ooze Trim, A-C $3.90 
B 4243—As illustrated. All Patent Leather, 
eee: eee $3.90 
B 4244—As illustrated. All Light Russia Calf, 
B and C $3.90 
B 4245—As illustrated. All Gun Metal Calf, 
SOME Ghee ves ¥nceedeudaeceaubenhans $3.90 





-- RUSSIAS -- 


‘The Season's Best Sellers ”’ 





Russias and Patents 
for street wear 
adapted to the new 
shades of hosiery 


White Shoes for Mid- 
Summer Selling 


for Immediate Delivery 


Patterns that Sell Extra 
Pairs for You. 
Priced Right. 


Terms: 2% 10, net 30. 
F. O. B. Boston 


25 cents per pair less in 
36 pair lots. 


References required on new 
-~ accounts. 














B 4725—Patent Leather Loop Sandal, Imi- 
tation Turn, 6/8 Leather Heel. C Width. $3.00 
J 4726—As illustrated. Black Vici Kid. C 

Width $3.00 


B 4727—As illustrated. All Gray ——. 
© Wy wi edna a poncho sect cbsbeue $3.25 

B 4730—All White Kid, also Red, Green 
and Blue Kid. C Width........ . $3.35 


IN STOCK 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. \ 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 


WHITES 


B 4662—Patent Leather Imitation Turn, 
8/8 Covered Heel. A to C 


B 4664—Light Russia Calf. A toC...... $4.50 
B 4665—All Black Ooze Calf. A to C... .$4.50 
B 4680—As illustrated. All Black Satin. 


Pies 240 6 ons op 5c ens y eae $4.50 





B 4237—Black Satin, Patent Leather Trim, 

Imitation Turn, 14,8 Full Covered Spanish 

SN cau ach cbhs +6oesecees $4.00 

B 4238—As illustrated, Bright Black Kid. 

ibs é¢etaidivad s+ a6 ¢+-<0emede $4.00 

B 4239—As illustrated. All Patent Leather 
it Pi tecoGeahs sco cccwececensee 34.00 





B 4221—Black Setin, ~~ oa Turn,913/8 
$4.00 


Cuban Covered Heel. B and C.......... 
B 4226—As illustrated. AN a Kid. . . .$4.00 
B 4227—As illustrated. All Patent....... $4.00 


B 4228—As illustrated in Light Russia Calf 
$4.00 


B 4229—As illustrated. All White Kid. . .$4.10 
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HEUMHOLz: 


SHOES, 


The Certainty of Service 


BETTER THAN THE ASSURANCE OF STYLE IS THE CERTAINTY OF - 
SERVICE. 


SERVICE IN HELMHOLZ SHOES FOR CHILDREN MEANS SUPERIOR 
MATERIALS FITTED OVER CORRECT LASTS BY WORKMEN WHO HAVE 
PRIDE IN THEIR WORK. 


THE DIFFERENCE IS AT ONCE APPARENT IN THE SATISFACTION OF 
THE CUSTOMER. 


THE SANDAL ILLUSTRATED IS ONE OF THE LEADERS IN THE HELM- 
HOLZ LINE. 

















No. 85510—Patent Leather Bare- 
foot Sandal full lined. Oak Sole. 
Rubber heel. 
84-11, D width 
1144- 2, D width........... 2. 
Po a re 3.00 


No. Bi610—Smoke Elk, White 

Sole, Rubber Heel, Full lined. 
8-11, D width 

ee eee 2.75 
2\- 6, C width........... 3.25 


Our entire line will be on exhi- 
bition at the Boston Style Show. 


HELMHOLZ SHOE Mrs. Co. 
HIGH GRADE SHOCES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 




















~ 
~ 
— 











« Theyre Better Stitchdowns + ysllegs 
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to 


Late this summer and fall M’lady’s 
feet must still be neat but most 
inconspicuous. 





Colors for footwear are expected to 
serve as “‘neutrals”’ in relation to 
other worn apparel. 





Those named are the most fav- 
ored ofthe newest Levor Colors 
and are the ‘“‘safe’’ shades to 
tie to. 








Beaver or Racquet 
Pickaninny 
Stone Grey 


Bunny 
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TANNERS 


Gloversville, New York 
New York, Boston, Chicago, St. Louis, Cincinnati 


WHITE LEVOR 
GRAIN AID 


Also -Makers of 
TheWhitest Whites 
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DECREED BY FASHION 


BLACK SUEDE 


To make a rich jet black suede 
is one of the most difficult tasks 


in tanning. 


HYGRADE announces with 
pride the achieving of a jet 
black suede which holds its 


jetness under all conditions. 


ASK THOSE WHO KNOW 


BRACKEN SUEDE 


Introduced by Hygrade and now 
acclaimed throughout the trade 
as the sensation for Fall shoes. 


HYGRADE’S BRACKEN is 
a most luxurious, pure rich 


brown shade. 


We will be pleased to submit 


cuttings. 


Samuel Shapiro 


Spruce & WitiiaM Sts.New York 


Sole 21. 


Hy grade 


Suedes for the 


hoe Lar &xcellence 


TANNERY, PEABODY, MASS. 


BOSTON OFFICE 31 SOUTH ST. 
GEO. F. WELDON, MANAGER 
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Consistently Profitable 


H. M. & H. Shoes, either in Welts or McKays, 
are nationally recognized as the summit of 
quality in their grade. Each pair is built and 
styled for the demands of an exacting trade. 


Some of the most prominent merchants in 
this country are consistent users of our shoes. 
They believe in them. 


On display during the Style Show at Booth 
113 and our Boston Office, 126 Summer Street 


HENNESSEY MAXWELL and HENNESSEY 
Lynn ,Massachusetts 


126 Summer Street, Boston 
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“MADE GOOD TO MAKE GOOD” 
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Buyer Resistance— 


Shoes Made From Gallun Quality 
Leathers Require Less Sales Effort 


Mandarin 


Calf 


Chrome tanned, 
glazed and boarded, 
in four colors of dem- 
onstrated popularity. 


Aztec 
Calf 


A smooth finished 
leather that is pliable, 
strong and pleasing to 
the eye. Offered in the 
Fashionable shades. 


A. F. GALLUN & SONS CO. 


A. F. GALLUN & SONS, INC. H. A. ELY, MGR. 11 EAST STREET, BOSTON 


—To overcome Buyer Resistance is one 
of the most trying and most costly prob- 
lems of present-day Selling. 


—Successful Merchants are, therefore, 
keen students of the best, and the best 
known values in their field of operations. 





—Gallun Quality Leathers are widely 
regarded in the shoe and leather world as 
materials of standard value and recog- 
nized leadership. ? 








Dixie 
Calf 


Chrome tanned, 
smooth finish, in colors 
which have met with 
general style accept- 
ance. 


Norwegian 
Veals and Calf 


A pronounced success 
for over a quarter of a 
century. 





Viking 
Calf 


Available in black and 
five colors. A smooth 
finished leather of su- 
perior merit. 


MILWAUKEE, WIS. 





+ 
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Y OU have a right to know 
the inside quality facts 


of , 
fa — 
of Shoes 


UPPER STOCK—For calf- 
skin shoes we use Gallun, 
Creese & Cook, Rueping 
and Schmidt leathers. 
FOR KID SHOES we use 
Surpass Kid for black and 
Benz Havana Brown Kid. 
FOR PATENT LEATHER 
shoes we use Sterling Patent 
Colt. 

OUTER SOLES—Highest 
grade old-fashioned, tanned 
oak soles, which we have 
used with utmost satis- 
faction for fifteen years. 
INNER SOLES — Solid 
grain inner soles. 
COUNTERS—Best grade 
sole leather counters. 
WELTING—B arbour’s 
Endless Welting. 

BOX TOES—Solid sole lea- 
ther boxes of finest quality 
or, if customer prefers, 
VULCO Unit Box Toe. 
FITTINGS—Finest silk or 




















linen thread. 
LININGS—Very best qual- 
The Best Leathers and other materials as above pictured are the Standard for H & T line of Shoes ity of drill linings. For ox- 
fords calfskin is used for 
E place H & T line of shoes quarter linings. | 
confidently and proudly be- oe coe 
fore the best qualified critics. 
Our humming factory is all the - | Booth 134 ___ 
assurance we want of how par- Boston Shoe 





ticular buyers regard our desire to Style Show 


serve them as the present times 
require. 


HUCKINS & TEMPLE 


Sole malore of 


<«N( SH 


FACTORY AT MILFORD, MASS.: 
Salesrooms 135 Lincoln Street, Boston 


Dealer In _.ence is secured thru advertising in the Boct and Shoe Recorder. 
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Now at = 

Lincoln St. = 

BOSTON = 

| E welcome our = 

visitors and cus- == 

tomers to our newly = 

occupied headquarters = 

inthis modern building = 
where we are showing 

under the most ideal : 

circumstances— 

()- SO- -EZE May we have the oppor- = 
tunity of demonstrating = 
the wisdom of your featur- 
ing these lines of 

| 0-SO- SNUG PROVEN PROFITABLE 
F t FOOTWEAR = 
OO wear Through Your Wholesaler > 
_ hess = 
Lnclvics Brockton, Mew Retford Nashua” = 
=s 





Dealer Influence is secured thru advertising in the boot and Shoe Recorder. 
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Honest Shoes 
Bropny BROS’. Modish McKays are Honest Shoes— 


even better than you would expect to get for the price. 


Your approval of them may be partially gained by the re- 
marks you hear—or by means of the printed word 
—but the acid test is—seeing them yourself. 


The Brophy Line of 
Quality Shoes—Popularly Priced 
Is on display in our Boston Salesrooms, 89 Bedford 


= Street. 


BROPHY BROS. SHOE CO. 
SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG, 
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The Shoe Soles That Satisfy Cautious Customers 


You and your customers are more disposed today TO INVEST THAN TO 
SPECULATE. 


An increasingly large percentage of your cus- 
tomers are stressing wear and comfort more 
than at any time since 1913. 


You can please by satisfying these custom- 
ers with shoes bottomed by the wear- 
resisting GRO CORD SOLES. They 
assure maximum comfort and service 
—they are made like a cord tire. 
Give “‘cushion’’.to the tread by the 
gum-coated cords and prevent 

wet feet or slipping. 


The double layer of hard woven 
fabric on back of every GRO 
CORD SOLE acts as a non- 
conductor of either heat 
or cold. The proof of the 
comfort is in the wearing. 


Retailers who have jtried 
GRO CORD SOLES on 
their own 

shoes are con- 

fidently sell- 

ing them to 

their cus- 

tomers. 


GRO CORD 
SOLES are 
more than popu- 
lar on this year’s 
big run of stitch- 
downs for chil- 
dren. 


THE LIMA CORD SOLE AND HEEL CO. 
LIMA, OHIO, U. S. A. 





A. R. MUELLER CO. 
258 Fourth St. 
Milwaukee, Wis. 
NORTHWESTERN LEA. CO. 
14 South Street, 
Boston, Mass. 


304-6 Sacramento St., 
San Franc’ sco, Cal.J 
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The Man who has a 


very 7 definite prefer- 
ence for comfortable 


footwear ? ? insists on 
2shoes with: 


LACING HOOKS 


_Jisk for shoes with lacing hooks 
TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 
Selling Agents 





Dealer Influence is secured thru advertising in the Boot and Shoe, Recorder. 
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Do You KK 


DARBROOK | 


REPRESENTED BY: 


W. A. Gallup — Cincinnati, Ohio 
T. F. Leary — Boston, Mass. 
Henley & McGaghey— St. Louis, Mo. 
G. Fitzgerald — New York, N. Y. 
C.A.McDonnell — Philadelphia, Pa. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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That, “‘count”’ means the number of threads in the 
warp, and consequently the higher the count, the 
greater the richness of texture. ALL DARBROOK 
SHOE SATINS, even of the lowest count and cost, 
have sufficient silk to closely cover the surface. 


That, artificial weighting used in dyeing silk weakens 
the fibre and lessens its wearing quality. ALL DAR- 
BROOK SHOE SATINS are pure dye and free from 
artificial weighting. 


That, the construction of DARBROOK SHOE 

SATIN in its various grades is the accepted standard, 

= representing the ultimate in strength, wear and appear- 
ance. 


That, your shoes, when made of DARBROOK SHOE 
SATINS, will develop the greatest sales values because 
of the above reasons. 


SHOE SATINS 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 
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Genuine Kangaroo 


ARCH SUPPORT SHOE 
















BLACK KANGAROO IN STOCK 


C-D Widths. Sizes 6-11. We wil! 
make up other widths in multiples of 
12 pairs to a width in 4 to 5 weeks’ 
time. 


We will make up BROWN KAN- 
GAROO in multiples of 12 pairs to a 
width in 4 to 5 weeks’ time. 


$4.85 


Again the supremacy of DAVIES shoes 
asserts itself forcibly in this new style- 
ful shoe of GENUINE KANGAROO. 

It is an exceptionally good value—one 
that will win scores of new friends for 
your store. 





DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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OU will find Goodyear Wingfoot Heels 
on the very best shoes of America’s repre- 
sentative manufacturers. Their quality has 
earned them the preference. ‘They wear longer. 
Their resilience lasts. They have the neat, 
close-seating design that means good style. 
That is why more people walk on Good- 
year Rubber Heels than on any other kind. 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other 
heels—a new pair free if yours do not. 


ENGEFOOT 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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This Style at $3.00 pie six stock styles are truly repre- 
; sentative of the traditional WEBER 


IN STOCK NOW Quality. 
as well as 5 others | To retail at $5.00 to $7.50 these famous 
Tan Kip. Marvel (union made) shoes for men present a 


Last, Single Sole. 


— 7 ¢ real opportunity for volume sales and 


C—6 toll 


B—Seeit m satisfied customers. 


3 Weber Bros. Shoe Co. 


styles and prices, sent NORTH ADAMS, MASS. 


on request. 


New York Office, H. Harris, 1328 Broadway, Marbridge Building 








CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdocr sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell's nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 
“IKE WALTON” ‘*APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
ported waterproofed veal with choicest of genuine moccasins for camp and 4a 
long-wearing Maple-Pac Soles. outing wear. Shaped to natural lines. Made in 
Staunch as a boot, yet flexible chocolate and gray elkskin with rubber or 

as a moccasin. flexible, sturdy Maple-Pac Soles. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 


Write for Catalog and Dealer Discounts 





The W.C.RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 
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CONSISTENT WINNERS 


BOND STYLES continue to be real winners. This sea- 
son has proven as never before that the merchant who 
continues to stock Bond Shoes is assured of STYLES 
that are correct and QUICK TURN-OVERS and sure 


money makers. 


IN STOCK 


“BILTMORE” 


No. 2926—Patent Colt new “‘Bilt- 
more” pattern as illustrated. Con- P 
cealed Gore. 13—8 Cuban Heel. Price 


No. 2927—Satin with Gun Metal 

Calf Trimmings. 13-8 Cuban Heel. $4 50 
No. 2928—All Tan “Naco” Calf, 
13-8 Cuban Heel. exeux 
Sizes: 3 to 7 


Widths: A to D 
**M ARCHETA”’ 


No. 1261—Patent Colt as_illus- 
trated. Newest idea of a Steel 
Beaded Scalloped ornament. 14-8 
Full-Breasted Spanish Heel. 
For the convenience of the trade attending the No. 1256—Patent Colt, 13-8 Cu- 
ban Heel. 
Boston Style Show, July 14th to 17th, we will No. 1260—Patent Colt, 10-8 Block 
display BOND STYLES at the Copley-Plaza moe. me . 
No. 1257—Black Satin, 14-8 Span- 
Hotel, Rooms Nos. 352 and 354. ish Heel. 
: : No. 1258—Black Satin, 13-8 Cu- 
A cordial welcome awaits you by our Mr. Harry ban Heel. 
Sch No. 1259—Tan Amber Calf, 13-8 
chvey. Cuban Heel. 








Those ‘‘Better Shoes That Are Quick Turn Overs’’ 


Philadelphia Office Kansas Cit 
32 No. 3rd St. Ridge Bid 
Pittsburgh Office Detroit Office 


314 Bincsone Bg. Manufacturing ::: Wholesalers 7 ce and Fate 
132 Duane St., New York 
































No. 515 


Russia Calf Oxford, Pung Last, 
Sof De 5 », Rubber Heel, Signet 
e ) 


$4.00 


Dull Calf Oxford, Pung Last, Soft 
Toe Cap, Rubber Heel, Signet 
Grade, C-D. 

$4.00 


No. 517 


Tony Red Russia Calf Oxford, 
Pung: Last, Soft Toe Cap, Rubber 
Heel, Signet Grade C-D. 

$4.00 


BLACK KID BOOTS 


Style 405 


Black Kid Bal. Signet, Big Joint 
Last, Cap Toe, Single Sole, Rubber 
Heel, 7 Wide, 6-11. 


$4.25 


Style 404 

Same style in Brown Kid 
$4.50 

Other Lasts and Patterns in Kid 
Shoes 


ne 
the Oxfords 
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Men’s 
Oxfords 


are brand new with comfort- 
able soft toes. Here are five 
numbers that might be called 
fancy staples — styled and 
priced to appeal to the men of 
your community. Early fall 
stocks will not be complete 


without them. 


the Boots 


of Black Kid are the basis of 
a well-stocked shoe store — 
made as they are for every man 
and to fit every foot and for 
every purse. “Bread and but- 
ter’ stocks—always in de- 
mand and always in stock at 
our branches. 





co 





Men’s Boots 


RICE & HUTCHINS 


13 High Street 


In Stock 


INCORPORATED 


Distributing Branches: 


Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 
Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins New York Co. 
Rice & Hutchins St. Louis Shoe Co. 
Atlas Shoe Co., Boston, Mass. 
Jos. 1. Meany & Co., Inc., Phila., Pa. 











Boston, U.S. A. 


No. 9483 
Russia Kip Oxford, Pung Last, 
Rubber EKee!, C-D. 

$3.60 


Style 9484. 
Dull Kip Oxford, Pung Last, Rubber 
Heel, Soft Toe Cap, €-D. 

$3.60 


BLACK KID BOOTS 


No. 8331 
Black Kid Blucher, All America, 
Senator Last, Cap Toe, Single Sore, 
Rubber Heel, AAA-F, 5-11. 

$5.75 


No. 7799 
Black Kid Bal. All America, Senator 
Last, Cap Toe, Single Sole, Rubber 
Heel, A-E, 5-11. 

$5.75 


Other Lasts and Patterns in Kid 
Shoes 
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What Is Value in Footwear? 


HE fact is, value is a state What is value? 
of mind. It depends on what some shoes sell at a top profit 
and others challenge the bar- 

gain table to unload them? 


our feelings are at the 
moment we make that estimate 
of value. It depends on how much the public actually 
wants particular types of shoes. 

Value can be increased by a national appreciation 
of what a shoe is meant to be—first, a foot covering; 
and, second a pleasure to the eye. If all shoes were 
only foot coverings we could base prices on intrinsic 
values, but fifty per cent of all footwear is essentially 
for adornment, and the intangible factor of “eye 
value” enters into its sale. Style is of the highest 
value in some grades of shoes, often affecting the price 
even more than the material of which they are made. 
Therefore, you see the problems of the trade are not 
so much those of values in materials, as they are in the 
“styleful” and .“eye-full” properties of the finished 


shoes. 


Let us look at the statistics of 
industry and see what promise 
there is in that direction. First, 
let us take the figures of last year, 
showing a production of 350,000,000 pairs of shoes, 
which is an equally good figure for this year and for 
our purposes, if you include those types of rubber- 
soled and tennis footwear that are worn as foot cov- 
erings and which are not included in governmental 
compilations of shoe statistics. There we stand with 
350,000,000 pairs of shoes, a greater production even 
than in most prosperous “end-of-the-war-years.” 

It can hardly be expected that any program of 
“shoes for the occasion” will materially influence a 
hundred million people to buy one extra pair of shoes 
per person, giving us a total of 450,000,000 million 
pairs of shoes, and thereby bringing about a substan- 
tial prosperity through the increase of volume. 

So let us consider 350,000,000 pairs as indicative of 


What makes 
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the present rate of distribution to the public, and yet 
we hear everywhere “business is not what it should 
be.” You will perhaps agree with us then that a 
marked measure of prosperity will not come through 
any revolutionary increase of pairs per person. 


What About Sole Leather? 


It is estimated that there are 300,000,000 pairs of 
rubber heels made a year, taking just so much out of 
the leather business and heel types that might have 
been an influence of prosperity in the leather busi- 
ness if things were as they were ten years ago. We 
need not add the amount of composition soles worn, 
for they run into the million of pairs and take the 
place of that much sole leather. Therefore, if we 
find inactivity in the sole leather field, it comes 
through a reduction of output, while raw materials 
still continue to be unwrapped from the beef, and 
made into leather instead of glue. 

When it comes to upper leather, two feet of good 
stock fills the bill instead of three feet for men’s boots 
and four feet for women’s high boots of five years ago. 
Upper leather is a matter of selling area. If the sub- 
ject of prosperity in that field depends upon volume, 
then this is the answer to the upper leather man’s 
complaint. 

One of the contributors to last week’s issue under 
the subject of “Balance in Business” said, “There are 
too many of us, and, naturally, the implication is that 
our factories can make twice the number of shoes con- 
sumed. The present number of retail shoe stores can 
sell twice the number of pairs with their present facili- 
ties. That answers the point of view of the manufac- 
turer with his factory and the merchant with his store. 
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chants knew they could sell so many pairs per week on 
an average, and they had to sell them pretty close be- 
cause all competition had precisely the same types of 
shoes. 

But Now Style Reigns 


Now that style has come into the shoe game, 80 
per cent of the shoes in the average shoe store stock 
are what might be termed novelty footwear and 20 
per cent remain in orthopedics and specialty footwear. 
The shoe merchant now finds that competition has 
laid down a low-margin price-law, and so novelties 
shown in all store windows command a low selling 
price “for competition’s sake.” The novelty has now 
taken the place of the staple shoe, but being a novelty 
it has all those dangerous elements of style risk not 
covered by the proper margin of profit. The 20 per 
cent of the stock of shoes are in orthopedics and sports 
and other things, which are expected to carry a higher 
profit because of the specialized service given. The 
scheme may be all right for a swift operator, but the 
average store throughout the country is not able to 
move its 80 per cent of shoes with the rapidity that 
style footwear demands. 

There is a need for a determining of shoe values. 
When the public wants a shoe, and wants it strongly, 
it should be made to carry a profit in keeping with 
that demand. Some shoes out of the same shipment 
and bearing the same price, may in a week challenge 
the bargain table to unload them. 


The Life of a Novelty 


Two stories illustrate this point. A traveling 
salesman had to wait outside a merchant’s door for a 
period of two hours. When 





When Staples Were King 


Now logically, we come, 
after discussing these four 
definite questions, to the 
point of explaining how the 
industry is to make a profit 
on the service that it ren- 
ders the American public. 
It can come only by tak- 
ing’ a profit commensurate 
with the value given. Shoe 
value for too long has been 
dependent upon the cost of 
the intrinsic materials going 
into that shoe. Why has an 
automatic percentage of 
mark-up been heretofore 
made the measure of the 
selling price? 

From five to ten years ago, 
80 per cent of a store’s stock 
of women’s shoes was in 
staples, and 20 per cent in 
specialties and novelties that 
gained a better profit per 
pair than did the staples. 
The staple business carried 
the store along as a sort of 
a payroll account. Mer- 


= _— 
we 
~ 


country over. 










{ The value of a shoe is found only partly 
in the tangible value of the materials and 
labor which go into it. 

{ Keep that in mind, for it is important. 
{ The rest of the value is to be found in 
the proper buying and proper fitting of 
those shoes so that the merchant may be 
enabled to build up a clientele which will 
come back for more and which will be 
content to pay a price which will include 
a fairer profit than is now the case the 


finally the merchant gave 
him an interview, the sales- 
man finding that it was 
nearly five o’clock said: “I 
waited here two hours and 
I find that I can’t show you 
these shoes because in that 
space of time they have gone 
out of style. I’ll be back in 
the morning with some fresh 
numbers.” Whether the story 
is true or not it illustrated 
the complexity of the style 
game when the estimate of 
value is made entirely upon 
the newness of the product. 
Just because a shoe is new 
doesn’t make it profitable. 


Styles Valueless Before 
Shown 


The other story is of a 
shoe merchant who, upon re- 
ceipt of a shipment, had a 
full page advertisement pre- 
pared to feature the new 
numbers in Sunday’s paper. 
The shoes were put on the 

(Continued on Page 32) 
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Charles G. Phillips Elected President of 
United Publishers Corporation 


Head of Boot and Shoe Recorder Publishing Company; Made 
Head, also, of Parent Organization 


several years been vice-president. 





T a regular meeting of the 
A directors of the United 
Publishers Corporation, 
held Wednesday, June 25,-Charles 
G. Phillips, for several years pres- 
ident of the Boot and Shoe Re- 
corder Publishing Company and 
of the Textile Publishing Com- 
pany, was elected president of the 
Parent Organization. A. C. Pear- 
son, formerly treasurer, succeeds 
Mr. Phillips as vice-president and 
F. J. Frank succeeds Mr. Pearson 
as treasurer. As secretary, Mr. 
Frank is succeeded by H. J. Red- 
field. 

The United Publishers Corpora- 
tion is the publisher of many 
prominent business papers, in- 
cluding, in addition to the Boot 
and Shoz Recorder, the Drygoods 
Economist and its four subsidiary 





He is a director of the Merchants’ 
Association of New York, and is 
chairman of the executive com- 
mittee of New York business 
men that succeeded in landing the 
Democratic National Convention 
for New York. He is national 
chairman of the American Pub- 
lishers Conference and a former 
president of the Associated Busi- 
ness Papers. Having served a 
term as director of the Chamber 
of Commerce of the United States, 
Mr. Pearson ‘s now president of 
the Association of Former Direc- 
tors of the chamber. 

Mr. Frank has been for some 
years president of the [ron Age 
Publishing Co., publisher of Iron 
Age and Hardware Age, this com- 
pany being one of the units of the 
United Publishers Corporation. 








papers; also the Iron Age, Hard- 
ware Age, Automotive Industries, 
Motor World and several other 
niotor magazines. The corpora- 
tion also owns the Chilton Com- 
pany of Philadelphia, publishers 
of motor magazines and direc- 
tories. 


Publishers 


in Publishing Field 
Since 1890 


Mr. Phillips became connected with the Drygoods 
Economist in 1890, prior to which time he had served 
his apprenticeship in one of the large department 
stores of Boston, gradually working his way from his 
initial position as stock boy to buyer. During this 
time he wrote extensively for the Drygoods Economist, 
being the first to emphasize the value to the subscriber 
of authoritative articles from the pen of the men on 
the firing line—thus substituting fact for theory—a 
policy which has since permeated every publication of 
the big corporation of which he is now the head. 

Mr. Phillips’ home is in Montrlair, N. J., where, 
as one of the town commissioners, he is well known 
for his practical and effective work in behalf of bet- 
ter government. 

A. C. Pearson began his connection with the Dry- 
goods Economist in 1902. He served several years 
as advertising manager, later being ebected a director 
of the Textile Publishing Co., of which he has for 


Has Been 


©. G. PHILLIPS 


Newly elected president of the United 
Corporation, 
career as stock boy in a large Boston 
department store. 
credit for having been the first to real- 
ize that business pupers can give of 
their best only when manned by men 
having had practical experience in the 
industries served by those papers. 


Mr. Redfield has for several years 
been a director and the comptrol- 
ler of the United Publishers Cor- 


began his poration. 





To him goes the 


Travelers Ready for 
Boston Show 


Boston, July 2—The following 
committees have been appointed 
by the Boston Shoe Travelers As- 
sociation to help do the honors at the Boston show. 


Reception—E. J. Andrews, president of the B.S. T. 
A., chairman; D. J. Tobin, A. L. Puffer, T. A. Delany, 
“Sid” L. Curry, W. M. Oakman, George J. Lovely, L. 
A. Hunt, T. E. Murphy, John J. Whalen, C. W. Morrill, 
E. A. Terhune, George L. Starks, Chris Briel, A. A. 
LaBonte, Frank M. Lord, William Noll, A. P. Richards, 
Frank P. Fanning, Robert Emmet, Jr., John E. 
O’Brien, J. Frank Crehan, H. H. Ripley, Fred Stanton, 
Harris Barnes, G. A. Cummings, A. B. Clark, D. R. 
Gooding, Thomas Meade, Jr., H. N. LeFavor, W. P. 
Brennan, L. B. Cubbison, D. E. Shannahan and W. F. 
Gaffney. 

Sports—W. F. Gaffney, chairman; T. E. C. Johnson, 
George Ashe, M. C. Galvin, Harry Heiser and Vernon 
Moss. 

David J. Tobin will be in charge of ushering at the 
Style Show; Waldo M. Oakman will be in charge of 
registration; and Helen M. Haney of the Boot and 
Shoe Recorder staff, will act as chairman of the 
women’s reception committee. 
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Up the Ladder 


of Achievement 


How to Prevent Customers from Leaving 
Your Store 


Club” the subject for discussion is “How 

to Prevent Customers Leaving the Store 
and Purchasing Elsewhere.” It is a broad sub- 
ject and one that concerns every shoe store in 
the country. It is discouraging to see too many 
“‘walk-outs,” and for years shoe store operators 
have been trying to decrease the percentage 
of this part of the retail shoe merchandising 
game. 

In these days of high style in women’s 
shoes, there is much more “window shopping” 
and “looking” by women than heretofore, 
which is probably one of the most important 
factors why women are inclined to walk out 
of a shoe store without making a purchase. 
Some seem to possess the attitude: “Well, I 
don’t see exactly what I want here—I’ll go to 
Blank’s.” The result is every store in the com- 
munity is subject to dealing with a great many 
cases of this type. No doubt in the end a sale is 
made to the customer, but that doesn’t com- 
pensate the store which sacrificed the time and 
patience of a salesman in an effort to make the 
promising-looking sale. 


Fa the July 14 meeting of “The Ladder 


The Important Details 


Some details which enter into the subject 
and may be incorporated into your polilcies are 
put in question form below: 

Are all your lines representative of the 
types of shoes that your clientele prefer and 
are they sized well? 

It’s an old story that courtesy goes a long 
way toward putting the customer in a recep- 
tive frame of mind, but it’s of so great value 
that it’s worth stressing over and over. Often 
a customer will enter a shoe store after receiv- 
ing only scant attention at a previous store. 
The contrast of an attentive and courteous 
salesman to one who is curt and obviously act- 
ing with only the sale in view, is so sharp that 
it creates a very favorable impression im- 


mediately. It’s one of the little things that will 
make the customer reluctant to leave your 
store without making a purchase. Have you 
had any real vivid examples of the importance 
of this subject? 


Analyze Customer’s Attitude 


Do the salesmen readily analyze the atti- 
tude of the customers who are hesitant and 
in danger of leaving the store without making 
a purchase? Oftentimes an alert salesman can 
win the customer to his side if he is quick to 
grasp the situation and appreciate that a 
sound selling argument will show the prospect 
a good “buy.” Frequently a customer waits 
for a reassuring word from either her com- 
panion or the salesman to satisfy her that she 
is buying the right merchandise. 

Are your styleful lines so related that you 
can substitute a proper model for one re- 
quested? It is well to remember that customers 
stick pretty well to colors and height of heels 
when they are seeking shoes. 

Do your salesmen detect the “danger point” 
when handling uncertain customers? Are they 
tactful in making “turnovers” at the psycho- 
logical moment and present the case to the 
new salesman in a proper way? 





Application for ‘Ladder Club”? Membership. 


“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 


The Store wants to join 
“The Ladder Club,” with _members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent codperation. 
Signature 
Address 
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THE MINIATURE RECORDER 





*‘Getting More Shoes Sold Right”’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 


in This Issue—and Other News 





Two-Inch Heels 


Brooklyn, July 2—The two-inch 
covered Cuban-Spanish heel is the 
best bet in heels at present on 
street shoes. A few lower heels are 
being used. 


New York Conditions 


New York, July 3—The white 
shoe business in most shoe stores 
came into its own during the past 
week. Several factors counted in 
stimulating trade. Better weather, 
large crowds here for the Demo- 
cratic convention and the July 4 
holiday period helped buying in 
general. Solid whites are leaders. 


Patent Ranks High 


New York, July 3—Next to 
white materials, patent leather and 
black suede appear to be most pop- 
ular in women’s shoe stores. A 
fair sprink'ing of light tan calf 
models and colored kids are in 
demand. 


Advanced by Hours 


“The pretty shoes that we used 
to make for evening wear are now 
the pretty shoes that we make for 
afternoon wear. The daily clock of 
style has been advanced by six 
hours.” So comments a Lynn style 
authority. 


Tassels on ’Em 


New York—Laces, for new ties, 
have tassels on their ends. 


The Fall Season 


Brooklyn, July 2—Shoe manu- 
facturers are looking forward to 
more activity in the fall. In recent 
days orders have been coming in 
freely. Trend toward plainer ef- 
fects is being advocated strongly 
and manufacturers here say it is 
the result of a well defined style 
trend. 


Good Welt Demand 


Brooklyn, July 3—A prominent 
feature in shoe manufacturing 
circles has been the increasing de- 


mand for women’s welt shoes, 
mostly in lightweight and closely- 
trimmed variety. They resemble 
turn sole shoes. More welt shoes 
are being made than for some 
time. 


Orders for Fall 


Rochester, N. Y., July 3—Or- 
ders for fall deliveries are re- 
ported to be coming in from Roch- 
ester salesmen representing local 
concerns. 


Brooklyn Reports 


Brooklyn, July 3—-More shoes of 
patent leather are being produced 





Sommer & Kaufmann 
Store Remodelled 


San Francisco, Cal., July 1 
—The Sommer & Kaufmann 
remodelled store on Grant 
avenue was Officially opened 
today. It presented a beauti- 
ful appearance, being most 
inviting in every way. Many 
floral tributes were received 
by the management as testi- 
mony to the esteem in which 
it is held by members of the 
shoe trade and other indus- 
tries. 











than any other material. It is the 
leading material in most plants. 
Black ooze is also strong. 


Good White Sales 

Atlanta, Ga., July 2—Very hot 
weather has aided the moving of 
whites in shoe stores in this vicin- 
ity. A splendid white season is ex- 
pected and June, particularly the 
last part of the month, has been 
very good. 


Fall Style Predictions 

Boston—R. L. Upton of Gillett- 
Upton, Inc., Tremont street, is a 
keen student of the style situation, 
and profits thereby—in fact, he 
reports that his sales during the 
past two weeks have been way 
ahead of the corresponding weeks 


of 1923. When asked what he 
thought about colors and leathers 
for women’s fall shoes, he stated 
that black calfskin was a factor 
with which the shoeman must 
reckon. He would place black 
calfskin first, with black kid a 
close second, and co-equal with 
kid, black ooze; close on the heels 
of these leathers, patent, then the 
light tan Russias, and the other 
members of the brown family. 

Mr. Upton believes in a full 
range of sizes and successfully 
stocks as small a size as 1% C in 
“safe” styles. ; 


White Kid Models 
Haverhill, Mass., July 3—Shoe 
manufacturing companies have 
had good business on white kid 
models this season. Many sport 
patterns in white leathers have al- 
so been in good demand. 


Tan Oxfords 


Boston, Mass., July 2—In spite 
of the unusually warm weather 
that has been prevailing, retail 
shoe stores featuring men’s shoes 
report young men have been ex- 
pressing much interest in heavy 
types of tan oxfords. 


Straps for Fall 
Lynn, Mass., July 2—Strap 
styles are going to be prominent 
as usual in fall patterns. Patents 
promise to hold up in strength and 
a wide range of gore styles will 
be factors. 


Patterns of Calf 


Lynn, Mass., July 3—More calf 
shoes are included in the new 
lines for fall than in former 
years. The color is of the medium 
tan shade. Heels vary, ranging 
from 12-8 to 16-8 in height. 


Men’s Styles 
Brockton, Mass., July 2—Manu- 
facturing companies expect July 
to be a big month in the factories. 
Some new models for men and 
women will be displayed at the 
Boston Style Show. 
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New Standards of Buying 


TANDARDS of living the world over are on 
the up grade. As far away as Australia we 
find an example of that. A merchant indicates 
that labor has a scorn for hob nails. Women know 
neither where to start nor stop in the matter of 
price. Shoe stores could not be made to pay were 


’ it not for the young women who will wear nothing 


that has been out of fashion a week. 

We point to the same example in all parts of 
the world. It indicates that footwear is becoming 
more than a foot covering; it is an article of 
adornment. Its style value is more important than 
the cost of materials within it. This is a time for 
the entire industry to look carefully to “what is 
value in footwear.” Many stores produce in the 
public mind a false sense of values by rushing intc 
clearance sales to produce cash register volume. 
These stores are always looking at the necessity 
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of beating last years’ figures and they do it with- 
out rhyme or reason. 

It isn’t possible this year to run clearances 
one with another for the nine weeks to September 
first. There is no profit in clearances. There is a 
profit in smart styles to catch the customer who 
is either going on a vacation or returning from 
one. The sales possibilities are in both directions. 

We must not under estimate the customer’s de- 
sire for pretty shoes. Make them attractive 
enough, present them attractively enough and sell 
them practically and profitably and you make 
July and August real months in the selling year. 





On Standards of Living 


HE motormen and conductors of the Cleve- 

land street railway company asked for an 
advance of wages on the ground that the present 
scale did not afford a living wage. 

Now get this point first. The increase was not 
asked for on the basis of the service they were 
rendering either to the company, their immediate 
employers, or to the public, their ultimate employ- 
ers, but because the wage would not permit them 
to have all the rights and privileges which they 
wished to enjoy. 

The matter was submitted to arbitration and it 
developed in the hearing on the testimony of the 
president of the local union that the average wage 
of the men who work full time, but not overtime, 
is about $28.00 per week. 

When asked by the attorney for the company 
how long a training he served before he began 
running a car, he replied “about ten days.” When 
asked if this was about the average training 
period, he replied that it was. The attorney then 
asked him this question: “Do you know of any 
other business, profession or line of work where, 
with ten days’ training, you can earn more than 
$28.00 per week, working eight hours a day?” He 
could not name a single vocation but said “he 
thought there were such jobs.” 

Now get this: Ten days training equals $28.00 
per week. Cause and effect. Think a minute and 
we believe you will agree that here is the basis 
of at least 90 per cent of all the labor troubles 
and all the dissatisfaction in industry, commerce 
and business in general today. ; 

Truly “Life is a Ledger” and the Ruler of the 
universe is an accurate bookkeeper. On the debit 
side of the ledger are “Duties and Responsibili- 
ties;” on the credit side are “Rights and Privi- 
leges.” The same old law of cause and effect. 

It is just like a grocery bill. On the debit side 
are “Meat, potatoes, bread and butter.”’ But what 
right has any man to the meat, potatoes, bread 
and butter until on the credit side of the ledger 
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appears an amount equal to their commercial 
value? Until he has paid the price? 

Here is the crux of the whole matter. Service 
and reward are cause and effect. Fire and heat 
are cause and effect. Build a little fire and you 
get a little heat. Render a little service and you 
are entitled to a little deserved reward. Put on 
more fuel, build a bigger fire and you get more 
heat. 

The law holds true in street railways, in fac- 
tories, in shoe stores, in all business; in fact, in 
every relationship of life. It is true from employee 
to employer, from employer to employee and from 
the institution as a composite whole to the public. 

So then it becomes a question of how to nourish 
and use; how to develop and grow to the end of 
building more fire and getting more heat. 


Buying Only What You Need 


ROM a careful study of the cost of doing busi- 

ness as reported by the Harvard Bureau of 

Business Research, some major deductions can be 
made. 

In this issue we give the highlights of the re- 
search and we learn that among 183 retail shoe 
firms which succeeded in turning their stock 2.2 
times or more in 1923, there was a sufficient num- 
ber of firms with net sales less than $50,000 to in- 
dicate that a well-managed firm with relatively 
small sales volume can achieve a rapid turnover 
as readily as a firm with large sales volume. Stock- 
turn is a matter of management rather than of 
sales volume. 

The Harvard Bureau also reaches the conclu- 
sion that among the common causes of a slow rate 
of stock-turn may be mentioned the following: 
(1) buying too far in advance of requirements: 
(2) permitting accumulation of end sizes and 
widths: (3) carrying too 
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cancellations as well as in sweeping price-cuts by 
the stores. 

And the mere abandonment of the hand-to- 
mouth method will not bring permanent improve- 
ment. The future will prove this to be the case, 
just as it has been demonstrated in the past; for 
the hand-to-mouth policy will be abandoned just 
as soon as consumption again catches up with and 
outstrips production. When that condition recurs 
buyers, as in the past, will proceed to turn out 
goods with little regard to underlying conditions. 

All this is applicable only to the general situa- 
tion. The skillful manufacturer will be making the 
kinds of goods for which he knows there is a de- 
mand, just as such manufacturers are doing today, 
and will have few cancellations or returns. The 
skillful retail merchant, for his part, will be buy- 
ing with a knowledge of his clientele’s tastes and 
requirements, and will “take his medicine” on his 
few errors in merchandise selection. But the gen- 
eral run of manufacturers and of distributors, as 
indicated, will be sliding along on their old hit-or- 
miss policies—unless they decide to adopt the 
methods which have been pursued with such bene- 
ficial results by the leaders in the producing and 
the distributing ends, and, in place of their tra- 
ditional policies, obtain by surveys, well in ad- 
vance, a working knowledge of the kinds of mer- 
chandise consumers will want, in what degree 
they will want it, how low they will want it and 
how much of it they will buy and consume. 





‘Making’ Community 
Prosperity 
HE paramount problem of the day is the dis- 
crepancy between what the farmer puts into 


the production of his product and what he gets 
for it, in comparison with 








many styles: (4) carrying 
shoes at too man: differ- 
ent retail prices. 

At the present time rials. 
there is general complaint 
among manufacturers and 
wholesalers of the retail 


mouth buying policy. This 
policy does make it diffi- 
cult for producers to cal- 
culate with accuracy the 
future demand and to reg- 
ulate their output accord- 
ingly. Its operation, how- 
ever, may be more salu- 
tary than a policy of over- 
buying, which results in 


of better standards. 





Haverhill, Mass. 





A CALL FOR CONSISTENCY 


Let the trade return to sanity in the line of dities. This is what is 
creations as they have in colors and mate- 


Siz months ago all the colors in the spec- 
trum and more and every variety of upper 
stock were urged upon the dealers with 
the result that all have taken their medicine 
shoe merchants’ hand-to- since. Most of them will recover, but they 
will not repeat and are earnest advocates learn how to sell in 


Now! Let the trade demand simpler, more 
consistent designs with emphasis on quality 
of material and workmanship, and less re- 
gard for the spectacular in style. Then 
constructive activity will follow the shadow 
of destructive uncertainty which is blight- 
ing the energy of the industry today. 
(Signed) 
FRANK J. BRADLEY. 


the price he has to pay 
for manufactured commo- 


making the farmer feel 
impelled to enter the farm 
bloc and radical organiza- 
tions. 

The farmer needs to 





co-operative associations. 
The merchant should do 
everything in his power 
to develop an outlet for 
farm product upon which 
the income of his district 
depends. Self-interest, as 
well as patriotism, make 
this a good policy. 
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A Coupon Idea 


Lowen’s Boot Shop of Philadelphia is trying 
out this idea. 

A certificate which looks like a Liberty Bond, 
coupons and all, printed on regular bond paper is 
being mailed to 2,000 of his regular customers. The 
heading reads: 


VALUABLE CERTIFICATE 
issued by 
LOWEN’S BOOT SHOP 
PHILADELPHIA 
Par Value 1 pair shoves 
Capital stock 10,000 pairs of shoes 


Then follow ten detachable numbered coupons, 
carrying out the Liberty Bond idea. 

A letter accompanies the certificate explaining 
that when a coupon is presented by anyone buying 
a pair of shoes the holder of the certificate gets 
a discount on his next purchase. Each coupon is 





worth a 10% discount so if three are presented he 
gets 30% off, while if all 10 are turned in he gets a 
new pair free. So far the response has been most 
gratifying. 
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The ‘“‘Cobbler Shop” Incident 


According to F. M. Amster, of Elizabeth, N. J., 
real fitting service, plenty of newspaper space, clever 
window displays and a liberal adjustment policy will 
keep the home town folks trading with you. 











One incident will show how far Mr. Amster will 
go in satisfying customers. He happened to be in a 
local repair shop not long ago and noticed a pair 
of his shoes there. Naturally he picked them up, and 
his attention was immediately drawn to the fact that 
they had gone bad in several places from causes 
other than wear. The shoemaker was asked to send 
the customer to the store so that a new pair might 
be given. 

A “sore” customer was quickly changed to a 
pleased one. To win this customer back was obvious- 
ly a more valuable thing to do than getting a new 
customer, valuable as that is. 


Ideas on “Tap” 

Robert A. Sills of Greensboro, N. C. has been a 
reader of the Boot and Shoe Recorder for the past 
ten years. He gets the greatest help by doing the 
following: 
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Each week he takes the magazine home, sits 
down to read with a pair of scissors at hand. The 
article that appeals to him is clipped and the next 
day at the store it is filed under one of the following 
heads 
Handling Customers 
Hosiery 
Turnover 
Accounting 
Stock Systems 
Store Fronts 
Foot Appliances 
Orthopedic Articles 
Window Cards 
Ete. 


The best ideas in the industry are thus kept on 
file for comparison and adoption as the case may 
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Care of Stock 
Store Equipment 
Newspaper 
Advertisements 
Direct Mail Methods 
Window Display 
Salesmanship 
Special Sales 
Handling Employees 
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require. There isn’t a much better way of keeping a 
store modern in every particular for every phase of 
retail merchandising receives its share of attention 
in the Boot and Shoe Recorder regularly. 


Give the Small Town “Broadway” Windows 


Louis Waterman, who operates three shoe stores 
in Hoboken, N. J. developed an ingenious double 
display window. 

The lower level of display is used to feature 
children’s shoes and specialties. The upper level, or 
main floor, is reserved for the men’s and women’s 
shoes and hosiery. 

Mr. Levine, the manager of the Washington 
Street store, said that the big problem in a com- 
munity such as Hoboken, lying close to a big city, 
is to get people to trade at home rather than in the 
adjacent city. He gave as a reason for 50% of towns- 
people doing their buying in the big city, the lack of 
“big city” attractions in the small store 

“Better windows than the average,” said he, “is 
one method of attracting more home folks to the 
store.” 

That explains why a professional window trim- 
mer is employed by this concern. The possibilities 
warrant the investment. 

“Give them ‘Broadway’ windows at home, give 
them real service, give them good shoes and half the 
battle is won,” is the way Mr. Levine surrounds his 
topic. 


BOOT AND SHOE RECORDER 


Another Coupon Idea 


“Winkelman’s store in Philadelphia is way 
ahead on sales this year,” says the proprietor. The 
reason as given by Mr. Winkleman is that business 
is being sought through the mails. 

Mailing cards are sent out regularly at two- 
week intervals; more money is being spent on win- 
dows, too. The fact that Winkleman is increasing 
sales by spending money is worth recording and 
worth serving as a guide to other merchants, who 
through their experience with off seasons are prone 
to accept them as inevitable, and as the time for pull- 
ing the store into its shell until the sales sun shines 
as brightly as they think it ought. 

Here in this store another coupon idea has been 
used with success. 

Every customer is given a book of 10 coupons. 
When the 10 are turned in by the customer or 
friends making purchases the holder of the book 
gets a pair of $8.00 shoes free. 


L. Slobodien’s Multigraph 


Leon Slobodien, manager of the new store of 
J. Slobodien in New Brunswick, New Jersey, is a 
great believer in direct mail advertising. The store 
has a multigraphing machine which is capable of 
printing six different colors. This machine is kept in 
almost constant use grinding out advertising matter. 

One follow-up idea is this—two weeks after a 
purchase is made a card is mailed to the customer. 
College students are being told regularly of the cur- 
rent styles and service of this store. 

Mr. Slobodien has a complete record of all his 
advertising stunts in book form. In the front of the 
book is pasted a copy of the advertisements which 
is given a consecutive number, while the rear of the 
book is ruled in this fashion. 








amount 


specimen 
| mailed 


date to | address | results 
number 


mailed whom | 


| 

| | | | 
By buying odd lots of cards from various 
sources and doing his own printing he is able to get 











out of this at a very reasonable figure. Novelties such 
as bridge, pinnochle, score cards are furnished to 
societies, lodges, etc. 
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Sample Rooms at Boston Hotels 
During Show Week 


from all parts of the country are arriving in large numbers and hotels are filled to the 


= HE month of July has opened with a busy scene in the Boston market. Visiting buyers 


brim with shoemen. 


list of sample rooms—with a few more, for good measure. 


The Hotels Essex and the United States present their usual long 


According to our custom in past years, 


we are publishing this sample room “directory” of those who have already arrived, or who are 


about to arrive. 


This list is as nearly correct as hotel registration information and our general 


knowledge on the subject permit. In the whirl of activity which prevails at Hub hostelries dur- 


ing summer months, shoe sample room news is not the most easily obtainable commodity. 


The 


Recorder, therefore, welcomes any corrections, or additions to the following list: 


AT THE UNITED STATES 


D. L. Teitelbaum, J. M. Sachs Co, Long Island, 
A 

George Gregory, Cahill Shoe Co., Cincinnati. 

C. W. Anderson, Newcomb-Anderson Shoe Co., 
Rochester, N. Y., Room 24. 

J. D. Carter, Bona Allen, Inc., Buford, Ga., 
Room 22. 

Charles Fargo, Fargo, Hallowell Shoe Co., Chi- 
cago, Room 15. 

A. G. Spivey, Graham-Brown Shoe Co., Room 
50. 

C. O. Leavitt and T. Embrey, Greenberg- 
Miller, Inc., Allentown Pa., Room 54-59. 

W. J. Best, Newark Shoe Co., Room 55. 

A. B. Rothschild, Republic Felt Shoe Corp., 
Room 61. 

F. H. Burrows, Little Falls Felt Slipper Co., 
Room 58. 

Mr. Urquhart, Little Falls Felt Slipper Co., 
Room 62. 

Lewis J. Golden, B. & B. Shoe Co., Chicago, Ill. 

J. Sundell, 

A. F. Hoffman, Keystone Shoe Co., Philadel- 
phia, Pa. 

C. W. Butler, C. W. Butler Co., Atlanta, Ga., 
Room 71. 

G. W. Chesbrough, Rochester, N. Y., Room 272. 

A. N. Wolf, Miller Hess & Co., Akron, Ohio, 
Room 270. 


Thomas Williams, Krippendorf-Dittmann Co., 
Cincinnati, Ohio, Room 276. 

W. J. Devine and Mr. Yungel, Devine & Yun- 
gel Shoe Mfg. Co., Harrisburg, Pa., Room 271. 

E. G. Kalb, Kalb Shoe Mfg. Co., Rochester, N. 
Y., Room 250. 

H. S. Carpenter, Carpenter Shoe Co., Roches- 
ter, N. Y., Room 253. 

William G. Heiber, Rochester, N. Y., Room 251. 

E. A. Luedke and C. B. Levy of E. A. Luedke 
Shoe Co., Milwaukee. 

William G. Logie of Huntington Shoe and 
Leather Co., Huntington, Ind., Room 64. 

F. A. Schieffer, A. H. Weinbrenner Co., Mil- 
waukee, Room 38. 

R. N. Ditzler Yeager Shoe Co., Selins Grove, 
Pa., Room 274. 

E. W. Allen, Spiegel Shoe Mfg. Co., Belgium, 
Wis., Room 56. 

P. R. Holly, Holly Shoe Mfg. Co., Littleton, N. 
H., Room 260. 

W. H. Porter, Cincinnati Shoe Co., Cincinnati, 
Room 20, (entire month). 

C. B. Levy, Rohn Shoe Co., Room 28. 

F. A. Rohn, Rohn Shoe Co., Room 52. 

M. J. O’Brien, A. Ridgway Son Co., Delanco, 
N. J., Room 11. 

H. L. DuBrin, The Menzies Shoe Co., Fond Du 
Lac, Wis, Room 82. 

J. W. Hanley, Philadelphia, Room 53. 


Boston holds its Annual Style Show and Exposition July 14-17 
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J. G. Samuels, Samuels Shoe Co., St. Louis, 
Room 84. 


Roger Whipple, Hagerstown Shoe and Legging 
Co., Hagerstown, Md., Room 110. 


Edward Reed, Lumberton Shoe Co., Lumber- 
ton, N. J., Room 67. 


AT HOTEL ESSEX 


I. B. Austern, Austern Shoe Co., New York, 
Room 316. 


Morris Glass and Willie Green of the Fein & 
Glass, Inc., Reading, Pa., to arrive July 7. 


Benjamin K. Farnham and Charles H. Miller, 
The Irving Drew Co., Portsmouth, Ohio—July 
14-19. 

Joe Ahelson, A. J. Bates Co., Webster, Mass. 

Sargent Shoe Co., Lynn, Mass. 

Mildred Shoe Co., Brooklyn, N. Y. 

F. L. Mulholland, Marathon Shoe Co. 

Mr. Robinson, Robinson-Bynon Shoe Co., 
Auburn, N. Y. 

H. D. Hamilton, F. Mayer Boot & Shoe Co., 
Milwaukee, Wis. 

Jack Leibert, Krohn, Fechheimer Co. 

M. A. Blutman, Biltwell Shoe Co. 

J. L. Estey, N. B. Thayer & Co., Rochester. 

Murphy & Osborne Shoe Co., Abington, Mass. 

Comfort Sandal Mfg. Co., Long Island City, 
| A 

Chas. A. Boas, Roney & Berger, Allentown, Pa. 


Gordon Goldsmith, Phillips Shoe Co., Inc., Far- 
go-Newhall Co., Maryland Shoe Corporation, 


John J. Kazanjian -& Co., and J. Newton Seitz 
Shoe Co. 

John J. Whalen, Le-Hy Shoe Mfg. Corporation, 
Rochester, N. Y. 

O. J. Paden, Dunn & McCarthy, Auburn, N. Y. 

Schwartz-Ruggles, Inc., Brockton, Mass. 

J. B. Rubin, Rubin Bros. Footwear, New York. 

H. Jacobs & Sons, Brooklyn, N. Y. 

Greene Shoe Mfg. Co., Boston. 

Alden, Walker & Wilde Co., Inc., East Wey- 
mouth, Mass. 


A number of new features have been planned for visiting buyers 


A. P. (Dick) Richards, Utz & Dunn Co., 
Rochester, N. Y. 


Fern Shoe Co., Newburyport, Mass., Mr. Wal- 
lace. 


Morris Rosenwasser, Rosenwasser Bros., Long 
Island City, N. Y. 


Security Shoe Co., Lynn, Mass. 
Interstate Shoe Co., Manchester, N. H. 
The Reynolds Co., Providence, R. I. 


A. Finkelstein, Finkelstein Bros., Philadelphia, 
Rooms 506-508. 


Mendelsohn Co., Room 436. 

Parisian Shoe Co., Brooklyn, N. Y. 
Central Shoe Co., Boston. 

Pedigo-Weber Shoe Co., St. Louis. 
Bridgewater Workers Co-Operative Ass’n. 
Ault-Williamson Co., Auburn, Me. 


Mr. Aronson, Sporwin Shoe Co., Inc., Brock- 
ton, Mass. 


M P. Foye, Endicott-Johnson Co., Endicott, 
nm. 2. 


John C. Kelley Shoe Co., Brockton, Mass. 


COPLEY-PLAZA HOTEL 


Frank H. Wood and D. J. Tobin, Gray Bros., 
Inc., Syracuse, N. Y., July 14-19. 


Stetson Shoe Co., South Weymouth, Mass., 
July 14-19. 
PARKER HOUSE 


John S. Whittemore, Boyden Shoe Co., Newark, 
N. J. 


WESTMINSTER HOTEL 
Rialto Shoe Co. 
Slipper City Shoe Co., Haverhill, Mass. 
Poole & Johnston Shoe Co., Brockton, Mass. 
Novelty Shoe Co. 


HOTEL LENOX 


A. A. Byron and T. Frank Lynch, T. Frank 
Lynch Shoe Co., Lynn. 
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The Cost of Doing Business in 1923 


Retail Shoe Stores Report through the Harvard Bureau of Business Research 
Improvement Over 1922 


By CHARLES D. LAFOLLETTE 
Field Representative, before the California Shoe Retailers’ Association 


the 499 firms on whose reports this. bulletin 

is based, had net sales in 1923 of $58,000, gross 
margin of $16,878, or 29.1 per cent of its net sales; 
total expense of $15,892, or 27.4 per cent of sales, and 
a net profit of $986, or 1.7 per cent. This typical firm 
turned its stock at the rate of 1.9 times during the 
year. 

This summary of operating expenses in the re- 
tail shoe trade in 1923 is based on the reports for 499 
firms with an aggregate sales volume of $68,364,000. 
These firms were situated in 46 states of the Union, 
the District of Columbia, five provinces of Canada, 
and Hawaii, and the range in individual sales volume 
was from less than $10,000 to more than $2,500,000, 
the largest of these firms operating branches. Two 
hundred forty-four of these stores were located 
in cities with population less than 25,000; 55 in cities 
with population between 25,000 and 49,000; 61 in 
cities with population between 50,000 and 99,000; 81 
in cities with population between 100,000 and 399,000, 
and 58 in cities with population of 400,000 or over. 


: TYPICAL retail shoe store, representative of 


A Profit in 1928—None in 1922 


In the retail shoe trade 1923 was a year of im- 
provement as compared with 1922. A direct compari- 


son is afforded by the re- 


from $12,361,000 at the end of 1922 to $13,066,000 at 
the end of 1923. This increase, however, was less pro- 
portionately, than the increase in sales volume. 


Percentages Common to Many Stores 


In the table are presented common figures in per- 
centage of net sales for each item of expense and 
profit and the common figure for the rate of stock- 
turn for the 499 retail shoe firms that submitted com- 
parable profit and loss statements to the bureau for 
1923. In this group were included firms with sales 
ranging from less than $10,000 to more than $2,500,- 
000, and, as previously explained, these firms were 
located in 46 states of the Union, the District of Co- 
lumbia, five provinces of Canada, and Hawaii. This 
table, therefore, presents a reliable composite sum- 
mary of the cost of doing business in unit retail shoe 
stores in 1923. 

The common figures given in this table are not 
based on arithmetic averages of dollars-and-cents 
figures, but they represent in each case the result of 
tabulations of percentages made in such a way as to 
show really typical figures without giving undue 
weight to extremely high or low figures or to the fig- 
ures of firms with exceptionally large sales volume. 

In making comparisons with the figures in this 

table, it is to be borne in 





ports of 282 identical firms 
that sent in complete profit 
and loss statements for both 
1922 and 1923. The aggre- 
gate volume of sales of these 
firms increased 7.4 per cent, 
from $39,830,000 in 1922 to 
$42,776,000 in 1923. For 
these identical firms, the av- 
erage gross margin in- 
creased from 28.1 per cent 
of net sales in 1922 to 29.5 Rent 
per cent in 1923, whereas 
the average total expense de- Taxes 

creased from 28.1 per cent Insurance 
in 1922 to 27.8 per cent in 
1923. The result was an av- 
erage net profit of 1.7 per 
cent of net sales in 1923 as 
compared with no profit at 
all for 1922. The average 
rate of stock-turn remained 
the same for these firms for 
both years. At the same 
time, their aggregate inven- 
tory increased 5.7 per cent 


Advertising .... 
Delivery 


Total interest 


+ 


Gross margin 
Net profit 
7. 


. : 





OPERATING EXPENSES, GROSS 


MARGIN, NET PROFIT, AND 
STOCK-TURN IN 1923 IN 499 
RETAIL SHOE STORES 


Net Sales equal 100% 


Total salaries and wages..... 14.7% 
Boxes and wrappings. . Dees 
Office supplies and postage 
Heat, light and power. 


Repairs of store equipment. oe 
Depreciation of store equipment 


Miscellaneous expense ..... 
Losses from bad debts ... 
* + * aa * 


Total expense _.. 
* 7 aa 


Stock-turn (times a year) 


mind that the total expense 
figure shown in this table in- 
cludes a charge for interest 
on owned capital invested in 
the business, and that, 
therefore, the net profit fig- 
ure shown in this table does 
not include any return on 
2.2 investment. 

: This is in ac- 
cordance with the 
principle that in- 
terest on all cap- 
ital used in the 
business is a real 
cost that must be 
taken into account 
irrespective 

of whether the 
capital belongs 

to the firm or is 
borrowed. It fol- 
lows from this 

* principle that a 
business venture 
should yield to its 


Common 
Figure 


th 
or 
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Net Sales equal 100% 


Group A 

Netsales GroupR Group C 

less than $30,000- $50,000- 
$30,000 $49,000 $99,000 


Number of Firms 94 115 133 
Total salaries and 

wages : 13.6% 13.7% 
Advertising ......... 5 2.0 2.2 
Rent ‘ i 3.7 
Total interest ... Y : 
Losses from bad debts 0. 2 
Total expense . 


Gross margin ; 
Net profit or loss. loss 0.7 


Stock-turn (times a 
2.0 








‘MAJOR EXPENSES, GROSS MARGIN, NET PROFIT, AND: 
STOCK-TURN IN 1923 IN RETAIL SHOE STORES 
ACCORDING TO VOLUME OF SALES 


This table brings out the fact 
that the ratio of total expense 
to net sales was lowest, on the 
average, for the firms in Group 
B, with sales between $30,000 
and $49,000, and highest for 
Group E those in Group E, with sales of 
$250,000 $250,000 and over. The typical 
and over ratio of gross margin was low- 

56 est for tne firms in Group A, 

with sales less than $30,000, and 
highest for those in Group E, 
16. 6% with sales of $250,000 and over. 

Likewise the average rate of 
3.8 stock-turn was lowest for the 
firms in Group A and highest 
for those in Group E. The firms 
in Group A, on the average, 
sustained a loss of 0.7 per cent 
of their net sales in 1923, but 
a common net profit figure was 
shown for each of the other 
four volume groups. The high- 
est common figure for net profit 
for any of these groups was 3.1 
per cent of net sales, for the 
firms in Group D, with sales be- 
tween $100,000 and $249,000. 





2.6 











owners something over and above the inter- 
est on the capital they have invested; such 
an additional return constitutes the real net 
profit of the business. 


Rapid Turnover—Lower Expense Ratio 


It has been demonstrated repeatedly that in re- 
tail businesses a relatively rapid rate of stock-turn 
ordinarily is accompanied by a relatively low ratio of 
total expense. The year 1923 in the retail shoe trade 
proved no exception to this rule. 

For the entire group of 499 retail shoe firms on 
whose reports this bulletin is based, the common fig- 
ure for the rate of stock-turn was 1.9 times in 1923. 
As previously explained, the rate of stock-turn, in the 
case of each firm, was determined by dividing the cost 
of the merchandise sold during the year by the aver- 
age of the inventories at cost at the beginning and end 
of the year. The common figure of 1.9 times for the 
rate of stock-turn therefore means that the average 
cost value of the merchandise carried in a typical re- 
tail shoe store in 1923 was slightly over half as great 
as the total cost value of the merchandise sold in that 
store during the year. 

In order to bring out the relation between: the 
rate of stock-turn on the one hand and expenses and 
profits on the other, the profit and loss statements 
submitted by retail shoe firms for 1923 were divided, 
for purposes of comparison, into four groups accord- 
ing to their rates of stock-turn. Ninety-eight firms 
turned their stock less than 1.4 times during the year; 
107 turned their stock between 1.4 and 1.7 times; 98 
turned their stock between 1.8 and 2.1 times; and 183 
turned their stock 2.2 times or more in 1923. 


Salaries Influenced by Turnover 


Among the major items of expense, total salaries 
and wages and total interest both were highest in 
ratio to net sales for the firms that turned their stock 
less than 1.4 times, and lowest for those that turned 
their stock 2.2 times or more. 


Advertising expense, on the contrary, 
was highest in percentage of sales for the 


group with the most rapid rate of stock- 
turn, although the degree of variation was 
slight. 


As discovered to be the case in previous compari- 
sons of this kind, the largest difference in expense 
was in total interest, which amounted to 4.3 per cent 
of net sales for the firms that turned their stock less 
than 1.4 times during the year, as compared with 1.8 
per cent for firms turning their stock 2.2 times or 
more. 

A rapid rate of stock-turn has a direct effect on 
expense in reducing the ratio of various fixed charges 
because of the fact that the quantity of merchandise 
carried in stock is reduced in comparison with the 
quantity of merchandise sold. In addition to these 
direct results, it furthermore has been indicated that 
a rapid rate of stock-turn is evidence of general all 
around good management resulting in economies in 
items of operating expense not directly affected by 
turnover. This conclusion is substantiated by the fact 
that firms that turned their stock 2.2 times or more 
in 1923 had a noticeably lower ratio of total salary 
and wage expense than did the firms that turned their 
stock less than 1.4 times. 


Stock-turn—A Management Achievement 


Among the 183 retail shoe firms that 
succeeded in turning their stock 2.2 times or 
more in 1923 there was a sufficient number 
of firms with net sales less than $50,000 to 
indicate that a well-managed firm with rela- 
tively small sales volume can achieve a 
rapid turnover as readily as a firm with 
large sales volume. Stock-turn is a matter 
of management rather than of sales volume. 


Among the common causes of a slow rate of stock- 
turn may be mentioned the following: (1) buying too 
far in advance of requirements; (2) permitting ac- 
cumulation of end sizes and widths: (3) carrying too 
many styles; (4) carrying shoes at too many differ- 
ent retail prices. 

For the entire group of 499 retail shoe firms that 
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submitted profit and loss statements to the bureau for 
1923, the common figure for net profit was 1.7 per 
cent of net sales. As previously indicated this figure 
took into account not only the results of the firms that 
made a net profit in 1923, but also the results of 153 
retail shoe firms that sustained a net loss. Among 
the group that made a net profit as a result of their 
1923 operation, there were 211 firms that had net 
profit figures in each case higher than the average 
ratio of 1.7 per cent. 





What Is Value in Footwear? 

(Continued from Page 20) 
shelves on Friday previous to the insertion of the ad- 
vertisement and, as is natural, they were tested out on 
some customer and one sale was made. On Saturday 
morning this customer returned and said: “I don’t 
want these shoes; they are out of date,” and no manner 
of argument could influence her otherwise, so her 
money was refunded. There you had style value de- 
stroyed, even prior to the presentation of the shoes to 
the public at large. 


The Intangible Measure of Value 


The tangible value of the shoe is represented by 
its materials, but the intangible measurement of values 
is in the style, color, pattern and attractiveness of the 
shoe to the customer. This estimate of the value of 
shoes can be increased. The shoe industry has got to 
develop the idea of setting a higher value on shoes to 
the public and less of the idea of crawling into the 
cellar, depreciating pride of product. There should ap- 
pear a national appreciation of what shoes are worth 
from their style viewpoint. No fixed measure of profit 
taking should be tolerated. A shoe will bring what the 
public is ready to pay for it, no more and no less. It 
moves because the public feels that it is getting full 
value for it. How much of that value is represented by 
materials; how much of it is represented by style; 
how much of it is really represented by fitting given? 

A courage in industry must come to bring about 
this real appreciation of values. Changes in standards 
of living, in home and car heating, and modes of dress 
have brought about a revolution in what men and 
women wear and the price that they will pay for it. 





For Fall 
and 
Winter 


A type which should sell well. Smooth calf of the correct shade of 

tan with heavy sole and reversed well effect. Just enough pinking 

to make it “doggy” within the limits of good taste. Maker's name 
on request 
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Many a man buys “hooch” at ten dollars a quart who 
can’t afford to buy an extra pair of shoes. Many a 
woman spends fifteen dollars a month in the beauty 
parlor when her income in the office doesn’t warrant 
that expenditure. The shoe industry is an industry that 
does not live essentially upon the extravagances of 
men, women and children. It gives value for every 
dollar received. In fact, it has been giving too much 
value for the money received. Men have been able to 
wear two pairs of shoes a year and look well dressed 
and women have been able to buy three pairs and look 
presentable. 
Shoes Sell Too Cheaply 

These shoes bought at the minimum of profit to 
the merchant, no profit to the manufacturer and loss to 
the tanner have given all the advantages to the con- 
sumer who doesn’t appreciate the full measure of his 
blessings. This isn’t true of one case but of millions 
of cases of shoes. A betterment of the shoe industry 
will come only through a betterment of the standards 
of profit, with each and every branch entitled to its 
little bit to make the bargain fair from hide man to 
consumer. This balancing of values is coming if the 
shoe industry is to be a profitable undertaking with 
conditions as they are. : 

We all need a new state of mind on values. One 
little concern will put in hours of time and hundreds 
of dollars into perfecting a particular pattern, only to 
have some big volume factory “select” the pattern for 
their own and go to work dumping out the shoes by 
the hundreds of thousands. The artist and small op- 
erator who have put into the materials that intrinsic 
supplementary value of style, no sooner gets started 
than a factory with output only in mind, deluges the 
market with the shoes that are sold on the barest mar- 
gin of profit. The little man did not begrudge the big 
operator a fair profit; in fact he would welcome such 
imitation, knowing that both making a profit are on 
a better competitive basis than when one makes a pro- 
fit and the other “buys orders for a loss.” 


We Must Grade Up Mentally 

We have got to learn the process of grading up 
collectively and mentally the entire shoe industry. 
There are wonderful opportunities in the near future 
for the intelligent distribution of shoes and this means 
better service in the shoe store so that the clientele of 
that store will be customers and not shoppers. Upon 
this foundation the merchant can build up a better 
appreciation on the part of the public of what are good 
shoe values. We are working on new measurements in 
the shoe industry. The values of materials are not of 
the same standard in relation to the final sale as be- 
fore. 

One merchant has put it “Materials one-third, 
proper store fitting one-third and the right pattern in 
the right color, one-third.” He makes by this trinity of 
virtues a sale to the consumer that is profitable be- 
cause the customer comes back again and he in turn 
buys more shoes from the manufacturer at the right 
price, manufacturer more leather at the right price 
and so the entire chain of industry is kept healthy and 
sound—based on the measure of service given by the 
man in the store. 
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Cincinnati’ s style cen- 
ter, Fourth and Race 
Streets, looking East 
on Fourth. 





Stock No. 3809—Price 
$3.50. Made of | Black 
Kafor Kid, from “KIN- 
D RGAR EN” line for 
growing girls by 
Smith- Wallace Shoe Co., 
Chicago, Ill. 




















She better shops 
Americas fle centers 


select 


‘The Stye LEATHER oF AMERICA 


TEST of good leather is always given when used in children’s 
footwear. Wear and service are always expected. This is 

especially so because the mothers of the young folk do the buying 
and have an eye for quality. 
KAFFOR KID stands the test to which the American mother 
puts each pair of shoes bought. The non-scuffing character and soft 
mellowness of this leather insures perfect fitting and comfort, thus 
making the mother’s purchase all the more satisfactory. 
The firmness of texture of KAFFOR KID makes certain that the 
shoes will remain shapely and attractive. 
Retail merchants who seek always to supply their customer with 
the best may specify KAFFOR KID unhesitat- 
ingly. This leather is to be found in the:lines 
of the best manufacturers and jobbers 


The shoe illustrated i is from the line of Smith Wal- 
lace Shoe Company, in Chicago, showing the possi- 
bilities of KAFFOR KID in combination. 


“The Story of Leather’? will be mailed on request. 


Tne Onio LeatTner COMPANY 
GIRARD OAIO 
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URSTING FORTH—week after week, 
eateyelaatsbacamervevetent=ntetconeetemeveynete- 
of millions of readers of the Country 
Gentleman, Southern Agriculturist, : 
O) eM rluntcariicmrmeecoemodcuscten| + 
papers, each National advertisement ! 
in the COMFLEX shoe campaign is 
strengthening the popularity and in- 
creasing the sale of COMFLEX Work 
and Dress Shoes. Are you getting ae 
your share of this BIG BUSINESS? 


peyenners, agg = Commiay 
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Dallas. Texas Brattlebors, \ 
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UNDREDS and hundreds of peopl 


right in your community will be 

come interested in this sixth full pay 
COMEFLEX advertisement appearing 
in the Country Gentleman, Southern 
Agriculturist, Ohio Farmer 
dozen other farm papers. Wh 
after the COMFLEX work and dre 
shoe business in 





your communtty 
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The Big Buyer 


Has longed for just such service as is offered by the Chigirl Shoe Co. and 
is now being enjoyed by leading stores in Chicago and other style centers. 
Flexible all-leather McKays for girls, cleanly made over correct fitting 
lasts, with patterns that are the last word in style—modestly priced and 
quickly delivered. 


Here shown are the Six 
Best Sellers. Display and 
push them and get the 
profits before your com- 
petitor does. 
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36 Pair Racks 
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These patterns may be had in ‘ 
patent, satin, black and tan calf, 
trimmed with colored kid, colored 
patent or ooze; also solid colors. 

Sizes 814-11, 1114-2, 2%-8. ; 

0 

Write or wire for samples, 0 

prices and terms. 7 
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MAIN OFFICE t 

CHIGIRL SHOE CO. i» Wuonon st. CHICAGO 

e 

Makers of modish footwear for misses and growing girls e 

v 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Chicago Reports Indicate 
a Favorable Complexion 


CHICAGO—Retail shoe mer- 
chants enjoyed some real shoe 
selling during the week ending 
June 28—at least on the days 
when June weather prevailed. 
White footwear has attracted the 
attention of the buyers. Unques- 
tionably, the backward season has 
been responsible for the apparent 
reluctance of the public to buy 
shoes, for on days when the sun 
was bright the demand for foot- 
wear in most cases was better 
than normal. One State street 
store’s report for the first three 
weeks of June shows a better busi- 
ness than a year ago, excepting 
the days when rainy or unseason- 
able weather prevailed. The early 
hours of the pleasant days bring 
out a host of buyers who readily 
purchase and who waited the en- 
couragement of the weather for 
their buying. 


Medium-Priced Models Favored 

Vacation days now are bringing 
the demand for footwear of all 
types up to a fairly satisfactory 
normal basis. There is a definite 
tendency in this demand for me- 
dium-priced footwear. White foot- 
wear has sold sufficiently well in 
recent weeks to indicate a fair 
selling season on this type of foot- 
wear, although there seems to be 
no definite demand in this shoe 
for any one style. The white shoes 
shown are pretty much of the 
same pattern to be found in all 
other types of leather and the pat- 
terns that are popular in footwear 
generally —sell as readily in 
white. 


Plainer Patterns 


From the retail shoe merchants’ 
point of view, the present ten- 
dency for more simple patterning 
offers a world of promise of a way 
out of difficulties in both buying 
and selling and the public gener- 
ally seems to have taken hold of 
the idea, unconsciously perhaps, 
and are readily satisfied from a 
smaller number of styles. 

In the men’s shoe stores, busi- 
ness remains almost level—with 
little up and down fluctuations, 
the men being little affected by 
either weather or style. The light- 
er shades of tan footwear appar- 
ently have not the appeal to the 
western mind that they have in 


eastern markets and merchants re- 
port the darker shades selling 
about six to one to the light. 

Merchants are looking forward 
to a satisfying business in the 
fall. This is especially true among 
those who keep close tabs on their 
daily sales where definite records 
show that the rise and fall of vol- 
ume this year has depended on 
weather conditions. 

In the preliminary review of the 
business conditions during May, 
just issued by the Seventh Fed- 
eral Reserve Bank of Chicago, at- 
tention is called to the following: 

“The amount of building so far 
this year falls below that of the 
same period last year with a very 
small percentage of 1.8 per cent. 

“Savings accounts and deposits 
for May show a 4 per cent in- 
crease during May as against 
June, 1923, which shows a 6 per 
cent increase.” 

The Federal Bank has the fol- 
lowing to say specifically about 
the shoe and leather industry: 

“Further declines in production 
and in shipments of shoes took 
place in May, according to statis- 
tics compiled from direct reports 
to this bank from manufacturers 
in the seventh district. Forward- 
ing exceeded current production, 
resulting in slightly smaller in- 
ventories than at the close of the 
preceding month. June 1 stocks 
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of manufactured goods held by 24 
companies were equivalent to 86.2 
per cent of their May shipments. 
Twenty companies reported un- 
filled orders sufficient to provide 
for nearly seven weeks’ business, 
based on their output in May.” 


Wholesale Situation 


Credits generally among the 
wholesale merchants are improv- 
ing. Orders for immediate busi- 
ness are good, although a trying 
condition maintains in the sale of 
the more staple types of footwear 
in both men’s and women’s shoes. 
The demand for style centers in 
the women’s lines around the san- 
dal patterns in satins and blacks 
more particularly. Some demand 
for white shoes is being felt 
where floor stocks are carried al- 
though this demand could not by 
any stretch of imagination be 
called more than light. The first 
three weeks of June are not up to 
last year’s records, although a few 
days of bright June weather bring 
quick reaction in mail order buy- 
ing. 

The general feeling is favorable 
and manufacturer and jobber are 
looking forward to a very pleasing 
fall business since retail stocks 
are at a very low level and appar- 
ently fairly clean of the slower 
moving stocks. One of the larger 
jobbers in Chicago said definitely 
that his plans were based on a fall 
business that would bring his en- 
tire year up to or beyond 1923 in 
the record of sales. 





Reorders on Whites from 
St. Louis Retail Firms 


be particularly true on Saturday 
when the popular-priced stores 
were handling as many customers 


ST. LOUIS—The retail shoe 
trade throughout the downtown 
shopping district for the week 
ending June 28 was very spotty. 
Reports from a large number of 
stores varied in the volume of busi- 
ness. A gain was reported in a 
few stores, but for the most part 
business was under the same 
period of a year ago. In so far as 
the week itself was concerned 
when comparing it with the one 
previous, little change took place 
as to the volume. The popular- 
priced stores received the better 
sales throughout the week. A 
greater number of pairs were sold 
in the $5 to $8 class than in the 
higher grade lines. This proved to 


satisfactory as it was possible. 


Whites Lead in Volume 


White continues to have the 
best call in the demand. The 
choice still remains more popular 
in the middle grade prices than the 
top levels. In the better grade 
stores, white is having just a 
shade the better of patent leather. 
Some stores report a fifty-fifty 
break with white and patent. Satin 
is selling to some extent, but not 
as much as last season, when it 
was considered the best black sell- 
ing footwear. 
















38 BOOT AND SHOE RECORDER July 5, 1924 


The Weakest Link 


in the proverbial chain has no more deadly parallel than the p 


INEFFICIENT LINING 


in an otherwise good shoe 


OMPLETE assurance of immunity b 

from this extravagantly destructive 

form of weakness in shoes may be had 
by seeing to it that they are lined with 








DOUBIETWILL 


SHOE LINING 


\. HHOLBROOK 207 SOUTH SIT. 
ore} 5 27-N. me BOSTON,MASS. 

















We'll send you a booklet that tells why ‘‘Doubletwill” is the best 
lining there is, if you want to know. | 
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One’ of the smartest buyers 
stated that his sincere belief and 
reason for the brisk demand for 
patent leather was ‘the vogue 
created for contrast hose during 
the winter and spring season. 
Women have come to understand 
the charm of fine footwear when 
brought out with contrasting hose, 
and, regardless of the hot weather, 
are going to satisfy their style 
whim. 

One store reported a few sales 
of green and blue kid footwear. 
This was unusual, as the colored 
kid style is almost obsolete in most 
stores. 

White stocks are pretty badly 
broken up in most stores. Some 
merchants have reordered, antici- 
pating further demand for white 
footwear in July, especially this 
season which was so belated in 
arriving. One large operator stated 
that his white stock would be in 
such shape that it was doubtful, 
if they would attempt a clean-up 
sale. 

Comment was made on the hesi- 
tant attitude of the men’s busi- 
ness. Saturday, which is usually a 
good day in the men’s department, 
found little activity. The call for 
black shoes continues to grow. 


Hold Off July Sales 


It is generally understood that 
the members of the Associated 
Retailers will hold off their July 
clearing sales until July 21. This 
action. was taken due to the late 
season and the decision will aid 
greatly in creating more business, 
especially in cases where the sum- 
mer purchases have not been made 
by the consumer. The retail shoe 
merchants for the most part are 
in accord with the idea: and will 
co-operate as much as possible. 


Vogue Shop Doing Well 

Max Weiss of the Vogue Boot 
Shop stated that for the first six 
months of this year his store 
showed an increase in sales. Weiss 
stated that an optimistic buying 
program had already been planned 
and that business for the last half 
of the year was expected to be as 
good or better than the first half. 
The store sells short-vamp shoes 
exclusively. 


Harry Wright a Visitor 

Harry Wright, of the E. T. 
Wright Shoe Company, Rockland, 
Mass., was a visitor in St. Louis 
for a few days this week. He was 
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accompanied by George White who 
covers this territory for the com- 
pany. Mr. Wright’s visit was a 
business mission. 


Goldman Co. 


The M. Goldman Shoe Company 
at 620 North Ninth street moved 
on July 1 to 617-19 North Ninth 





M. GOLDMAN 


President of the M. Goldman 
Shoe Co. of St. Louis. 


street, just across the street from 
its former location where it has 
twice as much floor space. The 
rapid growth and consequent need 
for more room, is the reason. This 
is the fourth time in the last three 
years that this concern has had to 
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seek larger quarters. Starting in 
business three and one-half years 
ago, in a small storeroom, at 714 
North Seventh street, with a vol- 
ume of business less than $100,- 
000, they have now grown to the 
point where they are doing close 
to $500,000 in jobs, samples and 
factory damaged merchandise. 


Newark Store Closed 


The Newark Shoe Store at 706 
Olive street closed this week. No 
arrangements for another store in 
the downtown section have been 
made. 


Sales Promotion Stunt 


A clever sales promotion stunt 
was recently accomplished by the 
Peacock Shop, 808 Olive street. 
An autographed photograph of 
Miss Anna Q. Nilsson, moving pic- 
ture star, was shown in the win- 
dow. She wears Peacock shoes and 
the photo showed her wearing a 
pair. + 





Moore Co. in New Home 


The Moore Shoe Company, manu- 
facturers of women’s novelty 
footwear, has movd its offices and 
factory into its new building at 
Boyle and Duncan avenues. The 
new quarters are designed for 
better service and to handle in- 
creased volume of business. 

R. Markowit, eastern represent- 
ative, is maintaining a permanent 
sample room at 47 W. 34th street, 
room 748, New York City. 





Excellent Run on Whites 
in the Cincinnati Stores 


CINCINNATI— The torrid 
weather which has prevailed here 
for the past few weeks has great- 
ly stimulated the sale of all types 
of shoes. The volume of business 
on women’s shoes has been very 
satisfactory and merchants are 
encouraged over the marked im- 
provement. 

White footwear sales are now 
running between 70 and 80 per 
cent of the total sales. The de- 
mand is for white kid and canvas. 

The calls for white canvas are 
for shoes trimmed with white kid 
and calf. In oxfords, however, 
the call is for all white canvas. 
The demand is principally for 
fancy strap effects with heels be- 


tween 16/8 inch in; 


13/8 and 
height. 


Returned Goods Evil 


One of the leading newspapers, 
the Cincinnati Post, in an effort 
to help the retail merchants, has 
devoted an entire page to the “Re- 
turned Goods Evil,” which the 
merchants as a whole are trying 


.to reduce to a minimum. A very 


attractive advertisement, showing 
a big tag marked “Returned,” was 
displayed. The ad called the at- 
tention to the costly steps involved 
in a sale and its return by show- 
ing the time spent in making 
the sale, check issued for mer- 
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SEASONABLE 
FOOTWEAR 


Mid-Summer demands for dainty footwear 
should find you prepared with the latest 
offerings in 


CAPITOL McKAYS 


At this season of the year our fashionable 
models are helping many dealers to increase 
their volume of business over last year. 


Capitol McKays are trade builders 


because of their splendid va'ue 
and style leadership. 


Capitol Shoemakers, Inc. 


Specialty Manufacturers of 
High Grade Novelty McKays for Women 


Wash St. at Eighteenth, St. Louis 


Women's ‘Arcadia’ Beaded Two-strap. 
Gore front adjustment, in leathers and 
fabrics now in vogue, with 8/8,9/8, 10/8 
and 12/8 heels and medium toes 
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chandise, and the amount of time 
consumed when goods are re- 
turned. They brought to the at- 
tention of the public, that by 
thoughtful consideration at the 
time of purchase, much of the re- 
turn habit could be eliminated. 
They also advised to buy wisely 
and buy well. 


Roth to Europe 


L. S. Roth of the Roth Shoe Co. 
left Cincinnati for Europe on June 
30. He sailed from New York on 
July 5, on the Carmania. Mrs. 
Roth will accompany him on this 
trip, and they will spend their 
time visiting England, France and 
Ireland and Scotland. He expects 
to be gone until the middle part 
of September. 


Potter Co. Meeting 


The weekly meeting of the Pot- 
ter Shoe Co. was held Tuesday, 
June 25, at which time the reports 
of the different team captains on 
the progress of the campaign on 
suggestion sales which is going 
on during the month of June, was 
given. The sale of buckles has 
increased during the past two 
weeks, due to the suggestion of 
Miss Alice Engelhardt. Shoe pol- 
ishing outfits were pushed hard 
and as a result, many additional 
sales were made. The other find- 
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ings, such as polishes and shoe 
laces have had their increase, and 
they show a large precentage of 
gain over previous months. 

The blue team is leading in the 
per cent of customers sold extra 
merchandise, but the red team 
is leading in the per cent of dol- 
lars and cents. 


Travelers Meet 


The Cincinnati Shoe Travelers’ 
Association held a meeting at the 
Shoe and Leather Club rooms Sat- 
urday, June 28. George Schuette, 
president, was in charge of the 
meeting, and Frank Weber, acting 
secretary, took care of the regular 
business. A committee was ap- 
pointed on the style situation, 
and to send style suggestions as 
per request of Frank B. King, N. 
S. T. A. style chairman to the na- 
tional secretary. 

Frank J. Webber was appointed 
delegate to the board of governors’ 
meeting to be held during the Bos- 
ton Style Show, and will represent 
the Cincinnati Association at this 
meeting. 

Elmer A. Weiss, a representa- 
tive of the Albert H. Weinbrenner 
Company, was elected a member 
of the local association. 

A committee was appointed to 
make arrangements for an outing 
to be held in the near future. 





White Season Gains Impetus 
as Warm Weather Prevails 


MILWAUKEE — Business 
been fairly good since the begin- 
ning of warm weather.-Good and 
poor days still follow each weather 


has 


change, but a generally higher 
temperature is having a favorable 
effect. The white season has 
opened up after holding off for 
several weeks, and with good 
weather, merchants expected a 
very good white business preced- 
ing the Fourth of July. Whites 
will continue to sell after that 
date. 

Women are buying low-heeled 
white shoes, sport shoes of white 
buckskin and brown and tan ox- 
fords. One popular white buckskin 
style has a saddle or apron effect 
of black calf and crepe soles. Very 
light tan buckskin is also popular 
in crepe soled oxfords. For a more 
conservative trade, crepe-soled 
sport shoes are selling in a two- 


tone brown oxford, very plain in 
style. 

White shoes are very good in 
dressy styles with one and a half 
to one and three-quarter inch Cu- 
ban heels, Spanish heels, and a 
few high French heels. White san- 
dals are popular for street and 
sports wear. Early white business 
has been almost entirely in kid. 
Very few canvas shoes have been 
selling, with the exception of a 
few laced oxford styles. Patents 
and satins continue good and will 
probably hold an important place 
throughout the summer. Kids in 
light colors are fairly good and 
some semi-sport shoes in airedale 
and jackrabbit suede trimmed 
with kid are selling to some ex- 
tent. 

Fine Hosiery Trade 

The hosiery business is very 

good in Milwaukee stores and a 
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wide range of colors are popular. 
The garden shades of red, green, 
blue, orchid and others are in- 
creasing in popularity. Tan and 
gray shades are also good, but the 
garden colors have detracted from 
the popularity of the peach 
shades. 


Gimbel Brothers’ Sale 


Gimbel Brothers recently fea- 
tured a sale of comfort shoes 
which was very successful. New 
styles included the southern ties, 
the two-strap styles and the one- 
strap, two-button shoe with a cut- 
out effect. A large newspaper ad- 
vertisemnt and a window display 
were used in announcing the 
event. The shoes were offered at 
$3.95 and $4.95 for the week. 


Demonstrate Line 


Joseph Pietzuch, orthopraxic 
foot specialist of New York, was 
present at a special demonstra- 
tion of Paedic-Tred flexible shank 
shoes for women held at Shu- 
macher’s shoe store at 117 Grand 
avenue. Mr. Pietzuch gave special 
advise in fitting shoes and select- 
ing proper shoes for each foot. He 
also advised women in the selec- 
tion of shoes and treatments for 
foot troubles. Customers were 
given special appointments with 
Mr. Pietzuch on request. 


To Build Addition 


Work on the excavation for an 
addition to the M. Klamecki Shoe 
Co. store building at 546 Mitchell 
street has already started and 
plans for remodeling and building 
the addition have been announced 
by the company. Changes which 
will cost approximately $18,000 in- 
clude a 70-foot extension in the 
rear of the building, installation 
of a new front and changes in the 
interior of the store resulting 
from moving the offices to the 
second floor of the building. 


Business Prospects Good 


Business prospects are good de- 
spite the fact that business is fre- 
quently unstable during a presi- 
dential year, according to John C. 
Howell, vice-president of the 
Brookmire Economic service, New 
York, in a talk before the Rotary 
club here. “Credit is now obtain- 
able at easy rates and in unlimited 
amounts for legitimate business 
development,” Mr. Howell stated. 

(Continued on page 53) 
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Dorchester Heights Monument—trom this hastily fortified hill the guns 
of the Colonial Army were trained on the astonished General Howe. Washington’s position 
was taken without a sound. One of the great advantages of rubber heels is their silence. The 
Letter the heel the more noiseless it is. For elastic noiseless rubber heels buy Bull Dog, Vim 
or Ever Grip. 
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Healthier Tone to Retail 


Trade in 


BOSTON—The last week in 
June in shoe stores was generally 
very satisfactory. Although slow 
to start, June developed into a 
splendid business period and very 
favorable reports were delivered 
during the week ending June 28. 
Whites sold very freely and in 
most stores led all other mate- 
‘rials in volume. Intervals of very 
warm weather stimulated interest 
in women’s white models. 

The fact that May was not a 
very good month in the stores is 
attributed as one of the reasons 
for the steady trend characteriz- 
ing the retail shoe trade during 
June. Whites were slow to start 
in selling, but several stores have 
reordered. 

Cuban heels measuring 12-8 and 
13-8 are favored in all patterns. 
Strap patterns are best, but many 
beaded goring models, the goring 
being neatly concealed in front, 
are being shown prominently. 
They are expected to be strong in 
the fall. 

Patent leather is next to white 
in volume of sale. Patent is enjoy- 
ing a splendid run and gives prom- 
ise of being good all summer. 
Satins are finding free sales. 

Some stores are displaying gray 
suedes and kids. Gray in some 
stores is going better than hereto- 
fore, but failed to measure up to 
anticipations. One of the medium- 
priced stores is showing a laced 
oxford made of satin. The lacing 
effect is interspersed with cut- 
outs. The oxford carries a high 
heel for this type of shoe, a Baby 
Louis. 


New Offices for E. E. Taylor 
Co. 

Lincoln street, between Beach 
and Kneeland streets, is an impor-- 
tant part of that historic trade 
thoroughfare. The Albany Build- 
ing, covering the entire block on 
one side, is flanked by buildings 
occupied by offices of numerous 
shoe manufacturing and wholesale 
concerns. One of the newcomers 
on lower Lincoln street is E. E. 
Taylor Co., shoe manufacturers, 
with factories in Brockton and 
New Bedford, Mass. This concern 
has removed its Boston offices 
from the location at the corner of 
Lincoln and Essex streets, which 
it occupied for many years, to the 


Boston Houses 


second floor of 210 Lincoln street. 
The entire front is utilized for 
general offices, together with pri- 
vate offices of President Peabody 
and Vice-President Spencer. The 
rooms are large, with ample day- 
light and fresh air. In the rear are 
the salesmen’s sample rooms, oc- 
cupied respectively by R. R. 
Fuller, D. B. Seaver, I. G. Mce- 
Kenna, and W. H. Duff. In addition 
there is a large general room for 
the display of samples. Full lines 
of the men’s welts and women’s 
sport shoes, made by this house, 
are on display. Ample storage 


facilities are provided. The effect 
is complete in every detail. 


New Line of Men’s Shoes 
Nearly Ready 


The new line of men’s popular 
price style shoes, recently intrc- 
duced into the line of the Josepk 
M. Herman Shoe Co., of Millis, 
Mass., will be on display for the 
first time during show week in 
Boston. The line will be on dis- 
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play at the company’s Boston 
office, 159 Lincoln street, about 
July 10, and at the Herman booth 
in Mechanics Building where the 
style show is to be held. The new 
line has been developed under the 
guidance of Arthur C. Stern who 
recently joined the company. 





A Golf Window 


Lynn, Mass.—The Hudson Shoe 
Store here continues to feature 
golf in its window displays. Its 
most recent display was a collec- 
tion of trophies of famous players, 
cups, cartons, and clubs, and like 
equipment. A while ago, it dis- 
played a collection of famous golf 
prints, dating back to the time of 
Sir Walter Raleigh. These collec- 
tions were made by Thomas H. 
Logan, maker of the “Tom” Logan 
golf shoe. 


A New Heel Protector 


A new heel protector of leather 
is strapped around the quarter 
and also around the high wood 
heel of women’s shoes to prevent 
their getting scraped or soiled 
when the wearer drives an auto- 
mobile. 





Ready Market for Whites 
Reads Philadelphia Report 


PHILADELPHIA — Shoe fac- 
tories report whites are being 
asked for. One firm is finding 
a ready market for a com- 
bination front and cross strap 
pattern with cut-outs on the 
sides and a diamond cut-out over 
the vamp. White kid, calf, and 
canvas kid trimmed are in free 
demand. 


Black Kid Moving for Fall 


Although the glazed kid situa- 
tion is far from enviable, some 
increasing orders for black seem 
to give tangible support to the 
prediction made by manufactur- 
ers that this material would be 
popular in fall. There is also said 
to be some call for medium shades 
of brown. Besides the call for 
black and brown, the only demand 
apparent is for champagne for lin- 
ings. With the expected popular- 
ity of black hosiery it is predicted 
that the trade will return to the 
use of black for lining purposes. 

Fancy strap patterns with 


plenty of perforations still fea- 
ture the demand, according to the 
Marman Shoe Company. This firm 
reports that whites have not sold 
in any quantities so far because 
of the unfavorable weather and 
that what is left of the season is 
too short to expect much of a run 
on them. 


Good Sales of White Linen 

John F. McIlvaine Co. reports 
that white linen in strap effects 
with cut-outs on the vamps is sell- 
ing as well as anything. White 
kid is also selling in the same pat- 
terns, as is also patent leather. 
There is also fairly good call for 
black suede and black satin, but 
none for browns or grays. Prices 
are slightly lower, due to the con- 
tinued desire on the part of a 
number of factories to stimulate 
some business. 


George W. Chandler Dead | 


George W. Chandler, vice-pres- 
ident and general manager of the 
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THE COMPLETE BERRY LINE | | - 


Will be displayed both at the booth 
and at our Boston office—186 Lincoln 


Street (fourth floor). 





J, VANGELIN FY 


GOODYEAR WELT 








AMERICAN BEAUTY | This line of popular priced welts, McKays, and 
FLEXIBLE McKAY turns merits the attention of progressive mer- 
(TURN TYPE) chants. 











ARCH SUPPORT SHOES 


ALWAYS IN STOCK’ B-E 24% to9 


Improved Cushion Sole Shoes, 
Dr. A. Reed, Patentee, 1900, 
1901. Thisis not the original 
Dr. A. Reed Cushion Shoe pre- 
viously patented, but his latest 


invention. STOCK NO. 5850 
BLACK KID OXFORD 


99 Last, Kid Tip 
Rubber Heel 


CRUMBS OF COMFORT :; Price $3.85 
TURNS 














DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 
McKAY 











Send for Catalog of Stock Shoes 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM -- 186 LINCOLN STREET (4th Floor) 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder 
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Surpass Leather Co., died on June 
18 as the result of being thrown 
from the platform of a Pullman 
train near New Brunswick, N. J. 
Mr. Chandler was returning from 
the firm’s factory in Philadelphia 
to his home in New York and was 
planning to enjoy a few weeks va- 
cation at Moose Head Lake, Maine. 

Mr. Chandler was 45 years of 
age, of large athletic frame and 
enjoyed robust health. He was the 
possessor of a genial disposition 
which won him _ innumerable 
friends and admirers. He was 
tense and genuinely thorough in 
his policies and executive prin- 
ciples. Previous to entering the 
leather business he was connected 
with the Library Bureau in Bos- 
ton. In 1906 he became affiliated 
with the Surpass Leather Co., as 
office manager. Early in his asso- 
ciation with them he displayed a 
marked degree of executive ability 
which resulted in earning him 
complete charge of the sales and 
distribution division of the com- 
pany’s products. He was later 
made treasurer of the company, 
and in January, 1923, elected 
second vice-president, which posi- 
tion he maintained at the time of 
his death. 

The funeral services held at his 
former home, 68 West 12th St., 
New York City, were private, fol- 
lowing which the body was re- 
moved to Cambridge, Mass., for 
burial. Mr. Chandler is survived 
by his widow, Mrs. Blanche 
Chandler, and a daughter. 


Good White Sales 


The Walk-Over store on Chest- 
nut street reports that high grade 
white kid shoes are in good de- 
mand. Sales are also very good 
on canvas one-straps with white 
kid trim. Buck in black and white 
combinations is being sold for 
sports wear. Patents, satins and 
black suede are also selling well. 
The belief is held in some quar- 
ters that brown kid will be active 
in fall. 


Featuring Florsheim Shoes 


Badder’s Shoe Shop in German- 
town is making a specialty of a 
Florsheim combination last in 
black or brown calf at $10 and in 
brown kid at $12. 


Corrective Shoes 


I. Sabel, who handles corrective 
footwear, is the distributor for 
Dr. George R. Davis Anti-Friction 
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Studying Leather 


At the May meeting of the 
Philadelphia Shoe Retailers’ 
Association the members 
studied a number of skins 
sent in by a local tanner. At 
the June meeting they saw 
one of the moving pictures 
showing the manufacture of 
leather. It was procured 
from the American Sole and 
Belting Leather Tanners, 
Inc. 

Horace J. Gentel, secre- 
tary of the association, is 
very active in the matter of 
securing new members for 
the organization. He has had 
printed special cards which 
make it unusually easy to ap- 
ply for membership. At 
present the association has 
a membership of more than 
100. The dues are $10 per 
year. 

















shoes, of which he is making a 
special showing. 


Wholesale Association 
Meets 


The Philadelphia Shoe Whole- 
salers’ Association held its last 
meeting of the season on June 23. 
It was attended by members of 
the Philadelphia Jobbers and 
Manufacturers Association, com- 
posed of hosiery and underwear 
lines, who wanted to get members 
for their organization from the 
ranks of the shoe wholesalers for 
the purpose of exchanging credit 
information. While a committee, 
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of which Fred O. Thacher is 
chairman, was appointed to con- 
sider the matter, it is not likely 
that the association will act in 
the matter, though individuals are 
free to do as they choose. 


Compares Shoe to Railroad 
Tickets 


“Shoes are like railroad tickets, 
they may look alike, but the mile- 
age you get is what counts,” is 
one of the phrases used in the ad- 
vertising copy of Christina’s store 
in Frankford. 


Whites and Blacks 


T. Goldfarb, Germantown shoe 
merchant, is showing a lot of 
black and whites in various strap 
and cut-out effects. He is also 
showing some tan calf oxfords 
with the trousers crease and crepe 
rubber soles. 


Leather Manufacturer Dead 


Charles A. Reynolds of the C. 
A. Reynolds Leather Co. died in a 
Philadelphia hospital on June 23. 
He was born at Portsmouth, Vt., 
on May 18, 1870, and came to 
Philadelphia at the age of 16. He 
was successively associated with 
Burk Brothers, Buchborn and Rey- 
nolds, the Keystone Leather :Co., 
and the C. A. Reynolds Leather 
Co. 


Officer of the Lions Club 


At the recent election of officers 
of the Lions Club of Philadelphia, 
George N. Geuting was elected 
first vice-president. 





Dainty Styles Numerous in 
Lynn for Boston Shoe Show 


LYNN, MASS.—Oxonian styles 
increased in Lynn sample lines 
in a way that was surprising as 
July comes along—light and 
dainty oxfords of patent, satin 
and brocades, suedes and fine 
black kid; lasts short of vamp and 
high of heel, trim and shapely— 
and patterns of delicate lines, 
showing lace insets, grills and 
fancy trimmings, too. All of these 
are among the oxonian styles. 
Side lace oxfords may also be in- 
cluded, and possibly those lattice 
style shoes with gores in the 


sides, for they are really more like 
oxonian styles than pumps. 
Besides, there are also oxford 
styles, the familiar sport models 
with variations, brogue models 
and cordwainer’s or custom mod- 
els, the latter looking long of 
vamp and low of heel, the heels 
being but 6/8 to 8/8 high. Ties, 
or two or three eyelets, may also 
be included in the oxford styles. 


Originator of Styles 


Oxonian styles and oxford 
styles originate from the same 
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source, the oxford shoe that got 
its name from Oxford, the famous 
college town of England. But the 
oxonian styles are Lynn’s new in- 
terpretation of light and dainty 
oxfords. 

In addition to oxfords, there are 
also among Lynn’s fall samples 
long lines of pump style shoes, 
plain pumps, strap pumps, collar 
pumps, gore pumps and various 
other sorts of pumps. 

That the trend of styles for fall 
will not be really determined un- 

’ til after the displays are made at 
the Boston style show is the com- 











Style Details 


Lasts are in bountiful ar- 
ray, heels ranging from 6/8 
for low and 1714/8 for high, 
and toes and foreparts to cor- 
respond. Shaping lasts has 
become a new, strong feature 
of style making, the evident 
intent being to get a last that 
fits each different type of 
foot, as well as adorns it. 

Patterns show the varia- 
tions as reported in the pre- 
ceding paragraphs. There 
seems to be a_ tendency 
towards patterns that are 
simpler and finer—more ex- 
quisite is what some say. 

Materials are patents, sat- 
ins, suedes and calf and kid. 
There is more interest in fine 
black kid than for some time. 
Also there is a tendency to 
use more grain finishes on 
calf leather. 

Pinking and perforating, 
fancy tipping and fancy sad- 
dling and collar effects are 
to be seen on sport and semi- 
sport styles. Dress styles 
are beautifully adorned with 
beads, slides or buckles. 














mon story in Lynn. But if a word 
of advice to buyers be permitted 
from Lynn shoe manufacturers 
generally, it is a repetition of that 
familiar remark: “Variety is the 
spice of fashion in women’s foot- 
wear.” Styles in shoes will not 
be permitted to become as plain 
and as flat as a pancake, not if 
Lynn manufacturers can prevent 
it. 


Asking for More Sizes 


Some buyers are choosing a 
longer run of sizes, or more types 
of lasts, which is about the same 
thing. This they do at the ex- 
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pense of patterns, choosing fewer 
patterns. For instance, a buyer 
who chose a dozen patterns on 
one type of last now takes six pat- 
terns on two types of lasts; also 
he spreads out his size runs to 
secure a larger assortment of 
sizes. 


Higher Heels 


There is a marked increase in 
the demand for shoes with higher 
heels, 14/8 and 16/8 high. This 
comes to some firms of Lynn after 
a long run on low-heeled shoes. 
Incidentally, and for the benefit 
of fitting clerks, the “line of con- 
tact, or forepart tread of the foot, 
advances an average of 1/18 of 
an inch for every half inch that 
is added to the height of a heel. 
That is according to rules of cus- 
tom shoemaking.”’ 


Beautiful Footwear 


INew samples from the factory 
of A. E. Little & Co. show another 
addition to the wealth of foot- 
wear. Among them are evening 
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slippers of satin, adorned with 
flexible ornaments, of silver, set 
with semi-precious stones. These 
ornaments are on the throats of 
vamps, or are on the front straps 
of pumps. They are as flexible on 
the shoe as a string of beads upon 
the neck. 

Monogram buckles are seen 
again in the sample lines of the 
concern. They are of silver and 
gold. Some of them are set over 
gores in the straps of shoes. The 
monogram of the wearer may be 
engraved on the flat face of the 
buckles. 

A shoe, beautiful in its simplic- 
ity, is a mule vamp pump, which 
has a strap made of braided sat- 
in, the strap suggesting the han- 
dle of a basket. A secret might 
as well be exposed now as at any 
other time. A. E. Little has gath- 
ered a library of footwear, rich 
in illustrations of styles of shoes 
as made during centuries. From 
this library, as well as from re- 
ports of the moment from the 
world of fashion are drawn the 
inspirations of the new beauty in 
footwear. 





Haverhill Houses Ready 
with New Shoe Styles 


HAVERHILL—Shoemen are all 
set to go as regards noveljty styles 
for the inspection of visiting buy- 
ers in Boston during the next few 
weeks, with particular reference 
to the week of the Boston Exhibi- 
tion and Style Show. The reputa- 
tion which Haverhill enjoys for 
the creation of novelties in wom- 
en’s footwear will be thoroughly 
maintained in the new samples to 
be shown in Boston during July. 
Wholehearted invitations are be- 
ing broadcasted by Haverhill 
manufacturers to their merchant 
customers in all parts of the coun- 
try. The response is expected to 
be a record-breaking attendance 
of wholesale and retail merchants. 
That their time will be well spent 
in visiting Boston and getting 
next to the newest ideas in wom- 
en’s shoe styles is the opinion of 
members of the local trade. 

Haverhill extends a cordial wel- 
come not only on the part of the 
exhibitors at the Boston Style 
Show, but to the visiting buyers 
as regards the Boston sample 
rooms and Haverhill offices. Not 
the least important to the visitors 
is the invitation to come to Hav- 


erhill and see the factories where 
the shoes are made. In the opin- 
ion of local manufacturers, pretty 
shoes will continue to be in de- 
mand by the consumer. Merchants 
recognize these demands, as con- 
firmed by the interest which is be- 
ing taken in the novelties which 
Haverhill manufacturers. are 
bringing forward, and the de- 
mands which are coming from cus- 
tomers for the new samples which 
are being worked out along these 
lines. Local manufacturers are 
in a position to supply these de- 
mands, a fact which will be prov- 
en to the satisfaction of buyers 
during the next few weeks at of- 
fices and sample rooms in Boston. 


Importance of Beaded Gores 


Indicating the country-wide de- 
mand for women’s shoes carrying 
beaded gore ornaments is the ac- 
tivity in this line of production by 


shoe ornament concerns. An in- 
teresting side light on this de- 
mand is supplied by Frank E. 
Dudley of Dalrymple-Dudley Co., 
long established in Haverhill as 
producers of shoe ornaments. On 
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A New and Attractive 





Way to Display Shoes 





12” high. 





No. 2295 for two pairs 6-8” or On Flat Top Displayers 


No. 2296 for one pair 6’’-8” or 
12” high. 


No. 2297 for one shoe 3’’-5’ 
or 8” high. 


--- something different in the way of a The Displayers have Royal Blue 
Shoe Displayer for single or pairs of | Velour Plaque Tops (removable) or 
shoes. An adaption of Louis XVI are ienihtied with plain wood tops, as 
Period Design in a shoe display plateau _ desired. 

that is exceptionally interesting because 
of its unique and distinctive character. 
Notice the cut-out shape of the Dis- 
player making it possible to present 
shoes in the window in a manner that 


is distinctly different, and assuring for 
your merchandise attractive and favor- _--- furtherinformation concerning the Dis- 
able attention. players furnished at your request. 


HUGH LYONS & COMPANY 


Lansing - - - Michigan 


NEW YORK SALESROOM CHICAGO SALESROOM 
35 West 32d Street 217 W. Jackson Blvd. 


BALTIMORE SALESROOM BOSTON SALESROOM 
1 Eutaw Street * 52 Chauncy Street 


They are delicate and dainty in ap- 
pases --- ideal for showing Ladies’ 
ootwear. 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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this matter, Mr. Dudley said: 
“From all parts of the United 
States come inquiries and orders 
for beaded gores. When I say that 
there are 500 varieties and numer- 
ous lengths of beading combined 
with seven widths of goring, an 
idea can be obtained regarding 
the many details of production. 
Owing to this great variety, all 
the beading must be done by hand. 
At the present time, we have 460 
women, residing within a radius 
of 50 or more miles from Haver- 
hill, who are beading gores for us. 
We could use almost as many 
more workers while this demand 
continues. About 50 strips of 
beading a day is about the extent 
of the working capacity of one 
woman. It can readily be seen 
that the amount of work produced 
is limited to the number of work- 
ers and the amount which each 
can accomplish daily. We receive 
many requests by mail for sam- 
ples of our beaded gores. With 
500 varieties in our sample books, 
these inquiries call for much eor- 
respondence. These few facts 
may give the trade an idea of the 
work necessary and time required 
for producing beaded goring by 
hand, as in contrast to machine 
production of the shoes on which 
they are to be used.” 


New Development in Shoe 
Buying 

Referring to the present tend- 
ency of retail shoe merchants to 
place orders in small lots and 
principally for immediate needs, 
a Haverhill manufacturer said: 
“We find fault with shoe mer- 
chants who buy on the ‘hand to 
mouth’ plan, and yet, on the whole 
isn’t it a sign of progress? I was 
much interested to read in a re- 
cent issue of Collier’s magazine, 
some comments on this new devel- 
opment in merchandise buying. 
The article did not refer specifi- 
cally to shoes, but was applied to 
goods in general. In part, at 
least, I think it is worth quoting. 


Points Worthy of Buyers’ Atten- 
tion 

Following are the paragraphs 
referred to by the manufacturer: 

“There are many things to 
bother about, but the men who 
are concerned in a constructive 
way are not complaining of the 
state of business. They are work- 
ing out present-day problems by 
present-day methods. The men 
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who are worrying are those who 
are trying to work out present- 
day problems with yesterday’s 
methods. We are now going 
through what amounts to a revo- 
lution in distribution. 
“Merchants have _ discovered 
that freight and express trains 
run every day in the year and that 
they are not, as they had sup- 
posed, traders on a far-off island 
compelled to stock up every six 
months when the ship comes in— 
or go without. It has been devel- 
oped that their profits come from 
quickly turning their stock over 
and over, and that they can make 
no money by just being ware- 
housers of goods. The direct sell- 
ing of manufacturers to retail 
merchants has so grown that many 
jobbers have been eliminated. 
“Merchants are buying in small 
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quantities, not because they can- 
not sell, but because they are out 
to make money on the quick turn- 
over of goods and do not want to 
gamble on future prices or to pay 
interest on goods they cannot sell. 
It used to be that ordering fre- 
quently and in small quantities 
was a sure sign of declining con- 
fidence and the forerunner of de- 
depression. Now they show that 
a man knows how to do business. 

“What we are really doing is 
getting rid of the violent ups and 
downs of production which we 
have all been complaining about 
for years. When the big boom 
broke, producers and distributors 
were heavily stocked with goods 
they could not sell; thereupon 
everyone talked ruefully about the 
folly of overbuying. Now there is 
no overbuying at all. 





Brockton Concerns Plan 
for the Fall Shoe Season 


BROCKTON—According to an- 
nual custom, Fourth of July week 
is set aside as a vacation period 
in factories of Brockton and Old 
Colony District. It is a time when 
power plants (which in almost 
every instance are owned by indi- 
vidual concerns), are looked after 
and given necessary repairs, de- 
partments rearranged, lasts and 
patterns provided, and everything 
put in shape for the beginning of 
the fall season. This present year 
is no exception to the rule. Most 
of the plants in the Brockton vicin- 
ity have been closed for either 
the entire week or the three days 
preceding the Fourth. Brockton’s 
factory workers, and Brockton’s 
population in general, seek shores 
and beaches at near or distant 
points, getting rest and recupera- 
tion for strenuous days to come. 

Factory executives and sales- 
men, however, are kept busy dur- 
ing this vacation period in final 
preparation of samples for the in- 
spection of visiting buyers in Bos- 
ton at the Style Show, as well as 
at Boston offices and hotel rooms. 
Sufficient to say that Brockton will 
have on display during July, the 
smartest, snappiest styles of men’s 
and women’s welts which have 
ever been brought to the notice of 
critical merchants. Practically 
all salesmen representing local 
houses will be in Boston to look 
after visiting customers. In short, 
there will be practically 100 per 


cent activity regarding the solicit- 
ing of business for the coming 
season. Judging from reports of 
returned traveling representa- 
tives, with business indications in 
general, there is every reason to 
look forward to a large volume 
of orders placed in Boston during 
July, and a corresponding large 
production for the Brockton dis- 
trict factories during the next two 
months. 


Inviting Buyers to Boston 
Show 


Shoe manufacturers in Brock- 
ton, and in fact the entire South 
Shore district, are making system- 
atic efforts to bring to the per- 
sonal attention of shoe buyers the 
importance of the Boston Exhibi- 
tion and Style Show, July 14 to 
17. Both in person and by letter, 
local concerns are keeping in close 
touch with their customers and 
prospects with the view of obtain- 
ing their endorsement of the com- 
ing show and an assurance of in- 
tention to attend. 

Shoe manufacturing concerns 
which have booths at the show 
are making special efforts to bring 
buyers to the exhibition. One of 
the South Shore ‘concerns, Edwin 
Clapp & Son Inc., East Weymouth, 
Mass., has prepared and mailed to 
a selected list of customers an 
engraved invitation to visit the 
show and also to make a trip to 
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THREE EMINENT SHADES FOR FALL 


MECCA LOTUS CALF 
NUTMEG VELOURS CALF 
AMBER VELOURS CALF 


These three wonderful shades and the many others in our complete 
line of leathers, will be on display in Booth No. 180, at the Boston 


Style Show, July 14-17. 
You are cordially invited to inspect our Booth during your stay at 


the Boston Show. 


Made in Milwaukee Pay Sold all over the world 


PFI'STER & VOGEL LEATHER CQO. 
MILWAUKEE WISCONSIN 


DISTRIBUTERS 


Boston New York St. Louis 

Chicago St. Paul Cincinnati 

Philadelphia Rochester San Francisco 

Northampton, Eng. Leicester, Eng. Paris, France 
Zurich, Switzerland Frankfurt A/M, Germany 
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YOU WILL PROFIT 


By selling Cinderella Suede Sticks 

which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worn white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 


Used with our wet process it produces a 
perfect innersole, as it is easily formed in 
and hugs the lip providing strength where 
strength is most needed 


“CLIFTON”? COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” 
specialties register high 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recoraer. 
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the large and remodeled home of 
the Edwin Clapp shoe. An engrav- 
ing of the plant heads the page 
on which this invitation is shown, 
with the caption, “A plant of to- 
day founded 70 years ago.” 


Shoe Style Show in a Local 
Theatre 


On July 9 a unique event will 
take place. A style show review 
will be held by George E. Keith 
Co. at Gordon’s Theatre in con- 
nection with the 50th anniversary 
exercises of this concern. Men’s 
and women’s shoes will be exhib- 
ited on a 40-foot runway for the 
benefit of visiting Walk-Over re- 
tail shoe merchants. The shoes 
will be shown on models, who ac- 
tually represent the vocation or 
the occasion for which the shoe is 
made. A musical program and 
vaudeville will intersperse the 
style exhibits. Because the num- 
ber of Walk-Over merchants, 
executives and others connected 
with the organization is so large, 
it will be impossible to admit the 
public to this affair, notwith- 
standing the fact that the theatre 
has a seating capacity of 2500 
persons. 


Advertising Men Elect 
Officers 


The Old Colony Advertising 
Club had its annual meeting and 
outing June 26 at Hotel Pilgrim, 
Plymouth, Mass., with about 30 


members present. This organiza- 
tion, which is composed of men 
identified with publicity work for 
concerns in the South Shore dis- 
trict, has a large representation 
in Brockton. 

The election of officers resulted 
as follows: President, Burton L. 
Wales, M. N. Arnold Shoe Co.; 
vice-president, George M. Rand, 
Tolman Print, Inc.; secretary, 
William A. Rodgers, Charles A. 
Eaton Shoe Industries; treasurer, 
Fred E. Spollett, Boot and Shoe 
Recorder. 

Mr. Spollett sails from Boston 
July 3 for London, where he will 
represent the Old Colony Club at 
the convention of the Associated 
Advertising Clubs of the World. 

Following the election of offi- 
cers, President Wales spoke re- 
garding plans of the club for an 
educational course for the bene- 
fit of school pupils. Arthur J. 


Chase of George E. Keith Co. 


spoke on the need of encourage- 
ment of industries already located 
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in Brockton and the Brockton dis- 
trict. ; 

Following the business meeting, 
there was a baseball game, which 
brought many thrills to players 
and spectators. <A lobster and 
chicken dinner was followed by 
field sports, including golf on the 
18-hole course of the Plymouth 
Country Club. 

Those in attendance at the out- 
ing included: William T. Card 
and Arthur J. Chase, George E. 
Keith Co.; S. R. Houx, Edwin 
Clapp & Son, Inc.; J. F. Preg, J. 
D. Calderwood and Jack Calder- 
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wood, Calderwood & Preg; D. E. 
Cox, Harvard Engraving Co.; 
Burton L. Wales, M. N. Arnold 
Shoe Co.; H. M. Messenger, 
Churchill & Alden Co.; Charles 
Swanberg, L. A. Crossett, Inc.; 
L. Leving, T. K. Hughes Co.; W. 
S. Kent, Griffiths-Sterling Press; 
George M. Rand and George B. 
Holland, Tolman Print, Inc.; W. 
M. LeBrecht, Boot and Shoe Record- 
er; J. J. McPhillips, Seamans and 
Cobb; H. N. Burns, Lincoln En- 
graving Co.; William A. Rodgers, 
C. A. Eaton Co.; Leo McCarthy, 
E. T. Wright & Co., Inc. 





White Season Reaches High 
Peak in Buffalo Stores 


BUFFALO—With well-nigh per- 
fect weather, local retail shoe mer- 
chants “made hay while the sun 
shone” during the week ending 
June 21, when sales about reached 
the peak for the month. Business 
had not been so brisk since Easter 
week—the only break until this 
month since the dull period set in 
last autumn. 

Not only was there an active de- 
mand for seasonable footwear, but 
where merchants shaded the price 
on autumn and spring merchan- 
dise, they disposed of a large quan- 
tity of shoes they should otherwise 
have had to carry over until next 
autumn. From the present outlook 
stocks will be in better shape dur- 
ing late summer than at any time 
in the past year. 

There was a tremendous sale for 
graduation and footwear for wed- 
dings during the week which has 
not been equaled since the war 
boom days. 


White Season at Peak 
The white footwear season is now 
at its height, but with prospects 
of a sustained period of warm, dry 


weather, there is every reason to 
hope that the demand for this type 
of shoe will continue well into July. 

One of the most notable tenden- 
cies, which first evidenced itself in 
black and tan shoes, when women 
began turning to the plainer effects, 
is equally as pronounced in the 
white trade in which simple designs 
in kids are in the ascendency. One- 
strap designs are likewise making 
an appeal to the women who wear 
sport costumes. 


Price Is Secondary to Style 


Another satisfactory feature of 
the present trade is the unimpor- 
tance of price in selling the shoes. 
If the style and quality of the foot- 
wear appeals to milady, the cost is 
of secondary consideration. This 
applies particularly to the larger 
downtown stores. 

The whitewear season in the 
community stores, which is always 
a couple of weeks later than in the 
principal shopping district, has 
opened up with promise, and these 
merchants are less downcast over 
the general industrial situation 
than they were a few weeks ago. 





Gain in Welt Shoe Orders 
in Rochester Factories 


ROCHESTER — Factories are 
reporting a satisfactory number 
of fall orders from merchants 
throughout the country and indi- 
cations point to a steady improve- 
ment in the shoe manufacturing 
situation. An interesting side light 
on the demand for fall is the 
switch from McKay shoes to welts. 


Last year at this time the demand 
for McKays exceeded the demand 
for welt shoes. Today, conditions 
in Rochester are reversed and 
merchants are ordering welt shoes 
in more normal volume. One of 
the largest factories reports or- 
ders are now running about three 
to one on welts and that they are 
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looking for the demand for welt 
shoes to increase materially as the 
fall season advances. 


Semi-Annual Sale 


McCurdy’s celebrated the semi- 
annual shoe sale last week with 
sweeping reductions in exclusive 
pumps and oxfords. Black and tan 
calf sport oxfords formerly priced 
at $9.50 to $10.50 were offered at 
$7.45. Twenty styles of sandals, 
formerly priced up to $12.00, were 
offered at $7.85. College pumps in 
tan calf combination, black calf 
combination and gray kid combi- 
nation were offered at $8.45. Other 
styles and patterns were priced at 
$5.45 and $9.45. 


Expert Foot Fitter 


William Pidgeon, Jr., proprietor 
of Pidgeon shoe store, engineered 
some clever publicity for the Pid- 
geon shoe store at the annual elec- 
tion of the Rochester Ad Club. One 
of the stunts put over on the mem- 
bers was a lecture on the discov- 
eries of value in King Tut’s tomb. 
A professor from the University 
of Rochester gave a very interest- 
ing talk on the recent discoveries 
in Egypt and in yoing through 
the discoveries in the Ad Club 
tomb dug up a pair of Arch Shoes 
supposedly sold by Bill Pidgeon. 


Good Business 

William LaMontagne, proprietor 
of the Triangle Shoe Store, reports 
a good spring business and that 
only one month, May, of this year 
shows a decrease in sales as com- 
pared with last year. Business up 
to Easter, according to Mr. La- 
Montagne, was fair, every month 
showing a slight gain over last 
year, but after Easter business fell 
off sharply until the first of June 
when a gradual pick-up was noted. 
Since the first of the month con- 
ditions have improved steadily. 
This store features men’s, women’s 
and children’s footwear at popular 
prices. 


Salesmen representing the Im- 
perial Children’s Shoe Company 
will gather at the factory in 
Rochester early in July for their 
semi-annual sales and style con- 
ference. 


New Shoe Stores 
Joe Aitchison, Jackson, Ala. 
Clarke Shoe Co., Department of 
Wortham’s Ladies’ Ready-to-Wear, 
State street, Rockford, IIl. 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 











FOR MEN ON THEIR FEET 
TelS SHOE CAN'T BE BEAT 


MERSON _ INC. 


Boston Office: Room 214, United States Hotel 


PULLMAN TRAVELING SLIPPERS 3 
better*than ever in Quality and fit 
Originator~ownery of Trade Mark Rillman’ 


Metecaty in Gopsine $18. 00 


GLAZE DK per doz. 
Colorr Black a Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
SOWi9wst New York A 
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TRADE MARK REGISTERED 


Stock Dept. 5 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Wanted Styles 
An extra Editorial Service to 


**Recorder”’ readers, free for the 
asking. Write and tell us what 
you would like to know. 
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Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 


N |, low-priced yy designs 
and. patented process. ‘Abo tin Quilting 
in fancy styles and designs. 


SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Heboken, N. J. 














BLACK BALLET SLIPPERS 

Childs $1.30 

Sizes 7 to 11 

Misses $1.35 

Sizes 114 to 2 

Ladies $1.40 

Sizes 2} to 8 

BLOG SHOE FINDING or INC. 
147 Duane St.. New York, N a 











BALLET SLIPPERS in Stock 
re wen h — Dancers 
BLACK KID SOFT TOE SS $2.00 BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women’s 


lL. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








BALLET SLIPPERS IN STOCK Bi ,Csb. Soft 


toe, 844 child” . 
to i "mas 8, 
$1.2 

Bik. ae Kid, 
Medium Box, 
834-7, $1.40. 


BIK.Vici, ard 
toe, 8-8, -85 


FERGUSON BROS. CO. 
2121 Washington St., Boston, Mass. 








BALLET SLIPPERS in Stock 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











BOOT AND SHOE RECORDER 


Milwaukee 
(Continued from page 41) 


He also mentioned the develop- 
ment of technical strength in the 
goods market, the improvement of 
foreign economic conditions and 
the outlook for a stable govern- 
ment in the next four years as 
favoring strength in business next 
fall. 


Advertising Good Insurance 


“Advertising is the best insur- 
ance a business can have,” de- 
clared E. B. Bowman, field man 
of the S. D. Warren Co. of Boston, 
in addressing the local Civitan 
club, stating that 84 per cent of 
the business men who failed in 
America in 1923 were non-be- 
lievers in advertising. He stressed 
the importance of utilizing prop- 
erly the various forms of adver- 
tising, backing up newspaper ‘and 
Magazine campaigns with direct 
mail service. 


New Store Opens 


Adolph Bluhm has opened a 
shoe store at 1041 Muskego ave- 
nue. He is well acquainted in the 
south side of Milwaukee having 
formerly been in business at the 
corner of Fifteenth and Forest 
Home avenues for 11 years. 


Advocates Walking 


Shoe merchants who are featur- 
ing the slogan “Walk and be 
Healthy” would be interested in a 
recent editorial published in Mil- 
waukee on “The Joy of Walking.” 
Walking in this instance does not 
indicate a “leisurely stroll over 
concrete sidewalks between rows 
of houses” but refers to “a real 
walk over the country roads, with 
turn offs into the fields and 
through the woods.” In closing the 
editorial states, ““A splendid exer- 
cise, strengthener to heart and 
lungs as well as muscles, a devel- 
oper of the thinking mind, a 
breeder of the spirit, a recreator 
of mind and body—that is walk- 
ing.” 





New Store Front 


Galion, Ohio, July 2—Newman 
& Redmon, retail shoe merchants, 
are holding a removal sale pre- 
paratory to moving into their new 
home next to the Royal Theatre. 
The firm will have a new store 
front. 





326 W. MONROE ST., 
CHICAGO 


W" SUMNER SMITH CO. 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Many dependable and 
profitable styles constant- 
ly In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 











Colcord & Walker, Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 








FOR NEWSPAPER ADVERTISING 
$1.25 EACH 5 FOR $5.00 
ALSO HALFTONE ILLUSTRATIONS®ISOEACH 


] TheNelsonHGrover@ $'S"S% 








1 7540 


e161 
“Summer St BOSTON \754! 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 























Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 














Cdleal Dab Skoo Q, a 
Dorn’ Chacha 
shoe 


ew VOOR GFF Sto Firth ave. 





SCIENTIPC 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
_  DR.A-POSNER SHOES. INC 


__ §40 Ww. BROADWmY 





Soft Soles and Moccasins 


Ask r Jobber fer our 
We DO NOT eell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 


WHERE TO BUY 
Findings- 


CLORESIBE OF 


MANHATTAN FINDING CO. 


107 Duane St., New York City 














Specializing in 
“KOM-FUT” ARCH SUPPORTS 
and 


Shoe Store ~~ of every description 
Write today for information! 
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In New Location 


New York, July 2—Goldman 
Bros. Shoe Co. and Solgo Shoe Co. 
of 100 Reade street, are now lo- 
cated at 158 Duane street. This 
marks a distinct step forward for 
this concern, which has fast been 
coming to the front in the past few 
years. The Solgo Company mer- 
chandises felt slippers and stitch- 
downs exclusively. Solgo has been 
particularly successful in their 
dealings with the large mail order 
houses and department stores. 

The Goldman Bros. Shoe Co., 
branch of the business carries a 
very strong line of women’s, chil- 
dren’s infants’ and boys’ novelties. 
“Dr. Daniels” is the branded 
name over which their corrective 
shoes are distributed. Martin, Sol 
and Nathan Goldman are active 
members of the firm. 





A. B. George Is Dead 


Des Moines, lIa., July 2—A. B. 
George, a familiar figure in the 
shoe industry, died here in the 
latter part of June at the age of 
82. He passed away at the home 
of his son, Arthur D. George. His 
first shoe work was in a retail 
store in St. Louis. Subsequently 
he entered the wholesale field in 
Boston. He sold shoes for the 
James H. Durgin & Sons firm, of 
Haverhill, Mass. 

In 1868 at Cedar Rapids, Iowa, 
Mr. George entered business un- 
der the style, A. B. George & Co. 
He later started the Des Moines 
branch of the United States Rub- 
ber Company under the name of 
A. B. George & Co. He also sold the 
Wales Goodyear line for 44 years. 
Interment was at Union cemetery, 
Amesbury, Mass. 





Leonard Friedman Returns 


Leonard Friedman of the well 
known wholesale shoe house of 
New York City, recently returned 
from a six weeks’ trip abroad. He 
combined pleasure and business. 
His itinerary included the larger 
cities of Europe. Mr. Friedman 
found many new and interesting 
sights and was particularly im- 
pressed with conditions in the 
European shoe market. 





Two-Eyelet Ties 


Lynn, Mass.—Two-eyelet ties of 
calf leather in contrasting colors, 
novelty patterns, and 10-8 wood 
heels, are being made up by the 
Travers Shoe Co. 
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COATED GEM DUCK 
— a CLOTH 
oor Foot ot Wadden” 

Sheet. Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 
BOSTON 





Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 
"INC. 


Sele Mig. 
Deachable 11 BROADWAY 
* Rubber Heels ' New York City, N. ¥. 











T.W.GODSOE, Pres. _ F. E. JONES, Treas. 
Ww. G. DONALD, Vice-Pres 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 








the World 
Black “1 checod Rd 
Sunpass LEATH LEATHER @ 











The One 
Waterproef 
Leather That 
Takes and Re- 
tains a Polish. 


aaa & coos. 
95 Seuth St., Besten, Mass. 














Blice rs "Richerdeon Shoe Co. 
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F WHERE TO BUY 8 
Seek iiennt Soe 2 





PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embessed 

Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 








FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 


ae yy or SHOE +. Inc. 
54 Auburn St., Chelsea, Mass. 
Boston Office, 139 Lincoln Street. Room 212 








2121 Wash. 
St., Bo 


Za COMPANY, 
=) RADE MARK 
MEN’S TURN SLIPPERS 


Retailing $3.00 to $7.00 








SLIPPERS for MEN, WOMEN 
and CHILDREN 

Bedroom and house 
SLIPPERS in a wide 
variety of styles and 

prices. 
SATIN SLIPPERS 
noted fer quality. 

FRANK H. PFEIFFER CO., Inc. 

24 Washingten Square Worcester, Mass. 














f * gga Ing in Medium and /F 
: IGH GRADE 
aN) OR SuPPERS A 


dil styles made of Dometic and 
Imported Satin Brocadevand Metal Cloth. 
L $2.20 per pairandup 


SOWIE ST MGUSTIN Co newvorn 











Soft-Sole Leather 
Boudoirs and Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 


No. 7300 Satin in these 
Beau 


ty 

Copen Blue, Old Ri 
Bac Teor B. Blue, 
‘aupe and Pink. 

‘for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green Street - - Worcester, Mass. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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District Meetings in Ohio 


Marion, O., July 1—A District 
Retailers’ Group, composed of re- 
tail shoe merchants of Ohio, was 
recently formed following a meet- 
ing held here when Sam Davis, 
field secretary for the National 
Shoe Retailers’ Association, was 
the chief speaker. 

Shoe store operators and their 
salesmen came from a radius of 
40 miles to attend. Officers elected 
included: president, E. T. Smart 
of Marion, Ohio; vice-president, 
Carl Watrous of Marion, Ohio; 
treasurer, Anthony Vogle of Up- 
per Sandusky, Ohio; secretary, J. 
W. Cone of Delaware, Ohio. Direc- 
tors, H. M. Steger of Cardington, 
Ohio; D. F. Renkert of Bucyrus, 
Ohio; Ira C. Schick of Kenton, 
Ohio. 


In reporting the organization of 
this group, Paul W. Crawford. 
president of the Ohio Valley 
Shoe Retailers’ Association, said: 
“These group meetings are having 
a wonderful effect on the shoe in- 
dustry in general throughout this 
section of the state of Ohio and we 
telieve is awakening them to the 
field of opportunity for growth 
and development as individual re- 
tailers by their coming in touch 
with their fellow merchant.” 





Grulich with Corticelli 


New York, July 1—D. R. Gru- 
lich, who has been associated with 
the firm of Thompson & Co., for- 
merly Rogers & Thompson, as 
sales director and general man- 
ager, will join the Corticelli Silk 
Company about July 15 as fabric 
director, in charge of the fabric 
department of the New York office. 

Mr. Grulich has been in the silk 
business for about 30 years, in 
the course of which he has 
handled both imported and domes- 
tic silks. Before joining Rogers & 
Thompson, he was the United 
States selling agent for the Alli- 
ance Textile of Lyons and before 
that was with Stehli Silk Company 
and the Duplan Silk Corp. 





Buy C. B. Miller Stock 


Columbia, Mo., July 2—Frank 
Bihr and George Helm recently 
purchased the stock of the C. B. 
Miller Shoe Co. The Miller concern 
was one of the oldest business 
houses here. Mr. Bihr has been as- 
sociated with the concern for 34 
years. The firm will be operated 
as the Miller Shoe Company. 





J. R. BEATON COMPANY, Inc. 


33! FOURTH AVE., NEW YORK 


ATLANTA 


SAN 
FRANCISCO 


CHICAGO 


BOSTON LIKE IT” 

















+ 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











fiat 2b 


OR AMPLES 


~~ 
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CE 
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TOL MAN Pan I 
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n 
+> 


+ UNIVERSITY 
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Made Silk Stockings 
Common 


Count Hilaire de Chardonnet, 
inventor of artificial silk, died re- 
cently in Rome, age 84 years. His 
invention led to a tremendous in- 
crease in the production of silk 
goods. In this country alone the 
production of artificial silk has in- 
creased from 1,566,000 pounds in 
1913 to 35,000,000 pounds last 
year. 
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WANTED. 


Twenty Experienced Salesmen 


MIDDLE WEST manufacturer of 

men’s Goodyear welt dress shoes, 
putting out a new proposition, will want 
twenty salesmen to go on territory August 
Ist, with a strong, short line of men’s 
stylish shoes in stock on widths, number- 
ing about thirty samples. The shoes are 
made in high-grade factories of known 
reputation to retail at $5, $6 and $7. The 
line will represent current styles, leathers 
and lasts in demand today. A superior 
grade service will be maintained in making 
quick deliveries. Experienced salesmen 
with established trade will be given prefer- 
ence! Six per cent commission. Terri- 
tories in Middle West and Southern States 
open. The territory of California, also 
Washington and Oregon open. Any in- 
terested salesman will please fill out the 
blank below and mail promptly. All mat- 
ter treated confidential. 





CONFIDENTIAL NAME.... 


PERMANENT 
ADDRESS ‘STREET .. 


TERRITORY DESIRED. . 





rere gs ee ..WEIGHT........ Bs eee. eee 





TERRITORY COVERED WHAT PERIOD SALES PER YEAR 
(Year) 


- FIRMS REPRESENTED © 
PAST FIVE YEARS 





REFERENCES FROM PAST EMPLOYERS 





NAME OF PRESENT EMPLOYER.... 





*. MAIL THIS COUPON TO LOCK BOX E891 BOOT AND SHOE RECORDER PUB. CO., 207 SOUTH STREET, BOSTON, MASS. .-. . 
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*ATOWHERE ELSE 
~ “can you see the 
strictly newest patterns 
shown on the latest lasts. 


NOWHERE ELSE can 
you see such a range of 
most recent New York 
Styles in all varieties of 
shoes---all shown on latest 
lasts. 











Some were born yester- 
day, others are being 
made now; more will ar- 
rive while you are here. 


*After you have seen this display we will leave 
it to you to say whether or not we have over- 
stated its importance. 


TEN FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Led. 
Montreal 
with Branch Office at Toronto 





Naturally, you will not 
miss this opportunity 


extended 
all shoemen 
visiting Boston 


at 
212 


Essex St. 


ROOMS 
55, 56, 57, 58 


United Last Company 


Headquarters — Boston, Mass. 


SEVEN SHOW ROOMS 


BOSTON 
212 Essex St. 


NEW YORK 
1402 Bush Terminal Bldg. 


CINCINNATI 
803 Sycamore St. 


PHILADELPHIA 
331 Arch St. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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One of several dozen shoes 
showing, after nine months 
of test wear, a full nine iron 
as against an original ten 
iron when first worn. 


not leather- 
not rubber- 


but better! 


ERE is the new soling compound 

recently discovered by chemists 
working in the extensive laboratories 
maintained by the Hood Rubber Com- 
pany for the continued improvement of 
the company’s products. 


This new compound outwears leather—com- 
bines the advantages of both leather and rubber 
—and eliminates the disadvantages of both. 


The composition differs from rubber or fibre 
and contains no canvas. It will not wet through. 
It does not burn the feet. 


You will find this new compound makes the 
most comfortable and the most flexible sole ever 
put upon a pair of shoes. It will not slip. It will 
not deteriorate with age. 


Manufactured by 


HOOD RUBBER COMPANY 
Watertown, Massachusetts 





Soles 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Lmportant Letter 
to the Trade 


Owing to numerous stories which have been in circulation regarding 
our company being in a process of liquidation, we take this opportunity 
to advise you that such is not the case. Instead what has been transpiring 
is that we have been in a process of re-organizing. We feel that we were 
much in the same position as many other shoe manufacturers who had 
been operating with an excess capacity since the war, and it has taken 
sometime to bring about the necessary readjustments. 


During our process of re-organization we think we have accomplished 
the desired results. We are starting in again July Ist with a great!y 
decreased overhead and with an appreciably smaller labor cost recently 
granted us by the Union. These two items combined are going to make 
it possible for us to offer our shoes to our customers at materially lower 
prices than formerly. 


Moreover, we believe that the modern method of producing shoes in 
smaller units, which we propose to follow, will enable us to improve on 
shoes that have always been good and put into the hands of the trade far 
better values than ever. 


We thank you sincerely for your patronage of the past and look forward 
with pleasure to future business relations with you. 


Witherell & Dobbins (9. 
Haverhill, -Mass. 


Manufacturers of Turn Footwear 
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BOYS’ DEPT. 


Is again opening 
all its wonders 
and beckoning to 
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Se Oe ee into your local Keds ad- 
vertising. Dealers all over the 
country are building footwear 
profits with these Keds illus- 
FOR FIELD ; trations. 
ednesday, ve A ba Keds cuts are free to every 
Lagencnpmenertene Keds dealer. Get a book of 
sa oar anos TORSO cuts from our Branch or 
Se wholesale distributor from 
which you order your Keds. 


"Prices Range trom $1.80 t bal 
United States Rubber Company 
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Our New Keds Display in Our Keds Basement Dept. 
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Clever Selling Ideas Applied in Merchandising 
Rubber Canvas Styles 


ITH the passing of the July 

\ \ 4 holiday it was reported 

generally that shoe stores 
were enjoying a good rubber can- 
vas footwear season. The objective 
of many stores, however, is to 
keep the interest manifested in 
canvas models at the same pitch 
for the remainder of the summer 
season. Buying commenced fairly 
early this year, in spite of the re- 
tarded summer weather. This fact 
was regarded as a healthy sign 
and attributed in part to the en- 
thusiasm shown by store operators 
in promoting campaigns to in- 
crease sales in this type of sum- 
mer shoes. 

All types of canvas footwear are 
selling well in most stores. The 
high models constitute the great- 
er part in volume of sales. The 
crepe rubber sole is finding a 
great response especially from 
those using it on hard tennis 
courts. It is reported as being 
ideal for wearing where the sur- 
faces are hard and stony. It is 
spongy, yet gives much comfort to 
the wearer as it doesn’t allow the 
impact of a pebble to be felt 
sharply. 


Clever Selling Ideas 


In connection with the canvas 
business this season some clever 
selling ideas have been applied 
nationally and no doubt this is 
one of the factors why this kind 
of a shoe is selling more freely in 
every part of the country. 

In summing up the most freely 
used methods for stimulating in- 
terest in canvas styles we find win- 
dow displays, newspaper advertis- 
ing, interior showings and essay 
contests. These ideas have been 
emphasized nationally with splen- 
did results. 

Taking the four issues in co- 
herent order, window displays 
have probably received greater at- 
tention comparatively than the 
others. Trims have been more orig- 
inal, more attractive and more sig- 
nificant. Shoe merchants have gone 
into more exacting detail in bring- 
ing out suggestive ideas in their 
windows. Tennis racquets and 
nets have been used to good ad- 
vantage. This stunt can be carried 


background. 


In advertising rubber shoes, 
most store proprietors have in- 
serted data and cuts of canvas 
models. Some of the leading manu- 
facturers have advertised exten- 
sively in national publications as 
an effective measure in creating 
greater retail demand. 


Show Models in Interior 


By showing models in conspic- 
uous places in the store interiors 
merchants have carried out the 
idea of emphasizing canvas styles 
for summer wear. 

Essay contests, calling for sub- 
mission of brief articles written by 
school children, concerning the 
merits of canvas rubber footwear, 
have been held in some cities with 
good results. Prizes awarded were 
not costly and much publicity was 
obtained because of the stores’ 
progressiveness. Usually the sub- 
ject of the essay called for an ar- 
ticle to be written in a few hun- 
dred words and those eligible were 
school children. 


These ideas can be carried out 
for many more weeks yet as a plan 


for keeping up the interest in can- 
vas styles. 


Cowboys Wear Sneakers 


A rubber shoeman reports that 
the cowboys playing roles in the 
circus, which he recently enjoyed, 
wore sneakers when they did their 
riding stunts. This, he thinks, is 
the acme of achievements of 
sneakers. Since the days of Buffalo 
Bill high boots have been the pride 
of the cowboys and the more gaily 
they were decked with trimmings 
the more the pride of their owners. 
But the cowboys of the circus wore 
sneakers. 


Traveling Slippers 


New traveling slippers, made es- 
pecially for the motor tourist 
trade, are of elk leather, with a 
medium heavy sole of leather of 
special tannage. They are stout 
enough for ordinary wear or about 
a hotel. Yet they may be folded 
flat, like traveling slippers of 
lighter leather. They are made in 
blacks and colors. 





- <<. 


j . 5 es eS “ 
A very effective display of white shoe 





ge ky 


s in the window of The Union Com- 
pany, Columbus, O. The trim was arranged by Lothar F. Dittmar. Every 
out until late in the season as a pair stands out prominently. There is no confusion and the display, 


although simple in arrangement, commanded much attention. 
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= A Significant Stamp Yer uo7 


—_ that means SALES to you 


(AM 


‘J 


Union labor supports union labor in its daily buying as well as in 
industrial crises. 


This means that the stamp of the Boot & Shoe Workers’ Union in 
the shoes you sell is a countersign for organized labor to buy by 
that stamp. 


To them it means that the shoes were made in a factory where the 
democratic principle of collective bargaining is in force. 


It means that all disputes between those who operate it are settled 
by the judicial method of arbitration. 


It means honest workmanship in building the shoes. 


It means that the retailer can order shoes and know that they will 
be delivered on time. 


It means that the retailer has pledged his store to gratify the foot- 
wear needs of organized labor. 


Finally, it means that the retailer has taken the surest way toward 
increasing his business by satisfying union members with foot- 
wear made by their associates in the shoemaking craft. 


Sell shoes bearing this stamp and increase your sales! 


—ool &S 5 
WORKERS UNION 
union stam 


Factory 





BOOT AND SHOE WORKERS’ UNION 
246 Summer Street, Boston, Mass. 


COLLIS LOVELY CHARLES L. BAINE 
General President General Secretary-Treasurer 


SRO ROROH ROR OKOKER ERO OR ORR ORE EH 
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A Way to Better Profits 


We start with the quality 
we build into the [slippers 


E are not so much interested in how much 
our dealers buy from us, as how much 
they sell. 
And more than that, we are not so much in- 
terested, in the long run, in how much they sell, 
as how much profit they make. 
No business can continue to exist without profits. 
That is why we are continually looking past the 
dealer to his customers. That is why we are al- 
ways thinking in terms of making our goods 
preferred by the ultimate consumer. 
Some dealers may have to sell cheap, unknown 
felts at a cut price, but Daniel Green Comfy 
Slippers, are worth more, and the dealer who 
keeps the prices at the proper level is sure to reap 
a profit. 


themselves. Then we tell this 

story of superior materials and work- 

manship, in terms of greater satisfac- 

tion and longer wear, to the women 

of America through our national adver- 
tising. On top of this we give our dealers a serv- 
ice which enables them to connect up with this 
national goodwill we have built up so carefully 
for Daniel Green Comfy Slippers. 

Our new 1924 Green Book is ready to send you. 
It contains a wealth of material that will help 
our dealers reap the profits to which they are 
entitled. If you have not yet received your copy 
let us know. 


DANIEL GREEN FELT SHOE CO., General Offices, Dolgeville, New York 


Sales O ffices 


116 East 13th Street 
New York City 


189 W. Madison Street 
Chicago, Ill. 


10 High Street 
Boston, Mass. 





(GUE) 


Comfy, | 


- heel 
\W Slippers ) 


Daniel Green 
Comfy Slippers 


(G)Uaniel Green )) 


/Comly, 


¢ Slippers )! 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Company—a nation-wide institution 

of 25 and $5 years who have had thorough experience ah 
Ww ve e 

highest 


one or more of our lines, and can give us 
references. 


one store 
sell dry 
lor men 


i ‘ business. Our 
sales in 1923 were $62,188,978. 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 

By industry, study and determination your progress 


rapid in our organization. Under our 
trained to become a manager. When 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Write today for our booklet, “Your 
e our plan. Give your age and num 
— im our lines of merchandise in 

‘@ may arrange for a personal interview later. All 
strictly confidential. 


Address your letter to 


J. C. PENNEY CO., Inc. 
vem ers! 


July 5, 1924 











Adjustable Auto Heel Protectors 
for Women’s Shoes 


They protect the heels of women’s Shoes when driving an auto- 
mobile—no more scu' of heels on automobile pedals. Made in 
Black, White or Tan for Cuban or Louis Heels. They retail at $1.00 


giving a satisfactory profit. 
$6.00 Per Dozen 


E. T. GILBERT MFG. CO. 


228-36 South Avenue Rochester, N. Y. 
If Your Jobber Cannot Supply You, Write Us 

















When good fellows get together 
and talk trade you'll most always 
hear the out-of-town-men say 
“We're stopping at the Essex.” 
No hotel serves the shoe and lea- 
ther trade more satisfactorily. Make 
the Essex your headquarters when 
in Boston. Everything first class. 
Rates lower. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. T.A.MecCarthy, Treas. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Getting More Shoes Sold Right’”’ 





HOSIERY SECTION 














 e 
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Those good hosiery values of pre-war times so often referred to today, as the standard 
of quality? 

Ilow dozens upon dozens were sold over the counters without any complaints and returns 
at a good mark-up of from 33 1/3 to 50 per cent? 


Some merchants seem to feel they can’t get such good Hosiery values today, that can 
be sold so profitably . . . that’s the reason we are featuring IRON CLAD 801. 


While there is nothing particularly spectacular about IRON CLAD 801, we will put it 
up for comparison against any style in your stock at the same price, or even costing 25 


cents more on the dozen. 


You see, IRON CLAD 801 is a Black pure silk and glos style with a 23-inch boot. It has 
a mercerized lisle op, fashion marks, four-ply heel and toe, silk splicing in the high 
le $7.50 a dozen 


spliced heel, and double sole 
No of No. 801 M Mode 
No. 801 NO New Otter.... 


No . ) 
No. 801 L Leather Grey... 7.5 No. 801 JR Jack Rabbit 


No, 801 FN French Nude - No. 80 
No. 801 Dawn 


Write to have the IRON CLAD salesman in your neighborhood show you No. 801 and 
the dozens of other eT good IRON CLAD values . . . or if you prefer we will 
send you a box of IRON CLAD 801 and you can make a comparison at your own desk. 


COOPER WELLS & CO. 


250 Broad Street St. Joseph, Mich, 
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cour. 0 the Limelight 


i When we put Hollywood Hose on the market, we 
ite 


Seal incorporated features which we knew would have 
Nude a tremendously strong and lasting popular appeal. 


F : . ‘ ‘ 
Seles Wherever you go, you find this brand of Hosiery 
Mode enjoying an unrivaled position of prominence. 

Otter 

Peach 


= OLLYW® 


Airedale 


Sombrero 
Nasturtium 
Cordovan 


Gun Metal REG, U.S, PAT. OFF, 

Cinnamon 

~eeatind Guaranteed Full Fashioned 
Pearl Grey 

Medium Grey ‘ ? 

Log Cabin Genuine full fash- Hollywood mark 


French Nude ioned at every indelibly stamped 
Lariat 


‘Bi 
a= 


conforming part on the inside of 
of the stocking. the hem. Does 


Elegant fit during not rub off or 
its full life. fade. 


MI 


Your Jobber Can Serve You 


HARRINGTON & WARING, New York City 
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New Stockings 


HE big hosiery demand this 

fall will again be for the con- 
trasting colors and to enable deal- 
ers to make the most of this 
public sentiment, Corticelli, al- 
ways noted for its complete and 
correct color line, now offers the 
biggest, most comprehensive and 
beautiful line of colors it has ever 
had. 


The new fall line of Corticelli Hosiery in- 
cludes all the smart and fashionable colors which 
will be featured in Paris and in America’s 
fashion capitals. And you can get them now and 
be prepared to make the most of the demand as 


soon as it starts! 


The Corticelli line also includes all the staple 
colors, every quality from gossamer sheer to 
heavy weight and a range of prices for every 
purse, so that you can take care of every 
inquiry. 


Greys and browns will be popular for fall. 
Corticelli offers new shades in these colors to 
meet the demand: 


Stone Grey, a new grey on the mouse shade 
with a tinge of yellow that gives a pleasing 
warmth; a featured shade for fall. 


Chinchilla, a lighter grey with a warming 
touch of pink. 


Nickel, is another grey that will seli well this 
fall. A light, soft grey, pure grey in tone. 


Sandalwood is one of the beautiful new tan 
brown shades that will lead in fall sales. Other 
new browns are: 


, 


You Can Get Their Attention With This Beautiful Stocking 


Corticelli’s new jacquard lace stocking, Style 150, is a beautifully sheer lace de- 
sign equal in delicacy and richness to the finest imported French jacquard hosiery. 
And it sells at a price which places it within reach of your trade, for practically every 
woman would like to have at least one really fine pair of silk stockings such as these 


for special occasions. 






ger 


od te 





A display of these exquisite stockings attracts keen attention from all women and 
also stimulates interest in your hosiery line in general. It is a live number which 
sweetens up your line and gets unfailing attention. 


by Corticelli for the Fall Season 


Beaver, a rich dark brown that 
displaces the cordovan shades in 
popularity, and 


Mandalay, as attractive as its 
name, a rich dark shade of brown 
that will be a favorite. 


Mandarine is an enticing new 
color in the family. It will be a 
featured color and a big seller. 


Rosewood is a new, soft, dull shade somewhat 
lighter than Chow which was introduced into 
this country by Corticelli. 


Nude will remain a favorite. 


For Evening Wear 


Cherub is a new shade in the peach family but 
warmer in tone. A leader for evening wear. 


Daybreak will sell well both for evening and 
daytime wear. A new soft orchid shade. 


Maple Cream, the rich color its name in- 
dicates, will make sales for a store. 


Silver and Peach are two other Corticelli 
colors favored for evening wear. The shade of 
each is indicated by its name. 


A New Corticelli Stocking 


Style 322. Now ready for the trade. A fine 
quality dependable sheer stocking to sell at a 
popular price, so you can get a big volume of 
sales with it. 

A beautiful, rich looking stocking backed by 
the Corticelli name yet selling at a price within 
reach of all. 


For further information or for a stock of 
Corticelli Hosiery call at any of our offices or 
write us. 


os 
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Photo copyr:ght by Ira Hitt, New York, for The Corticelli Silk Co. 


See the complete Corticelli line at any of our branch offices or write to 
the office nearest to you for complete details or a stock of hosiery 


THE CORTICELLI SILK COMPANY 


New York 136 Madison Ave. Chicago 373 West Adams St. Louis 1314 Washington Ave. 
Cincinnati 6th & Sycamore Boston 68 Essex Street Baltimore 109 West Redwood 
Philadelphia 1211 Arch St. St. Paul 4th & Jackson Sts. San Francisco 278 Post St. 


Mills at 
Mz F . silks 
anuf a silks > e Florence, Leeds and Haydenville, Mass. 
—— LOT [ C C ( New London and Norwich, Conn. 


FINE SILK HOSTERY 
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The Answer 


to small turnover 


VERY large department store buyer told us re- 
cently that he could turn his hosiery department 
only a very limited number of times in a season. 


He seemed surprised that we questioned his small 
rate of turnover, and said, “You know we buy in 
quantity lots from mills, and we also have to have a 
variety of fabrics and colors to please our very large 
and exacting clientele.” 


He continued, “I cannot always guess the colors 
or weight trend, and having to buy the large quantity 
of goods that I do to get the price I feel I am com- 
pelled to. I sometimes make mistakes and am forced 
to carry along unsalable quantities of undesirable or 
slow moving colors and weights, and am forced to 
continue buying the quick selling items.”’ 


This true incident does not represent the general 
rule, as there is a better way of keeping the hosiery de- 
partment completely supplied with all wanted colors 
and weights without overstocking. 


The thousands of stores with large and small vol- 
ume carrying the Gordon line know they can buy as 
they sell, thus increasing profits, because of the large 
reserve stocks which Brown Durrell carry to protect 


them. a 


More than this, the demand for Gordon Hosiery 
increases because a customer, once wearing them, 
wants them again. The high quality and stylish ap- 
pearance of Gordon is also advertised nationally, and 
is sold in every corner of the United States. 








BROWN DURRELL COMPANY 
Gordon Hosiery - Forest NGlls Underwear 


New York on Boston 
11 West 1gth St. ‘ 


‘ Established 1872 \ 


104 Kingston St. 





ordon 
HOSIERY 


A COMPLETE LINE 


In stock for 
Immediate Delivery 


Send for price list 
No. 6640, containing 
a complete range of 
numbers, in all 
weights, sizes and 
colors, for Infants, 
Children, Ladies, and 
Men, in silk, cotton, 
lisle and wool. 


Mail orders 
given prompt 
attention 
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207 South Street, Boston 


Soft Sand Shades and Gray in 
Higher Favor 


HE style situation in §9-(g//ed “‘-Niude’’ Colors 
i hosiery continues to C: ~_— C 
be a bit scrambled. Probably W ill Become Staple 


There are as many different 

opinions about it in the market as there are differ- 
ent colors—and that is going some. And the style 
outlook has not been clarified in the least during 
the past month. On the contrary, both opinions 
and colors continue to multiply. In colors we have 
everything from novelty pastel tints to blacks and 
gun metals and cannong rays, and no two persons 
seem to agree as to which are the dominant mode 
of the present, or the likely mode of the future. The 
fact is that consumers are showing no very de- 
cided preferences. They are trying a little of every- 
thing. There isn’t the concentration on the one 
class of colors that there has been in recent seasons. 
And until some more definite indications of con- 
sumer taste are forthcoming, it is extremely diffi- 
cult to forecast the color trend. 


Dangerous to Say That Nudes Are on the Wane 


About the only thing that can be said for certain 
is that the edge is off the vogue for pinkish nudes, 
and more favor is being shown to the soft tan or 
sand shades, as well as to gray. It would be de- 
cidedly premature to count the nude shades out 
altogether. They continue to figure prominently 
in current sales, and, as the Recorder has previ- 
ously remarked, they will probably remain as 
staples among silk hosiery colors, although they 
seem likely to be displaced next season by more 





subdued tones. At present the 
nudes with a touch of tan are 
more wanted than the nudes 
with a touch of pink. Grays, as 
already mentioned, are good, and there is said to 
be a real demand for such new shades as pale 
mauve, powder blue and orchid. 


Paris Decrees No Black 


From Paris comes word that the stockings worn 
there are predominantly in dark shades of flesh on 
the order of melon, spoken of in France as the color 
of the desert women’s skin. No black stockings are 
worn. Even for mourning flesh-colored stockings 
are now sold. For evening wear, very sheer stock- 
ings are shown for wear with gold slippers. Light 
shades of mauve in sheer weights, giving a sheer 
white opalescent flesh tone, are worn with silver 
slippers. Pale flesh tones are also good, worn inter- 
changeably with silver, gold, colored satin, or 
black satin slippers. 


But Black Is Still Strong Here 


On this side black continues to bulk large in the 
total sales, and as a style proposition it is expected 
by many authorities to become more prominent 
next season, particularly in sheer styles. For this 
reason gun metal and cannon in sheer styles are 
counted upon to be good, since they give the effect 
of a very sheer black. Now that summer weather 
has apparently arrived, white is coming promi- 
nently into its own. With the Gotham Hosiery 
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Shops, last week, for instance, white was the lead- 
ing seller in sheers and the second largest seller in 
regulars. There are reports from some quarters of 
pale nude stockings being worn with white shoes, 
but this fashion has not so far assumed important 
proportions, and does not seem likely to. 


White Leads in Sports 

For sports wear, of course, white is a leader, both 
plain and with colored embroidered clocks. There 
is a good demand for sports hosiery, particularly in 
plaid and striped designs. Deliveries of sports lisles 
and wool golf hose from abroad are said to be very 
unsatisfactory, and this helps to make a good 
market for desirable styles available for quick 
delivery. 

Whether or not there is a real trend away from 
chiffon styles in silk hosiery is one of the questions 
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still engaging the attention of the market. It is a 
difficult question to answer. There has been un- 
questionably a decided increase in the demand for 
semi-chiffons, and the attention being attracted by 
these in-between weights probably serves to mini- 
mize the importance of sheer hosiery in the minds 
of the trade. 


Chiffons Still Good Style 


Some houses report a falling-off in the demand 
for chiffons, as far as they are concerned; but others 
report a relative increase. Paris continues to up- 
hold sheer styles as the correct mode. The truth of 
the matter appears to be that as a style proposition 
chiffons remain in the ascendant, while among 
people to whom economy is an important consider- 
ation they are being replaced to some extent by the 
more durable semi-chiffons. 


Strong Revival of Activity Expected 
in the Fall 


HE hosiery market has been going through a 

rather depressing period during thelast month. 
For this a combination of unfavorable factors have 
been responsible. Chief among them was the slack- 
ness of demand. Whether this was due to the 
weather or to generally dull conditions is difficult 
to say. Up to about the middle of June the weather 
was decidedly not of the kind to encourage buying 
of new wearing apparel by consumers. It was still 
cold and wet enough to wear clothes bought for 
late winter or early spring. Even now that June is 
over, there are relatively very few summer frocks 
to be seen on the streets of eastern cities. 


Present Season Unsatisfactory 


That this has been bad for hosiery business goes 
without saying. Women, of course, buy hosiery for 
replacement regardless of weather at all times. But 
the real punch to hosiery business at retail, partic- 
ularly in the beginning of a season, comes from the 
purchasing of new hosiery to go with new dresses 
and shoes, and the present season’s weather so far 
has taken the steam out of it. The spell of hot 
weather experienced during the latter half of June 
did not help very much, because it was too uncer- 
tain and too much broken by rain. It will require 
an unbroken period of clear, warm weather to 
make the consumer go in for the buying of summer 
apparel with real confidence. 

General conditions also have been unfavorable 
to hosiery business, as well as to all other textile 
lines. There is considerable unemployment or re- 
duced employment in many industrial centers, 
while in agricultural sections ready money is never 
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plentiful at this time of the year. In addition, there 
is the general lull in business, due to political un- 
certainties, which is usual in a presidential election 
ear. 

Well-informed business men and financiers are 
of the opinion that the present depression in trade 
is only temporary and that there will be a pretty 
strong revival of activity as fall approaches. But 
for the present, it might as well be admitted, busi- 
ness is languishing. 


Over-Production Noted 


The hosiery business has been especially afflicted 
by its old ailment of over-production. As a result, 
the market has been bothered very noticeably dur- 
ing the month of June by offerings of distress mer- 
chandise. Distress is a word that applies to a lot of 
this merchandise in more ways than one. A lot of it 
involves distress, both for the distributor and the 
consumer. But the lure of a bargain is still power- 
ful, particularly now that consumers are inclined 
to be economical, and a large volume of “$2.50 and 
$3 values for $1.49” have been passing over the 
counters during the last month or so into the hands 
of misguided purchasers. Never in his experience 
has the writer heard so many women complain of 
the poor quality of the silk hosiery they have been 
buying recently—at bargain prices. 


Unloading Process Nearing End 


This situation is curing itself. The bulk of the 
distress merchandise has already been unloaded, 
or will be in the immediate future. If it teaches 
women the futility of chasing bargains in silk ho- 
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In order to introduce a line of branded hosiery recently bought, 8. Kann & Sons Co. of Washing- 


ton, D. C., held a three-day “Introduction Sale,” offering $2 values at $1.59. An entire window 
was devoted to this very effective display 


siery it will have served a useful purpose. In the 
meantime there has been a marked curtailment of 
production, and this naturally tends to strengthen 
the market. The market during the last couple of 
weeks has been much steadier than during the first 
half of June, when it showed an irregular and de- 
clining tendency. There were no general price 
revisions, but some manufacturers lowered prices 
unobtrusively on a number of lines, particularly 
higher-end full-fashioned chiffons, and frequent 
price concessions were reported in day-to-day 
transactions. The two extremes of the market 
appear to have been most affected—that is to say, 
higher-end full-fashioned lines and lower-end seam- 
less lines. The medium grades have held steadiest. 
But the market now looks as if it were tightening 
up all around. 
Will Raw Silk Go Lower? 

July and August are generally counted upon to 
put the market in a firm position. A good deal de- 
pends upon the course of raw silk. A marked de- 
cline in raw silk, which brought prices in the early 
part of June down to a low level not touched since 
1916, was one of the principal weakening factors 
with which the market had to contend. It checked 
forward buying of silk and artificial silk hosiery 
and intensified pressure for lower hosiery prices. 
But the raw market has been stronger and more 
active during the last couple of weeks, and if it 


holds firm or goes higher—which is not unlikely— 
the hosiery market will undoubtedly stiffen. 





Unfair Advertising Condemned 


Washington, D. C.—Orders have been issued by 
the Federal Trade Commission against the Durable 
Pure Silk Fashioned Hosiery, Inc., of Newark, N.J., 
to discontinue advertising and labeling methods 
which are condemned as an unfair method of 
competition. 

A statement issued by the Commission claims 
that the firm is engaged in purchasing hosiery 
from manufacturers and selling it direct to the 
ultimate user. It is the contention of the Com- 
mission that the company created the erroneous 
impression among its customers and prospective 
customers that it owned, controlled or operated a 
factory wherein the hosiery sold by it was manu- 
factured. 

“The public was deceived in this respect,” the 
report says, “by the respondent’s agents display- 
ing advertising material in which appeared pic- 
tures of the exterior of a large factory bearing 
signs of ‘Home of Durable Hosiery’ and ‘Durable 
Pure Silk Hosiery.’ Such advertising matter also 
stated that respondent’s plan of selling direct to 
the users saved the middleman’s profit, the fact 
being, however, that the concern itself performed 
the functions of both wholesaler and retailer.” 
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He Has Set Out To Make Himself the 
City’s Hosiery Authority 


HE Hosiery department 

of the Peacock Shop of 

Little Rock, Arkansas, 
owned and operated by O. S. Poe, 
proves the value of a certain 
philosophy of merchandising. This 
philosophy might be expressed by 
three words, QUALITY, RE- 
SPONSIBILITY, and SERVICE. 
In his experience in merchandis- 
ing, Mr. Poe has discovered that 
these are fundamental and appeal 
to the patron of small or large 
purchasing power. 

It isn’t the smartest merchant 
who can sell the goods the cheap- 
est, but it is the building and hold- 
ing a satisfied patronage that 
counts among the most desired ac- 
complishment of the thinking 
merchant. First, last and all the 
time, according to Mr. Poe and 
Miss Sadie Arendt, the experi- 
enced hosiery saleswoman at the 
Peacock Shop, it is the purpose to 
do more than sell the hosiery. 
They make of these purchasers 
satisfied patrons who when they 
think also Poe’s. 


think hosiery, 


very Pair Carefully Examined 


Because of the insistence upon quality, no 
seconds are sold at the Peacock shop. Miss Arendt 
knows and examines her stock so thoroughly that 
no inferior quality gets past her and on to the 
customer. 

As Miss Arendt said, it is easier and wiser 
to keep the confidence of the patrons of a 
department than it is to try by any wiles to regain 
this confidence. She examines every pair of hose 
before it is put into stock. If she finds any below 
standard these are returned to the factory. This 
examination goes even farther. Miss Arendt doesn’t 
merely show a certain pair of hose, giving attention 
to size and price but she makes a real examination 
before the hose are wrapped. 


How Complaints Are Handled 


“What do you do about complaints?” 

When asked this question, Miss Arendt smil- 
ingly said: 
Issue of Fuly 5, 1924 
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It is not enough merely to have a ho- 
siery department. You must have peo- 
ple so sold on your reliability and the 
accuracy of your knowledge and judg- 
ment that, when they think hosiery, 
they automatically also think of you. 


“We have so few because of this 
system that there just aren’t any 
set rules.” 

She said that tact, good humor 
and a willingness were enough to 
insure satisfactory adjustment of 
any of the difficulties that arise 
for the head of a hosiery de- 
partment. 

The Hosiery department of the 
Peacock Shop is not one of those 
characterized by many and fre- 
quent sales. Dependence is placed 
in a well established business, 
prices that are fair and reasonable 
and wise buying that doesn’t 
necessitate unloading sales. 


Features a Few Good Lines 


Miss Arendt said that it was the 
plan at her department to feature 
a few good lines and not attempt 
to have some of every good line. 
It is her experience that this works 
out well. When a patron has been 
pleased with a certain pair of hose 
and returns for another, it is easy 
to determine among the hose carried which kind it 
was that were purchased. The purchase place 
rather than the brand of hose seems to stick in the 
purchaser’s mind. While there are a few calls for a 
certain brand of hose, the majority merely want 
to buy some good hose from the store in which 
they have confidence and at which they are 
rendered good service. 


Make New Shoes Mean New Hose 


At the Peacock shop, there is always the attempt 
to make new shoes mean new hose. The shoe sales- 
man suggests hose, then Miss Arendt interests each 
shoe patron. 

It has been proved from the sales experience of 
Miss Arendt that the hosiery saleswoman whose 
attitude is such that patrons will come over for a 
look and a word of pleasantry will find that her 
volume of business grows steadily. These persons 
who stop to look often linger to buy. Or if they 
have been pleasantly treated at some occasion 
when no purchase is made, they will often return 
when they are ready to buy. 


Miss Arendt says that most women buy two 
(Continued on page 85) 
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Hosiery 
Windows With 
A Winning 








Personality 


To the right is the unique display of 
Cracowaner’s Department Storein Tampa, 
Fla., where the wide range in hosiery 
colors naturally suggested the idea of the 
artist's palette. At the top is shown the 
attractive method adopted by the Lindner 
Company of Cleveland in displaying 
Corticelli hosiery 
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How a Rearrangement of Stock Speeded Up 
Sales and Turnover 


eAtlanta Merchant Introduces New Thought in Department 
Location and cArrangement 


. NEW and larger hosiery department has 
been recently installed in the retail shoe 
store of the Fred S. Stewart Company, at 

Whitehall and Alabama streets, in the down town 
section of Atlanta, so efficiently mapped out for 
the expedient handling of the trade that, though 
the department itself occupies but a compara- 
tively small amount of floor space, stock is so 
arranged in a series of drawers that the firm is able 
to do away entirely with the bother of a reserve 
stock. Furthermore, practically all of the hosiery is 
in sight, and not only that, but the stock of hosiery 
kept on hand is always an unusually large one, for 
the department enjoys an exceptionally large 
business. 


An Aisle Full of Hosiery 


The department is located directly inside the 
main entrance of the store, a decidedly good loca- 
tion due to the fact that this 


business it enjoys, and the large stocks that are 
carried. In fact, the department was so arranged 
that it was not necessary to lessen the size of any 
of the shoe departments at all, the front of the 
store having been rebuilt and the size of the win- 
dow display space lessened a little for the accom- 
modation of this new department. In fact, it really 
comprises an excellent illustration of the impor- 
tance of a store located in a high rent district taking 
advantage of every available foot of floor space, 
and thus making every possible foot of space pay 
its dividend in profits. 


Almost Entire Stock in Sight 


Now, as regards the arrangement of the stock. 
This is undoubtedly the feature of the whole de- 
partment, for, as stated, the department is able to 
keep almost its entire stock in sight, and in such a 
manner as to do away entirely with the stocking of 

reserve merchandise in some 


other part of the building. 





store enjoys as large a vol- 
ume of shoe business as any 
other store in Atlanta, which 
means that the hundreds of 
customers who enter the 
store every day must pass 


Glass Enclosed 
Display Case 





Take, for instance, that 
portion of the department de- 
voted to ladies’ hosiery and 
men’s hosiery. 


Glass Enclosed 
Display Case 


Directly be- 
Glass windowed r 





directly between the two 


shelf of 4 com- hind the show- 





counters which comprise the 
hosiery department on their 


case is a sort 


partments each of a combina- 





way to the shoe departments. 


with . 
mann tion cupboard 





At the left side of the 


capacity of 4 doz. and chest of 





entrance is found the ladies’ 


irs 
a drawers of 





and men’s hosiery, while 


about two feet 





directly opposite is the chil- 


in depth, and in height extend- 





dren’s hosiery and the find- 
ings, the latter being com- 


ing almost to the ceiling. The 
upper portion of this is solid 





bined with the hosiery 


glass enclosed, and used for 





department. Each of these 








the display of attractive ho- 











is fronted with a solid glass 
show case of about ten or 
twelve feet in length used 
solely for display purposes, 
the whole occupying a depth 
of hardly more than five feet 
on either side, so it can be 


Enclosed 
e Cupboard for 


Reserve Stock 








siery lines. Below this is a 
tier of drawers extending 
downward to a point about 
two feet above the floor, 
while below the drawers is an 
enclosed cupboard, the latter 
of sufficient size that any re- 


Enclosed 
e Cupboard for 


Reserve Stock 








seen that the whole depart- 
ment takes up but compara- 
tively little floor space in 
spite of the large amount of 
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Diagram showing stock arrangement and display 
in the Stewart store. Stock is arranged horizontally 
by price and vertically by color or style. 


serve stock carried can be 
kept in these cupboards. The 


whole is finished in ivory, 
(Continued on page 79) 
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ANY MAN who says there is artificial silk in 
a Gotham Gold Stripe Stocking, lies! | 


On a printed page we can only make that assertion. At 
our office, in your office or anywhere, we can prove by any 
test, physical, chemical or electrical, that the silk of which 





me Gotham Gold Stripe Silk Hosiery is made is pure and real 
mn and that it is mixed with no other material except dye, which 
- is also the purest to be had. 

Where Gothams are silk they are all perfect silk. Where, 
Mo as in the case of some numbers, they have cotton tops or 
ort feet, the cotton is the finest obtainable. 
na- 
ard Integrity of materials is one reason why they are “Silk 

o Stockings that Wear.” 
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No. 1923, the longest-wearing, 
best-looking piece-d: e4 (dipped) 
chiffon silk stocking made. It is 
featured in the flesh tints, Star 
Dust, Rachelle, Blush; in the 
seasonable tans, Airedale, Ga- 
teau, Bunny, Racquet; in the 
increasingly popular greys, 
Moonlight, Babbling Brook, 
Grey 31, and also in twenty 
other distinctive colors 


Price, $18.00 per dozen. 








No. 152, the highest-grade all-silk in- 
grain (thread dyed) silk stocking made 
to retail at a popular price. It is a medi- 
um-weight, long-wearing, beautiful silk 
stocking, a long-established and well 
known number with typical McCallum 
quality. Made in all the popular 


McCallum colors 


Priced at $21.50 per dozen. 


YOU 
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JUST KNOW 


Look at the three stockings on this page 
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No. 1915, the sheer stocking for ser- 
vice. It is of exquisite sheerness and 
daintiness in all the silk that shows 
The top, sole, heel, and toe are rein- 
forced with lisle. It is a piece-dyed 
(dipped) silk stocking, made in thirty 
s S. 


Price, $14.50 ter dozen. 
























—note their prices 


ft etd you can offer your customers 
McCallum quality at the same price 
you ask them to pay for unidentified 
merchandise of unknown standards. 

You know what McCallum quality is. 
You know that no better hosiery is made. 
Your customers know that, too. Twenty 
years of advertising have convinced 
women of this country that McCallum 
quality means the finest-fitting, best-look- 
ing and longest-wearing full-fashioned 
silk stockings made at any given grade 
and price. 


In McCallum silk stockings you will find 


everything that a modern hosiery depart- 
ment needs in fine full-fashioned silk 
hosiery, from the durable everyday stock- 
ings that retail at $2 to the fine lace in- 
sert stockings at $100. 


If you are not now a McCallum dealer, 
write for details of the McCallum Trial 
Assortment. This will be shipped to a 
limited number of new dealers. Many 
hosiery dealers have doubled their business 
by concentrating on the high-quality, fast- 
selling, profitable McCallum line. You 
should be able to do the same. McCallum 
Hosiery Co., Northampton, Mass.,U.S.A. 


We Callum 


SILK 
HOSIERY 


S HE 


WEAR S 
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Full-fashioned, all-silk stocking, with a jacquard pattern and drop-stitch, shown by courtesy of the 
Claussner Hosiery Company, Paducah, Ky. 


How a Rearrangement of Stock 
Speeded Up Sales and Turnover 


(Continued from page 76) 
carrying out this color scheme throughout in a 
very attractive manner. The length of this is about 
the same as the show cases and it is partly built 
into the wall so as to further conserve space. 


Can Carry goo Dozen Pairs 

The drawers are each about half a foot in height 
and about two feet in width, arranged in four com- 
partments. In each of these four compartments 
there is room for at least two dozen pairs of ladies’ 
hosiery, and as there are fifty of the drawers on the 
one side, a bit of figuring 
will show that there is 
room in these drawers 
alone in this portion of the 
hosiery department for at 
least 400 dozen pairs of 
ladies’ hosiery if they were 
all filled. As a matter of 
fact, there would be room 
for about 500 dozen pairs, 
as the minimum capacity 
of each drawer with its 
four compartments is eight 
dozen pairs. 


Each drawer has a win- 


Oe nena ere te een 


dow glass front, and the All-wool, white, ribbed men’s golf hose with fancy colored 
tops—Onyx Hosiery, Inc. 


hosiery is kept neatly 





arranged therein so that it can be readily seen. 
Thus the customer has directly before her eyes 
practically every color and style of hosiery from 
which to select, so it is not necessary for the 
salespeople to keep pulling out the drawers and 
replacing them all the time as would be the case if 
the drawers were enclosed. This, it has been found, 
helps sales to a considerableextent, for the customer 
is able to virtually make her own selections with 
nearly the entire stock in front of her from which 
to pick. 
Lower Prices in Lower Drawers 

The arrangement of the hosiery in the drawers 
is by styles or colors, and by prices. For instance, 
in the lower drawers are 
found the lower priced 
hosiery, with the prices 
increasing as one goes up- 
ward. So the customer, if 
she is looking for a low- 
priced pair of hose, has 
merely to glance along the 
lower tier of drawers, 
knowing that all these are 
the lower prices. The 
arrangement by colors is 
crosswise, running from 
left to right. For instance, 
take a pair of ladies’ ho- 
siery at $1.00. These are 
found in the lowest tier of 
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THE HOSE OF QUALITY 





C7il 






A very large Eastern store thinks well 
enough of C711 hosiery to say this 
about it in their advertising: 


“We selected this stocking and gave 
it our name only after a most thorough 
examination and testing. We liked it so 
well that we placed orders large enough 
to secure for us exclusive distribution. 


‘‘Our confidence in these stockings is 
so strong that we are prepared to accept 
for credit, refund or exchange any pair 
which may be returned because, in any 
particular, it has not given satisfaction.”’ 


The same quality in all the new colors, 
pure, clean silk, twenty-inch boot, full- 
fashioned is ready to go to you now. 











915° Write 1400 
CARSON PIRIE SCOTT & Co. 
CHICAGO 






In NEW YORK at 
404 Fourth Avenue. 
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drawers, with the various 
colors, running across from 
the lighter shades to the 
darker shades, the last 
being black. Or if she 
wanted, say, a $3.00 pair 
of hosiery, she would find 
these farther up in the tier 
of drawers, with the color 
arrangements the same as 
in the lower tier, running 
across from the lighter to 
the darker shades in ex- 
actly the same manner. 


Arrangement Makes for 
Easy Selection 


Assuredly this arrange- 
ment makes for expedience 
and efficiency in the han- 
dling of the customers, en- 
abling the saleslady to 
wait on twice as many 
people as heretofore, an 
especially good feature 
during the busy seasons. In fact, during the Easter 
rush it was found that this arrangement enabled 
the department to take care of customers with the 
greatest expediency, selling nearly twice as many 
pairs of hosiery in one hour’s time as they had 
been able to sell under the former method, when 
the hosiery was not kept in sight and arranged in 
the manner as above described. 








4 drop-stitch pattern in the Corticelli line 
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Furthermore, the aver- 
age number of turnovers 
per annum have increased 
since this arrangement was 
made, and now run about 
five to six every year, with 
the entire stock of the de- 
partment—a large one re- 
member — turned over 
completely on the average 
of once every two months. 


Inventory Taking a Cinch 


At the same time, it 
also comprises almost a 
perpetual inventory of the 
stock on hand, by reason 
of the fact that a quick 
count of hosiery in the 
drawers and the cupboards 
can be easily made, due 
to the fact that most of 
the hosiery is in sight. 

It also enables the store 
to keep a less stock on 
hand than had been the custom in the past, buying 
more often and in smaller quantities, thus keeping 
fresh goods in the department at all times. 

Opposite the department for men’s and women’s 
hosiery is that for children’s hosiery and findings, 
the arrangement here being the same. 

The manager and buyer for the department is 


Mrs. J. T. Hollowell. 





‘Children’ s iene lisle, seven- eighths length, ribbed patterns with fancy tops 
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for two generations— 


Good Taste Has Approved This Hosiery 


HERE are people who observe the 

same critical standards of correct- 
ness and good taste in the unseen details 
of dress as in external appearances. They 
dress as carefully for themselves as for 
the eyes of others. 


For two generations Allen A Hosiery has 
been made for women of this type. 


They are perhaps hard to please—at first. 
But, once satisfied, this discriminating 
class of people are almost always regular, 
repeat customers. 


AllenA 


Underwear 


For men and boys only 


Hosiery 


For men, women and children 


Style No. 895 —Most 


per dozen. 


Once they find a merchant or a brand 
of goods that meets their standards, they 
continue to trade with that store, or buy 
that brand, year in and year out. 


Their choice of merchandise lends it 
prestige among their friends. 


The Allen A line of hosiery, with its 
long-standing reputation for unvarying 
quality has always appealed particularly 
to this discriminating type of buyer. 


For this class of trade there is no more 
appropriate hosiery to feature. 





full-fashioned hose of regular 
weight pure thread silk, very elas- 
tic mercerized top. In all wanted 
colors. Now priced at $13.50 











THE ALLEN A COMPANY, KENOSHA, WISCONSIN 





” 
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Standardization of 
Hosiery Lengths 
Now Planned 


Seen in Paris and intro- 
duced here by the Krueger- 
Tobin Co. Full fashioned, 


all silk, open net 


TANDARDIZATION of the lengths of 
various grades and styles of hosiery is the 

next project which the National Association 

of Hosiery and Underwear Manufacturers will 
undertake, working in conjunction with the Textile 
Division of the Bureau of Standards, Department 
of Commerce, Washington, D. C., according to a 
statement by John Nash McCullaugh, national 
secretary and industrial manager, 334 Fourth 
Avenue, New York. An outline of the work to be 
done has been completed by the Bureau of 
Standards officials, and according to them it will 
follow the same general lines used in making a sur- 
vey of hosiery sizes which resulted in the standardi- 
zation of a method of measuring hosiery for size. 
This project of standardizing the lengths of 
hosiery is in line with the association's plan of co- 
operation with the Government to put the hosiery 
industry on a standard basis as is being done in 
other industries in the country. As is already known 
the Bureau of Standards in co-operation with the 
hosiery association has perfected the system of 
measuring the size of hosiery in such a way that 
more uniform sizes may be produced by the in- 
dustry as a whole. A further result of the work 
being done by these two bodies is the standardiza- 
tion of hosiery boxes and packing methods. The 
standard method of measuring hosiery for size 
has been accepted by the Federal Specifications 
Board for all Government hosiery requirements and 
has also been approved by many organizations 
and manufacturers. Standardization of packing 
and boxes has also met with wide approval and al- 
ready has more than paid for the effort and expense 
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entailed by an actual financial saving to many 
manufacturers who have adopted the specifica- 
tions. 

These two systems of standardization are men- 
tioned to emphasize the importance of the work 
being done along these lines by the association 
and the Government. It is confidently expected 
that an effort to bring about some sort of definite 
hosiery lengths will meet with the same widespread 
approval and success as the other two projects, 
which were inspired by the fact that practically 
every manufacturer in the country had his own 
measurements and his own system of boxing and 
packing, different in many respects from those of 
every other manufacturer. Such a chaotic condi- 
tion in the hosiery industry did not make for the 
best production; thus the standardization methods 
conceived and put into execution by the associa- 
tion and the Bureau of Standards. A similar con- 
dition exists in the matter of hosiery lengths and it 
is this condition of many and varied lengths which 
are to be rectified by the present project. 

According to E. M. Schenke, who devotes his 
entire time to endless mechanical and chemical re- 
search work with hosiery, underwear, yarns and 
dyes in the knitting laboratories of the Bureau of 
Standards as the Research Fellow of the National 
Association, the standardization of hosiery lengths 
is the next logical step toward the completion of 
the entire project, which includes the master 
specifications of hosiery now being investigated by 
the Government. 

Actual work on the length project will be started 

(Continued on page 89) 
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Exclusively for Children! 






fall line phon been most 
~~ enthusiastic over the vast 
array of new patterns, weaves, styles 
and colors. 


Here, indeed, are children’s hose— 
from babyhood to college days— 
that will add fame and profits to 
your hosiery department in the 
next few months. 
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See Our 
Complete 
New Array of 


STYLES 


WEAVES 
COLORS 


for Fall 


DR. A. POSNER SHOES, Inc. 


142 WEST BROADWAY 
NEW YORK CITY 








A startling new feature of our line 
is The DIPLOMA GIRL series— 
a Misses’ Full Fashioned hose to 
fit the slender limb, as well as a 
Mock Seam number. These two 
will be big sellers, for a proven de- 
mand has developed for this class 
of merchandise. 


Send for our new fall catalog with 
descriptions and prices of our 
entire new line. 


A request to us today will be a 
start towards a prosperous hosiery 
department this fall. 


= -— 


The Only House Specializing in Children’s Hosiery Exclusively 


Boot and Shoe ‘Recorder 





































Boot and Shoe Recorder 





He Has Set Out To Make Himself the 
City’s Hosiery Authority 
(Continued from page 74) 


pairs of hose to one pair of shoes. She makes the 
attempt to sell the first pair at the time of the sell- 
ing of the shoes. Then after this sale is made she 
puts forth an effort to so sell her department that 
the woman will return for the second pair of hose 
when there is perhaps no shoe sale. The idea that 
her stock is such that it will be possible to obtain 
the desired quality, color, and price helps to bring 
back these customers and make repeat sales in the 
same merchandise. 


Demand for Many Colors Lessened 


Mr. Poe, in talking of style trends, expressed 
the idea that there was appearing a demand for 
plainer shoes as well as hose. As in all matters of 
style the peak of a certain mode is reached. It is 
Mr. Poe’s idea that the peak in the great diversity 
of colors and shades has perhaps been reached and 
that colors more nearly like the shoes will be 
worn in hose. He also expressed the opinion that 
colored hose blending weil with the shoes would be 
popular this fall. He showed one of the most at- 
tractive models for fall, a light brown, one strap 
pump with dainty pipings of a light tan. The hose 
which would be suggested for this attractive shoe 
at the Peacock hosiery department would be a 
color lighter than the shoe and more nearly like the 


pipings. 








Men’ s half hose of distinctive design. Shown by courtesy of 
Onyx Hosiery, Inc. 


During the midsummer months, of course, this 
particular hosiery department, like all in the 
South, will do their volume in white hosiery. 


Hosiery Kept in Attractive Cases 


The Hosiery department at the Peacock is in 
harmony with the interior of the beautiful store. 
Here are to be seen the convenient and attractive 
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drawer cases. In each drawer are four compart- 
ments. Miss Arendt spoke of the satisfaction of 
keeping hose in such cases, first because of the 
ease with which they could be reached; second, 
because of the conservation of space; and, third, 
because of the good condition which this method 
insures. 

Hose are displayed in the show windows, in the 
glass case which forms a part of this hosiery de- 








An all-wool jacquard pattern half hose imported for fall by 
P. Centemeri &§ Co. 


partment and in a case just above the drawer 
cases. This case is beautifully lighted and gives a 
very decorative touch to the beautiful store as 
well as calls attention to the style and quality of 
hose to be had at the hosiery department. 

Mr. Poe is a believer that the logical place to 
sell hose is in the shoe store. He has a hosiery 
department in his family shoe store and when he 
opened up the Peacock Shop he put in a hosiery 
department in the convenient and logical place— 
the front of his store. 





Men’s Hosiery Sales Given Fifty 
Per Cent Boost 


Portland, Oregon, July 2—In common with many 
other retail shoe stores, in various parts of the country, 
the Knight store here, while enjoying a uniformly good 
business on women’s hosiery, has had some difficulty in 
maintaining its volume on men’s hosiery. 

Finally it was decided to offer the retail salesmen a 
commission of five per cent on all sales of men’s hosiery, 
thus giving them a real incentive to boost sales. So satis- 
factory has this been that it is reported that an increase of 
fifty per cent has been noted during the first half of 
1924 as compared with the same period in 1923. 

According to Mrs. Long, manager of the hosiery de- 
partment, nearly every sale of men’s shoes is now accom- 
panied by a hosiery purchase. 
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A New Ribbed Mercerized Sport Stocking 
“California’’ 


Here at last is a perfect ribbed stock- 
ing for women—RIBBED ALL THE 
WAY DOWN TO THE TOE. A 
new achievement in hosiery making. 
A ribbed stocking with STYLE and 
appealing trimness of line—a sport 
hose. 


California” is made of high-grade 
mercerized yarn on a newly per- 
fected machine, which makes it pos- 
sible to rib the stocking clear down 
to the toe—a feature which is es- 
pecially desirable for wear with low- 
cut shoes and sandals. Like all Arrow- 
head Hosiery it clings to the ankle. 
“California” is remarkable for its 
ability to stand long, hard wear. It 
enables you to give your customers 
real value at a very reasonable price. 
Strong advertising in leading maga- 
zines has made Arrowhead Hosiery 
well known to your customers. You 
will find it easy to sell this new and 
attractive number. Send in your 
order now. It will receive prompt 
attention. 


Ricumonp Hosiery Mui tts, Inc. 
Established 1896 
CHATTANOOGA, TENNESSEE 





MUI 
—_— 


Nt 










“California”—a mercerized ribbed sport stocking. 
Colors: Black, White, Beige, Gray, Cordovan, Peach, 
Amber, Sand. 






UU 
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For All the Family 


UII 


Ankle-Clinging Hosiery 















MN 
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Report of Produétion, Orders, and Stocks of Hosiery 
, Washington, D. C_—The Department of Commerce announces the A comparative summary for 340 identical establishments, repre- 
following statistics of Hosiery: Production, Orders, and Stocks, accord- _ senting 432 mills, for February and March, is also given. 
ing to returns received from 342 establishments representing 434 
mills for the month of March, 1924. Of this number 24 establishments (The 342 establishments included in this statement produced 
reported no production during the month. During March, 4establish- approximately 70.4 per cent of the total value of Hosiery reported 
ments, which were included in previous reports, went out of business. _ the census of mamas 1921.) 
waite ANTITY (DOZEN PAIRS) 
KIND MeEn’s Waseate s 4 . 
TOTAL Sa a ; ae Boys’ ano | CHILDREN’S ATHLETIC 
(All Classes) Full- | Full- Misses’ |AND INFANTS'| AND Sport 
Fashioned Seamless | F Fashioned Seamless (All Styles) | (All Styles) | (All Styles) 
! | o ; 
Product manufactured during the month: | | | 
All cotton, including mercerized.....| 2,699,960 10,750 | 1,212,212 32,569 492,359 593,913 333389 | 24,768 
All wool (woolen and worsted). . §2,823 (1) 15,590 | 1,042 | 6,722 8,975 17,572 2,922 
Natural silk (including those with } } 
lisle or cotton tops, heels, and toes):| | | 
Knitted. 1,039,710 68,379 | 221,076 518,700 | 210,905 | 1,153 | 19,497 | 
Cut (glove silk, etc.). 2,253 bee 2,253 
Artificial silk (including those with| | 
lisle or cotton tops, heels, and toes)| 418,391 136,186 | 15,050 198,370 | (1) 68,785 | (1) 
Merino (including wool and cotton) 
mixtures) ...... ; 199,743 | (1) 169,982 (1) 15,497 6,083 73533 | 648 
Silk mixtures: | | 
Silk and wool. 20,461 (1) | 14,355 3,121 2,985 | (1) | 
Silk and other fibers (cotton, mer | 
cerized, etc.)... ; 300,160 (1) 95,280 17,211 172,183 (1) 15,486 | 
All other j 68,744 4215 | 38,172 | 1,031 13,041 | 45517 5,865 1,603 
| | 
: aoe ls 
; oy | 4,802,245 83.344 1,902,853 590,977 1,112,062 | 614,641 468,127 30,241 
Orders and stocks: } 
Shipments during month 4,638,939 82,075 | 1,573,693 636,155 1,129,045 604,168 | 578,720 35,083 
Finished producton hand, endofmontl.| 8,944,878 82,410 | 3,417,050 796,506 2,346,679 | 1,097,893 | 1,139,940 | 64,400 
Orders booked during month..... 3,861,279 49,493 | 1,336,579 466,351 | 1,061,596 | §00,135 427,859 | 19,266 
Cancellations received during month. | 249,429 2,008 94,552 24,651 81,770 | 24,485 | 20,910 1,053 
Unfilled orders on hand, end of month) 7,443,770 114,226 2,946,493 1,009,1 75 } 1 667,576 $16,2 32 | 870,367 19,701 
) Included in “All other” to avoid possible disclosure of individual operations. 
PRODUCTION, ORDERS, AND STOCKS, FOR FEBRUARY AND MARCH, 1924 
QUANTITY (DOZEN PAIRS) 
TOTAL Men’s | Women’s 
KIND (All Classes) Full- Fashione -d Sea mless Full-Fashioned Seamless 
February March |February} March | February | March | February | March February | March 
a - 4 
} Product manufactured during month: | | 
2 All cotton, including mercerized .....| 2,783,680 | 2,692,220 8,872 | 10,750 | 1,256,720 | 1,209,800 32.358 | 32,569 514.321 | 488,597 
3 All wool (woolen and worsted) .... 48,127 | 47,981 (7) | (a) 19,207 | 15,590 1,379 1,042 8,560 | 6,722 
i Natural silk (including those with | 
; lisle or cotton tops, heels, and toes) } 
i ROME sccccntenncsces 998,857 | 1,043,472 | 68,849 | 68,379 | 213,507 } 221,076 479,652 518,700 | 216,850 | 214,667 
H Cut (glove silk, etc.)........ | 2,683 2,253 | 2,683 | 2,253 | 
’ Artificial silk (including those with | 
lisle or cotton tops, heels, and pone 387,720 418,391 | 142,995 | 136,186 | 20,380 15,050 175,223 | 198,37 
Merino (including wool and cotton| | | } } 
mixtures) . 220 464 | 199,743/ (1) | () 183,013 169,982 (1) (1) | 22,002 | 15,497 
Silk mixtures: | | 
Silk and wool...... 26,322 20,461 (1) (1) | 0,522 14,355 4,877 3,121 | 4,063 2,985 
Silk and other fibers (cotton, mer-| } 
cerized, etc.) ... : | 258,052 300,160 | = (1) | (4) 73,266 95,280 10,569 17,211 153,936 | 72,183 
All other..... ; 61,255 68,744 4173 | 4,215 39,461 | 38,172 1,616 1,031 | 8,895 | 13,041 
A 4.787.160 | 4,793-425 | 81,894 | 83.344 | 1,938,691 1,900,441 |  §53.514 | 59°.977 1,103,850 1,112,062 
Orders and stocks: | 
Shipments during the month ; 454.38,488 4,636,275 65,769 82,075 | 1,601,878 | 1,573,033 564,036 636,155 1,093,854 1,129,045 
Finished product on hand, end of| j 
month. .--| 8,920,657 | 8,933,474 80,261 | 82,410 3,227,744 | 3,410,050 | 860,224 796,506 | 2, 386,082 | 2,346,679 
Orders booked during month. 3,688,173 | 3,858,344 | 52,669 | 49,493 | 1,259,669 | 1,334,794 $52,197 466,351 | 1,073,231 | 1,061,596 
Cancellations received during month 234,554 | 248,229 1,280 | 2,008 | 89,109 94,052 26,207 24,651 77,030 81,770 
Unfilled orders on hand, end of month| 8,477,685 | 71442; 650 | 137,546 | 114.226 | 3,286,434 | 2,945,373 | 1,202,221 | 1,009,175 | 1,865,300 | 1,667,576 


(1) Included in “All other’ to avoid possible disclosure of individual operations. 
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A Line That Is Truly Distinctive 


& 


Colors: There are many brands of sheer silk hose on 


~~~ 
= 


XY Ss 


Fawn the market. 


Black 

a There are also a number of brands that stress 
Argent durability as their selling point. 

Ramier 

ash BUT DUBBELIFE sheer silk hose is treated by 
Rosewood a special chemical process to give from 2 to 4 


Gunmetal ; . 
Alsotaie times greater wear than ordinary untreated hose. 


\/ 


ma ©) 


Y « 
XQ E> 


Moresque 


becca DUBBELIFE means double wear and double 


Rachelle value—the most outstanding hosiery feature 
Montruiel 
Anjou Rose 
Log Cabin 
Piccadilly 


Cocoa Brown LANSDALE SILK HOSIERY CO., Inc. 


French Nude 
Ecaille Blonde Lansdale, Pa. 
New Peach 


gag Sole Selling Agent: 
A. L. ULLMAN, 267 Fifth Ave., New York 


°Dubbelife “Host ery 
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Standardization of Hosiery Lengths 


Now Planned 
(Continued from page 83) 

at the Bureau as soon as the first consignment of 
hosiery is received. It is hoped that the project 
will be completed in September and those im- 
mediately concerned in the operation of the 
Bureau are working with that time as their goal. 
To that end, Mr. Schenke has prepared a circular 
describing the grades and styles of hosiery neces- 
sary to the work. This circular will be mailed to 
manufacturers within the next few days with an 
appeal for their co-operation. Upon the rapidity 
with which manufacturers respond to the Govern- 
ment’s request for working samples, will depend 
the completion of the project within the time. 

Officials of the Bureau and of the association 
wish to emphasize particularly this point—that 
manufacturers of hosiery send their samples im- 
mediately to the Bureau of Standards. 

The circular being mailed will read as follows: 

“Quality or Description of Hosiery: 1. Cotton 
and mercerized; 2. True silk and artificial silk and 
true silk and artificial silk plaited; 3. Worsted and 
wosted plaited; 4. Wool and part wool. 

“Please mark the gauge, number of needles, 
and weight per dozen on each box for the purpose 
of identification. 
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“The Place to Sell Hosiery 
Is the Shoe Store” 


6 cmmmene 


310909090900 
occ Icoc 3c 
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Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


IOI 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 


9099090909000 0: 
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So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


9090090909900 0c 
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Boston, Mass. 
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“Women’s Hosiery: One dozen pairs of each 
size of all the various grades or qualities you manu- 
facture in the following sizes: 8, 814, 9, 9%, 10, 
104, II. 

““Men’s Hosiery: One dozen pairs of each size of 
all the various grades or qualities you manufacture 
in the following sizes: 9, 914, 10, 10%, 11, 11%, 12. 

“Children’s or Misses’ Ribbed Hosiery: as above 
in the following sizes: 3, 314, 4, 41%, 5, 5%, 6, 6%, 
7» 7M”, 8, 8l4, 95 9%, 10, 10%. 

“Infants’ Socks: as above in the following sizes: 
4, 44%, 5, 5%, 6, 6%, 7, 7%, 8, 8%, 9.” 


A Six-Time Turnover 

Louisville, Ky.—W. C. Foulk, display manager 
for the Boston Shoe Company, in commenting on a 
recent special window display of fine hosiery, dur- 
ing a sale event, remarked that in 1923 the com- 
pany turned its hosiery stock six times on a stock 
of approximately $10,000, the department show- 
ing an increase for the year of about 25 per cent. 
Mr. Foulk, remarking on the value of hosiery to a 
shoe house, said that it helps a great deal when it 
comes to paying the rent. During the recent sale, 
two separate days showed sales of $2,000 or better 
and a much greater increase has been shown in 
hosiery sales in 1924, to date, than in 1923. 








uyers are proclaiming No. 500 

the best Dollar pure silk full 

fashioned half hose they have 
ever seen. 


Here’s the secret: 


It’s knit on 42 gauge 
machines (instead of 39) 
46 courses to the inch. 


It makes a world of difference. 
COLORS 


Black Navy Cordovan Gray 
London Tan and White 


Sizes 
9l4to 1 1! 9 











®EG Us. PAT. orf 


Weiler & Pendleton 


535 Court St., Reading, Pa. 


New York Office: 1265 Broadway 
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“, Sheer—Perfect—Durable 


We specialize on two numbers 


a ” only — finest selected silk. 
ONES 


Lull Fashioned (hiffons 


1. Anal silk full fashioned 42 gauge stocking 
2. Same as above but with lisle top, silk foot 


All the latest shades -- Samples on request 


isthe time tobuy 


hosiery direct ESE LOGAN HOSIERY COMPANY 


from the mill at 


mill prices. ; 3213 Frankford Avenue - - Philadelphia, Pa. 


Manufacturers of Fine Silk Hosiery 














The Little Imps of Dead Stock 
Run Away With Your Profits 


Unsalable hosiery doesn’t always changes have killed them. Re- 
mean you made a bad buy. It dyeing to good marketable colors 
may have faded or become soiled. clears up all the trouble and the 
The colors may have been right cost is little. Let us prove it to 
when you bought, but style your Satisfaction. 








Peerless Hosiery Dyeing Co. Pleasantville, N. J. 


HOSIERY RE-DYERS 
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Our New No. 300 Vee Top Makes a Hit 


HOE merchants at every point of the compass are having 
great success with Rosaine’s No. 300—the sheer chiffon 
with the Vee Top. This new feature gives protection against 
garter runs. Like the rest of the Rosaine line, it is full-fashioned 
and pure dipped-dyed in the latest colors. 
Let us send you a trial order of Vee Top. 


The Rosaine Line Consists of Full-Fashioned Numbers Only 


5017—Pure dipped-dyed 1209—The first popular- 1506—42 gauge, pure 
silk hose, 8-inch lisle top priced chiffon made _ in dipped-dyed, sheer  chif- 
America, per doz... .$17.00 fon, per doz....... .$12.5 












gg, 

1210—A_ heavy, pure 1212—Full-fashioned chif-  559.1.2—-New Paris Clox, 
dipped-dyed, all silk hose, on with 8-inch lisle top  dipped-dyed silk, __ full 
= as $24.00 and silk foot, per on oo fashioned, per doz... $18.00 


300—Sheerest chiffon with 
Vee Top garter protection, 
Ee 2 . eee $19.50 


—, a d Bag 5017—Out size African, 
pure dipped-dyed, silk hose, “wpe : oes 
per rer «+e - 912.50 wreck, White, per.¢ $i 


ROSENHAIN CO., Inc. 





220 Fifth Ave., New York 


aaron 
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A REMARKABLE PROOF OF “ONYX” QUALITY 


From an actual photo- | 
graph. 





This advertisement will ; 
appear in women’s maga- 
zines in August. 
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is the name 
mecrest weight 

“Onyx” Silk 
is made. It ts 
you can read 


ough it. 


“‘Pointex” 


) Hosiery 
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‘The Moccasin Step On City Streets 


ARD, hot pavements on sultry 

summer days take the life out 
of shoes and the pep out of the 
wearers. 

A pair of Armstrong Circle A Heels are 
shock absorbers, their resilience absorb- 
ing the jar of heavy steps. They form a 
cushion relieving the shoe of much wear 
and the walker of much fatigue. 

Your customers will appreciate Arm- 


ARMSTRONG CORK COMPANY 


strong Circle A Heels on the shoes they 
buy from you. They will appreciate that 
extra comfort, quietness of tread, and the 
feeling of freshness at the end of the day. 
Specify Armstrong Circle A Heels on the 
shoes you carry. The beauty of their 
design, the durability of the materials 
they contain, and the honesty of their 
construction make them the heel worthy 
of the best shoes you carry in stock. 


Shoe Products Division Lancaster, Pa. 


Armstrong 
Grek @® Heels 








Dealer Influence is secured thru advertising in. the Poot and Shoe Recorder. 
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JOBS at a PRICE! 


EVERY PAIR FROM A NATIONALLY 
KNOWN SOLID LEATHER LINE 


We carry on the floor, a huge stock of all leather, na- 
tionally known trade marked shoes. We get practically 
the entire output of jobs, samples, and factory damages 
of one of the largest manufacturers in the country, 
making nothing but solid leather shoes. Every pair is 
offered at big discounts off the regular prices. Our stock, 
at all times, is complete, covering a full line of Chil- 
drens,’ Misses’, Ladies’ and Men’s shoes. 

Thousands of merchants will be interested in buying 
these well-known branded lines at such attractive 
prices. 


We will gladly forward samples to you on 
request. Write today. 


M. GOLDMAN SHOE CO. 


617-619 NORTH 9th SAINT LOUIS, MO. 














SUEDE SHOES CONTINUE POPULAR 
FALL SAMPLING INDICATES STEADY SALES 


KEEP LIBERAL STOCK OF OUR SUEDE STICK CLEANER ON HAND 


W 


Top Notch White Leather Dressing 


Stina y a 3 % Shudian White Kid Dressing 


hitter tes tt Mug = Albo White cake Canvas. Dressing 
White Heel & Edge Enamel 
Superb Patent Leather Paste 


Bostonian Cream Black for Patent and 
Kid Leather; also put up in all the 
popular colors for smooth leather foot- 
wear 


Oil Paste Shine Polish—Black, Russet, 
AIREDALE Brown and Red 


BRACKEN Cleanall quickly cleans Satin Shoes, also 


PICCANINNY silk and cloth wearing apparel 
a Trade wi hich h in d d 
rade winners which are much in deman 
veut GRAS for right now selling. If your jobber can- 
Other Colors not supply you write us. 


WHITTEMORE BROS., Cambridge, Mass. 


Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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RENCHSIRINERURNER 


Lasts play a big 
part in securing 
and holding men 
who will buy 16 
pairs of F.S.@U. 
shoes in one year. 
No ordinary 
models will do it. 


The Pep is cut 
from plump weight, 
lightly grained 
Dundee Calf. It 
has a_ medium 
broad toe which 
gives it @ semi- 
brogue appearance. 
One of our most 


popular models. 

















NOT FOR ONE 
BUT FOR ALL OCCASIONS 


One customer bought the fol- 
lowing in one year. 


1 pair low black; | pair patent 
evening; 2 pairs canvas; | pair 
buck; | pair kid and tan; 4 
pairs tan; 3 pairs high lace; 2 
pairs patent button boots; | 
pair patent button, cloth top 


Here's the record of another. 


1 pair high golf shoes with 
rubber soles; | low pair golf 
shoes with rubber soles; | pair 
light black shoes. Also received 
during the summer four other 
pairs of French, Shriner @ Urner 
shoes. 


boot. 


When one customer buys 16 pairs of French, Shriner & Urner shoes a 
year, it’s proof that he's found one hundred per cent satisfaction in 
each style offered him. 


Though such men are comparatively few, we know plenty who buy 
from 4 to 6 pairs of our shoes yearly. 


French, Shriner @ Urner dealers have a correct and satisfactory shoe 
answer for every occasion—business, sport or dress. 


We maintain a stock department as an aid to our dealers 


FACTORY and SALESROOMS, 63 MELCHER ST., BOSTON, MASS. 
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| Keep Up Your Volume with Tober- 
Saifer Up-to-the Minute Styles 


IN STOCK 


No. 2889—“Nita’’ Patent Chrome, gray | oe a full 
French corded. Our Own Process Flexible Sole, 13/8 
wood, celluloid covered box heel, exactly as illustrated. 
A Distinctive Pattern. A, B, C, 3 to 8 $4.85 

No. 2888—Exact style as ehove, in black satin. . .$4.85 
No. 2887—Style as shove in black satin with 16/8 
Spanish covered heel, AA $4.85 


No. 2884—“‘EUNICE,”’ Patent Chrome, cutout vamp 
and quarter, New instep strap, gray linei. Our Own 
Flexible Sole, 16/8 _— celluloid covered 
heel, exactly as illustratei. A PATTERN OF THE 
TIMES, AA-A-B-C widths, 24%4-8............$4 5 


2886—Exact style as illustrated in Black Satin. 
Black Ooze trim, 16/8 Spanish covered heel. . . . .$4.85 
No. 2880 —Exact style as illustrated, in Patent Chrome 
a celluloid covered Cuban heel. . . . $4.85 


2881—Exact style as illustrated in Black Satin, 
Black Ooze trim, 13/8 coverei Cuban heel... . . .84.85 
No. 2882—Exact style as illustrated in Tan Russia 
calf, 13/8 covered Cuban heel. . $4.85 


~TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 


Novelty Footwear In 


1312 Washington Avenue 


Stock 


St. Louis, Mo. 
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Turnover — per year. 

That’s what many of 

our Customers are get- 

ting on Dr. Darling 

Specialties, and no 

worry over odds and | 
ends. You can and 

should do the same. 


Boots and oxfords in 
black and brown kid 
always IN STOCK. 


Style B-616 


Dr. Darling a Support Surgeon Oxford, 
Nurses’ Spec White Nile Cloth. 8-Iron 
Edge, hao Waiting 13-8 White Ivory Cuban 
Heel. White Rubber Top. Steel Spring Arch 
Zeppreties Shank. No. 163 Last 

5%-9,A 49, B4-9,C 3% °, D3%-°. 


Price $3.50 


SHERWOOD SHOE CO. 














40 to 52 Times 


ORIGINATORS OF QUALITY McKAYS 


In Stock 
Style B-604 





Glossy Black Kid Laced Oxford, 12-8 Cuban 
Heel, Rubber Top Lift, Sole Leather Arch 
Supporti Counters, Steel Spring Shank 
Piece. Will not break or become flat. 

In Stock AA to E, 34-9. 


Price $4.25 


Rochester, N. Y. 
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Repco Builds a 
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Good Reputation 
for the Repairer 


and Dealer 


HE AVERAGE Woman is 
T particularly sensitive about 

the appearance of her white 
shoes. She insists that her re- 
paired summer footwear look neat 
and clean when it comes from the 
repairer. 


Repco Heel and Edge Enamel 
gives that much desired, clean, 
smooth and glossy finish to sole 
edges and heels wherever used. 

The dealer who sells quality ma- 
terial like Repco immediately gains 


United Shoe Machinery 


San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 39 Warren Street, New York City 





| [REPCO 

~ WHITE 
Fancy Heel & 
tee Finish 


r UNITED SHOE 
MACHINERY 


CORPORATION. 
BOSTON. U.S.A 














the reputation of giving to his cus- 
tomers the best and most complete 
merchandise service. 
Get ready for whites and other 
light-color shoe repair business. 
Stock up with Repco from your 
findings jobber today. 
REPCO will not rub off, con- 
tains no varnish, shellac or other 
gummy substances and can be 
washed off with warm water, 
leaving a clean surface for a fresh 


coat. It is also furnished in water- 
proof form. 


Corporation, Boston 
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The (inderella”’ Buckle 


An Innovation which makes the 
Buckle an Ornament Instead of 
an Unsightly Attachment ! 


The “Cinderella” is something entirely 
new in the buckle field. While it is a 
tongue buckle, and therefore dependable, 
the cover hides from view the frayed 
edges and enlarged holes of the straps 
usually brought about by a few weeks’ 
wear. 


The buckle is fastened in the ordinary 
way and the cover is held firmly in place 
by a concealed spring. It is an attractive 
and ornamental addition to a_ shoe 
wherever a buckle is required. 


The “Cinderella” Buckle will be dis- 
played during The Boston Style Shoe, 
July 14th to 17th 


Ask for samples at our Booth 






EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. - Bloomfield, N. J. 
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ROSER’S PIGSKIN 


Makes Fine Shoes and Therefore 
Is Used By Fine Shoemakers 


Feature Roser’s Pigskin shoes in your store windows 
and see how quickly trade responds to their novelty 
and style. It’s the difference between Roser’s Pigskin 
and other leathers that helps get business at profitable 
prices. Made in all popular shades. 


The style illustrated is made of Roser’s Pig- 
skin by C. S. Marshall Co., Brockton, Mass. 


HERMAN ROSER & SON, Inc. 


GLASTONBURY, CONN. 


H. O. Richards & Co. 


48 Lincoln St. 
Boston 





Ernest W. Worsdell 
Co., Inc. 
74 Gold St., New York 





re 


me GREELEY BOUDOIRS _% 


are made to satisfy the most 
particular. They are fashioned 
of selected materials, in a way 
which our years of ex- 
perience has proved 
best. Take advantage 
of our mail order ser- 
vice. Styles in stock for 
prompt delivery. 















IN 
STOCK 


In Black or Colored 
Kid. 36 pair lots only. 


If Your Jobber Cannot Supply You, Write Us. 
<4 A. W. GREELEY, Haverhill, Mass. <4 
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NENTV 


THE SHOE THAT BREATHES 








ws 
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Merchants now handling exclusive ‘*Vento’ agencies 
are astonished daily at the class of new customers 
these ventilated shoes are bringing them. They have 
struck a rich vein of trade, hitherto unsuspected. 





Talk ‘foot comfort” tothe average man and you ve 
Seth tee. tes got his buying ear, as ‘“‘style’’ will never have it. 


Se Talk “VENTO” Comfort, plus “VENTO” good 
looks: and his interest is doubled, 





When you can put a “VENTO” on a foot and say 
‘There, sir, is a shoe I'll guarantee you can wear— 
and forget you have it on all day’—you've sold 
something! 


+<K 





Stock No. 1 ° ‘ P 
a ay These shoes, carried in stock for our exclusive 


sales agencies, are putting new life and greater 
profits in men’s shoe departments. 









Why not in yours? 












he 
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Stock No. 1200 
Gun Metal Oxford, Hague Last 


Stock No. 1250 
Colored Calf Oxford, Hague Last iT Big 


DE MAR 






THE PRESTON B. KEITH SHOE COMPANY 
BROCKTON 33 Campello Station : MASS. 










SOOO COOOCCOOCE COO OOOO COOCCOOOCOOC OOOO COOCCOCOOCOCCOCOOOCOCC COO 
Dealer Influence is secured thru advertising in the Boot and Shoe Kecorcer. 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 










The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 
experiment. 








SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Vhe Shoe with the Gawford 
Arch Supporting Shank 









United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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| “SUNSET CALF” | P 


the premier tan color 


The correct “‘vogue’’—season after 
season—and emphatically this sea- 
son—in both men’s and women’s 
fine lines. 


Sunset always answers the color 
question because every style finds 
its radiant expression in this beau- 
tiful tan shade with the sunset 
undertone. 


Sunset is a good twelve 
months seller 
Shown at the Boston Show in Booth No. 36 


Barnet Leather Co., Inc. 
360 Madison Avenue, New York 


Boston Distributors 


Barnet Leather Co. Tanneries 
Inc., of Mass. at 


98-100 South Street Little Falls, N.Y. 











102 BOOT AND SHOE RECORDER July 5, 1924 July 





Rolled-top Basket, 15 x 22 inches, 
filled with Roses, Asparagus 
Ferns, etc., with bow, complete, 


$2.50 each, 


Per Dozen, $25. 


Write to-day for our ILLUS. 
TRATED CATALOGUE No. 32, 
in colors, of Artificial Flowers, 
Plants, Vines, Hanging Baskets, Ps 
Trees, etc., MAILED FREE ON = 
REQUEST. 


=== FRANK NETSCHERT, Inc. 
No. 32140 61 Barclay Street, New York, N.Y. ome 


John S. Whittemore 


Representing 
BO YDEXN SHOE MFG. (0. 
Newark, N. 7. 
Manufacturers of 
MEN’S HIGHEST GRADE FOOTWEAR 


will be at the 


PARKER HOUSE, BOSTON 
July 14-19, 1924 


























—For | mn 


Your White Shoe Trade im 





The Old Dependable Cake ad tin w 


W 

Dressing for White Shoes ne 

‘The Name Blanco Is Signal of the Best .- 
Available White Cleaner’’ w 

LAING, HARRAR & CHAMBERLIN : 
Sole Distributors for the United States S 





43 North Third Street - - Philadelphia a ei 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manufacturers 




















Fine Calf Leathers GROPING IN THE DARK | 
Manufact of “hen was when ho pen at way | space was 
a “blind groping in the dark.’’ vertisers had no means IL 
Velvetta Calf— of checking A [pn cmap - A ga of circulation and 





In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to i] 
supply just the data an advertiser needs. The darkness 
is atepell led and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 


NS Ce 


Tuscan Calf— 
Russia Calf— 








Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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LLUS- 
Vo. 32, 
owers, 
skets, 
E ON 


Inc. 


. N.Y. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per ITIONS WANTED—Four cents per word for each 


Sanit amok o 25. Ade under this head copy 
Space ltime 7times 13 times 26 times 52 times mum amount accep’ under 

Pp : Tuesday of week of d dvertisers 
SMB ocice e's $5.00 $4.00 $3.50 $3.00 $2.50 didvo enowere to come im care a this office, roe words mast bo 
| RR. 10.00 8.00 7.00 6.00 5.00 allowed in each advertisement for address. When advertisers desire 
ey 15.00 12.00 1050 9.00 7.50 ~~ Lan kT RS 
della bela 20.00 16.00 14.00 12.00 10.00 Se seems 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 









insertion. 
Minimum amount accepted, seventy-five or For other “Want” 

















SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 








-ALESMEN WANTED—To carry manufactur- 
~ ers’ pang Ae = popular-priced line of children’s 
stitchdowns. Exclusive or side-line. Arkansas Cali- 
fornia, Wisconsin, Iowa, and Northern Texas. Pride 
Shoe Company, 1627 Locust St., St. Louis, Mo. 





JLLOWING desirable territory is open for wide 

awake salesmen desirous of carrying a line of 
fancy and staple welts. eqoneiinias on wide widths. 
Six cent commission basis. Western Pa., West- 
ern % « excepting Buffalo; Chicago, and all terri- 
tory west of the ‘Mississippi. Address E-903, care 
Boot and Shoe Recorder, 207 South St., Boston, 


Mass. 


GALESM EN—A real opportunity for a few young 

men, who are live wires, is offered by a concern 
owning and operating their own tannery and fac- 
tories, making the most-talked-of-line of work 
shoes and work gloves made in America. Terri- 
tories open in following states: New York, Pennsyl- 
vania, Maryland, Georgia, Kentucky, Virginia, 
Illinois, Tennessee, North Carolina, Alabama, 
Texas, Oklahoma, Nebraska, North and South 
Dakota, Colorado and Arizona. When writing give 
experjence and section best acquainted in. Address 
Wolverine Shoe & Tanning Corp., Rockford, Mich. 


WANTED —Salesmen to carry the established 
famous ABC line of infants’, children’s and 
misses’ turns and McKays on commission in Cali- 
fornia, Arizona, New Mexico, Texas, Oklahoma, 
Colorado, Kansas, Nebraska, Missouri, Iowa, IIli- 
nois, Minnesota, Wisconsin, North and South 
Dakota, Arkansas, Tennessee, Kentucky, West 
Virginia. Only men with experience apply. 
We carry staple numbers in stock, give references, 
age —y | whose line or a you now carry in first 
letter. A. E. Brown Shoe Co., Orwigsburg, Pa. 


WANTED—Salesmen to carry as side line our 
well-known line of Ns ag” poe Babies s! 

and hikers in N. Y., Pa., W. , Va., Md., Del., 
Ind., Ill., Mountain States, Wash”, and Ore. ‘Appli- 
cations to receive consideration must contain 
references in regard to your sales ability, etc. The 
Mater-Mack Co., Rochester, N. Y. 


GALESMEN—For side line ballet end theatrical 
shoes; made by the outfitters of Mme. Anna 

Pavlowa & Co. Commission basis. Professional 

} ne a Corp., 845 Eighth Ave., New York 
ity, 

















Excellent Opening in Ohio 
and Pennsylvania 


Prominent facturer of 1 
price women’s shoes is open for a live 
“‘go-getter’’ and producer in above 
= - None but “live wires”’ n 
ap tate past selling record and 
= he in first letter. A real prop- 
osition to the right man. Established 
trade will be turned over. Address 
E-896, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














































SALESMAN 


To cover = Oklahoma, Kansas, 
Arkansas, Missouri, Kentucky, Ten- 
nessee. Louisiana, Mississippi and 
Illinois. To carry as side line, Arch 
Support Oxfords, stra and boots; 
ten styles of EEE and wide ankles; 
twenty-five styles of comfort last 
stocked | oy to E. Straight 7% 
ts Address 
900 Boot a "Shoe a Leather 
Tendon Building, St. Louis, Missouri, 

















































Good Territory for Good Salesmen: 


A leading manufacturer of shoes for children, boys and growing 
girls, wants several good men for the following territories: 
Colorado, Utah, New Mexico, Arizona, Wyoming; Pennsylvania; 
Ohio; Michigan, Wisconsin and Indiana; Arkansas, Missis- 
sippi, Louisiana, and Kentucky. This organization not only 


makes quality shoes but because of its splendid factory or- 
ganization and comparatively low labor and overhead costs is 
able to offer merchandise at attractive potas which give the 
shoe merchant a healthy profit. 

Give data as to age, territories covered, experience in selling 
shoes and references. All replies strictly confidential. 
Address B. C. Bowen, care of Boot and Shoe Recorder, 189 West 
Madison Street, Chicago. 








LOUISIANA, MISSISSIPPI, WESTERN NEW YORK, 
OKLAHOMA 


We want ex salesmen to cover the above territory on commission. We make 
unlined UNIO SraMr’ WORK SHOES in Blucher, Outing and Moulder. Write for particu- 
lars, giving references. 

NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














ERRITORY—Michigan, Ohio, Pennsylvania, ALESMAN—To carry a side or full line of an 

Connecticut, Rhode Island, Massachusetts— old established manufacturer of stitchdown 
children’s pop lar and medi priced McKays and shoes, felt and leather slippers to large retail and 
American welts. ‘Stock oposition. Men with jobbing trade. Territories open—entire South and 
established trade only. Address K-663, care Boot ‘exas; New Jersey; North and South Dakota, 
and Shoe Recorder, 127 Duane St., New York City, Nebraska, Minnesota, Kansas, and Oklahoma. 
N. Y. Commission basis. Good opportunity for right man. 


Address E-892, care Boot and Shoe Recorder, 207 
GALESMAN— Selling the better trade, ey South St., Boston, Mass. 
district, to handle popular-priced side-line f 











satin boudoir slippers, good commission, fine oppor- ALESMEN wanted throughout the United 
tunity. Address E-893, care Boot and Shoe Re- S States to handle fens « of high-grade athletic, 
corder, 207 South St. Boston, Mass. gymnasium shoes and ballet slippers. Address E-894 

care Boot and Shoe Recorder, 307 South St., Bos- 


ANTED—A resident salesman in the state of ton, Mass. 

Ohio, Michigan, Illinois and Wisconsin to repre- 
sent our company selling genuine hand-sewed 
moccasin shoes am | slippers; also our factory line 
of men’s, ladies’ and children’s moccasin style 
welts. Seven ~s cent commission paid. Our mer- 
chandise can id in large quantities to d t- 
ment, sporting goods and retail shoe stores. Must 
be able to furnish references; and have had experi- 
ence as salesman. Also other territory open. Ad- 
dress Bows Moccasin Co., Avon, Mass. (Brockton 
vicinity.) 






“Cracker-Jacks” 


Wanted For: 






























Colorado, Michigan, 
MILWAUKEE STITCHDOWNS Utah, — Wisconsin, 
ogy >. cndinlione New Mexico, Indiana, 

a ne oe ec ren s shoes 2 

iepenten the most popular sellers out Arizona, Arkansas, . 
of Milwaukee. Real opportunity for a Wyoming, Mississippi, 
man with good nonlin. Address E-897 Pennsylvania, Louisiana, 
care, Boot and Shoe Recorder, 207 Ohio, Kentucky, 


South Street, Boston, Mass. 























To sell children’s, boys’, and 
growing girls’ shoes: one of the 
most popular and fastest selling 
lines in America. Give age, 
territory experience, references. 
Replies confidential. Address 
E-901, care of Boot and Shoe 
Recorder, 189 W. Madison St., 
Chicago, Il. 





SPECIALTY LINE— 
Twenty numbers—work shoes. Welts 
and Nailed. 
One of Milwaukee’s best lines. Straight 
commission proposition. Preference 
will be given to men who have good 
Write, giving references, to 
E-895, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 


WANTED TO PURCHASE 





TANTED—Saleamen for Wisconsin, Minne- 

sota, North and South Dakota, Nebraska, 
Wyoming, Colorado, Montana, Western Michigan, 
and Northern Illinois. Forty styles of women's 
welt shoes carried in stock in Chicago. Both staples 
and novelties. We manufacture the strongest line 
of arch support shoes in the country to retail at 
five and six dollars. Specialists in the stout ankle 
line. Seven per cent straight commission. Settle- 
ments weekly. Robinson Bynon Shoe Co., 19 So. 
Wells St., Chicago, Tl. 





N old established house desires a high class, 

reliable man to represent them in the states of 
New York, Western Pennsylvania, Virginia and 
West Virginia, carrying a complete line of high- 
grade imported and domestic hosiery. Straight 
commission basis. Good opportunity for a man 
carrying one other line, and acquainted with the 
shoe, dry goods, and gent’s furnishings trade. Give 





full particulars. Address K-664, care Boot and 
Shoe Recorder, 127 Duane St., New York City, 
N. Y 

SAL .ESMEN to cover Maine, New Hampshire, 


Vermont, New York, and New Jersey with line 
of men's and* boys’ welts. Line ready August | 
Experienced salesmen only need apply stating 
references. Address E-902, Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








Representation in 


Central America 


A registered firm of manufacturers’ 
agents in Bluefields, Nicaragua, writes 
the Boot and Shoe Recorder, asking to 
be put in teuch with shoe manufactur- 
ers desiring representation in any Cen- 
tral American country. They are ex- 
perienced in this market and say they 
can place accounts safely and well. 
Work on commission basis, orders sub- 
ject to manufacturer’s approval. For 
further particulars, address E-887, Boot 
S Shee Recorder, 207 South St., Boston, 
ass. 





CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162" 




















CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
Phone Spring 1443 





PARTNER WANTED 











OB RUBBER and Tennis Salesman for state 

of Ohio. Must live on territory and know 
the trade. Also one for New York City. Ad- 
dress E-877, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


WANTED— Experienced salesman to show, as a 
side line or otherwise, some thirty samples of 
popular-priced women's iw support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 





PARTNER WANTED 
British Export Firm established in Lon- 
don seeks American partner with $25,- 
000 to open office in Boston with a 
view to developing their extensive 
American business with the Boot and 
Shoe Trade in Natural Sole Crepe Rub- 
ber. Box No. 684, B. Browne’s Ad- 
vertising Offices, 163 Queen Victoria 
Street, London, E. C. 4, England. 











commission paid weekly. References y. 
Westcott Whitmore Co., Syracuse, N. Y 





‘ANTED bya manufacturer, side line salesmen, 

to carry eight in-stock men's oxfords. Write, 
iving experience and territory. Box 7, Boston 21 
ass. 


WANTED First-class salesman to represent 
factory line of men’s high-class dress welts, 6 
per cent straight commission. Must have at least 6 
| ay experience. Age limit between 33 and 45. 
that can furnish list of accounts sold in the 
it two years. Must be able to finance himself. 
it of references required, none other need apply. 
Ed ds Shoe Company, Milwaukee, Wis. 


S Neti WANTED to sell extensively ad- 

1. — line of window display fixtures on the 
commission ; no samples to — Sell 

= our catalog. roe yt ay @ prospec 

E-820, care ~— and Shoe Recorder, tor ‘Soon 

Street, Boston, Mass. 














POSITION WANTED 


SAL .ESMAN—Hustler, 30, with car, open for 
immediate connection. Has handled extensive 
line women's turns and welts. Selling local terri- 
tory, also entire New York state and New England 
trade. Address K-665, care Boot and Shoe Re- 
corder, 127 Duane St., New York City, N. Y. 


ANAGER AND BUYER—Experienced in the 

popular and better-grade lines is open for 
position after August 1. Can merchandise with 
quick turnover of stock. Best of references fur- 
nished. Address E-898, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











AGENT WANTED 








SOLE CREPE RUBBER 


Wanted energetic Commission Agent. 
well introduced Shoe Trade, to repre- 
sent direct British Importers in U. 8S. 
A. carrying stock in Boston. Box No. 
683, T. B. Browne's Advertising Offices, 
163 Queen Victoria Street, London, E. 
Cc. 4, England. 














BUSINESS OPPORTUNITY 





HOE STORE—FEstablished for twenty-five years. 
Must sell or rent to any reliable party on 
account of bad health. Long lease with store. 
Address A. Krauth, 702 William St., Buffalo, N Y. 





FOR RENT 


ARGE LIGHT ROOM in Biarsidige Bubiies 
to sublet. Shoe headquarters for New York 
Address Room 634, Marbridge Building, New 

York City, N. Y. 


ICHMOND, VIRGINIA—Excellent space for 

shoe department, also shoe store; both between 
Richmond's two largest department stores. Gordon 
E. Strause, 7th and Broad, Richmond, Va. 











FOR SALE 


ONLY exclusive shoe store in good oil and indus- 
trial town of 10,000. Stock clean, will invoice 
about $9,000. Other business, reason for selling. 
Pybas Shoe Co., Henryetta, Okla. 


Fee SALE--Family Shoe Store in all year 
residential business section of Rockaway. 
Stock $6,000. Must sell on account of other 
business. Phone or write Henry Cohn, 78-15 
Boulevard, Rockaway Beach, N. Y. 


R SALE—Old established women’s, chil- 

dren's and boys’ shoe store located in the 
best city of South Dakota. Small stock, low 
upstairs rent. No trades. Address E-884, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 

















We buy quick and pay highest cash price 
for retail an ~ a — bt. 
we yy — - ~ hl 

our 
Bank and mercantile reference 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brocklyn 
Phone Stagg 1757 











MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


= made 
SS sage 
kinds 


























FOR SALE 

STOCK, FIXTURES, GOODWILL AND LEASE 
Successful shoe business (established over 
twenty years ago) in best location in thrif- 
tiest city (over 100,000 population) in New 
England. Proprietor has increasi in- 
terests requiring his attention. Address 
E-899, care of t and Shoe Recorder, 
207 South St., Boston, Mass. 














WANTED TO PURCHASE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, W. Y. 
Phone—Canal 6874 
WILL | SLOW SELLERS FOR 

BUY | ENTIRE STOCKS 


Bar eine tp choos always on hand fer fal 
° sales bargain basemen 56° 














Winpow DispLay FIXTURES 
ASK FOR CATALOG 


si7) mm O\e-0°20).1.45, 008) 


11 WT. 4T* ST. CINCINNATI,O. 















Where to Buy 
Wanted Styles 
An extra Editorial Service to 


*“*Recorder”’ readers, free for the 
asking. Write and tell us what 













you would like to know. 











TH) 











y 5, 1924 























at 











July 5, 1924 





MISCELLANEOUS 








“VARNUM” 


(Trade Mark) 


SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply? 


THREE STYLES 
No. 1, 2, 3 


English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 


“Varnum”™ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also a 














~s:. 


Waa jageaniadaaaaane 





| long wearing and useful one as 
} well. 
j Write Us Direct if Your Dealer 
Cannol Supply You 
Frank W. Whitcher Co. 
Manufacturers 


BOSTON, MASS. 


BRANCH, CHICAGO, ILL. 








“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The orly nipper 
made which is just 
the right shape to cut 
out tacks on the inside 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 








we are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en- 
ables you to cut the 
— close to the in- 


sole. 

Be sure and specify 
Genuine 

“MANCHESTER” 

curved jaw when or- 

dering. 

Write us direct if your 

dealer cannot supply 

you. 


Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Boston, Mass. tel W' Lake Be, 





BOOT AND SHOE RECORDER 






Per Day 


and upward 


is one reason for the rapidly 
grevies popularity of the 
ote] Martinique. 

Another is the consistent 
economy of the entire estab- 
lishment. Here you may enjoy 
a Club Breakfast at 45c., con- 
sisting of Fruit or Cereal, Bacon 
and Egg, and Rolls and Coffee 
—Special Luncheon and Din- 
ners of superior quality are also 
served at the most moderate 
possible prices. 

No location can be possibly 
more convenient than that of 
the Martinique. One block 
| from the Pennsylvania Station 





(via enclosed subway) — Nine 
blocks from Grand Central— 
one block from the greatest 
and best Shops of the City— 
half a dozen blocks from the 
Opera and the leading Theatres 
—and directly connected with 
the Subway to any part of the 
City you wish to reach. 


at St without ex 
‘* Hotel 
Martinique 


Affiliated with Hotel MAlpin 
Broadway~32"% 33” Sts. 


NEW YORK 
A.E.Singleton, Manager, 






































. retail trade—mstall 
or more MYERS NOISELESS 
CUSHION TIRE STORE 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 

Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West MadisonSt. Tele- 
phone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: Leather Trades Bldg. H. 
M. Bowen (B. C. Bowen, Manager). 

NEW YORK OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. Telephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bidg. H. M. Bowen (B.C. Bowen, Manager). 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, Manager), 405 Broadway. Telephone 
Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 

LONDON OFFICE: P. V. Curtiss, Manager, 
11 Haymarket, London, S. W., 1 England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales 2A, Havana, 
Cuba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 

SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 








WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe s We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
hone us. Corre- 


313 Church Street, New York City 
We also pur thing, hats, furnishing 
gods, etc. Phone Canal 8764-5802 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Lima Cord Sole & Heel Co., Lima, Ohio..... . 10 
Ohio Leather Co., Gerard, Ohio. ............ 33 


Pfister & Vogel Leather Co., Milwaukee, Wis. 50 
Roser, Herman & Son, Inc., Glastonbury Conn. 98 


Schwarzenbach, Huber, & Co., New York 


2 | Py PE ee SAS Ew ee 12-13 
Shapiro, Samuel, New York City............ 4 
Surpass Leather Co., Boston................ 54 


United States Leather Co., New York City. .108 


MACHINERY, LASTS, MFRS.” SUPPLIES. 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass........ . 53 
Everett & Barron, Providence, R.I........... 50 
Laing, Harrar & Chamberlin, Inc., Phila- 


ieninhtd hentai dat cheateeediandecies 102 
Tubular Rivet & Stud Co., Boston.......... ll 
United Fast Color Eyelet Co., Boston........ 107 
Unteed Rast Co., Bastem.... 0. .ccccccccccss 57 
United Shoe Machinery Corp., Boston. . .97, 100 
Whittemore Bros., Cambridge, Mass..... . ...% 

MISCELLANEOUS 
Atlantic Printing Co., Boston.............. 55 
Boot & Shoe Workers’ Union, Boston... .... . 62 
Brooklyn Purchasing Syndicate ........... 104 
Calderwood & Preg, Inc., Boston............ 53 
Glauberg, Max, New York City. ............. 105 
Grover, Nelson H., Co., Boston .............. 38 
Hotel Martinique, New York City.......... 10s 


Kalter Cerf. Mercantile Co., Inc., New 
NG Ai dee dinsdhengkeeesseeboul 104 
Kirsch-Blacher Co., Inc., New York City. ..164 


New York Export Purchasing Corp., New 
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Beautiful Betty Blythe : 
The een artlessness of Miss Blythe’s costume, which so )s- 

N.:. effectively emphasizes her beauty, is achieved only by the —.:.{ 
=} absolute correctness and perfection of even the minutest - ae, 
"Q(* details of her attire. Ma 
: yp: Visible eyelets, Miss Blythe believes, should be evident on “ 
“Q* the lace y ent of every well-dressed woman, because they . 
h)): are so essential for the correct appearance and good style of oa (le 
(| her shoes. With the simplicity of the tailored suit focusing Vie 

'):. the attention on the hat and shoes, visible eyelets are an + 
2] » important consideration when you select your footwear. ):- 
*\(. ss Insist that your shoes be finished with visible eyelets—th Ay 

=: y ey () 

., - are both decorative and practical. ; t 
}:- — 
a ( DiamondBrand(Visible) Bred Visible) Fos >): 
= Fast Color Eyelets have Color Eyelets can be =] 
; genuine celluloid tops ” by the two tiny : 5 
af that never lose their color raised Diamonds on their ):- 
: C andthat actually outwear celluloid surface. Look ; 

Ys. the shoe + for the Diamond trade i 
ep): ofsk for Goodyear Welt shoes with visible eyelets! 7Ye 
,- UNITED FAST COLOR EYELET COMPANY a 

yt _ Manufacturers of ”, “a 

fi, DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS | "i 
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Driving Home the Truth 
Nothing Takes the Place of Leather 


[N leading newspapers of the country, facts 
about leather as the ideal and real material 
for shoe bottoming are making more sure the 
conviction of the general public that “Nothing 
Takes the Place of Leather.”’ 

This means more confidence on the part of your 
customers in the leather soled and heeled shoes 
you offer them. 

We take an active part in this campaign, and 
further contribute to its success by being able 
to supply the shoe manufacturing trade with 
sole leather of unquestioned merit that sub- 
stantiates all claims made by the advertising 
campaign. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 


The United States, Leather Co. of Mass. 
oston 


McADOO & ALLEN A. J. & 
Philadelphia San 
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AN INVITATION 


URING the National Shoe and 

Leather Exposition our complete 
line will be on display at our office, 215 
Essex Street, Boston; and we extend to 
you and your friends avery cordial in- 
vitation to visit our showroom and in- 
spect our display of high-grade turn 
footwear to retail profitably at $7.50 to 
$10. 


F. E. ADAMS SHOE CoO. 


SEABROOK, N. H. 
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Commercial activity in the harbor of Smyrna, Turkey. 


NUTMEG VELOURS CALF. A pleasing shade in a medium 
tan. Its smooth grain, its even break and wonderful finish are 
unsurpassed. It is today meeting the demands of high grade 
men’s and women’s manufacturers for their fine shoes for fall. 
The beauty and completeness of this leather will delight those 
who insist upon the air of individuality. Insist upon leathers 
bearing the P & V trade-mark for your fine footwear. 
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DON’T FORGET FELT SLIPPERS! 
SEE 1924’s LEADING MODELS 


207 ESSEX ST., ROOM 404 


The Boston Showroom of 


Capitol Slipper 
When shoe sales lag, felt slippers bring much needed business—and 
profits—to the far-sighted dealer. 


The complete Capitol Felt Slipper line is on display at 207 ESSEX 
STREET, ROOM 404, for the benefit of visitors to the Boston Style 
Show. Many smart, new models make this famous line of slippers 
more desirable than ever from a sales standpoint. 


Why not make our great national advertising campaign in leading 
magazines your business ally? It is telling your customers about the 
comfort, style, and value of these remarkable slippers—about the com- 
bination of a fleecy lamb’s wool inner sole with a flexible outer sole of 
real leather—about Capitol Slipper prices that mean dollar-for-dollar 
value. 

Remember the Address—207 Essex St., Room 404 





The Geneva 


The Wiley-Bickford-Sweet Co. 


Worcester, Mass. Hartford, Conn. 


SELLING OFFICES 
Boston, 207 Essex Street Chicago, 19 So. Wells Street 
New York, 1328 Broadway St. Louis, 307 Leather Trades Building 
Philadelphia, 44 No. 4th Street Portland, Ore., 461 E. 4ist Street No. 
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The Best Place to See and Appreciate 


TONY 


Reg. U.S. Pat. Off. 


TAN 


Is the Place Where It Originated 


No new shade in tan calf is so 
generally talked about and recom- 
mended for the new fall styles in 
men’s shoes as TONY TAN. 


Visitors to the Boston market 
should not neglect the opportu- 
nity to see and fully appreciate 
why TONY TAN is so popular. 


You have a standing invitation to 
call at our salesrooms, 95 South 


Street— where you may see 
TONY TAN and all Creese & 
Cook Leathers to the very best 
advantage. 


Nothing pleases us better than 
the opportunity of showing our 
shoe manufacturer and retailer 
friends just why TONY Leathers 
are the acknowledged leaders in 
fine calfskins. 





TONY CALF LEATHERS 


Reg. U. S. Pat. OF. 


RED TAN 


BROWN 


BLACK 








CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 
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The Deliberate Qualities 


NO MERCHANT CAN APPRECIATE THE WONDERFULLY SAL- 
ABLE QUALITIES OF HELMHOLZ SHOES FOR CHILDREN UN- 
TIL HE HAS SEEN THE VISIBLE EVIDENCE THAT OUR CLAIM 
THAT “ONLY THE BEST IS GOOD ENOUGH” IS FOUNDED ON 
THE ELEMENTS THAT SELL FOOTWEAR. 

SUPERIOR MATERIALS, ATTRACTIVE PATTERNS, AND HIGH 
GRADE WORKMANSHIP ARE DELIBERATE QUALITIES. THEY 
ARE NOT THE RESULT OF CHANCE. 

THEY MAKE SALES AND REPEAT SALES FOR THE MER- 
CHANT. THEY BUILD STABLE BUSINESS AND PUT PROFITS 
IN THE CASH DRAWER. 

WHEN BETTER CHILDREN’S SHOES CAN BE MADE FOR THE 
MONEY HELMHOLZ WILL MAKE THEM. 

OUR ENTIRE FALL 1924 LINE WILL BE ON DISPLAY IN BOOTH 
220 AT THE BOSTON STYLE SHOW AND AT THE HOTEL 


Booth 220 


Boston Style Show 


and 


Hotel Essex 


HELMHOLZ SHOE Mee. Co. 


HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 





« Theyre Better Stitchdowns + 
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D’Orsay by courtesy of 
STONE SHOE CO., 
71 5th Ave., New York. 
Made of Vode Kid Color 
546 Lacquer, Quarter 
Lining Vode Kid Color 








The complete 
line of Vode Kid 
colors will be 
displayed at 


Booth 39 

















Boston 
Shoe Style Show 




















Mule by courtesy of 
STONE SHOE CO., 
71 5th Ave., New York. 
Made of Vode Kid Color 
340 Cloisonne Blue, 
Quarter Lining Vode Kid 
Color 51 Fawn. 
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You will make many an extra sale, 
as well as advance your store in the 
eyes of fashionable women, by of- 
fering them dainty breakfast slip- 
pers and mules in the rich and 


artistic colors which “Vode Kid, 
affords. 


A display of such styles in your 
window will soon prove to you the 
instant attraction which these ar- 
tistically designed negligee shoes 
have for ladies—and the very 


Color 46 RED Color 340 CLOISONNE BLUE 


A Really Effective Means 
of Making Extra Sales 





A decided finishing touch to this footwear—tlinings 
of Fawn, White, and Gray shades of “Vode Kid. 





worthwhile extra profit they afford 
you. 


To be thoroughly effective, how- 
ever, the shoes must be made of no 
ordinary colors. Be sure to call for 
Vode Kid in your orders if you 


want 100 per cent success. 


We invite correspondence with any 
merchant who is anxious ‘to make 
the most of this real extra sale 
opportunity. 


Of the (Correct (olor ful Shades, these are the- Most Favored 
for D’Orsays and Mules: 


Color 140 LIGHT BLUE 
Color 546 LACQUER 


Color 61 YU CHI GREEN 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices 
100 Gold Street 


New York, N. Y. 
70 North 4th Street 


Philadelphia, Pa. 





Agencies 


Chicago Cincinnati 
Los Angeles St. Louis 
Rochester 
and all leather centers 


Montreal 


of the world 
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Correct 
That’s All 





























IONE—The Unusual 


Never have we offered for your considera- 
tion such fascinating enchantment in foot- 
wear. 

The combinations possible adapt this shoe 
to all requirements. 

In two tone Calf it is most striking, yet 
dignified. In Patent and Black Calf, Satin and 
Patent, Black Calf and Patent there is offered 
a variety of combinations to meet every 
occasion. 

So wonderfully different it is selling in- - 
stantly upon sight. 

Cur Organization If you have not seen the greatest shoe 
c eet ladies values (Style, Price, Workmanship) on earth 
> omposed entirely of Master 


Shoe Makers, independently to retail at $6 to $8, get in touch with us at 


a ffiliated and banded together once 
for the sole purpose of making : 


for you better shoes, at better ; 
prices than you have ever 
seen before. 
President. 


Walk and Be Healthy 


THe, Veobbmam, Lawrence: Cio, 


STATION A 


CINCINNATL, QHLS 
COMFORT 
DEPENDABILITY 





























THE QUALITY SHOE ay : OF AMERICA 
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ECAUSE there is always con- 

siderable interest throughout the 
trade in the initial production of a 
new firm making style shoes—we are 
glad the Boston Show gives our beauti- 
ful line an opportunity to tell its own 
story. 

Each individual in our organization 
is a picked expert and the clean-cut 
workmanship of every detail will be 
noticed in the line of high-styie Mc- 
Kays we show on the Runway, and at 
our Booth, No. 115. 

May we have the pleasure of showing 
you this superb line? 


T. FRANK LYNCH SHOE CO.,, Inc. 
Style All the While—In Shoes 
LYNN, MASS. 


Bootu No. 115, Mecuanics Buritpinc, anD Hote: Lenox 
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An Outing Robin Hood Would Envy 


GIVEN BY 


The Boston Shoe Travelers’ Association 


eT EIT LT A | | 


to visiting buyers at The Boston Show 


WEDNESDAY, JULY 16, 1924 


A day of respite from the routine of business, hours devoted 
to enjoying life in the open, a recess in which to renew the 
pep and energy you have consumed. 


At Norumbega Park, a natural beauty spot, where tower- 
ing trees form a vast umbrella from the sun and where the 
breezes are cooled by the picturesque Charles River. There 
is no more desirable outing grounds in New England, and 
Wednesday, July 16, 1924, the park belongs to the Boston 
Show visitors. 


HERE’S THE SCHEDULE 


Leave Essex Hotel at 9.15 A. M. sharp. Special cars provided. 


A pure “joy ride’”’ out Commonwealth Avenue, through the New- 
tons, arriving at Norumbega, 10.15 A. M. 


Sports in athletic field 10.30-12.30. 
Dinner at 1.00 P. M. 


Performance at park theatre and other entertainments after dinner. 
Return to Mechanics Building at 4.30 P. M. in ample time for the 
Style Show in the evening that the buyers may obtain reserved seats. 


Forget your worries this day and be a boy again. 
It’s a free junket for all buyers. 
“Go back to nature and come back young.” 


EDWARD J. ANDREWS, Pres. 
Boston Shoe Travelers’ Association 
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Many of the most prominent merchants in the 
country have been consistent users of H. M. & H. 
shoes since they were put on the market fourteen 


years ago. 


d\8 ts 


1 


Dy 


| 


<q 


Our organization has become adept in good shoe- 
making. Each buyer is assured sound and salable 
values, backed by the pride of production. 


H. M. & H. shoes, either in Welts or McKays, are 
nationally recognized as the summit of quality in 
their grade. 


On display during the Style Show at Booth 
113 and our Boston Office, 126 Summer Street 


HENNESSEY MAXWELL and HENNESSEY 
Lynn ,Massachusetts 


126 Summer Street, Boston 











| MADE GOOD TO MAKE GOOD” 
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CO 


PATEN wN\7F) LEATHER 


¥ NV recommending CORONA PAT- 
ENT SIDE LEATHER to the shoe- 
makers and merchants of America, 
we assert with all the confidence of 





our fifty years’ experience in the 
making and merchandising of 
leather that 





Corona Patent Side 
Leather Is the Peer of 
Any Enameled 
Leather 


both in point of factory economy 
and in the service and satisfaction 








it gives the wearer. 


Sole Selling Agents of 











There Is Only fed ~. m There Never Has 
One Vici Kid \Gaty ojos 2 Been -Any Other 
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‘The present highly com- 


petitive situation develops 
the keenest buying 1n- 
stincts in retailers. Hence 
it 1s significant that since 
March 1, E. 1. Wright & 
Company has opened fifty- 


two new accounts on the 


Just Wright Shoe. 


E. T. Wright €% Co., Inc., Rockland, Mass. 
July 12, 1924 
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Can you find these features 
in any other Toplift? 


USKIDE Toplifts present sales and manufacturing advantages that can be obtained 
with no other toplift. 


Think of the sales advantage of using a toplift that has a five-year record of success 
behind it—that is favorably known to hundreds of thousands of women for its excep- 
tional qualities of wear, fine finish, comfort and economy. 


Then—from a manufacturing standpoint these points of superiority will be quickly 
recognized: 


Made of a material that is easy to work with. 


Depressed lettering assures a flat treading surface, which allows greater 
speed and accuracy in nailing and trimming. An USKIDE Toplift lies 
flat against the plate of the nailing form and will not rock on the trim- 
ming ‘‘table.” 


Specially designed attaching surface—this feature, combined with the 
greater firmness of USKIDE, insures a tight joint, better finish and pre- 
vents the toplift from pulling away at the edges. 

Applicable to colored shoes (ask us for details). 


An USKIDE Toplift on your shoe is a guarantee of satisfaction to your customer. 


United States Rubber Company 


1790 Broadway New York 
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Kid for MEN’S Shoes 


\ 71TH the tendency to get away from the heavy brogue 


effects in men’s footwear, there is no better lead for 









producing a thoroughly satisfactory and stylish shoe than ( 
to fabricate the upper from the rich brown, or black, 
chrome tanned kid skins. 


They have a record of almost forty years for durability and ; 
comfort, and lend themselves to the snappy effects created | 
by the style artists with the oncoming demand for lighter 


MW hiker > 


So SS 


tootwear. 
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CHIPPENDALE 


The Standard Brown Kid 
In Many of the. Foremost Shoe Factories 


CHIPPENDALE Brown Kid has three im- 
portant characteristics which make customers 
remember it with satisfaction and pleasure— 
and desire it year after year in their shoes. 


SHOE BEAUTY 


No more beautiful brown kid shoes can be 
made than this shade of richly aged old mahog- 
any produces. It is a color that reaches its 
height of beauty in the shoe, and makes long 
continued friendships. 


SHOE SERVICE 


No less pleasing than the color is the extreme 
comfort and long preserved good looks of 
shoes made from CHIPPENDALE. 


COLOR CONSTANCY 


The uniformity of color which we preserve 
in CHIPPENDALE is pronounced by most 
expert judges to be nothing short of wonder- 
ful. 


This is one of the most important reasons 
why CHIPPENDALE has been so broadly 
adopted in leading factories and stores as the 
standard brown kid. 


Brown kid is an assured vogue in street shoes 
for fall. In ordering yours, you can secure 
no safer assurance of your customers’ entire 


satisfaction than to make CHIPPENDALE 


your standard brown. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Centres ) 
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: tandardize on 


Evans Brands 
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TEDDY SHOE STORE, BOSTON, MASS. 


For Comfort, Appearance 
and Conservation of Space -- 


AMERICAN 


Interlocking 
Shoe Store Chairs 


Seated in them, customers are at ease—and, because 
enjoying solid comfort, they are more apt to be in a 
receptive mood. 
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The appearance of the store is enhanced by their dis- 
tinctive design and finish. 


ey 


A} 


American Interlocking} Shoe Store Chairs seat seven 
people in the space that would be required for six 
with chairs of other types. 


Write for Our New Enlarged Catalog 


AMERICAN SEATING (OMPANY 


General Offices: CHICAGO, 1016 Lytton Bldg. 


NEW YORK PHILADELPHIA 
Room 600, 119 W. 40th St. Room 705, 250 So. Broad St. 
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MEANING~10_ BUYERS OF 
SMART SHOES FOR WOME ee 


Wath-C 


SMART SHOES FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 


AT THEIR FACTORY IN BOSTON 
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Lavensons, Inc., Voluntarily Features 
The ALDEN Shoe 


Prominent Sacramento, Cal., Retailer Personally 
Erects and Maintains Huge Electric Sign to 
Link the ALDEN Reputation with His Own. 


The sign above illustrated is 40 feet in length by 12 in height, and has recently been erected by 
LAVE NSO NS, Inc., Sacramento, Cal., one of the most progressive retail shoe stores of the 
Pacific coast. 


for some years past, confined to Lavensons, Inc., 

and the policy which this company has adopted of 
voluntarily featuring the Alden shoe without any sug- 
gestion whatever from the manufacturer is plain evidence 
of their appreciation that a retail shoe merchant in thus 
borrowing the reputation of the man who makes his shoes 
makes a doubly strong impression upon the confidence of 
his customers. 


C. H. Alden Co., manufacturers of the Alden shoe, do 
not brand their product except at the request of their 
customers, nor have they ever made any effort to pro- 
mote this practice, leaving it entirely up to their trade as 
to whether or not they wish to buy the shoes with the 
Alden brand. But a number of retail merchants who 
carry the Alden shoe have, of their own volition, featured 
the Alden brand in selling the shoes, and Lavensons, Inc., 
is one of the most enthusiastically committed to this 
plan. 


[Ve sale of the Alden shoe in Sacramento has been 


In their advertising in the Sacramento newspapers the 
Alden name is frequently and prominently featured, and 
no effort is spared to inform the Sacramento public of 
the Alden plan adopted some four years ago, whereby 
through the standardizing of the Alden factory upon 
certain styles, leathers, lasts and patterns, economies 
were effected which made possible a saving of from $1.50 
to $2.00 a pair which retailers of Alden shoes could pass 
on to their customers. 


A favorite and frequently used statement in the Laven- 
sons’ ads is ‘Alden shoes are the first fine shoes that have sold 
for less than $10.00 since the War.”’ This same statement 
will be seen upon the sign, and it is used almost in the 
nature of a slogan in all the advertisements featuring the 
Alden shoes at $9.50, which is their average selling price 
for this line. 


In featuring Alden shoes, Lavensons, Inc., also lay partic- 
ular emphasis on the fact that the line affords twenty- 
five different styles in shoes and oxfords for men, which 
meet every requirement for business wear, semi-dress 
wear and full dress, and that within these limits any- 
thing a man could wish in really fine, though not freakish 
shoes is to be had. 


Four years ago Mr. C. H. Alden decided that the de- 
mand for a really good shoe for men at a more reasonable 
price could only be met in one way—by carefully build- 
ing his line on a few lasts which long and carefully kept 
records had shown to be constantly in demand, adding 
thereto the newest and smartest lasts as they came into 
popularity with the most exclusive shops. In addition to 
this, it was decided to use standard brands of leather for 
kid, calf and patent styles, and similarly, standard ma- 
terials, such as linings, counters, heels, box toes, etc. 


The saving thus effected was a surprise indeed; more- 
over the firm found that under their new scheme of 
operation they were actually in a position to make a 
better shoe than ever at a cost price so much less than be- 
er that the Alden plan speedily became the talk of the 
trade. 


The idea of providing quick shipment service for Alden 
shoes was also added to the general selling proposition. 
and gave to retailers of Alden shoes the opportunity of 
keeping their stocks down to the lowest workable point 
through prompt sizing service from the factory. 


The enthusiasm with which Lavensons, Inc., have re- 


ceived and carried on to their customers this new plan of 
selling operation is as good evidence as could be asked of 


the fact that the Alden plan is a most progressive and 
timely one for both manufacturer and retailer of the 


Alden shoe. 
adv 
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To Insure 
Intelligent Service on 
rely Remington, Cash Registers 








which 
i-dress 
a T the factory at Ilion, N. Y., the _ bitious men are learning to be expert 
Remington Cash Register Com- Service Men. 
he de pany maintains this Service School Nation-wide Service is part of the 
onabie . ° 
build. where men now connected with our program that has established the 
y kep' 81 Branch Offices throughout the Remington as the new and better 
idding . e ° 
ego country were trained in the mechan- Cash Register. 
ion to | - ism of cash registers and other am- You ought to see it. 
: ma- Akron, Ohio REMINGTON CASH REGISTER CO., Inc. Sioux City, Ia. 
: oo N. Y. Factory and General Sales Office, Ilion, N. Y. ra es ga 
more- Santa, Ga. Subsidiary of REMINGTON ARMS COMPANY, Inc. er ooo 
: Baltimore, Md. Richens of Metenten Ot A ‘ei 4 Cutl Springfield, Ohio 
me of | Binghamton, N. Y. piMatere of Remington Fircarme, Ammunition and Cutlery St. Louis, Mo. 
ake a Birmingham, Ala. 557 Yonge Street, Toronto, Ont., Gost : St. Paul, Minn. 
an be- Boston, Mass. Syracuse, N. Y. 
of the Bridgeport, Conn. Fargo, N. D. Louisville, Ky. Philadelphia, Pa. Tacoma, Wash. 
Brooklyn, N. Y. Fort Worth, Tex. Madison, Wis. Pittsburgh, Pa. Tampa, Fla. 
Buffalo, N. Y. Fresno, Calif. Memphis, Tenn. Portland, Me. Toledo, Ohio 
Alden Charlotte, N. C. Grand Rapids, Mich. Miami, Fla. Portland, Ore. Toronto, Ont. 
sition Chicago, III. Harrisburg, Pa. Milwaukee, Wis. Providence, R. I. Trenton, N. J. 
me of Cincinnati, Ohio Hartford, Conn. Minneapolis, Minn. Reading, Pa. Utica, N. Y. 
y, ; Cleveland, Ohio Houston, Tex. Nashville, Tenn. Rochester, N. Y. Vancouver, B. C. 
pon Columbus, Ohio Indianapolis, Ind. Newark, N. J. Sacramento, Calif. Washington, D. C. 
Dallas, Tex. Jacksonville, Fla. New Haven, Conn. Salt Lake City, Utah Wheeling, W. Va. 
Davenport, Ia. Jersey City, N. J. New Orleans, La. San Antonio, Tex. Wichita, Kan. 
ve re- Denver, Colo. Kansas City, Mo. New York City San Diego, Calif. Wilkes-Barre, Pa. 
lan of Des Moines, Ia. Lansing, Mich. Oakland Calif. San Francisco, Calif. Wilmington, Del. 
ced of Detroit, Mich. Little Rock, Ark. Oklahoma City, Okla. Scranton, Pa. Yonkers, N. Y. 
ep and E. St. Louis, III. Los Angeles, Calif. Omaha, Nebr. Seattle, Wash. Youngstown, Ohio 
f the There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
advt you, and you will find our representative there willing and glad to make a complete demonstration. 
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Mr. Frank S. Farnum 
President 
CHURCHILL & ALDEN CO. 
BROCKTON, MASS. 
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Open Letter 


To FRANK S. FARNUM 


Mr. Frank S. Farnum, 
Churchill & Alden Co.., 
Brockton, Mass. 


Dear Mr. Farnum: 


As we follow current shoe advertising both to the trade and to the public 
we note that in presenting RALSTON shoes, you make a general practice, 
of emphasizing the various brands of leather from which such shoes as you 
illustrate are made. 

This progressive policy indicates that you appreciate the additional sell- 
ing value which is thus given to your line, when you frankly state your use 
of materials the quality of which is unquestioned in the trade. 

Any leather manufacturer whose leather you thus credit with being used 
in your shoes should have more than pride in the fact. It should make him all 
the more determined to see that his leather shall continue always to give 
to RALSTON shoes that leather value which helps so much to permanent- 
ize customers. 

That, I assure you, is how we feel in selling you New Castle HAVANA 
BROWN Kid, and the quantities you are using make us feel that it is fulfill- 
ing your standards of leather value. 


Sincerely yours, 
NEW CASTLE LEATHER CO., Inc. 


t- 


President 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER July 12, 1924 


Just a FewTypical | 


Bargains 


Buyer so At $1.45 Bey Jenbs 


McKay Sewed, Rubber Heels. 
Sizes 1-514. 


R b At $1.00 Fit pert: 
ermemoer Rubber Hees, Sacs 9-139 
2- 
Men’ G 
At $1.90 Metal NT cy 
Medium High Toe. Rubber 


R osen b er p 4 exeel 


Women’s Felt 
At 30c Moccasins,Padded 
Chrome Soles. Packed Solid 


6¢é Th K ° f J b 99 ae to peo ery, Anes 
e Aing of Joos — 
At 80 (rr Strep Com 


fort Sandal, McKay Sewed. 
Has always made it best worth fort Sandal, 


your while to make your first At $1.00 Misss*" and 


call here. Lace High Cuts. McKay Sewed. 
Rubber Heels. Misses’ Sizes, 
1114-2; Child’s Sizes, 814-11. 


This year we are prepared to Whi 
Boys’ White and 
At 90c 507", Side Patch 


surpass all previously offered Tennis Blucher and Bals. 
Sizes, 244-6; Youths’ Sizes, 


bargain opportunities. 11-2 85. Little Gents Size 
23 7-1U 7/2» . 


Market here first At $1.50 Perens, sat 


Leather Oxfords. Military and 


Don’t waste time Low Rubber Heels. 
Misses’ Tan, Play 


Save 15% to 30% At 750 Oxfords wil Rul. 
ber Heels. Same in Child’s 
Sizes, Spring Heel, at 70c. 


Men's Tan 
At $2.1 Army Bluchers. 
Goodyear Welts. Rubber Heels. 


S. ROSENBERG & SON | At$1.00 “22,20 


meos. Sizes 6-9, 6-10, 7-I1, 


140-144 E St. phere 
a At$1.85 Nes ee 


BOSTON, M A S S. asia Medium 
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ROTH'S , 
BW Don’t Put All 


ween Your Egos in 
SHOE One Basket 


Play the style game if you must, but 
play it shrewdly. 









Always remember that no man (or 
woman) can forecast the sale or success of 


a certain novelty. Born of a moment's 
fancy, the next moment it must fre- 
quently make way for something newer. 
















Roth's B. W. (Business Woman) Combination 
Last is a winner of good will—a staple of sound 
quality that has an ever-growing market and en- 
joys a steady sale every day. Combines com- 
fortable proportions with attractive lines. 











It pays to link your name 

0 ” , ff Eire: and your capital to staples 
For Fit # ge a 

Famous For Fi YN . ate like Roth’s B. W. 


IN STOCK 






























ready to ship — net 30 days 

- . ie Black Kid Oxford Brown Kid Oxford 

CAS PILE AAA, 5-10 B, 3-10 AAA, 5-9 B, 3-9 

AA, 5-10 Cc, 3-10 AA, 5-9 C, 3-9 

—g galloping new A, 4-10 y oy A. 49 D, 3-9 

Roth novelty that 5-400 $4.40 oa $5.00 

ree nt eager of Black Kid Oxford Brown Kid Oxford 

the romance of old (Arch Corrective) (Arch Corrective) 
Spain up to date. AAA. 5-10 B. 410 

AA, 5-10 | C, 3-10 AAA, 5-9 B, 3-9 

A, 4-10 D, 4-10 AA, 5-9 C, 3-9 

E. 4-9 A.) 49 D. 3-9 

S-403 $4.60 S-404 $5.20 











Hh ROTH SHOE”4@ 


“ CINCINNA 


There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH’S 


Za iw o he 
~~ MARKET OF AMERICA 












































THE QUALITY SHOE 
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ARK BROWN shades are the most preferred in suede 


finished leathers for the coming Fall. 


— especially 


“6 CUcBBRACKEN 
and 
~ PICKANINNY 


For lighter shades of brown we recommend 
“oo BUNN Y 
and 
cr RACQUET 


Your customers of moderate means, yet who want absolute correct- 


ness of color, will be greatly pleased with these STARBUK shades. 


Tolman, Dow & Company 


Greater New York 4 Rochester, N. Y. 
New Castle Leather Co. Leathers That Bring Reorders Mr. Charles L. Kirk 





100 Gold Street 22 Andrews Street 





174 Lincoln St., Boston, Mass. 
Cincinnati, Ohio t. Louis, Mo. 


Ss 
Mohr-Holters Sales Co. General Representatives for Continental Europe TT. M. Fitzgeraid & Co. 
202 E. 7th Street New Castle Leather Co.— Headquarters, Paris, France 1602 Locust St. 
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*ATOWHERE ELSE 

can you see the 
strictly newest patterns 
shown on the latest lasts. 


NOWHERE ELSE can 
you see such a range of 
most recent New York 
Styles in all varieties of 
shoes---all shown on latest 
lasts. 








Some were born yester- 
day, others are being 
made now; more will ar- 
rive while you are here. 


*After you have seen this display we will leave 
1t to you to say whether or not we have over- 
stated its importance. 


FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 


Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 





Naturally, you will not 
miss this opportunity 


extended 
all shoemen 
visiting Boston 


— at 
212 
Essex St. 


ROOMS 
55, 56, 57, 58 


United Last Company 


Headquarters — Boston, Mass. 


SHOW ROOMS 
BOSTON 


NEW YORK 
1402 Bush Terminal Bldg. 


CINCINNATI 
803 Sycamore St. 


PHILADELPHIA 
331 Arch St. 
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This advertisement appears in The Saturday 
Evening Post, issue of July 12th; in the 
July issue of Harper’s Bazar; the July 15th 
issue of Vogue and the Aug. Vanity Fair. 





The FOOT 
ARISTOCRATIC 





Vici kid made only by Robert H. Foerderer, Inc. 
is in step with the footwear mode 


The center of interest in the 
footwear styles is rapidly 
changing from pattern to ma- 
terial. That is why Vici kid is 
claiming increasing attention 
in fashion circles. 


Vici kid is cool. It is pliant. 
It is smooth in texture. The 
colors in which it is obtain- 
able are in perfect harmony 


with the current mode in 
hosiery and dress. 


Ask your shoe dealer to show 
you some of the beautiful 
summer models in shoes of 
Vici kid. But to be certain of 
Vici quality and color, make 
sure that it is Vici, the leather 
manufactured exclusively by 


Robert H. Foerderer, Inc. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agents: LUCIUS BEEBE & SONS, Boston 
Selene agencses mm oll ports of Ne word 


VICI kid 


#46 US Pat Orr 


| THERE IS ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 


VICI 


Reg, U. S. Pat. Off. 


VICI kid is manufac- 
tured solely by Robert 
H. Foerderer. Inc 
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Men are demanding 
a new type of shoe 


‘ new favorite in the men’s mar- 
ket is a shoe that follows closely the 
lines of the brogue-type models young 
men have been wearing, but is lighter 
in weight and correspondingly more 
graceful. 


Models developed in VICI kid by sev- 
eral of the leading manufacturers will 
give you the answer to the demand you 
are doubtless already feeling for this 
new fashion in men’s footwear. 


Look for the new VICI models in 
the leading colors of the season. There 
is only one VICI kid. It is manufactured 
exclusively by Robert H. Foerderer, Inc. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 


Selling agencies in all parts of the world 


Robert H. Foerderer, Inc. 
is the sole manufacturer of 
the one and only VICI kid. 
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’ AY ' Ses 
“Che walks in beauty; 


MOTH 


FASHIONED BY BRAUER 
MODEL 4262 


_ A STRIKING CREATION IN BLACK 
ALLIGATOR SATIN WITH PATENT 
LEATHER FRONT ON OUR 300 LAST. 
HAS SHORT VAMP, ROUND TOE 
AND 17/8 SPANISH COVERED HEEL. 


MADE TO ORDER 


ALSO IN ANY COMBINATION OF 
LEATHERS AND FABRICS. 


BRAUER BROS. SHOE @. *i's""" 


FASHIONERS OF WOMEN’S NOVELTY SHOES 








PL LLL LLL EEE 











oR ER ES 


EASY FITTING 
a SPORT SHOES 


IN IN 
IN STOCK STOCK STOCK 


. 327 
- Andrews Last C. Tony Tan sport oxford, soft box, crepe sole. 


Dundec Last 


No. 308 Dundee Last Golf Oxf i 
Grey Elk Sport Oxford, soft"box, black Mirror Calf 102 Tan C rf ok ~— a % -é D. E wide 
wis § . rey — . 568 Dun 

. $5 At Once Deliveries ‘above, yy: with leather sole. A, B, C, os 


sole. A 
ts is Deliveries t Once Deliveries 


THE DALTON CO., eo Mfgrs. Men’s Fine Shoes BROCKTON, MASS. 
BOSTON: 183 Essex St CHICAGO: 1618 Mag Bide. we S. State St. NEW YORK: 651 Marbridge Building 
GEO. J. LOVELY, GEO. W. MANSON, J E. B. SLOCUM, C. F. RSTOW GEO. S. DYER 


— LF — 
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Eighth Annual 


St. Louis Fashion Pageant 


jE= the eighth successive year there will be 
ia presented the St. Louis Fashion Pageant in 
the marvelous Open-Air Municipal Theatre 
in Forest Park, the only event of its kind in the world. 


id 


Besides featuring a magnificent display and parade of 
Fashions for the Fall Season of 1924, there will be 
presented an unrivaled eee of Pageantry and 
Entertainment. 


Visiting merchants have found the pageants of the 
past to be of immense help to them in the selection of 
hats, shoes, cloaks, suits and garments of all kinds for 
the advancement of their business. 


The Fashion Pageant of 1924 will be more inspira- 
tional than ever. St. Louis Wholesalers and Manu- 
facturers plan to hold open house during those three 
weeks; they will supply without charge reserved seats 
for the show to those who send in their reservations 
in advance. 


Plan now to visit the St. Louis Market 
between August 7th and 20th 


iSTion IN PAGE 
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S this the way you will stage your preparations for fall business? 


GWill you depend on packing cases and moth balls to preserve 
the cash value of your unsold spring and summer merchandise? 
Against actual physical destruction they -give some protection, 
but against style changes, price changes and carrying costs they 
are useless. 


23 |~ 











GHow much better it would be to sell this seasonable merchandise. There 
is a market for it in your district. Remember, everything salable can be 
sold. 


@Put behind that merchandise a determination to sell—put some real ad- 
vertising out through your territory and neighboring districts—ginger up 
your entire store force and see the business roll in. 


@ This is what the Master Selling Plan of Kelly Service has just done for 
T. C. Barrett, Phoenixville, Pa. His first day brought in $2.045 on a 
$7,000 stock. The Cedar City Mercantile Co., Cedar City, Utah, also 
decided that selling had packing cases and moth balls beat a mile. The 
first five days of their Kelly drive brought $11,000. Robert Luecke, 
Freeport, Ill., enjoyed a $10,000 business in a few days through Kelly 
Service. In nine days we sold $7,927 for Harvey and Johnston, Kamsack, 
Saskatchewan, and we just opened the Williams-Yankee Co. sale at Mus- 
kogee, Okla., with a $4,424.45 day. 


GEvery kind of situation is covered in these campaigns. They are indis- 
putable evidence that summer merchandise will sell rapidly and profitably. 
Kelly results at your store will be the final, positive proof of that fact. 


GEnter the fall season with a store free of unseasonable merchandise, with 
your store in the minds of the buying public as a good place to trade. Op- 
portunity comes to him who is prepared Prepare now. 


All details on Kelly Service are free. They are yours for the asking. 


Kindly tell us the size of your stock. 


MINANEAT POLIS, | > oe 
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A FEW FROM LISTS OF 
KELLY SUMMER SALES 
—1924— 


W. A. O. Quinn Co. 


Brunswick, Georgia 
$5,100 sold—seven days 
$20,000 Clothing and General Stock 


Conway, Air. Craig Co. 


$15 00 opening day 
$13,000 Clothing and Fernishing Stock 


Norwood, Massachusetts McCurtain Shoe Co. 
$1,096 opening day 
$6,000 Shoe Stock 
Rimonsk:, Quebec LaCompagnie de Lainage 
$1,320 opening day 
$18.000 General Stock 





Thief River Falls, Mi Lieb Co. 
$12,300 sold 
$35,000 stock 

Sioux Falls, South Dakota . . Fosdick & Co. 


$19,200 sold 
$55,000 Clothing Stock 


Casper. Wyoming . . Jessen Brothers 
$26,000 General Stock closed out 


Huntington, Indiana Fanning Furniture Co. 


,500 opening day 
$7,500 Stock Furniture 
W. T. Hixon Jewelry Co. 


El Paso, Texas . . 
$22,000 sold 
$75,000 Stock 
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BROADCASTING 


from Cambridge, Mass. 


OUR PROGRAM ON 
BULL DOG, VIM & 
EVERGRIP HEELS 





BROADCASTING from BWH 
I 


THE ANNOUNCER— 


This ts station BWH, Cambridge, Massachusetts, the 
factory of Boston Woven Hose && Rubber Company, largest 
manufacturers of mechanical rubber goods in the country. 
The manager of our heel department will tell you some 
interesting facts about rubber heels. 


* OOD evening, Everybody, and 
especially Shoe Manufacturers 
and Wearers of Rubber Heels. I am 
allowed only ten minutes to talk to you 
so I will begin right in the middle. 
“The rubber heel wearer belongs to 
a great big club which takes in a few 
million new members every year until 
soon there will be hardly anybody left 
outside of it. 


‘* A BOUT forty years ago people 
learned to ride on rubber when 


the bicycle was being developed. 


Then they learned very quickly to 
walk on rubber, and now between 
tires and heels practically the whole 
human race has a piece or two of rub- 
ber between each individual and his 
rough pathway along life’s road, 
whether he is walking or riding. 

“As there are a good many different 
kinds of people there must be a num- 
ber of kinds‘of rubber heels. There 
is a vast difference between the fat ex- 
pensive rubber tire on the high-priced 
limousine and the tidy little flivver 
tires of which you can buy an all- 


Bull Dog 


A rubber heel of exceptional 
quality, made for the highest 
grade of manufacturing and 
called Bull Dog in conformity 
with our policy of identifying 
our finest rubber products by 
this name. 
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around set and a spare for the price 
of one big tire; so there are expensive 
rubber heels and medium priced rub- 
ber heels and pretty good rubber heels. 
Lower down there are some indiffer- 
ent rubber heels and some very bad 
ones, cheaply made and giving cor- 
respondingly poor service, but this 
kind we have never thought it worth 
while to bother with. 


E have to mention first our Bull 

Dog brand because we are so 
proud of it. This is the heel you are 
likely to see on your well-dressed trav- 
eling companion on the steamer deck 
or imprinted in a soft spot on the 
walks of the country club, or, if it is 
a muddy day, in the lobby of a fine 
hotel when the watchful houseman 
and his mop are for the moment at the 
other end of the room. 


- MUCH larger number of Vim 
heels will be found when you set 


him 


The judgment and experience 
of our laboratories and mill 
have been concentrated on 
producing this heel of the 
widest possible usefulness at 
thoroughly practical cost. Vim 
has a host of friends and is 
making more every day. 


out to look for them. Vim is the heel 
which the shoe manufacturers have 
really made for themselves. There is 
no closer student of values in the 
world than the leader in the highly 
competitive business of shoe making. 
For years he has been telling us just 
the kind of rubber heels he wanted 
and we have been getting closer and 
closer to his ideal of perfection in our 
Vim heel. From the number we make 
of them there must be armies of men 
walking on Vim heels. We wish 
there could be a review of them. We 
know just exactly how they would 
look—fine, splendid, well set-up fel- 
lows who buy good stuff and wear it 
with conscious satisfaction. 


* UR third great brand of heel is 


Ever Grip. These are made 
for makers who must have lower 
priced materials yet who insist on hav- 
ing only what is good and service- 
able. The shoes with Ever Grip 
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heels are the shoes in which much 
distance is covered, much hard work 
done. We put into them the utmost 
possible value for the sake of the mak- 
ers, the sake of the wearers and for 
our own good conscience. 


” ANY thanks to my radio audi- 
ence. They tell me my time 
is up.” 


THE ANNOUNCER— 


You have just listened to a talk 
on rubber heels from BW H, 
Boston Woven Hose && Rubber 
Co., the largest manufacturers 
in the country of mechanical 


rubber goods. R.N.K. Signing 
off. Good night. 


“STATION B-W-H” 
BY DAYLIGHT. 


Aver Grip 


A resilient heel of thoroughly 
reliable quality which meets 
the price requirements of the 
makers of medium grades of 
shoes. Ever Grip is the solution 
of a difficult problem for buy- 
ers who know values yet must 
keep down costs. 














July 12, 1924 





BOOT AND SHOE RECORDER 














HOTEL 
AMBASSADOR 
‘Atlantic City,N.J. | 
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ea T THE HOTEL AMBASSADOR, ATLANTIC 
CITY—AND ALL PLACES SOCIALLY 
PROMINENT—FOOTWEAR OF CEDAR 
CLIFF SATIN PREDOMINATES 


Women have proven its elegance and its wearing qualities by past expe- 
rience to such extent that Smart Shops now realize its cashable value 
and are selling MORE PAIRS—at a BETTER PRICE PER PAIR, 
whenever they specify to the purchaser ‘‘These Shoes are of CEDAR 
CLIFF SATIN.”’ 


~ CEDAR CLIFF 


PURE DYE 


SHOE SATINS 


|The CEDAR CLIFF SILK COMPANY 251-285 Fouru Avoax. ° New Youk 
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aie Its a fact 
that RICE & HUTCHINS, Ine. 


will be able to fill your wants and make you comfortable 
during your visit to ‘the National Shoe and Leather Exposi- 
tion and Style Show, July 14 to 17. It’s a fact, too, that the 
convenience of Rice & Hutchins’ service will be to your 
advantage when selecting or inspecting your fall samples. 


At the Booth, No. 111 At the Executive Offices 

will be shown, amid attractive surround- in the Rice Building, 10 High Street, Bos- 
ings, a full display of shoes representing ton, you are invited to make this your head- 
every grade and type footwear, for every quarters while in Boston. Its facilities 
occasion, for every member of the family. and spacious offices are‘at your disposal. 


At the Distributing Branches 


the Atlas Shoe Company, 612—24 Atlantic Avenue, there are shoes on 
the floor ready for at-once shipment. Every courteous and efficient serv- 
ice will be shown to visitors. This building is located in the heart of the 
shoe and leather district and close to railroad and steamship terminals. 


BE THERE! 
THE BOSTON SHOW—JULY 14 - 15 - 16 - 17 
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Be NQLEATHER 


The Truth About ‘‘Truth-in- Fabric’ 


HE favorite stunt nowadays 

is to provide a Federal yard- 
stick for merchandising. It is 

quite natural that merchants and 
manufacturers object to the at- 
tempts of Congress to prescribe expensive and unen- 
forcable formulas. The professional agitators have 
seized upon the phrase “truth-in-fabric” to attract the 
public eye as to what their particular organization is 
doing for “the public good.” The sentiment among 
business men on this proposed legislative measure is 
easily discernible from the mass of testimony ad- 
duced before congressional committees during the clos- 


The Public Relies on the 

Integrity of the Men from 

Whom It Buys. Shoe Tags 
Cannot Help 


ing days of Congress this summer. 

Business feels that it is possible 
to reach the-evils aimed at without 
resorting to such drastic methods 
as proposed in the Capper-French 
bill known as the “truth-in-fabric” measure, and the 
Reece bill for compulsory labeling of shoes. The ma- 
jority of thoughtful industrial leaders are of the, opin- 
ion that these measures are unenforcable at common 
law, and would be contrary to the public interest.. It is 
evident that whatever law is drafted by Congress in 
the future must stand the scrutiny of the courts. The 
fact that the proposed labeling of boots and shoes 
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hinges upon the “truth-in-fabric” bill and merchan- 
dise misbranding measure makes these proposals of 
great importance to the retail trade. Their enactment 
would undoubtedly bring about considerable revision 
in trade practices. 


Good Time to Start Campaign 


The suggestion has been made in many quarters 
that retail merchants and manufacturers of merchan- 
dise that would be affected by legislation of this char- 
acter should carry on a campaign of 
education during the Summer and 
Fall months with the idea of provid- 
ing the present members of Con- 
gress and the candidates for office 
with a background of facts which 
will have a tendency to balance their 
views on the various proposals al- 
ready “inspired” by wool growers. 
The farm organizations are not a bit 
backward in this respect and it is 
said that business men would do well 
to take advantage of this opportun- 
ity in a campaign year to present 
their arguments to candidates for 
congressional office, especially at a 
time when they are in a receptive 
mood—before the elections in No- 
vember. 


Retail Merchant Cast for Role of 


Goat R. P. HAZZARD 


In the judgment of Mr. Haz- 
zard, the expression “all leath- 
er” is an advertising proposi- 
tion. “It does not in any way de- 
termine the quality that is in 
that shoe,” he says. “The thing 
that determines the quality of 
that shoe is the integrity of the 
manufacturer and not the brand 
he puts on it. There is no pro- 
tection whatever in the brand- 
ing of shoes—the protection is 
in the man who stands back of 


Only the lack of time has pre- 
vented a report of some sort from 
the various committees considering 
this proposed measure at the last 
session of Congress. It was the in- 
tention of the House Committee on 
Interstate and Foreign Commerce to 
prepare an omnibus bill which would 
cover the essential features of the 
Capper-French “truth-in-fabric’’ bill, 
the Lodge-Rogers merchandise mis- 
branding bill, the Reece shoe tag bill 
and others. The majority of these 
measures as originally drafted would 
make the retail merchant the official 
“goat” in Federal prosecutions and 
for that reason the representative 
associations of merchants have made strong represen- 
tations against the adoption of the bills without 
amendment. 

Some interesting viewpoints are presented in the 
testimony which has just been submitted in printed 
form to the committee this week. 


the shoes.” 


What Can a Label Do? 


Representative John Jacob Rogers of Massachusetts, 
co-author, with Senator Lodge, of the merchandise 
misbranding bill, in his discussion of labeling, declared 
that “there are two standards that influence the pur- 
chaser of a pair of shoes—first, comfort, and second, 
wear. Is there any affirmative labeling of a pair of 
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shoes that will give any information that the pur- 

chaser has not now? First, about the comfort of that 

pair of shoes, and second, about the number of days 

that it will wear without the little fatal hole appear- 

ing in the middle of the sole.” 


The Opinion of an Expert 


The problems which would confront a shoe merchant 
and manufacturer have been briefly but thoroughly 
analyzed by R. P. Hazzard, president of the R. P. 
Hazzard Co. of Gardiner, Me., which 
operates 108 retail stores principally 
in the East, in addition to manu- 
facturing shoes. Shoe merchants 
throughout the country will be inter- 
ested in some of the opinions ex- 
pressed by Mr. Hazzard in his talks 
with congressional committees re- 
cently. He said: 


The Consumer Is King 


“My experience in the shoe busi- 
ness has led me to the belief that the 
consumer’s interest is paramount. 
He is the man that eventually pays 
for the shoes and has to wear them. 
In my judgment the functions of 
both the dealer and the manufac- 
turer is that of a servant to the ulti- 
mate consumer. 

“My personal experience has been 
that the consumer is not very famil- 
iar with the merchandise he buys, 
and depends largely upon the integ- 
rity of the men from whom he buys, 
and to try and educate him on all 
commodities in regard to the intri- 
cate things that go into that com- 
modity is very difficult.” 


Labels Are No Protection 


Mr. Hazzard, like other merchants, 
feels that the enforced labeling of 
shoes “Would be a burdensome for- 
mality and would afford the pur- 
chaser no real information, and no 
protection whatever, but the most 
serious objection of all would be the 
compulsion under which some manu- 
facturers would feel that they were placed to use 
leather exclusively under such circumstances, and 
would necessarily use a very cheap grade of leather 
which would be finished and disguised so as to have 
the appearance of good quality while practically worth- 
less. Soles cut out of bellies and heads, heels with 
soft, spongy lifts, inner soles of two pieces of split 
leather, while entirely of leather, might easily be in- 
ferior to any of the better class of substitutes. They 
would comply with the law but would really perpetrate 
a serious and expensive fraud on the consuming 
public.” 

Mr. Hazzard has made it clear to Congress that a 
large army .of inspectors would be needed to enforce 
proposed misbranding bills. Confronted by specifica- 
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tions that would make the best possible shoes for the 
army, the Hazzard Company had more government 
inspectors on the government pay trying to watch and 
determine the quality of leather that went into the 
army shoe than the entire executive organization that 
made the shoes. It was pointed out that if Congress 
was trying to determine the quality of leather and to 
do it by inspectors, it would take more than the entire 
government service now, and when it got through the 
leather would not be perfect. 

In the judgment of Mr. Hazzard the expression “all 
leather” is an advertising proposition. “It does not in 
any way determine the quality that is in the shoe,” 
said Mr. Hazzard. “The thing that determines the 
quality of that shoe is the integrity of the manufae- 
turer and not the brand that he puts on it. There is 
no protection whatever in the branding of the shoes— 
the protection is in the man who stands back of the 
shoes. There isn’t any concern that stands back of its 
shoes more than we do and in 1923, the entire cost of 
the policy agreement for the retail end of our business 
was one-fiftieth of one per cent. In other words, the 
loss on account of that guaranty whether the customer 
was right or wrong, was less than one-twelfth of one 
per cent per pair of shoes. 


Brands May Easily Mislead 


“We have no objection to a law which insists on 
the branding of a shoe, or any other article, being a 
correct representation—that is, that it will not be 
misleading—but the question comes in of forcing the 
branding of every shoe, where the forcing of that 
branding will not in any way determine the quality of 
the shoe, but will make it decidedly misleading,” Mr. 
Hazzard stated. 
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Concerning the retail merchant, Mr. Hazzard in- 
formed the committee that “The consumer gets his 
guarantee from the integrity of the man that he pur- 
chases from. That is the retailer. That is as far as he 
goes. That retailer is supposed to know shoes. It is his 
business to buy shoes of a quality on the basis of 
which he sells them, and he should not be tied down 
to any particular brand of shoes. As long as he buys 
a shoe and sells it from his store, his store sanctions 
the quality, and he should be free to buy an unbranded 
shoe or a shoe branded with his own name, or any 
way he wants to. 

“Just the minute that you turn around and require 
the manufacturer to brand you take the good will away 
from that merchant, and when you have done that you 
have despoiled him of some of his world’s goods and 
it is a question whether you have a right to,” Mr. 
Hazzard continued. 


Consumer Buys Much on Price Basis 


In a colloquy with various members of the House 
Interstate Commerce Committee, Mr. Hazzard 
pointed out that Congress was giving little attention 
to the difficulties of the retailers. Discussing the con- 
sumer from the standpoint of the retailer, it was his 
contention that “the trouble with the ordinary con- 
sumer is that he determines the quality by the ques- 
tion of price, because he doesn’t know quality, and tags 
won’t help him any. I can take the same shoe and put 
it in two stores, one beside the other, and I can put 
on one 50 per cent more price than I do on the other. 
and I will get people in there that will pay 50 per cent 
more, who won’t go in and buy it at the other price, 
and then they come out and meet me on the street and 
cuss the retailer.” 


“Our Weakest Point Today Is 


Inefficient Distribution” 


Retail shoe merchants interested in the problem of 
compulsory labeling should take note of the following 
remarks of Mr. Hazzard, illustrating the human ele- 
ment in the retail trade. He says: 

“Mass production efficiently distributed, and we 
probably lead the world in efficient mass production; 
our weakest point today is inefficient distribution. 
When conditions get so that the farmer down in 
Aroostook, Me., will get nearer for his potatoes what 
the man in Washington pays when they go on to his 
table, and when the man in Aroostook buys his shoes 
for nearer the price that they leave the factory, the 
nearer we are coming to real prosperity. Improve- 
ment in distribution is not coming through tagging 
or anything else; it is coming through the general 
education of the buying public to know values. Now, 
I am not necessarily saying this against the man that 
charges a high price for his shoes, because that man 
may be charging the high price on some special wom- 
en’s shoes; he may have a specialty shoe; he may have 
a big expense just the same as the Hotel Biltmore 
has in its service, which is perfectly legitimate, but 
there are a lot of people who will go to one place and 


pay $8 who will not buy the same shoe for $3 in an- 
other place. I have seen that exemplified over and 
over again. I do not recommend any legislation to im- 
prove human nature. That has been here ever since 
Adam, and we haven’t gotten far from it yet.” 

The Capper-French bill relates to the woolen busi- 
ness, while the Lodge-Rogers bill is a general bill 
against misbranding. According to Senator Lodge it 
is founded on the British merchandise act which has 
been in operation for a good many years, and is in- 
tended to protect the consumer on everything, but 
there is nothing compulsory about it. The Capper 
measure, on the other hand, requires that every fabric 
be required to contain a certain percentage of wool, 
shoddy, etc., before it can be so identified. The ad- 
vocates of the Capper bill contend that it is workable, 
but those opposing it submit statements from apprais- 
ers of the United States Custom Service and officials 
of the Textile Division of the Bureau of Standards 
to show that it is not feasible. 

The manufacturers of clothing claim that the 
“truth-in-fabric” bill will substantially increase the 

(Continued on page 54) 
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Pumps, Fancy Oxfords and Straps Look 


Best for Fall 


.Less Freakishness Seen in Newer Models with Trend Toward 
Simpler Effects as in Garments 


GENERAL standstill charac- 
A zr the shoe situation at 

the moment as far as styles 
are concerned. Sales, sales and again 
sales everywhere. A few stores 
have considered the fall but the 
early samples are closely guarded. 
As a trend, simplicity will un- 
doubtedly rule shoes as all other 
fashions. The well-fitted, high-cut 
pump, the fancy oxford and the 
one-strap shoe summarize the shoe 
tendencies for fall. 


Hennings prcnounces the opera 
pump the smart shoe par excellence 
and adds an outlining touch of 
brass, bronze or steel beading for 
novelty’s sake. Instead of beading, 
small nailheads often serve the 
same purpose. Two interesting ox- 
fords featured by this house show 
in one instance a side lacing con- 
cealing an elastic goring, and in the 
other a lacing which almost reaches 
the point of the shoe. The suede 
shoe trimmed in contrastnig leath- 
er with a slanted strap and one- 
sided cut-out shank will find 
decided representation for 
fall. 


By MARGUERITE CAROE 





Above — Patent 
leather pump outlined 
in brass beading. Cen- 
ter—black suede shoe 
bound in patent 
leather showing slant- 
ed strap and one sided 
cut-out shank. Below 
—Black suede oxford 
featuring a side lac- 
ing that conceals elas- 
tic goring and a high, 
square cut heel. All 
three shoes from 
Hennings. 





Stencilling Seen on Calf 


Another novelty is a pressed 
black moire calf. To be noted for 
evening wear is a new flower sten- 
cilling on very thin calf and again 
a tinsel beaded satin, the luster of 
which is striking in artificial light. 

A new mode of trimming is the 
pull-through, a narrow strip of 
contrasting kid pulled through the 
shoe as a ribbon. This Delman 
evolves in various ways. 

Braided leather thong sandals 
and strap slippers in contrasting 
colors are strongly featured by 
Franklin Simon and Best & Co. for 
hot weather. 





Mid-Summer Garments 
Simple in Design 

Midsummer fashions are in full 
swing and show the essence of sim- 
plicity—not to say severity—even 
in the sheerest fabrics. The smart 
silhouette remains straight, short 
and beltless, usually inter- 
preted in one of two ways— 
a beltless tunic falling to the 





Pastel Colored Doeskin for ft, 
Evening 


In evening shoes, Hen- 
nings forecasts pastel col- 
ored doeskins as the out- 
standing novelty of the com- 
ing season. Gold and silver 
brocades and some gold and 
silver kid will hold their 
place undaunted by more 
frivolous apparitions on the 
scene. 

Delman lays much stress 
on novelty leathers for his 
exclusive trade such as gold, 
bronze, alligator piped in 
gold kid or a new basket- 
weave calf in black or tan 
Russan calf trimmed in 
brown or black kid, to carry 
out the two-tone effect. 








Delman. 


knee or lower over an under- 
skirt of the same or con- 
trasting fabric, or a beltless 
dress ending in a gathered 
flounce at the bottom. The 
flounce treatment varies in 
manifold ways often used in 
one, two or three tiers in the 
front, while the back re- 
mains plain. Pleatings, 
though still good, have been 
overdone. Godets on the 
other hand, especially the 
circular variety, have a de- 
cided future for fall. Ex- 








Left above—Patent leather slipper showing new clusive houses insert them 
pull through of white kid. Right above—black or 
tan Russian calf tailored shoe for fall. Left below 
—gold bronze alligator piped in gold kid com- 
bines with brown kid for the new fall oxford. 
Right below—patent leather slipper with narrow of the material, when crepe 
elastic gorings beaded in steel. All shoes from 


in the front of a skirt, thus 
giving swing to the walk. 
Other times they are added 
to the side in the reverse side 


satin, a favored medium, is 
used. 
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It is a breach of etiquette 
to use trimming of any kind 
on a dress at the moment. 
The adornment appears in 
the form of pearls and 
strangely enough to. be 
smart they should be false. 
Thus do women mingle with 
perfect ease their real pearls 
with strands and strands of 
imitation ones. 


Fabrics follow in the 
wake of simplicity, for the 
newer frocks lay no pretense 
of gaudiness of any kind. 
Mousseline de soie, chiffon 
(the latter often printed), 
thin silver tissue and soft 
crepes become the favored 
summer media. Beading has be- 
come such an art and such an all- 
over effect that it is one with the 
fabric. These beaded robes are 
usually straight from start to fin- 
ish and by the grade of their beads 
ye shall know them. Ostrich feath- 
ers, chipped or pleureuse, oftimes 
shaded, together with a discreet use 
of silk fringe are some of the only 
ornamentation permitted on eve- 
ning gowns. 





Three-Piece Costumes for 
Fall 


While little is known concerning 
the future of the “tailleur” for 
autumn, one thing can be depended 
upon—the three-piece suit will at- 
tain great heights in the Winter 
collections. 

It has been an aristocrat this 
spring and summer but its demo- 
cratic tendencies are felt more and 











White kid shoe with novel 
cut-out pattern. From B. 
Altman & Co. Braided 


leather thong strap slipper 
in brown and white. From 
Best & Co. 





Black patent leather sandal with floral white kid 
inlay. White buckskin tailored shoe showing 
tongue stitched in place by narrow band of patent 


leather. Both shoes from Rossiter. 





White bengaline belt- 
less dress recalling 
the Directoire period 
in its cape, jabot and 
buttons. The lining 
of the cape, buttons 
and bow are of red. 
From Bonwit Teller. 


more as the season advances. This 
costume idea has been adopted by 
morning, afternoon, evening, sports 
and even bathing attire. It is, of 
course, the ideal way of dressing. 


The three-piece suit now consists 
of a long tube-like coat reaching 
the hem of the matching skirt. A 
beltless tunic, plain or printed, 
meets the coat at the hem or just 
above. A woman may throw back 
her coat with ease, for her dress 
then appears in its glory, the lining 
of the coat usually matching the 
tunic blouse. In fine reps this cos- 
tume appeared this spring but was 
worn only by the most exclusive 
while the mass followed madly the 
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suit. The coat of the three- 
vogue of the strictly tailored 
piece is more of a dress- 
maker affair than the for- 
mer. Now already sports 
suits closely follow this 
fashion in flannel, homespun 
or kasha. 





Short Capes Accom- 
pany Dresses 


A casual introduction of a 
Directoire detail is felt here 
and there in a short cape, 
jabot, rever, high hat or 
vest. It is interesting to note 
that the Directoire influence 
is a reflection of the men’s 
fashions of the times entire- 
ly except in the case of one design, 
Poiret, who alone shows the high 
waisted dress of the period. 

Short, shoulder capes have a 
jaunty air as typified by the model 
here illustrated from Bonwit Tel- 
ler. Of white silk bengaline the 
beltless dress fastens all the way 
down the front with: bright red 
buttons and ties at the throat in a 
red bow from which point a high 
collar starts upward and a jabot 
downward. The separate cape lines 
itself in red silk crepe. The sleeves 
are long and tight as all sleeves 
should be if they are not extremely 
short. 





The Long Tunic Blouse 


With the long coat suit reaching 
decided notoriety the blouse de- 
partment acquires impetus. The 
long tunic blouse of silk crepe is 
all the rage, designed after Vionet, 
Lenief and Jenny. Vionet’s blouse 
is unquestionably plain with the 
square, hemstitched neck. 











Black satin hat boast- 
ing the new square 
crown with steel or- 
nament in front. 
From Kurzman. 








44 BOOT AND SHOE RECORDER 


July 12, 1924 


Co-operation the Prime Factor in Restoring 
Business Balance 


Lots of Other Things Remain to be Done, But This Will Accomplish 
the Most Good in the Shortest Time 


By JOHN C. McKEON 


President of the National Boot and Shoe Manufacturers’ Association 


T is my firm belief that a balance between produc- 
tion and distribution can be brought about only by 
concentrated attention upon what I would term the 

“high lights” of the situation—I say “high lights” 
because they are readily recognizable as self-evident 
facts. 

The allied industries of shoes and leather should 
by all means encourage and stimulate distribution, but 
in such a sane manner as to permit the dealer the bal- 
ancing of his stocks for greater service, as, after all, 
what really counts is profit in all branches of the 


industry. 


Nibbling on Foreign Shoes 

There has been just a little too much nibbling in 
foreign footwear, as while the total of imports has 
been negligible, the nibbling has a teasing and dis- 
turbing effect that is very upsetting and savors in a 
great measure of failure of co-operation between 
manufacturer and retailer, particularly in view of the 
fact that through co-operation, in my opinion—and 
this is an oft-repeated statement—there is not a shoe 
made abroad, regardless of type or quality, but what 
can be in an economical and efficient way produced 
somewhere in the ranks of the National Boot and 








A Proportion of Tailored 
Shoes 


Our slogan of “Walk and 
Be Healthy,” carries with it 
the utmost of sane sugges- 
tion, and creates a broad field 
for perhaps economical pub- 
licity. The further slogan— 
“Shoes for the Occasion’”— 
seems to have materially 
helped the sale of women’s 
shoes, and while there must 
continue to be involved a con- 
siderable proportion of nov- 
elty footwear, or footwear 
attracting from an appear- 
ance viewpoint, there has of 
late crept into the proportion 
of distribution very definite 
consideration of the  so- 
termed “tailored effects.” 

Beyond this seems the 
suggestion of what may be 
the keynote of the whole 
situation, notably closer co- 
operation between manufac- 
turer and retailer, the rec- 
ognition on the part of the 
manufacturer of the retail- 
er’s difficulties, his absolute 
necessity for value received, 
and as far as is consist- 
ently possible, super-service, 
and on the part of the 
retailer a recognition of the 
merit of American-made 
shoes. 














More Money for Luxuries 
Than Necessities 


JAMES B. BANISTER 
President James A. Banister Co. 


If our business alone were affected we 
would say it was our fault, but it seems 
that all business is affected. Consequently 
we must look to something radically wrong. 
Perhaps we can find it without going very 
far. When we analyze business conditions 
we find that the mercantile business, es- 
pecially in lines of apparel, is the hardest 
hit. This brings the deduction that people 
are spending their money more freely for 
luxuries and amusements than they are for 
necessities. 

Just a single suggestion in this connec- 
tion: The people pay a million dollars to see 
a baseball championship series; the people 
pay a million dollars to see a boxing bout, 
which means a prize fight; there are about 
fifteen million automobiles in the country; 
you never heard of any moving-picture 
house being abandoned for lack of support; 
we spend hundreds of millions for lip stick 
and cosmetics, and an equal amount for 
chewing-gum. You can continue ad libitum 
and get your answer why we need balance 
in business. 








Shoe Manufacturers. 


Too Many Mental Hazards 


The credit situation seems 
to be materially improved 
and the necessity for com- 
mercial ethics recognized 
far more clearly in the allied 
industries. We, of course, 
must face the mental chaos 
that usually precedes a 
presidential election period, 
but, like the golfer in his 
failure to drive across the 
pond, this is simply a mental 
hazard dependent for elimi- 
nation upon the strength of 
mental control. Practically, 
there is no reason in the 
world why shoes should not 
be worn preceding a presi- 
dential year just the same 
as any other year. 


How Credit Is Strained 


The increasing extrava- 
gance of the American pub- 
lic is stretching credit costs 
to the breaking point. While 
credit is necessary in all 
fields of selling and some- 
times drastically necessary 
in the retail field, the, ex- 
travagance of the American 
public is resulting in the 
public’s being over-bought 
on credit. 
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**Getting More Shoes Sold Right’’ 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 


in This Issue—and Other News 





Patent and Lizard 


New York, July 10—One of the 
new I. Miller & Sons, Inc., shoes 
for fall is in black patent, with 
apron of lizard. This style has a 
17/8 heel. 


In Magenta Sharkskin 


New York, July 10—A dainty ef- 
fect in a smal tongue pump, patent 
leather trimming, is produced in 
magenta sharkskin. There are three 
little buttons on either side of the 
tongue. The heel is 17/8 covered. 
This shoe is made by I. Miller & 
Sons, Inc. 


Gray Suede and Alligator 


Brooklyn, July 11—One of the 
new shoes for fall shown by I. Mil- 
ler & Sons, Inc., is a gray suede 
two strap, with alligator tip, 14/8 
military heel. The straps are orna- 
mented with little buckles at the 
instep. 


In Tan Russia 


New York, July 9—Among the 
popular shoes worn by women of 
fashion are the light tan Russia 
calf pumps. Some are one-strap 
gores, the goring being hidden and 
the shoe ornamented with a tiny 
rosette of brown kid in a darker 
shade. 


Black Satin and Rhinestones 


Boston, July 10—The women’s 
shoe department of Jordan, Marsh 
Co. is selling many black satin 
pumps, rhinestone, ornamented. A 
very attractive style is a wreath 
design, which follows the throat 
line of the pump. 


Sixty in Stock 
Lynn, Mass.—The Burdetts are 
stocking 60 styles for fall. 


A Penny Shoe 


Lyrn, Mass.—A new shoe for 
midsummer is called a penny shoe, 
because it has three cut-outs on the 
vamp and four on either side, each 
cut-out being of the size and shape 


‘ 


of a penny. Besides, it is of penny 
‘brown calf leather. 


Penny Brown Leather 


Peabody, Mass.—“Penny brown,” 
a new dark brown shade of leather, 
is being made here for fall foot- 
wear. 


The Tiniest Shoes 


The Duchess of York wore shoes 
534 inches long and 134 inches 
wide. That was back in 1791. But 
what they lacked in size they made 





Beaded Gore Patterns 


Cincinnati, Ohio, July 11— 
A large volume of business is 
reported on beaded front and 
side gores. Orders on black 
suedes, satins and patent 
leathers are for strap effects 
and gore patterns. Manufac- 
turers anticipate that a good 
volume of business will be 
placed within the next month 
for fall delivery. 











up in style, for they were of green 
kid, covered with gold stars, and 
bound with scarlet. 


Airplane Mail 


Lynn, Mass.—Shoe manufac- 
turers are already using the air- 
plane mail for booking orders and 
for shipping shoes that are wanted 
at once. It takes wings to keep up 
with styles, these days. 


College Stitchdowns 


Some new shoes for fall are 
stitchdowns for college girls. They 
have uppers of tan elk, and crepe 
soles. They are quite mannish. 


No. 14 Stitchdown 


Salem, Mass.—A pair of stitch- 
down shoes, size No. 14, is the larg- 
est pair of shoes yet from the fac- 
tory of the Miller Shoe Co., Salem. 
The man who wears them weighs 
300 pounds. 


Walked 14,000 Miles 


Wayne Waters has walked 14,000 
miles to and from Cosley Academy, 
Newport, Tenn., during eight years 
of study there. 


Dimpled on the Grain 


Peabody, Mass.—A new calf 
leather here is dimpled on the 
grain. which is a paraphrase of the 
poet’s line “dimpled on the main.” 
It’s called dimple calf. sn! 





Two Ounces to the Foot 


Boston, Mass.—Kid leather, as 
light as two ounces to the foot, is 
offered here. As there is less than 
two feet of leather in the uppers 
of many shoes of today, that means 
less than four ounces of this kid 
leather to a pair of shoes. 


Elk Leather 


Boston, Mass.—Elks visiting here 
saw plenty of elk leather in Boston 
stores. But it is made of cowhides, 
chrore tanned, and given an elk 
finish. A lot of it is made a few 
miles from Boston. 


In Gingham Effect 


Bosion—In small blue and white 
and green and white checks, “ging- 
ham” effect sport hosiery was ef- 
fectively displayed with white shoes 
in one of the Thayer McNeil Com- 
pany’s windows. 


A Black Display 


Los Angeles, July 10—One shoe 
store recently commanded much 
attention because of its showing 
of black satin and patent models. 
White kid styles were also shown 
and made a very nice appearance 
generally. 


Patent Stronger 


St. Louis, July 10—White foot- 
wear moved better this week. It 
was slow to get under way, due 
to cold weather hanging on. Patent 
leather and satin types are most 
popular. Patent is stronger than 
satin styles: 
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IN THE NEXT ISSUE 


Lots of us don’t know enough about 
leather and yet it is all important that we 
should, if shoes are to be sold intelligently. 
And so we dedicate our next issue to this im- 
portant subject—what weights and kinds 
are best for different kinds of footwear— 
leather for occasions as well as shoes for a 


purpose. 





A Constant Flow of New Shoes 


S this is particularly a season for considera- 
; tion of the right buying, it is well to empha- 
size the need of keeping stock in action and hav- 
ing fresh stock constantly coming into the store. 
Buy on a four season basis but sell by the weekly 
campaign. One of the most successful and largest 
shoe ‘businesses in the United States has been 
built up on the policy of always having fresh mer- 
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chandise coming into the store, thus making all 
seasons in season. 

The men who started this business about twelve 
years ago, bought 240 pairs of shoes and opened 
a little 25 by 100 foot store. They borrowed 
samples from traveling salesmen for their first 
displays. They dressed the store with 5,000 empty 
boxes and one of the trials of those early days was 
the danger of losing the 240 boxes with pairs in 
them, among the 5,000 empty ones. The policy 
of that house is to consistently hold purchases 
within their needs on a 70 to 90 day basis. This 
gives to the store fresh merchandise at all times. 

One of the partners recommends that if a-mer- 
chant does a business of $30,000 with goods that 
cost around $20,000 and arranges his purchases 
so that he will receive each month about $2,000 
worth of new stock and will furthermore never 
commit himself over 70 to 90 days ahead, he will 
succeed. His business will expand because new 
merchandise attracts new customers. 

We offer this little successful episode in mer- 
chandising in consideration of the month of 
August and how to make it a worthwhile selling 
period. Those stores which started clearances in 
June and still more clearances in July, cannot af- 
ford to mark time in August. The early start to a 
good fall business must come in August if the 
trade is to have anywhere near a fair volume of 
business for this year. 





Buy “‘Sheep”’ and Sell ‘‘ Deer”’ 


UY sheep and sell deer” is an axiom some- 

what twisted in its spelling, but, neverthe- 
less, true to both ear and purse. This is the season 
for moving the goods, so if a merchant buys 
“cheap and sells dear” let’s praise him for dis- 
tributing what is slowly clogging up the stream of 
trade—the shoes which never should have been 
made. 

But speaking about sheep, look for a midsum- 
mer activity on the part of the farm bloc to pull 
the wool over Congressional eyes. Already Con- 
gressmen are being lined up to advocate truth-in- 
fabric legislation. After twenty years of attempt- 
ing the impossible, the farm group hopes to put 
one over in tagging clothes and shoes. Sheep 
growers look for an act of Congress which will in- 
crease prices and “do the public good.” What have 
sheep to do with shoes, you may ask? Just this— 
no truth-in-fabric bill is ever proposed without the 
addition of compulsory labeling of shoes. 

These laws will make the retail merchant the 
official “goat” in Federal prosecutions. Futher- 
more, it is impossible, accurately, to label any 
commodity for “purity.” The entire industry 
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should oppose unenforceable formulas which 
make distribution difficult. 





‘Out on Location”’ 


N Monday of this week, we at the Recorder 
QO office enjoyed the experience of receiving a 
telegram from Publisher E. B. Terhune in Seattle 
and one from the founder of the Recorder, W. L. 
Terhune in Paris. Thus,.on the same day, father 
and son were a greater distance apart geographi- 
cally than ever before in their experience. 

Ever since the organization of the Recorder, the 
spirit of travel has been one of the inspirations 
of our work in behalf of the industry. In the early 
days when the Consular system was but a feeble 
infant, the founder of the Recorder brought 
American shoes and catalogues into far-away mar- 
kets and helped start the great export system of 
Consular trade reports and trade encouragement. 

The publisher of the Recorder is shortly to 
celebrate his 25th anniversary on the staff and in 
all that time has been an extensive traveler bear- 
ing the message of “getting more shoes sold 
right.” He has been an unofficial ambassador of 
the shoe trade to the countries of Europe and has 
visited every state of the union in direct inspira- 
tional service to the retail shoe merchant. 

Under such leadership the Recorder has be- 
come the great national shoe weekly because it is 
always in personal contact with the trade. Travel 
broadens, and as true recorders of selling events 
and methods, we believe in taking plenty of the 
medicine of human contact, for in the exchange of 
experiences comes the development of men and in- 
dustries. 

Ideas are born in every state and an interstate 
traffic in them is beneficial to a nation of mer- 
chants. It is this live and daily contact with the 
trade that inspires us with the optimism that the 
shoe business has within it the possibilities of 
great expansion, and that it is for us to throw the 
search-light on opportunity and to be able to give 
each merchant in his community some little in- 
spiration of what lies before him. 

It is the ten years ahead that we are looking at, 
rather than the ten years behind. The nation un- 
folds its great map of opportunity and we on the 
Recorder make it a point of reading it “on loca- 
tion” to the betterment of the merchant and his 
service to the public. 





Go After Conventions 
F how much value is.a.convention to a city in 
direct business at retail? Boston this week 
has had the national convention of Elks and those 
merchants who know Boston, can truly appreciate 
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what the addition of a hundred thousand visitors 
has meant to her narrow streets. 


The town has been in gala display and no store 
has been without its purple and white window. 
Shoe stores in particular, have generally dis- 
played white footwear on a purple field and it is 
amazing to see how many commodities ranging 
from purple trunks to purple stationery can be 
put on display to catch the attention of “the best 
people on earth.” 4 


The Elks, as a fraternal order, have demon- 
strated that they are “all heart’? and Boston had 
opportunity to warm up and to give them the 
town. And this goes both ways for many shoemen 
are Elks. 


But, when it comes to actual business trans- 
acted because of the convention, it was so slight an 
increase as not to be perceptible. We simply point 
out this fact that direct returns do not come from 
conventional forms of advertising. But, the good 
will and good spirit that can be developed is some- 
thing worth millions of dollars to the community- 
The shoe conventions at Charleston and Los An- 
geles made a perceptible mark in community in- 
terest, and local business men in all lines helped 
to make these conventions successful. 


There is an upswing of interest in conventions 
that indicates better fraternal relations between 
men in industry, as well as in fraternal organiza- 
tions. Next week we are to see whether the 
Boston Shoe Style Show continues this upswing. 
In times of trouble or uncertainty, men like to get 
the experiences of other men and to that end we 
endeavor each week to give as many practical ex- 
periences as possible in the Recorder Forum, 
which is a weekly convention of many thousands 
of merchants all interested in getting more shoes 
sold right. 





Quality—Not Price 


HE competition of prices is not the greatest 

factor in business. What makes possible in- 
dividuality in the shoe business is the fact that 
small concerns with a low overhead and no silent 
partners (consuming assets instead of working 
with brains), plus the keen and alert wits of am- 
bitious men permit the sale of merchandise on the 
basis of a difference in quality and service instead 
of the difference in price. There is something other 
than price in a pair of shoes properly fitted and 
a pair of shoes thrown at the customer, take it or 
leave it. The human foot is not a ball of putty to 
be adapted to every foot shape—it’s the most com- 
plex and important instrument of locomotion in 
all nature. 
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Wholesalers Favor More Style Stability 


Southern Association Membership Pledged to Do All 
in Its Power to Remedy Existing Evil 


Shoe Wholesalers’ Association was held in At- 

lanta Wednesday and Thursday, July 2 and 3, 
at the new $7,000,000 Atlanta-Biltmore Hotel, dele- 
gates expressing the opinion at the close of the con- 
vention that it was one of the most interesting and 
most successful meetings in the history of the organi- 
zation. 

Perhaps the principal topic discussed during the 
two days was that of “New Styles Quarterly Instead 
of Weekly,” and there were several! talks on this 
subject Wednesday morning, and considerable discus- 
sion about it among the members. 


T HE 26th annual convention of the Southern 


It was the sense of the convention that a 
change in the present style situation is vi- 
tally essential for the welfare of the indus- 
try, that, in fact, a crisis has now been 
reached. The association pledged itself, 
therefore, to do all in its power to remedy 
this situation, and to make the periods of 
style changes much longer than they are at 
present, preferably quarterly if possible. 
A number of stories were told by delegates 
taking part in the discussion of where 
rapid style changes have cost retail mer- 
chants considerable money. 


The address of welcome was delivered Wednesday 
morning, when the convention first assembled, by 
Mayor Walter A. Sims of Atlanta, W.,E. Pitts of Mont- 
gomery, Ala., first vice-president, responding to the 
address on behalf of the association, in the absence of 
H. E. Payne of Charleston, W. Va., president, who was 
unable to attend. Mr. Pitts also presided at the busi- 
ness sessions during the two days. 

Other officers were all present, including E. L. Car- 
rington of Lynchburg, Va., second vice-president, and 
E. K. Marshall of Charleston, S. C., secretary and 
treasurer for some years. 


Closer Co-operation Urged 


The first subject of the Wednesday morning session 
was “Closer Co-operation of Manufacturer and Dis- 
tributor.” The principal address on this topic was de- 
livered by J. K. Orr, Sr., president of the J. K. Orr 
Shoe Co., wholesalers and manufacturers of Atlanta, 
and probably one of the best known men in the shoe 
business in the South. He urged a better spirit of 
good-fellowship and co-operation among distributors 
and manufacturers, pointing out that experience has 
proven such a spirit to be for the general welfare of 
all concerned. Several short talks on the subject were 
made by other delegates following Mr. Orr’s address. 

“Less Styles, Less Back Orders, and Less Lost Mo- 
tion,” was a subject also discussed Wednesday morn- 
ing in line with the discussion on new styles quar- 


terly instead of weekly, the principal address on this 
topic by Herbert E. King of Bristol, Tenn., Mr. King 
advocating a fewer number of styles as one means of 
accomplishing the desired result of less changing of 
styles. 

Trade Publications Praised 


Trade magazines in the shoe field also were praised 
for the publicity they have given the matter of styles 
in their urging the industry to make some arrange- 
ment for style changes less often. 

The concluding address Wednesday morning was by 
Charles I. Levy, a well-known shoe wholesaler of 
Montgomery, Ala., whose topic was “Fibre Soles— 
Their Future and Permanence.” 

Mr. Levy referred to the many new types of soles 
that have lately come onto the market to replace 
leather, discussing the merits and the. demerits of 
these new types of soles as well as the merits and de- 
merits of leather soles. What the future portends in 
this regard was considered more or less of an uncer- 
tainty. He stated, however, that it seemed to him a 
crying need existed for a substitute embodying most 
of the best qualities of leather. Furthermore, that 
after such a material had been discovered it would be 
necessary to admit that it would contribute much in a 
scientific way to the industry of shoe manufacturing, 
as well as reduce to a considerable extent the enor- 
mous sum expended annually in refunds for shoes that 
do not give reasonable or satisfactory wear. Following 
the address, a number of other delegates discussed 
the same matter briefly, stating that it remains to be 
seen whether or not these new types of soles will be- 
come a suitable substitute for leather. 


The Wholesaler’s Opportunity 

Wednesday afternoon the delegates were taken on a 
trip to view Stone Mountain, near Atlanta, where the 
famous Confederate memorial is now being carved on 
the side of the mountain. 

Business was resumed again Wednesday night. 
Principal speakers were F. A. Brown of Dallas, Tex., 
who spoke on “The Wholesaler’s Opportunity,” and 
John E. Norville, of Huntington, W. Va., who spoke 
on “How the Salesman Can Help the Credit Man and 
Greatly Help Himself.” Mr. Norville, a well-known 
shoe jobber, is also a past president of the National 
Association of Credit Men. 

An address was to have been made Wednesday eve- 
ning by John W. Craddock of Lynchburg, Va., on “The 
Profit in the Turnover,” but Mr. Craddock was unable 
to attend the meeting. 


Plea Made for National Association. 
Thursday morning addresses were heard by W. Lee 
Brown of Roanoke, Va., who spoke on “The Benefits 
(Continued on page 54) 








12, 1924 


| this 
King 
ns of 
ig of 


1ised 
tyles 
nge- 


s by 
* of 
es— 


oles 
lace 
| of 
de- 
3 in 
cer- 
na 
lost 
hat 


na 
ng, 
or- 
hat 
ing 
sed 


be- 





July 12, 1924 


BOOT AND SHOE RECORDER 





— bio TAB Ba ee a 2 
— 





Five 
Merchants 
Hold a 
‘Sandal 
Week”’ 














NATIONAL SANDAL WEEK 





A reproduction of a full-page 
advertisement appearing in 
the two daily newspapers 
printed at Newark, Ohio. This 
advertisement, to acquaint 
the public with the concerted 
efforts of the leading shoe 
stores, was printed once in 





SUMMER TIME IS 
SANDAL TIME! 


~-neewWVever in the shoe trade has any one style 
been 80 nearly unrversal as the sandal. 


They are cool and comfortable and when worn with colored 
he the effect is very smart. Every woman needs 
sandals for the hot days to come. They may 
be had in any material, calfskin, kid- 
skin, alligator, satin, suede. 
buck, cloth, and’ 

deer skin. 


Colors of black, tan, fawn, grey, red, green, blue and white. 


JUNE 23RD TO 30TH 


It is proper that the locai stores, who carry high quality foot- 
wear, observe and promote sandal week by offering 
a oy that poomes economy to the pur- 
chaser, adds dignity to the woman 
orchild who wears them. 


NOTE!---Special Window Display 
By The Following Sto 





Linchan Bros. Abbott's Eagle's 
Walk Qver Boot Shop New King Conipany 
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each paper. 


of 35,000, recently proved that by banding to- 
gether and working for a common merchandis- 
ing cause, mutual profits will follow. Following the 
advice given in the June 14th issue of the Boot and 
Shoe Recorder concerning holding a National Sandal 
Week, five of the most progressive retail shoe mer- 
chants got together, put across a couple of pages of 
effective advertising, dressed up their display windows 
with various sandal patterns—the result being that 
sandals sold very freely during the week of June 23 
to 30. Furthermore the concerted movement impressed 
the community of the ideal qualities of sandals, and 
during the following weeks that type of shoe sold 
more readily. 
$350 for One Store Alone 
One of the stores registered sales well over $350 on 
two of the days during the Sandal Week. Those taking 
part in the program reported they enjoyed very satis- 
factory trade on sandals. 


Re sso shoe merchants of Newark, Ohio, a city 


E. F. Woodward, proprietor of the Walk-Over Shoe 
Store, vice-president of the Retail Merchants’ Associa- 
tion, was the most active in carrying out the program. 
He did the planning and solicited the aid of other 
shoemen. Five of the most progressive stores joined 
in the idea. 

“I dropped into the shoe store close by,” said Mr. 
Woodward, “and won the interest of that merchant. 
Then I visited the others. As a result, five of the best 
stores saw the logic of the plan and we banded to- . 
gether. 

“We decided to trim our windows appropriately and 
to reach the community and impress it by inserting 
full-page advertisements in the two papers. The copy 
for the advertisement was prepared by myself. The 
newspaper offices co-operated very well in arranging 
the layout. They supplied us with ideal cuts with which 
to form a border and create a more inviting appear- 
ance. Attention was called to the fact that shoe store 
windows would show sandals during the week.” 
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Geo. E. Keith Co. Celebrates 50th Anniversary 


Merchants from All Over the World Gather in Brockton 
to See Pageant and Style Show 


HE 50th anniversary of the estab- 
lishment of the George E. Keith 
Co., shoe manufacturers of Brock- 
ton, Mass., universally known as the maker 
of Walk-Over shoes, was impressively ob- 
served this week on Tuesday, Wednesday 
and Thursday. Tuesday was the most im- 
portant day inasmuch as it marked the 
golden anniversary of the founding of the 
company by the late George E. Keith. The 
company was expanded on July 8, 1874, 
and has expanded from a small shop into 
a vast shoe manufacturing plant, one of 
the largest and most widely known in the 
world. 

As a measure to show clearly the growth 
of the concern, a pageant was presented 
on the evening of July 8, showing step by 
step the incidents having to do with the 
development of the Keith industry. Em- 
ployees carried out the parts necessary to 
bring out the scenes marking the signifi- 
cant features of the concern’s progress. 

The three-day program was opened 
Tuesday with a parade of 5500, including 
executive and employees. The line of march 
was from the various company buildings 
to Walk-Over field, a recreation park given to the em- 
ployees and their families 10 years ago by the com- 
pany. The parade was very colorful, each male partici- 
pant wearing a colored crepe paper cap, while women 
carried miniature parasols of various hues. 

An interesting feature was the attendance of more 
than 200 merchant-proprietors of Walk-Over stores 
throughout the country. Several came from the far 
corners of the world—Australia, Europe and- Asia. The 
retail merchants were in conference for two days, 
Wednesday and Thursday. It was the annual conven- 
tion and the significance of the golden anniversary 
added greater enthusiasm to the event. 


The Walk-Over retail shoe merchants had a most 
important part in the exercises on the first day. Irving 
B. Howe of Boston, Mass., a member of the firm of 
A. H. Howe & Sons, and president of the Walk-Over 
Dealers, presented President Harold C. Keith of the 
company a memorial bandstand. It was the gift of 
Walk-Over merchants and formal dedication exercises 
were conducted on it. President Keith, a son of the 
late George E. Keith, delivered the anniversary ad- 
dress from the bandstand. 

The gift of the retail merchants was very fitting. 
It occupies a prominent place in the spacious recrea- 
tion field. Band concerts are weekly events and the 
‘ construction of the new stand is in keeping with the 
very attractive appearance of the club buildings and 
athletic field. 








Reverse and face side 
of medal struck off in 
commemoration of the 
fiftieth anniversary of 
the George E. Keith 


Co. most conspicuous of the hues. The colored 


A Shoe Style Show held at one of the 
larger Brockton theatres was an enter- 
taining event. New Walk-Over creations 
for men and women for fall wear were 
shown by living models. The stage settings 
were ideal. Pretty women-models wore the 
new patterns. Men models, employed by 
the company, showed to, good advantage 
new men’s styles. 


A $50,000 Pension Fund 


An incident, which is indicative of the 
liberal policies of the company, was one of 
the features of the Tuesday program. 
President Keith, in his anniversary ad- 
dress, announced that the directors of the 
company recently voted to establish a 
fund for Walk-Over Associate pensioners 
in need of assistance. Keith Company 
stock, amounting to $50,000 at par pre- 
ferred value, has been set aside for this 
fund and more will be added to extend 
the program. 

The scene of the celebration was a 
mass of color. Blue and gold were the 


caps and parasols blended well with the 
main color scheme. The employees and executives of 
the company wore medals with the wording: “Walk- 
Over Associate.” An exact likeness of George E. Keith 
was on one side and Walk-Over trade-marks on the 
other. 
Colorful Parade of 5500 


Probably the most effective way of testifying to the 
great expansion was on Tuesday afternoon when the 
colorful procession of 5500 associates, marching from 
factories, filed into the Walk-Over field. It was a most 
impressive sight and as groups filed by sections of the 
plant, close to the scene where the first Walk-Over 
shop, a small “ten footer” was erected, it was most 
positive proof of the great development of a great con- 
cern. Brockton’s progress in shoe manufacturing and 
that of the Keith company has gone along the same 
progressive channels “hand in hand.” 

Both President Keith and Myron L. Keith, vice- 
president, frequently. referred in their addresses to 
the great vision, high ideals and progressiveness . of 
the founder who captained the concern for almost 50 
years. “Few industrial organizations live 50 years,” 
said President Keith in dwelling on the reasons for 
the concerns’ growth. 

The parade was reviewed by the company’s 25-year, 
or longer, veterans who were seated on the bandstand. 
Directors also reviewed the procession. An entertain- 
ing sports program was presented following formal 
exercises. There was dancing in the late afternoon and 
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evening. Dinner was served at 6 P. M. and a band 
concert was held between 7 and 9. 

Many messages of congratulation were received 
from friends in the industry and other fields. The New 
England shoe and Leather Association sent a message 
of greeting. 

President Keith, one of the youngest leaders of a 
great company in the shoe industry, paid tribute to 
164 employees, known as Walk-Over Associates, who 
have been in the employ of the company for 25 years 
or longer. Special medals were awarded to this num- 
ber and two gold medals were pinned on Charles L. 
Glass and Henry C. Williams, two men who have been 
with the company since its establishment. 


Success Due to High Ideals 


In part, Mr. Keith’s address follows: “Much of the 
success of the George E. Keith Company is due to the 
loyalty and co-operation of those 164 men and women 
who have served more than 25 years. The life of any 
business is in the character of the men and women 
who do its work and carry out its policies. The com- 
pletion of the 50 years marks a splendid achievement. 
We start the next 50 years with a great organization, 
sound financial conditions, a very modern plant with 
a great gathering of skilled men and women highly 
trained in shoemaking.” 

The pageant, emblematic of the establishment, 
growth and ideals of the Keith organization, was 
written by Suzanne Cary Gruver around the theme: 

“Here let us build, but not with stones alone. Let’s 
build with courage, faith and enterprise, with daring 
and a challenge to the unknown, but most with hon- 
esty.” There were four episodes with an introduction 
and epilogue, the second episode picturing the late 
George Eldon Keith when, as a young man with only 





George E. Keith Company veterans grouped before the memorial bandstand. oar 
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$1000 in cash, he determined to undertake the enter- 
prise which now is known around the world. 

The executive committee on the Pageant were: 
Ernest W. Stedman, Ernest A. Burrill, Louis H. Carr, 
Stanley P. Lovell and William L. Merrill. Myron L. 
Keith was Chairman of Historical Data Committee. 
W. T. Card was Chairman of Program Committee. 
K. D. Hamilton, Chairman of Stage, Scenery and 
Lighting; Alva Stenham, Chairman of Costumes and 
Properties; Fred M. Regnell, Chairman of Pageant 
Personnel; David Perkins, Chairman of Music Com- 
mittee. 

Twenty-four living models displayed footwear ap- 
propriate for the general public in all walks of life— 
for morning, afternoon and evening, at the Walk-Over 
Style Show. 

For morning wear, a woman’s black patent one 
strap, with center strap, cut-outs at side, 14/8 block 
heel, was worn with black chiffon hosiery; a woman’s 
black gun metal oxford, 8/8 ‘heel, rubber toplift, was 
worn with gray silk hosiery; a man’s golf shoe in 
reddish brown grain calf, Scotch tongue, was worn 
with hosiery in brown and gray plaid; a child’s model 
in light shade of elk, brown calf trimmed, crepe rub- 
ber soles, was worn with checkered hosiery in light 
and dark brown shades; a man’s oxford in light tan 
Russia calf, rubber toplift, was worn with gray silk 
hosiery and blue suit. 

For afternoon wear, a woman’s black satin strap, 
tiny buckle at instep, 14/8 heel, gun metal chiffon 
stockings; brown suede straps, light brown chiffon 
hosiery; strip gore in black suede, patent leather 
straps, jet buckle at instep, 14/8 heel, black chiffon 
hosiery; step-in pumps, leather buckle, 12/8 heel, in 
tan Russia calf; black patent leather two-strap, wide 
toe model, rubber toplift. , 
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Where the California merchants staged their style show, in the Biltmore Hotel, Los Angeles. 


How Much for Advertising? What’s Coming 
Next in Styles? 


where and when should you place it? How can 

you best scent the advent of a new style in 
order that you may be prepared and not caught nap- 
ping? 

These two questions were raised at the recent Los 
Angeles convention of the Claifornia Shoe Retailers’ 
Association and answered by men who are acknowl- 
edged experts along those lines. So pertinent and 
timely are these two topics that we give below extracts 
from the official stenographic report of the conven- 
tion sessions: 

Max Sommer, Jr. (discussing advertising)—It is 
merely a commonsense use of salesmanship in its wid- 
est sense. If the business has not got the intrinsic 
merit of success, it will succeed no more, but probably 
less, through advertising than it would without adver- 
tising. What we need, in conjunction with a good 
organization and good selling methods, is really honest 
advertising to intensify and to magnify our success. 


H« much should you spend for advertising and 


Small Copy vs. Large Copy 


Mr. Rogers—Small copy frequently would be much 
more profitable than large copy occasionally. Your 
entire appropriation should not be spent in newspa- 
pers or in your windows. There should be some reserve 
for other forms (direct, for example). Direct adver- 
tising is very much more inexpensive than using the 
newspapers. Helps to keep you in touch with old cus- 
tomers. 

All of us are probably oversold on the idea 
of getting new business into the store and dis- 
regarding old business. 


Mr. Sommers—Advertising percentages vary from 
two to five per cent of sales. A store removed from 
the center has to spend more to get the people to it 
than one in the center. Also a store which aspires to 
the leadership has to spend more money in order to 
maintain that leadership. 


Budget Your Advertising 


Every advertising program should be financed on a 
budget basis. Some base it on the sales of the pre- 
ceding period. Others base it on sales expectations, 
what they hope to do and how much they figure they 
will have to spend in advertising in order to do it. 
They say “last year we did such and such an amount 
of business and spent three per cent for advertising. 
This year we hope to do $50,000 more so we must add 
to our advertising budget of last year three per cent 
of that expected increase.” 


I think that method is the very best. Ad- 
vertising is not the result of sales but the 
cost of sales, or the cost of more sales. 


Mr. Kaufmann—Should advertisnig appropriations 
be increased or decreased in a dull period? 

Mr. Young—We are trying it out both ways. Right 
now we are spending more in advertising than we have 
ever done. We are bound to get an increase. 


Sundays vs. Dailies 


Mr. Ballantine—Are we getting full value received 
for the amount of money spent for advertising? I do 
not believe we are. Particularly in the case of Sunday 
advertising your ads are generally snowed under. We 
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are just making up our minds to do away with Sunday 
advertising and putting ads in on Monday when the 
papers are not so crowded. Also in Los Angeles and 
San Francisco, so many people go out of town over 
Sunday that the Sunday paper, I believe, is read less 
than it was formerly. 

Mr. Katschinski—If that is so, why is the Sunday 
circulation increasing? If I had a choice location and 
was a fair-sized advertiser, I would rather pay $4 an 
inch and get 300,000 circulaiton than $1.50 an inch 
and get only 100,000. 


Depends on What You Are Selling 

Mr. Van Degrift—There is the question of the 
quality of your advertising to be considered—that. is, 
the quality of your goods. Perhaps advertising sales 
for the big department stores might be better on Sun- 
day whereas higher grades might not be so profitable. 

Mr. Werner (discussing the distribution of the ad- 
vertising appropriation)—-We wanted to make a good 
showing. We had so much to spend and could not do it 
in any one paper by using all of them. So we decided 
on the two that were the best for our purpose, dropped 
the other three and concentrated on those two. 

Mr. Rogers (discussing size of the advertising)— 
For a medium-sized store I would advise slightly 
smaller copy three times a week rather than big space 
once a week. 


Watching for New Styles 


Following this discussion of advertising, Frank 
Moore of San Francisco, talked on scenting the new 
style trend. 

“In every town,” he said, “there is a certain clique 
of women who have ideas of their own.: When they 
get into their new costumes with their old shoes, the 
old shoes do not meet with their approval. They find 
that for the suit or gown they have bought they want 
a plain little blucher effect, or something with a bow 
or a buckle. 

“In our store, we try to get in touch with these 
women—sit down and talk with them and get their 
idea. 

Mr. Sommers—There are certain women who, in lieu 
of anything else of interest in life possibly, and who 
are financially able to do so, have as their hobbies, 
styles and fashions, and they are fond of dress, and so 
forth. You may call it demand, desire—call it what 
you may—they get an idea on a gown from Vogue. 
They have got a pair of pumps in the closet. They drag 
out those pumps and try them on with this new gown 
and there is something wrong. The gown is new and 
the shoes are old, and they go down to Frank Moore 
and they say, “I am tired of straps, I am tired of 
side gores, I am tired of this idea; haven’t you got 
something that gets away from the strap? Haven’t 
you got something that gets away from the gore? 
Haven’t you something that gets away from the heavy 
effect over the instep?” 


How Styles Are Born 


And there comes the idea. There may come the idea 
of the vamp or strap idea. Sensing this en the floor, 
it seems to me to be chiefly done by the man who does 
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. the buying, that invests his money, in getting down on 


the floor himself and talking to the trade and trying 
to sense this out. There is a lot of technical stuff, but 
you really don’t get the underlying demand of the 
public, which is expressed in a very subtle way. 

It is just like Frank Moore said. Somebody may have 
an idea that they want this new satin. They have not 
seen the satin, but they have a gown that they have 
recently purchased and they think that a nice tone of 
brown satin would go with it—not the regular shade 
of dark brown satin, and so they come in and ask for 
a certain tone of satin. 


Want Cards Not Safe Guide 


Now, the man that receives that call puts in a want 
card for brown ‘satin and he has missed the thing 
entirely, because this brown satin that this lady called 
for was an entirely new and different shade of brown 
satin. It requires somebody on the floor at all times 
who is familiar with the trend as he reads it in the 
trade papers, and as he sees in the new lines and the 
ideas that he gets from the East and the ideas that 
he gets from special style reports. 

The average salesman, with his nose pretty close to 
the foot that he is fitting from morning until night, 
has very little chance to get out and circulate and get 
ideas. In fact, he very seldom is a man capable to 
propound or to even suggest styles. I have seen their 
reports on want cards and their reports from month 
to month are the current, every-day desires for prob- 
ably missing sizes and things probably overlooked. My 
idea has to do with the subtle understanding of what 
the public desires as expressed in the language of the 
very fashionable woman. 


Official California Style Report 


Bear in mind that in different localities in California 
relative selling merits of different styles or leather may 
vary, and the committee has endeavored to make this 
report a fair average covering the State in both cities 
and smaller towns. They feel that merchants will be 
guided by the general trend of the report and in plac- 
ing your orders always bear in mind that Milady must 
have pretty shoes. 


For August, September and October selling. 


WOMEN’S STYLES 
WELT FOR GENERAL USE 


Patterns: Straps and oxfords—oxfords gaining in 
favor. 

Lasts: Prevailing types of medium toes will con- 
tinue. 

Heels: 7/8 to 14/8. 

Materials: 1. Black kid. 2. Tan calf. 3. Brown 
leathers. (Watch tan calf as a style element, growing 
in favor.) 

WELT TYPE FOR SPORT 


Patterns: Oxfords. 

Lasts: Medium. 

Heels: Spring up to 8/8. 

Materials: Tan and boarded leathers, colored elk, 
white buck. Crepe soles very strong in California. 
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TURN TYPES FOR GENERAL USE AND FORMAL 
WEAR 
Artistic 

Patterns: Strap effects in good taste, more than sim- 
ple strap types will be demanded. 

Other style effects in the order named: 

(a) Both side and front goring. 

(b) Oxfords in both Spanish and Cuban heel, 
14/8 to 17/8, in the new French type last, 
plain and cut-out. 

(c) Short tongue effects. 

(d) Strip or opera pumps in high grade shoes 
only. 

Lasts: Medium toes prevail, new modified French 
type lasts in increasing demand. 

Heels: Block heels 10/8 to 13/8. Spanish 14/8 to 
18/8. A new two-inch Cuban breasted heel for oxfords 
and straps is commanding some interest. 

Materials: Patent, black satin, black kid, calf and 
black ooze, tan calf, brown leathers, including ooze and 
kid. 

EVENING SLIPPERS 

Patterns: 1. Straps, buttoned and gored. 2. Plain 
and buckle slipper effects. 

Lasts: Medium. 

Heels: 12/8 to 18/8. 

Materials: 1. Silver and gold brocade, 
trimmed with silver and gala kid. 2. Satins. 

MEN’S GENERAL WEAR 

Types: Oxfords 70 per cent. Boots 30 per cent. 

Patterns: Lace and blucher. Cap toes and some soft 
toe tips and plain toes; higher grades, plainer; medium 
grades, more fancy. A tendency toward shorter vamps. 
A study of unique patterns is strongly recommended 
as a means of increasing men’s pairage. 

Lasts: Brogues, square brogues, square effects, con- 
servative and custom. 

Heels: Low, flat and broad as before. 

Colors: Medium and light tans. Blacks for after six 
o'clock. 

Leathers: Lightly boarded, bright finish calf-skins. 
Grain leather in some sections. Black lightly boarded 
calf. Black kid. Medium brown and tan kid. Patents 
in low shoes only. 

MEN’S INFORMAL EVENING 

Types: Lightweight oxfords. 

Lasts: Conservative and custom. 


Heels: Shapely 8/8. 
Leathers: Lightweight black, calf and patent. 


plain or 





The Truth About ‘‘Truth-in-Fabric”’ 
(Continued from page 41) 


direct cost of clothing to the consumer and will en- 
tail a large indirect charge on the public by the ex- 
penditure of public funds for administration without 
any compensating public advantage. 

In hearings before a subcommittee of the Senate 
Committee on Interstate Commerce, a representative 
of the Merchants’ Association of New York made it 
clear that the labeling act “would entail a great deal 
of responsibility and would set up conditions which 
might very readily be transgressed by any merchant 
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who handles goods that are obnoxious to the act. 
Even assuming that the retailer, who is innocent en- 
tirely of any of the primary fraud in this act, even 
that man might readily be subjected to a great deal 
of annoyance and trouble by the action of the attorney- 
general even in the preliminary stages of an investi- 
gation. The act would probably throw him into a law 
suit, no matter what the result would be. Ultimately, 
under the terms of the labeling bill, he would escape 
the penalty, but not the necessity of defending him- 
self, of employing counsel, traveling from one city 
to another for investigation and what not.” 





C. A. Sabine Made Sales Manager 
of Whitman & Keith Co. 


Brockton, Mass., July 9—The Whitman & Keith Co., 
manufacturers of men’s and women’s high-grade 
welts, announce the appointment as sales manager of 
C. A. Sabine, who, 
for the last three 
or four years has 
acted in a similar 
capacity for the 
Marion Shoe Com- 
pany of Marion, 
Indiana. 

Mr. Sabine be- 
gan his_ business 
career ‘as an office 
boy in. the employ 
of the Charles A. 
Eaton Company of 
Brockton and grad- 
ually rose to be ad- 
vertising manager, 
with which, also, 
he combined the 
duties of in-stock 
manager. It was 
this connection 
that he resigned in 
order to go with the Marion Shoe Company. 

Mr. ‘Sabine brings to his new position years of 
valuable experience in the styling and merchandising 
of men’s footwear. This he combines with soundness 
of judgment and executive ability of a high order. 


C. A. SABINE 





Wholesalers Favor More Style Stability 
(Continued from page 48) 

of a Strong National Organization, and Why Every 
Shoe Wholesaler Should Belong to It.” Another ad- 
dress on national association work was to have been 
given by L. M. Taylor of New York City, secretary of 
the National Association of Shoe Wholesalers, but Mr. 
Taylor was unable to attend. 

The final address was by J. A. Faucette of Bristol, 
Tenn., on “How Best to Handle Auto Transportation 
of Salesmen.” 

Following the election of officers and reports of va- 
rious committees the convention adjourned: until 
Thursday night, when the sixth annual banquet was 
held at the Biltmore Hotel. 
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(This Modern 8 - Story 
Building, containing 





| 100,000 Square Feet 
| of Floor Space, is Now 
Devoted Exclusively to 
the Production of 
Cantilever Shoes. 





THE CANTILEVER BUILDING 


410-424 Willoughby Ave., Walworth St. to Sandford St., Brooklyn. 

Located midway between Nostrand Ave. and Bedford Ave., two 

well-known thoroughfares, the Cantilever Factory is reached 

easily by motor-car, by Myrtle Avenue “L”” and by DeKalb 
Avenue trolley. 


antilever 
hoe 


write us at once. 











MORSE & BURT CO., Inc. 


410 Willoughby Avenue, Brooklyn, N. Y. 








The In-Stock Depart- 
ment Carries 41 Styles, 
in a Long Range of 
Widths and Sizes, for 
the Convenience of 
Cantilever Agencies. 


If there is no Cantilever agency in your city, come to 
our new factory when you are next in New York, for 


~ 











BOOT 


In Stock 


(6 Styles) 


This one at 


$4.25 


STYLE 768—Patent 
Colt, Plain Toe Ox- 
ford, Casino 
Last, Velvet Fin- 

ish Sole, Pegaed 
Heel. 


Width C—Sizes 7-94 
Width D—Sizes 7-11 


Net 30 Days 


N selling WEBER (union 
made) SHOES it’s a 
satisfaction to know that 
your customers are getting 
the best that money can buy 
in shoes at $5 to $7.50 


retail. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 13238 Broadway, Marbridge Bidg. 
H. Harris, Rep. 
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ASK YOURSELF 
THESE QUESTIONS 


If you want the maximum of advertising 
results, ask yourself these questions when 
selecting mediums: 

What is the evidence of READER 
INTEREST? 

Is the paper essential to its field? 

Is reader interest proved by volun- 
tary paid subscriptions? 

Are the paid subscriptions audited 
bythe Audit Bureauof Circulation? 

(Twelve Thousand “Boot and 
Shoe Recorder’ paid subscrib- 
ers are audited by the Audit 
Bureau of Circulation.) 

Is the character of the paper veri- 
fied by the Associated Business 
Papers, Inc.? 

(The character of the “Boot and 
Shoe Recorder’’ is verified by 
the Associated Business Papers, 
Inc., of which it is a member 
publication.) 




















“The Place to Sell Hosiery 
Is the Shoe Store” 


nee 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 


The sown seed is growing with amazing 
rapidity. All over the country shoe merchants 
are putting in hosiery departments. Each 
month the idea grows bigger. 


So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 


The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Ooo 
O 


BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 


Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 














The Man who has a 
very 7 definite prefer 


ence for comfortable 
footwear 7? ? insists on 
?shoes with? 


LACING HOOKS 


_Jisk for shoes with lacing hooks 
of 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 
Selling Agents 





Dealer Influence is secured thru advertising in the Boot end Shee Reserder. 
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ACE CALF 


Smooth and Boarded 


A topquality leather for Men’s, 
Women’s and Children’s fine 
shoes. 


Adds unmistakable sales force 
to shoes. 


In the most popular shades. 


BARNET 








LYNN 
LEATHERS 




















J.S. BARNET & SONS, Inc. 


Salesrooms, 75 South Street 


LYNN, MASS. U.S.A. BOSTON, MASS.., U. S. A. 


CABLE ADDRESS “TENRAB” 
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GLASS CALF 


Now A National Name 





For Men’s and Women’s shoes 
of distinction. 


Made in TAN, BROWN, RED 
and BLACK. 

















BARNET 


LYNN 
LEATHERS 











FOR FALL and WINTER 
shoes, GLASS CALF is the 
ideal leather. 


It makes a friend of every 
wearer. 


J.S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South Street 


LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


"CABLE ADDRESS “‘TENRAB” 
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eg Summer Profits | 
: ‘Keds % aie 7 with Picture Slides eo | : 


‘OOTWEAR A 
NOTHER strong sales help for ee a 

Keds dealers! Advertise : a 

Keds to hundreds with these four oh 

striking motion picture slides. 

Color, selling appeal, your name 

plainly imprinted—these slides se 


will bring Keds customers to your 


CAN VA: store. ar 


Peete AR Sc 


Keds motion picture slides are on 
free to all Keds dealers. Get your 
set from our branch or wholesale 
distributor from which you order 
your Keds. = = 


United States Rubber Company a m 


Reg. U.S. Pat. Off. 
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: ERIODS of hot weather which 
Praave prevailed over all sections 
- of the country have stimulated 
buying of rubber canvas footwear 
lines. From several wholesale cen- 
ters, word comes to the effect that 
re-orders on what is termed tennis 
goods have been placed ir recent 
days. This is a good indication that 
this style of summer footwear is 
meeting with good success. 

Both high and low styles in can- 
vas models are selling freely. A sig- 
nificant fact concerning the demand 
that tennis patterns are enjoying is 
contained in an item coming from 
a rubber manufacturing center in 
the East. It follows: “Rubber foot- 
wear factories are operating four 
or five days a week chiefly on tennis 
lines and for the most part on or- 
ders for immediate delivery.” 

The summer season is now at its 
peak. There are still many more 
weeks left before the school season 
sets in and that means ample oppor- 
tunity to push canvas styles, es- 
pecially to children. Those who pur- 
chased this type in early summer 
are now in need of a second pair. 
School children have more activi- 
ties in which to participate in the 
summer and canvas models are 
ideal for their programs. 

In reiterating the power provided 
by newspaper advertising and strik- 
ing window trims, it is worthy of 
note to report that both of these 
factors have been carried out in 
more thorough ways this season 
than heretofore. Rubber shoe manu- 
facturers have extended much co- 
operation in aiding the retail shoe 
merchant in newspaper advertising 
and arranging window trims. 

With many more weeks of hot 
weather, ideal for the wearing of 
rubber canvas styles, the retail shoe 
merchant has a splendid chance to 
push his merchandise by employ- 
ing enterprising merchandising 
ideas. 


Rubber Spats 


Shoe stores may be selling rub- 
ber spats for late fall and winter 
wear. The following is an item 
printed in the July issue of the 
India Rubber World concerning a 
spat patented by George Morris of 
Warwick, England: 

“Old inner tubes are becoming 
somewhat of an inspiration to in- 
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Ideal Weather a Stimulus to Rubber 
Canvas Footwear Trade 


ventors. A short time ago we 
showed pictures of ladies’ hand- 
bags, pillow tops and rugs made 
from them, and now comes an Eng- 
lish inventor with a rubber spat, 
which although it may be made 
from any elastic material or from 
a rubber compound, may be con- 
veniently and inexpensively cut 
from inner tube rubber. It is seam- 
less and may be slipped on and off 
at will. The strap which fits under 
the shoe may be of tape or leather 
or it may be cut in one piece with 
the material of the spat.” 


To Keep Crepe Soles Clean 


Some shoe manufacturers are us- 
ing, to keep crepe soles clean as 
they pass through the factory, a 
cover compound which is applied to 
bottoms and edges with a brush. 
When the shoes arrive in the pack- 
ing room in a finished condition, 
the cover compound is wiped off 
with a cleaner. 


Not a Race Horse 


George Cummings, an English 
pedestrian, walked from London to 
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York. a distance of 199 miles, in 
37 hours, 4 minutes and 59 seconds. 
He wore crepe rubber soles. And, 
according to the dispatch from 
England, he beat a horse over the 
same road, the horse requiring 39 
hours to make the trip. 


Bathing Shoes to Match 


New York—Bathing shoes to 
match bathing suits is the fashion 
at the beaches. It’s colors that are 
matched. But there is some talk of 
matching trimmings as, for in- 
stance, beaded bathing slippers to 
match bead trimmed bathing suits. 





Venezuela’s Hide Produc- 
tion Declines 

Washington, July 9—Venezuela’s 
production of hides has fallen into 
decline in recent years, and despite 
the rising foreign market, little de- 
mand exists for Venezuelan hides, 
known to the trade as “Orinocos,” 
according to a report made to the 
Department of Commerce by Vice 
Consul Auslinger, La Guaira. This 
is due, it is stated, to the unsatis- 
factory way the hides are prepared. 












Interior view of the Wetherhold & Metzger Walk-Over shoe store at 

Allentown, Penn. This store does a splendid trade, having an infants’ 

department, basement, and chiropody section as well as a main floor, 
which is shown above. 
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“Smooth Inside as a Miller's Wing” 


KH 


Steel Shelving 


Modern steel construction 
Strength — combines strength with light 
weight. 


Fire-resistive—oil, water 
Durability — ; 


and wear proof. 


Installed or rearranged 
Simplicity — easily and quickly, with 

ordinary tools. Blucher Moccasin Oxford 
IN STOCK 


Adaptability —"*¢5° engined (4 -2 Rubber Heel ... .$1.85 


2-7 Rubber Heel...... $2.15 
10% to 30% greater —11 Sprg. Heel....... oe} 


: E "Ls Sprg. Heel......... 
storage capacity. pre 
Economical — Moved or altered 

without depreciation. 





If you will examine a sample of these 


























PM Ny ae) Ny ht different stitchdowns, you will agree that - 
THR GENERAL FIREPROOFING CO. they are just about the finest product 
Youngstown, O. Dealers Everywhere you ever saw. May we have the pleasure . 
of acquainting you with our line? i 
r 
MILLER SHOE COMPANY 
J. E. DAY, Mer. t 
SALEM ‘ 
i 
. 
I 
i 
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Yn Cleveland~ 


its THE 
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Way 
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How to Sell More Pairs 


Frank J. Weber, Honorary N.S. T. A. President Says ‘‘Let’s All Pull Together.” 
Northwestern Boys Meet 


President of the N. S. T. A., 
writes to the Recorder, giv- 
ing his ideas on how the selling of 
more pairs may be brought about: 
“The greatest weapon with which 
to solve the very complex problem 
which confronts the industry today 
is publicity. Only through diligent 
work, through strong campaigns, 
both oral and written, and by the 
good example of shoemen, them- 
selves, will the public buy more 
pairs. 
“When we speak about selling 
more pairs, we naturally think of 


F RANK J. WEBER, Honorary 


W. M. OAKMAN 
Honorary N. S. T. A. Presi- 
dent, in charge of Registra- 
tion at the Natonal Shoe and 
Leather Exposition and Style 

Show, July 14-17. 


the retail shoe store as the place 
where this achievement should 
take place, and yet the burden is 
not by any means entirely on the 
shoulders of the merchant, but is 
a part of the responsibility of every 
man who has the welfare of the 
shoe business at heart. 


Practice What You Preach 


“The process of developing the 
sale of more pairs will take time, 
education and much propaganda in 
the right direction. The slogans we 
have adopted of ‘Walk and Be 
Healthy,’ as well as ‘Shoes for the 
Occasion,’ are movements in the 
right direction. Each and every 
shoe man must not only keep 
pounding these slogans home at all 
times and places, by word of mouth, 
but they must practice what they 
preach. We are a part of the public 
shoe-wearing public. We _ should 
lead the rest of the procession in 
the demonstration of our two 
slogans. (To be Continued) 


Big Get Together 


The Northwestern Shoe Travel- 
ers Association held a very enthu- 
siastic meeting at their club 
rooms in the Boston Block, Minn- 
eapolis, June 28. Several new 
members joined the ranks of these 
“live wires.” D. P. O’Connell, 
President, was in the chair; Leger 
J. Laurie, Vice-President, was 
present. E. A. (“Gene”) Bailey 
showed that he was “right on the 
job” as Secretary, as he immedi- 
ately sent an account of the meet- 
ing to National headquarters. 

Conditions of trade throughout 
the country were earnestly dis- 
cussed—such as the high cost of 


travel, the hand-to-mouth buying 
methods of the merchants, fre- 
quent trips causing increased 
costs for deliveries, also a gen- 
eral handicapping in the produc- 
tion of the desired styles and in 
the buying of leather, and other 
shoe materials. Remedies were 
suggested for these evils. 

The boys also discussed how 
they might combat the demand for 
cheaper shoes. They are of the 
opinion that the public’ should be 
made to understand that the cry 
for “Cheaper Shoes” means shoes 
that are inferior to those at the 
higher prices—in other words, 





D. J. TOBIN 
In charge of Ushering at the 
National Shoe and Leather Ex- 
position and Style Show, July 
14-17 
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‘Quality’ and ‘**Marshall-Made’ are 
one and the same in the minds of 
Merchants who know the line. 


C. S. MARSHALL COMPANY 
Brockton, Mass. 


Makers of Men’s Fine Footwear 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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L. F. HALL 


Who calls on the department 
store trade and large retail 
shoe merchants for the Saks 
Shoe Co. of Brooklyn, N. Y. 
Mr. Hall has opened an office in 
Room 649 Marbridge Building, 
Broadway at 34th Street, New 
York, where the complete line 
of the Saks Shoe Co. will be on 
display. 





that shoes, grade for grade, are 
priced just as low at the present 
time as it is humanly possible to 
make them and that lowering of 
prices must. necessarily mean a 
lowering of the merit of the fin- 
ished product. 


Foster Home from Trip 


G. Washington Foster, who trav- 
els from Denver East for the 
George Strong Company of East 
Weymouth, Mass., recently returned 
home from a very satisfactory trip. 
Mr. Foster will be at his firm’s Bos- 
ton headquarters, Room 406, 183 
Essex street, during the summer 
months and with the first of Sep- 
tember will start “Westward Ho” 
once more. Everybody in Western 
territory knows George Foster and 
knows that he sells the Strong & 
Garfield line, for he has been with 
this house for over ten years— 
prior to that, for ten years, he 
traveled out of St. Louis, and al- 
ways with men’s lines. During the 
Boston Style Show he will be at the 
George Strong Co.’s booth. Mr. Fos- 
ter stated that it looks to him as if 
business were steadily improving 
and would continue to improve. 
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N. S. T. A. Board of 
Governors to Meet Dur- 
ing Boston Style Show 


President Buford McWhir- 
ter of the N.S. T.A. has re- 
quested that the members of 
the N.S. T. A. Board of Gov- 
ernors meet with him in Bos- 
ton during the week of the 
National Shoe and Leather 
Exposition and Style Show. 
The majority of the members 
of the National Board repre- 
sent Eastern concerns and 
will be in attendance at the 
convention—therefore, it will 
be an opportune time for a 
conference of the executive... 

The purposes of this meet- 
ing are to review activities 
of the past six months and to 
outline policies for the re- 
mainder of the year. 














Rankin with Alden, Walker 


& Wilde 

A. E. Rankin, for the past seven 
years with Reynolds, Drake & 
Gabell Co., North Easton, Mass., 
has resigned and is now represent- 
ing Alden, Walker & Wilde, East 
Weymouth, Mass. Mr. Rankin will 
cover North Carolina, South Caro- 
lina, Florida, Georgia, Alabama, 
Kentucky and Tennessee, including 
New Orleans and Baton Rouge, for 
this house. 


New York Boys Held Big 
Outing 

The Boot and Shoe Travelers’ 
Association of New York held their 
nineteenth annual outing on Thurs- 
day, July 10, at Karatisingi’s, Glen- 
wood Landing, Long Island. The 
big events of the day included a 
boat ride up the Sound, lunch on 
the boat, sports, clambake, . and 
three hours sail back to New York. 

The committee in charge, of 
which John D. Baxter, was chair- 
man, as well as the President of the 
Association, H. L. Rogers, and S. A. 
McOmber, Secretary-Treasurer, are 
the recipients of many congratula- 
tions in “pulling off” a most enjoy- 
able program. 


DuBrin with Menzies 


H. L. DuBrin sells the jobbing 
trade for the Menzies Shoe Co. He 
is its Eastern representative. Until 


July 20, Mr. DuBrin is at the 
United States Hotel, Rm. 82, where 
he is showing the Menz “Ease” 
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A. E. RANKIN 


Who covers the Carolinas, 

Florida, Georgia, Alabama, 

Kentucky and Tennessee, in- 

cluding New Orleans and Baton 

Rouge, for Alden, Walker & 
Wilde. 


line of men’s and boys’ work shoes, 
as well as that of the Ludwig Shoe 
Mfg. Co. for the little folks. 

Mr. DuBrin has been with the 
Menzies Shoe Co. for the last three 
years. He has had a wide experience 
with shoe selling, both on the road 
and in a retail store—all told, he 
can count twenty-two years in the 
profession. To the retail end of the 
business he devoted about ten 
years, being connected, among 
other concerns with J. & J. Slater, 
Saks’ shoe department, and Sanger 
Bros. He has been a shoe traveler 
for twelve years, three years of 
which he has been with the Men- 
zies Shoe Co. 

J. L. Ludwig, President of the 
Ludwig Shoe Mfg. Co., Milwaukee, 
and M. J. Noll of this firm are also 
at the United States Hotel for a 
part of this month. 

Mr. DuBrin stated that he be- 
lieved the prices of shoes today, 
grade for grade, were as low as it 
was possible to make them. 


Gordon Goldsmith at Essex 


Gordon Goldsmith arrived at the 
Hotel Essex on July 9 and spread 
out the samples of the following 
firms in Rooms 818-820: Phillips 
Shoe Co.. Inc., Thomas & Co., A. 
M. Legg Shoe Co. This is a correc- 
tion in former listing of lines rep- 
resented by him. 
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SARGENT-ANDERSON COMPANY BS OR 288 














WOMEN’S WELTS AND McKAYS 


A Worthwhile Welcome 


awaits you at our Boston Salesrooms, 195 
Essex Street. 








After seeing our complete sample lines, which 
comprehensively sum up the newest styles 
for all occasions, and priced for profitably 
meeting the demand for really fashionable 
shoes at moderate prices, you'll say your call 
was distinctly worthwhile. 


SARGENT-ANDERSON CO. 


(INCORPORATED) 


Salem, Mass. 


BOSTON SALESROOMS 195 Essex Street 





RETAIL AT FOUR TO FIVE DOLLARS _ | gp opos 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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THOMAS FRANCIS FARRELL 
Formerly President of the In- 


termountain Shoe Travelers 
Association. His territory was 
Utah, Idaho and parts of Ore- 
gon and Montana for Hamilton- 
Brown Shoe Co. 





One by one the old salesmen are 
leaving us. The ranks of those who 
came “West” before the days of the 
pullman, the interurban and the au- 
tomobile and made the territory in 
that almost inconceivable convey- 
ance, “the stage coach,” are grad- 
ually thinning. On June 8 it 
pleased God to call Home another 
of the old times—“Tom” Farrell. 

Thomas Francis Farrell was 
born in Arkansas fifty-six years 
ago. At the age of eighteen he took 
up the work which he continued un- 
til the time of his death. After two 
years in a shoe jobbing house he 
was given samples and “sent out.” 
For thirty-six years he has been 
selling shoes on the road. For 
twenty-five years of this time he 
was with Hamilton-Brown Shoe 
Co., in Utah, Idaho, and parts of 
Oregon and Montana. 

Mr. Farrell is survived by his 
widow and four daughters, Lola, 
Ethel, Lois and Mavis, all of 667 
East 2nd South street, Salt Lake 
City, Utah; also three brothers, 
John D., of Memphis, Tenn., Dee 
and Joseph of Helena, Ark. Funeral 
services were held June 10 from 
his residence. 


Former Head of “Intermountains” 


The deceased was President of 
the Intermountain Shoe Travelers’ 
Association, an active mmeber of 
the Travelers’ Protective Associa- 


BOOT AND 


tion and the United Commercial 
Travelers, all of Salt Lake City, 
and Lodge No. 9, B. P. O. E., of 
St. Louis, Mo. 

“Tom” was always an optmist. 
He said, “The rubbings we get to- 
day will polish us for something 
better in the future.” 


The Cahill Shoe Co. Sales- 
men Meet 

The entire sales force of The 
Cahill Shoe Co., Cincinnati, met at 
the plant for their annual conven- 
tion, July 9-10-11. 

The first day was devoted to 
showing the salesmen through the 
plant. Charles Puchta, Superinten- 
dent of The Cahill Shoe Co., ex- 
plained the various operations of 
shoemaking throughout the differ- 
ent departments. 

At the afternoon session Chas. 
Faxon, secretary and salesmanager, 
discussed the new samples with the 
men. 

The second day was devoted by 
the men in going over their indi- 
vidual lines. 

In the afternoon the men attend- 
ed the ball game and saw the Cin- 
cinnati Reds defeat the Philadel- 
phia Nationals. 

Thursday evening the men at- 
tended the annual banquet at the 
new Business Men’s club which in- 
cluded after-dinner talks. Chas. 
Faxon was chairman. George Gre- 
gory gave an address on “The 
Creation of Shoe Styles.” Chas. 
Puchta talked on “Shoemaking.” 
Tom Cahill on “Sales.” William 
Cahill on the “Shoe Industry.” L. B. 
Cahill, Jr., on “Advertising.” 

Saturday, July 12, the following 
salesmen left for their respective 
territories: Harry §S. Cahill, Chi- 
cago; T. D. Cahill, Oklahoma, Ar- 
kansas, Tennessee and Kentucky; 
Jos. G. Coleman, Alabama, Georgia 
and Florida; John A. Hach, Michi- 
gan; D. W. McKeown, Northeastern 
Ohio; C. A. Magnuson, Illinois; V. 
C. Olson, Wisconsin; R. J. Patrick, 
Virginia, North Carolina, South 
Carolina; Uric Randolph, West Vir- 
gina, Western Pennsylvania; Geo. 
Schuette, Indiana, Southwestern 
Ohio; Finley Sheets, Texas; James 
Srail, Cleveland; H. F. Stevenson, 
Mississippi, Louisiana; F. L. Wal- 
ter, Pennsylvania; Robert Booth, 
Cleveland; George Gregory, large 
cities. : 


Todd with Hanover 


Dudley M. Todd, New England 
Sales Manager for the Dryden Rub- 
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DUDLEY M. TODD 


Sales Manager for the Hanover 
Rubber Co. 





ber Company, will, on July 14, be- 
come sales manager for the Han- 
over Rubber Company of West 
Hanover, Mass., with Boston offices 
at 10 High street. 

Mr. Todd enjoys almost a univer- 
sal acquaintance with the shoe 
manufacturing trade and from his 
twelve years’ experience in rubber 
products and their adaptation to 
the requirements of shoe manufac- 
turers, is well equipped to give the 
very best of service to his custom- 
ers on “Nu-Life” and other Han- 
over lines. 


Fogg is Sales Director 


The genial vice-president of the 
Hanover Rubber Company, Harry 
T. Fogg, will continue to keep in 
touch with the sales of the com- 
pany, in the capacity of sales direc- 
tor, but will spend more time at the 
factory than has been his custom in 
past years. 

George L. Legg, who has had sev- 
eral years’ experience in factory 
work, will continue to cover the 
North Shore. 


Calvin Ellis Treasurer 


Calvin J. Ellis, treasurer, is lo- 
cated at the factory in charge of 
finances and production, assisted by 
Clare E. Josslyn as factory super- 
intendent, who has been with the 
company since its start in 1913, as 
well as William J. Gasunas, Assist- 
ant Superintendent, in charge of 
the pressroom and Leon A. Free- 
man, Master Mechanic. 
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Vacation Styles In Stock 


O better proof of the broad scope of Bates “Shoes for the Occa- 
sion” is needed than the completeness of the Bates In-Stock 
service on Mid-summer Oxfords for Men. 
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Right through the abnormally dull period in the retail shoe busi- 
ness our Factory In-Stock Department has been briskly serving 
Bates dealers’ 'sizing-in requirements with smart, original low-cut 
fashions that move easily to the consumer trade. 


We regard top-notch in-stock service in these times as an essential 
in our “‘group’”’ policy 
of shoe-building and HG 7 
shoe - selling. Its effi- 
ciency is putting profits 
into our dealers’ hands 
that with any less ade- 
quate service would 


never be derived. (ied 


Mid-Summer Styles 
IN STOCK 


N Style No. 2199-B are 

precisely those features 
that produce the ideal warm 
weather oxford—light weight, 
firm Tan Moorland Calf, me- 
dium-weight and flexiblefouter 
sole, broad heel withgbest 
rubber bottom.§ . — gee «# 


This” modelffand¥its com- 
panionJin Black Calf (Stock TE «oO 
No. 2193-B) are builtZon the yr erated). O'Boy Lect, Made of 
very shapely squarish French = yy hy 
last a little broader in the toe a attern. Armor-tred rubber 
than usual. It fits the foot per- foot BC and B eedthe.-00.89 
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We supply newspaper electrotypes for Bates stock 
shoes. Ask for our Spring Portfolio showing six 
special groups of Bates ‘‘Shoes for the Occasion.”’ 


See Our Display in Booth 146, Boston Style Show 
A. J. BATES CO. 


WEBSTER MASSACHUSETTS 
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“ Beautiful {eather her for Beautiful Shoes” 


CARE & SCHMIDT & CO Le 
DETROIT MICHIGAN 


Tanners of the Schmidt Calf Leathers 
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SCHMIDTS 
LEATHER STYLE LEADERSHIP 
is again pronounced 
in the new colors 
REDWOOD «xz GOLDENGLOW 
with their disappearing 
box board effect and 
bright velvet finish 
Adapted to the New Fail Styles 
for mens and womens footwear 
by the foremost manufacturers 


Also produced in smooth grain 
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“ Beautiful {eather for Beautiful. Shoes” 
(CARL & SCHMIDT & CO Le 
DETROIT MICHIGAN 
TJanners of the Schmidt Galf Leathers 
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Varied Reports Describe 
Chicago's Retail Situation 


CHICAGO—The word “spotty” 
applies to the character of shoe 
business better than anything else. 
One retail shoe merchant says: “I 
ean sell whites, but I can’t sell them 
kid—they just won’t have them.” 
Another says: “White wids are sell- 
ing better than we ever expected 
(although that’s well below normal) 
| and we’ll sell them out before many 
| days are done.” Another retail mer- 
' chant says: “We’re running better 
than a year ago by 20 per cent.” 
| Still another comment is: “Not 
| good—not good enough with the 
season half gone.” 

Wednesday and Thursday brought 
out the first real buying fever of 
the year and these two days the 








Sandal Patterns 

Favored 
Probably the most interest- 
ing thing in the recent buying 
is the tendency on the part of 
most women to make their se- 
lections from a comparatively 
small number of patterns and 
these confined to the sandal 
types. Gore patterns are popu- 
lar in a small way, especially 
in round-toe types and con- 
fined to the street type of shoe 

more than the dress. 














stores were crowded with vacation- 
ists and holiday buyers and the de- 
mand for footwear was the most 
encouraging thing that has been 
had this year. 

Almost any attractive pattern for 
sport wear was popular with the 
white and tan combinations, and 
the smoke and tan combinations 
most popular. White footwear de- 
mand was almost up to normal, due 
more than anything else to three 
fine days immediately preceding the 
Fourth. 

The July clearance sales for the 
most part were well under way the 
early part of the week so that the 
bulk of the business was done at 
sale prices. 


More Graceful Lines 


The simplicity of the patterns 
shown in the State street windows 
brings out all of the beauty of well- 
made footwear. Lines are more de- 
fined and graceful, which probably 
is responsible for the choice of 


many of the women buyers falling 
to the sandal types. 


Wholesale Trade Better 


The wholesale markets were com- 
paratively quiet during the week. 
The slowing up of sales was com- 
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pensated considerably by the im- 
provements in credits and the re- 
ceipt of money. Jobbers carrying 
floor stocks had plenty te do for 
there was much “sizing in” to be 
done with business in the stores 
running to good figures. 

Wholesalers are looking for an 
encouraging “after the Fourth” 
business and stocks are being held 
to meet this demand that is bound 
to come from all over the territory 
as a result of the gratifying busi- 
ness done in the past week. 





Healthier Tone 


in Stores 


of the Milwaukee District 


MILWAUKEE—Business in Mil- 
waukee has been more satisfactory 
during the past few weeks, and, al- 
though no unusually good business 
is reported for early July, mer- 
chants are not complaining, and 
state that conditions are fairly 
good. The late opening of the sea- 
son has cut down on white business 
which was expected, but about three 
good weeks in whites preceded 
July 4. After that date, July sales 
began to occupy the attention of 
local stores. Several stores com- 
menced sales the Monday following 
the Fourth, while others planned to 
hold off until later in the month. A 
number of Milwaukee shoe stores 
follow the policy of holding two 
sales during the year, one coming 
in July while the other is held in 
January. 


Blacks Best Sellers 


Black patents and satins in fancy 
cut-outs and strap effects are still 
very good in this locality: White 
kids also follow the fancy styles and 
few plain patterns are selling. In 
general business is varied and, in 
addition to the blacks and whites, 
some red and blue kids are selling 
as well as oxfords in suede and 
other leathers, and other colored 
shoes in straps and cut-outs. Heavy 
boots for hiking or fishing are sell- 
ing for women occasionally but are 
not an important item in Milwau- 
kee business. 

Men continue to buy plain types 
of oxfords in tan and black, with 
tan slightly in the lead. Broguish 
styles in lightweights are good, 
and wide toes, either square or 
round, are in demand. Crepe soles 
are good for sport shoes. At a few 
stores there is some activity in 
white canvas and Panama shoes for 
men, but this business is not gen- 


eral and forms only a small part of 
total sales. 


Utley Heads Ogden Shoe Co. 


George P. Utley, formerly vice- 
president, secretary and merchan- 
dise manager of the Menzies Shoe 
Company at Fond du Lac, Wis., was 


GEORGE P. UTLEY 


President of the Ogden Shoe 
Co. of Milwaukee, Wis. 


elected president and general man- 
ager of the Ogden Shoe Co. of Mil- 
waukee at a meeting of the board of 
directors. Mr. Utley has already as- 
sumed his duties at the Milwaukee 
plant. 

Prior to his connnection with the 
Menzies company, Mr. Utley was 
for some time sales manager for the 
Nunn, Bush & Weldon Shoe Co. 
here. In 1921, Mr. Utley was one of 
the re-organizers of the Menzies 
Shoe Co. and was a member of that 
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‘7 JOSEPH CHEANEY 
‘We a eidnlitaiiias enim dere ENGLAND 


will be represented by their Vice-President 


Robert C. Linton Cronbach who will welcome 
. this opportunity to meet again . 

at the Copley Plaza, Boston, the many friends iii on 
his previous visits to the principal cities of the United 
States and to show them and others interested THE 
CHEANEY RANGE OF ENGLISH BROGUES and OX: 
FORDS in conservative and college styles for men, 
young men and juniors. 

R. C. Linton Cronbach 


These lines will be shown to the trade at the Copley Plaza Hotel 
only upon presentation of business Boston 


card, from July 14-17th; thereafter by For Room Numbers Ask Information 
appointment Bureau 




















During Week Prices—$1.35 to $2.25 


of July 14to18 
re, The pista WK, Line 


MFORT Sho; 
A. W. GAGE (coe > 
at 183 Essex St. 
Specialists in Women’s Turn Comforts 
and Men’s Turn and McKay Leather 
Main Office and Factory— _— Brown Vici Everett—$2.00 


MISTWOLD COMFORT SHOE Co., Raymond, N. H. Samples sent for your approval. 


Style No. 1901 








Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 


growing children and as venti- 
Developer is Se 0 
your | Garner 
a ann Tuscan Calf— oie 
fate action Russia Calf— « 
; Strictly Pine Full-grain Calf Leather 
1156 No. Main Street HUNT-RANKIN LEATHER CoO. é 


106 Beach St., Boston, Mass., U. S. A. 
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firm until this spring when he re- 
signed and disposed of his stock in 
order to take full charge of the 
Ogden Shoe Co. as president and 
general manager. 

Mr. Utley is a believer in quality 
shoes and plans to build a line of 
shoes at the Milwaukee plant which 
can be depended upon as to quality. 
Efforts will be centered on young 
men’s style shoes to be retailed at 
$6 and $7. 


Manager for Sterling Store 


Ray Elias, formerly manager of 
the K. W. Watters Co. of Buffalo, 
N. Y., has been appointed manager 
of the Sterling Shoe store in Mil- 
waukee and has taken over the work 
in the Milwaukee store. A. F. Her- 
den, former manager of the Mil- 
waukee store, left Milwaukee before 
the end of June to become manager 
of the Florsheim store at Des 
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Moines, Iowa. Ray White, assistant 
manager of the Sterling store, left 
during the early part of July to 
manage the Bartmann shoe store at 
Marinette, Wis. 


New Children’s Department 


The Caspari & Virmond Co. added 
new equipment and several new 
lines of children’s shoes to its store 
and announced intention of going 
after the high class children’s trade. 
Furnishings in the new department 
have been covered with a tan ma- 
terial on which is appliqued figures 
of animals and similar designs of 
interest to children. The depart- 
ment is located in the basement of 
the store where French windows 
decorated with window boxes of 
flowers overlook the river. Other 
equipment for the enjoyment of 
children will be added in the near 
future. The department will be in 
charge of John E. Lock. 





Minneapolis Firms Profit 
by Seasonable Weather 


MINNEAPOLIS—Periods of hot 
weather resulted in a decided im- 
provement in every phase of the 
retail shoe situation here. The fact 
that May and early June business 
was retarded has been offset to 
a great degree due to the favorable 
buying which came with the 
warmer weather. 

Blacks are in good demand. 
There seems to be a tendency to 
buy the plainer types of footwear. 
One,:two and three-strap pumps 
and oxfords are finding ready sale. 


Shoe Merchants’ Outing 


Twin city shoe merchants and 
salesmen and their families and 
friends will hold a big get-to- 
gether picnic at Wildwood on Sun- 
day, July 13. There will be bath- 
ing, fishing and the usual sports. 
Minneapolis and St. Paul folk will 
try to get along harmoniously— 


up to the hour when the ball game 
between picked stars from the 
shoemen of the two cities take the 
diamond. After that anything may 
happen. 





Stimulating Interest 


As a measure to stimulate 
greater interest in its shoe depart- 
ment, the Sundby Dry Goods Com- 
pany on East Lake street issued 
photographs with each pair of 
shoes sold, regardless of whether 
they were purchased by a man, 
woman or child. 


Damaged by Water 


The stock of the Kimball shoe 
store was damaged by water re- 
cently. A fire was in the building, 
but damage was caused by water. 
As a result the Kimball concern 
held a special sale. 





Retail Shoe Situation in 
St. Louis on Good Basis 


ST. .LOUIS—The Eighth Dis- 
trict Federal Reserve report on 
general business conditions for the 
past month stated that recession- 
ary tendencies were indicated in 
some lines, but the absence of specu- 





lative merchandise makes the sit- 
uation sound with big opportuni- 
ties for a quick response to any 
improvement in conditions. The re- 
port in part follows: “Recession- 
ary tendencies, in some lines quite 
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sharply defined, featured general 
business in this district during the 
past 30 days. In virtually all basic 
industries, there was curtailment 
of production, while in both the 
wholesale and retail departments 
of distribution, sales fell below 
those of the corresponding period 
last year, and the preceding month 
this year. Generally through the 
list of commodities the trend of 
prices was lower, but except in 
relatively few instances conces- 
sions granted failed to stimulate 
buying.” 


Business Excellent Says Report 


Price considerations at the mo- 
ment are apparently less a factor 
in the situation than the spirit of 
uncertainty and caution, and in- 
ability to interest consumers in 
goods offered. The general policy 
of conservatism, however, has re- 
sulted in small stocks in all posi- 
tions and with an almost entire 
absence of speculative accumula- 
tion of merchandise, business is 
in excellent shape to respond to 
any improvement in demand con- 
ditions. 


Spirit of Optimism at Big 
Meeting 


The St. Louis Shoe Manufac- 
turers and Wholesalers Association 
honored Seaton Alexander, presi- 
dent of the National Shoe Re- 
tailers’ Association, at a luncheon 
at the Missouri Athletic Club last 
week. George M. Spangler, secre- 
tary-manager of the N.S.R.A,, 
was also a guest of the manufac- 
turers. 

C. A. West, president of the 
manufacturers’ association, was 
toastmaster. Frank Rand, presi- 
dent of the International Shoe Co., 
made the address of welcome in 
which he stated that the contact 
between the manufacturer and re- 
tail shoe merchant always created 
better understanding of each 
other’s business problems. He said: 
“We are too prone to talk about 
conditions as accepted in the gen- 
eral sense. Drive the boat and 
don’t let it drift with the current 
into uncertain channels. Why be 
controlled by conditions when we 
control conditions? Consumers 
wear out just as much sole leather 
when conditions are bad as when 
they are good. It makes for sound 
business when retail shoe mer- 
chants check up on their business 
during periods of recession and 
clean-up their merchandise. Dur- 
ing the past three weeks condi- 
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IN STOCK 


No. 786 


A one-button strap sandal made in 
White Kid over our No. 141 last — 
the best selling last in this season's 
line. Carries a 13/8 covered Cuban 
Heel. Simple perforation and stitch- 
ing as shown. A Wilson Process 


Sandal. 











AA—5 to7% 
A—4% to7% 
B—3 to7 
C—3 to7 


| Price $5.00 - - - Net 30 days 
MOORE- 4HAFER’ 
‘SHOE ‘MFG *CO° 
BROCKPORT. N.Y. U.4A. 
G 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. B WAY AT 34ST. 
JACK E.JESTER,MGR. 
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tions have improved materially. 
Business so far as we are con- 
cerned has not seemed so bad to 
us. Collections are considerably 
better than a year ago. Losses less 
than a period of years. Mail orders 
in excess of any period.” 

Mr. Rand stressed the serious- 
ness of the situation resulting 
from retail shoe merchants wait- 
ing too long before placing orders 
for future business. He stated it 
was impossible to produce the 
shoes demanded in three months, 
usually manufactured in a six 
months period. 


Urges Greater Co-operation 

“Manufacturers and retail shoe 
merchants can help each other by 
carefully picking out in a con- 
servative way the shoes required, 
so the manufacturer can have them 
produced at the right time and in 
the proper manner.” 

Seaton Alexander in his address 
opened with the statement that he 
has been engaged in the shoe busi- 
ness for 53 years. The remaining 
25 years of his active life he 
would devote to the improving of 
the general condition of the shoe 
business. He deplored the tenden- 
cy of some retail shoe merchants 
and manufacturers to drive down 
prices when this action was not 
warranted. He stated that this 
would eventually destroy the pub- 
lic buying mind which was accus- 
tomed to buying better quality 
footwear. If this practice con- 
tinued the retail shoe business 
would revert back to standards of 
25 years ago, he said. He stated 
that the tanners, manufacturers 
and retail shoe merchants should 
get together in a general way to 
improve the condition of the re- 
tail shoe business. C. E. Williams, 
president of the C. E. Williams 
Shoe Company, also spoke. 


Fashion Pageant Plans 


Stage settings of spectacular 
magnificence are now being de- 
signed for this year’s Fashion 
Pageant by experts under the 
direction of Joseph Solari, produc- 
tion manager of the St. Louis 
Fashion Pageant. The eleventh 
Pageant, which will be presented 
in the great municipal Open-air 
Theater in St. Louis from August 
7 to 20, will have the Spanish in- 
fluence as its central motif, with 
a suggestion of the Chinese, fol- 
lowing the two main fashion 
trends for fall. 

It has been the aim of the style 
show committee to present each 





fall during the market season a 
production embodying the high- 
est commercial and artistic ideals. 
With its double purpose of enter- 
tainment and the presentation of 
fashion information, the Pageant 
each year blends the work of the 
best theatrical talent available 
with the elaborate exposition of 
women’s garments by St. Louis 
manufacturers and wholesalers 
that has made the Fashion Pa- 
geant runway one of the foremost 
sponsors of the season’s styles in 
the United States. 

The following St. Louis shoe 
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wholesalers and manufacturers 
will exhibit: Hamilton-Brown 
Shoe Co., Brown Shoe Co., Roberts, 
Johnson and Rand Shoe Co., 
Peters Shoe Company, Friedmann- 
Shelby Shoe Co., Moore Shoe Com- 
pany, Travaso Shoe Co., Brauer 
Bros. Shoe Co., Pedigo Weber Shoe 
Co., Johansen Bros Co., Johnson, 
Stephens and Shinkel Shoe Co., 
Central Shoe Co., McElroy-Sloan 
Shoe Co., Capitol Shoe Company, 
W. H. Lampe Shoe Company, Shoe 
Specialty manufacturing Co., 
Boyd-Welsh Shoe Co., Samuels 
Shoe Co., and Wohl Shoe Co. 





Blacks Are Big 


Factor in 


Columbus, O., Shoe Circles 


COLUMBUS, O.—During’ the 
first half of June a healthier com- 
plexion to retail lines, including 
shoes, was reported. The weather 
was not ideal, but intervals of 
warm days stimulated trade, par- 
ticularly women’s. 

Blacks are the best bet at this 
time. Patent strap in plain pat- 
terns, patent cut-outs and black 
satin strap sandals are the best 
sellers in order named. 

Misses’ and children’s patent 
strap sandals, both plain and cut- 
out types, are about the only styles 
that are being sold in the local mar- 
ket. A few of the tan barefoot 
type are being sold at this time. 
White goods, both women’s and 
children’s, are moving slowly at 
present; it is expected that whites 
will be greatly in demand later. 
Men’s sport type shoes are moving 


fairly well, according to mer- 
chants. 

Vacation time being at hand for 
the kiddies, the rubber-sole type of 
canvas footwear is now selling 
freely to the boys and youths. 

Manufacturing plants are con- 
tinuing operations at reduced pro- 
duction. After the July 4 vacation 
these plants will resume operations 


at near capacity production. 


Salesmen’s Reports 


From the reports received from 
salesmen representing local manu- 
facturing plants, conditions in 
Southwest are very good; South is 
in fair condition, while the eastern 
and central portions of the country 
are operating under a_ decided 
handicap, due to the excessive rains 
retarding planting. 





Biggest White Season Is 
On Throughout Cincinnati 


CINCINNATI—tThe retail shoe 
business slowed down the early 
part of the week ending July 5. 
Business gradually picked up as the 
weather grew warmer; and the day 
before July 4 the stores were 
crowded, buyers taking care of 
their vacation needs. 

White patterns still lead the sales 
in women’s shoes, the demand being 
for both white kid and canvas. 
White kid is the best seller in both 
the high-priced and popular-priced 
stores. Many retail merchants state 
that this has been the best white 
season they have had for some 
time, especially in kid. 





Patent leathers and black satins 
are still selling freely. Many mer- 
chants have placed orders on these 
materials. The demand is sstill 
spread over a variety of patterns, 
principally straps, in one, two and 
three-strap effects. The bar front 
strap and also the cut-out instep 
girdle and lattice trimmed straps 
are very popular. Most of their calls 
are for medium-round toes and 
12/8 to 14/8 inch heels. 


More Activity 


Shoe manufacturers are showing 
more activity and have steadily in- 
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/QOSTON STYLE SHOW 
5) Looth 106 


THE COMPLETE BERRY LINE 





Will be displayed both at the booth 
and at our Boston office—186 Lincoln 
Street (fourth floor). 


KVANGELINF 


GOODYEAR WELT 











AMERICAN BEAUTY | This line of popular priced welts, McKays, and 
FLEXIBLE McKAY turns merits the attention of progressive mer- 


(TURN TYPE) chants. 


ARCH SUPPORT SHOES 
Improved Cushion Sole Shoes, 


Dr. A. Reed, Patentee, 1900, 7 Z 

1901. Thisis not the original aS oe SS ate? 

Dr. A. Reed Cushion Shoe pre- 

viously patented, but his latest 

invention. STOCK NO. 5850 

BLACK KID OXFORD 

99 Last, Kid Tip 
Rubber Heel 
Price $3.85 














CRUMBS OF COMFORT 
TURNS 








DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 
McKAY 











Send for Catalog of Stock Shoes 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON SALESROOM -- 186 LINCOLN STREET (4th Floor) 
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creased their output each week. The 
factories are receiving satisfac- 
tory orders. Many of the factories, 
which have carried stock shoes, 
have had their stock departments 
kept very busy during the past few 
weeks due to the better retail busi- 
ness which has prevailed since the 
first of June. Orders are princi- 
pally for patent leather and black 
satin. Black suede and light shades 
of tan calf are selling freely. Ties 
are selling in tan calf. 


Vollman Lawrence Outing 


The employees of the Vollman 
Lawrence Co. had their outing at 
Lookout Grove on July 3. They had 
100 per cent turnout. There were 
races, games, dancing, etc. 


Changes at Smith Kasson 
Co. 


Al Pauly resigned his position as 
manager and buyer of the shoe de- 
partment of the Smith Kasson Co. 
He left this concern on July 5, and 
in the future will be buyer and 
manager of the women’s shoe de- 
partment of the Stix, Baer & Fuller 
Co. He is succeeding Sam Hinckley. 
The new buyers and managers of 
the Smith Kasson Co. are: W. C. 
Newbold, formerly with Byck Bros. 
of Louisville, Ky., who will be buy- 
er and manager of the fourth floor 
women’s shoe department, and O. 
Cherrington, formerly assistant to 
Mr. Pauly, who will be buyer and 
manager of the basement women’s 
department. H. M. Kendall will re- 
main in charge of the men’s and 
children’s departments. 


Annual Outing 


The Shoe and Leather Club will 
hold its annual outing at Cody’s 
Farm, near Erlanger, Ky., on July 
26. The entertainment committee 
is in charge of George Mohr, who 
is making arrangements to take 
care of a large crowd which will 
attend. 


Potter Sales Campaign 
Successful 


The spirited Potter Shoe Co. 
campaign of suggestion _ sales, 
closed Saturday, June 28. The prize 
was awarded to the Blue army. At 
the meeting held July 1, J. P. 
Orr gave his usual “pep” talk. 

The prize winners in the individ- 
ual armies were as follows: The 
Blue army: First prize of $15, 
George Gasdorf; second of $10, 
Ethel Rich; and third of $5, 
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Mary Furlong. The Red army: 
First, Russell Foston; second, Lo- 
retta Beckman; third, Peter Den- 
zer. The prizes of $15, $10 and $5, 
for first, second and third prizes, 
respectively, were given to both the 
reds and blues. The winners of these 
prizes were determined on the basis 
of number of sales, dollafs of sales, 
and percentage of customers sold, 
the first and third items counting as 
two each, and dollars counting only 


as one, in order to make it as fair 
for the downstairs and junior de- 
partments where shoes don’t run so 
high in price. 

The Potter picnic and outing was 
held Saturday, July 5, at the Shoe 
Men’s camp on the Ohio river, 
about six and one-half miles from 
Cincinnati. The Blue army was 
guest-of-honor, and the Red army 
did the kitchen duty and also pro- 
vided for the picnic. 





Solid White Patterns Lead 
in Salt Lake City Stores 


SALT LAKE CIT Y—tThe 
weather in this district has been 
very erratic since the first of June. 
The month has been interspersed 
with cold rains and intervals of 
hot, dry weather. In spite of the 
unsettled weather conditions, the 
best white year on record is re- 
ported generally. Solid white pat- 
terns in women’s departments are 
selling very freely and give prom- 
ise of continuing to be the leader. 


The Leading Sellers 


Most of the shoe merchants of 
the city report as follows in re- 
gard to what is selling at this 
time: White kid, patents and black 
satins, with a big emphasis on 
white kid. A few fabrics are being 
sold in white footwear, but only a 
few. Some of the stores are not 
carrying them. 

Some of the stores are ahead of 
last year, but on the whole the 
gain has been slight. Practically 
every store is doing more business 
than it did in May. 


Fighting the Itinerant 


The Chamber of Commerce and 
other “boosting” organizations 


have started a definite campaign 
against itinerant merchants sell- 
ing from door-to-door through 
salesmen or by renting sample 
rooms at hotels. Newspaper space 
has been purchased and a daily 
message is being given the people 
on the importance of trading at 
home and the fallacy of thinking 
the itinerant merchant can give 
better prices or values than the 
home merchant. 


Thomas F. Farrell Dead 


Death has claimed Thomas F. 
Farrell, for more than 20 years a 
salesman for the Hamilton-Brown 
Company, and in the wholesale 
shoe business for 30 years. Mr. 
Farrell, who was widely known in 
the West, lived at 667 East Second 
South street, this city. He was 
greatly liked in the trade. 


Cummings in the East 


Harry Cummings, manager of 
the local Walk-Over store, has 
gone East for a month and whilst 
away will attend the 50th Anniver- 
sary of the company at Brockton, 
Mass. 





Detroit Merchants Expect 
July To Be a Big Month 


DETROIT—As the half way 
mark for 1924 passed, retail shoe 
merchants here reported business 
conditions were not as satisfactory 
as was expected earlier in the year. 
Some of the factories have been 
shut down, others have been on 
part-time schedule and this condi- 
tion is attributed as one cause for 
slowing up the retail trade. 

White shoes are being sold in 











moderate quantities. One merchant 
said: “Last week we had a good 
week on white footwear, due to the 
warm weather, but this week the 
business has fallen off because of 
the cold, wet weather.” Many ex- 
pect a large business in white 
footwear to develop during this 
month, although some have made 
little provision for more than a 
normal demand. 
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THE SHOE THAT BREATHES 











At the Show! 


Booth 
179 


Stock No. 1350 Stock No. 1250 
Colored Calf Oxford, Scot Last Colored Calf Oxford, Hague Last 


VENTO SHOES 
~ ” STOCK 


Stock No. 1300 Stock No. 1200 
Kid Oxford, Sterling Last Gun Metal Oxford, Hague Last 


he 
REFRESHING 


IT GREATHES 


The Wet Finger Test 


A wet finger, held up in the breeze, instantly tells how the wind is blowing. 

In the same way, a wet finger held over the patented vents in the toe-cap of a 
“VENTO” Shoe quickly detects the air jets coming out as the foot is flexed up and 
down. 

Under any test the VENTO will completely prove every claim made for its venti- 
lating perfection. Fresh air is nature’s surest remedy. VENTO footwear is guaranteed 
to cure overheated, tired feet and to keep healthy feet healthful. 

You will find it has a powerful sales appeal for all classes of men. See it demon- 
strated at the Boston Show. Or write and find out how you may make a personal test, 
before you secure a VENTO agency. 


THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON $3 Campello Station Mass. 
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Advertising Whites 


The McBryde Boot Shop issued 
the following advertisement to the 
public, which largely indicates 
the position of the shoe merchant 
in regard to white footwear, and 
is at the same time a subtle argu- 
ment for early business: 

“An important message to our 
customers about white shoes— 
The backward season led shoe 
stores to stock only a limited num- 
ber of white shoes, and the season 
will be so short that re-ordering 
will be out of the question. There- 
fore, the present stocks are all 
the white shoes that will be avail- 
able this summer—and they are 
being rapidly depleted with the 
hot weather. 

“While we have now a complete 
line of sizes, and a wide selection 
of the season’s smartest styles— 
still we recommend to those who 
depend upon McBryde’s, that only 
immediate buying can insure un- 
qualified satisfaction.” 


Two Stores Close 


Leo Zuckerman & Son, 1412 
Woodward avenue, are selling out 
their shoe department and will dis- 
continue handling shoes. 

The Walk-Over store at 1546 
Woodward avenue has been closed. 
The Walk-Over store five blocks 
farther downtown will absorb the 
stock and trade of this store. 


Hosiery Business Fine 


There is good trade in hosiery 
departments generally. Shoe stores 
where hosiery departments were 
recentiy installed report a very 
good demand during the past 
spring. Flesh colored hosiery en- 
joyed an excellent run. 


Light Tans Leaders 


Light tans lead sales in men’s 
lines, black patents having run 
their course. Sport shoes have had 
a good season and many men’s de- 
partments are satisfied with their 
output on this type. 


Black Is Prominent 


That black predominates in the 
sales of footwear cannot be 
doubted when at least 90 per cent 
of the women appear on the streets 
with black shoes. Gray and the 
fawn shades are little seen at the 
present time, but with whites will 
probably be more worn as the 
season becomes finer. 

There is no change in the de- 





. 
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mands for types of styles, except 
that there is a natural tendency 
towards plainer types of shoes, the 
pump being looked upon as the 
favorite for the coming season. 


Attractive Window Trims 


White shoes are receiving their 
due attention in window displays, 
some stores devoting an entire 
window to their display. A beauti- 
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ful display of white footwear from 
the fourth floor was shown by 
R. H. Fyfe & Co. The background 
is draped with black Romette, 
with alternate satin and corded 
stripes. The material was stretch- 
ed smoothly over the back, and 
white panels of silk are arranged 
at each side, with silk fringe 
across the top to give it a finish. 
A show card reads: “White Shoes 
of Summery Fashions. Just Out.” 





Whites and Black Patents 
Strong at San Francisco 


SAN FRANCISCO—A splendid 
white shoe season has prevailed 
here in shoe stores. A generous 
number of hot days early in the 
season did much to allow the shoe 
merchants to move their white 
stocks. Black patent models are 
second to whites and are extreme- 
ly popular in all grades of stores. 

A very light yellow shade of calf 
has been in demand in men’s ox- 
fords. Many shoemen feel that the 
men’s decided preference for light 
tan shades will react on a run on 
blacks in the fall. 


Novel Window Trim 


The C. H. Baker Company’s Post 
and Kearny street store recently 


put in a window display which 
was one of the best general pub- 
licity stunts of the month in San 
Francisco. The display showed a 
life-sized miner in a very realistic 
outdoor setting, frying bacon over 
a glowing fire. The shoes displayed 
in the window were hiking boots 
set on stumps and moss. John J. 
Solon, manager of the store, de- 
clared that the display increased 
the boot sales. Edward Mancuso 
is window trimmer. 


Reports Good Business 

R. E. Burney, manager of the 
shoe department of Roos Bros., re- 
ports a very nice business in all 
lines particularly in whites. Mr. 
Burney is now in the East. 





Big White Season Reported 
in Oregon and West Coast 


PORTLAND, OREGON — June 
was a rather quiet month with re- 
tail shoe merchants, although 
about the middle of the month a 
few warm days stimulated trade. 
Although Oregon is generally con- 
sidered as an agricultural state. 
Portland itself is always affected 
more by the condition of the lum- 
ber market than by crops and 
prices for farm products. And the 
lumber industry has hit a slump. 
Although mills and camps have 
been operating at from thirty-five 
to fifty per cent capacity, it is 
stated authoritatively, but not offi- 
cially, that there are in the Col- 
umbia River alone about 288,000,- 
000 feet of lumber. 


A Big White Season 


White shoes have responded 
very satisfactorily to the early 





prophesy that this would be the 
biggest white year ever. There will 
be very few white shoes left over 
for the usual August sales. 

Sandals are moving well with 
the exception of the very bright 
colors. 

Business in men’s footwear is 
not brisk. Portland men are buy- 
ing plain patterns, mostly in tans. 
Sport shoes are selling very well, 
but crepe soles are not as popular 
as had been expected. 


New Stock System 

The C. H. Baker stores in Port- 
land and elsewhere on the coast 
are changing their stock number- 
ing system to conform to present 
popular styles and to simplify 
handling. Glenn Tyler, manager of 
the Washington street, store, is 
(Continued on Page 96) 
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Howard B SHOES 


The full H. & F. line of samples is 
always shown at our Boston Office, 
183 Essex Street, Romo 503. Hector 
E. Lynch, Harry P. Lynch and John P. 
Thomas are there to serve you. 


At our Chicago office, Security Building, 
189 West Madison Street, H. M. Pulker 
and Harry Sargent show the new line. 


At the New York office, Room 607 
Marbridge Building, E. L. Agrati has 
the new samples ready for inspection 
of buyers. 


Howard & Foster Co. 


Brockton, Mass. 


Write for Catalog. 
Address all communications to the factory. 
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Noticeable Improvement in 
New York Shoe Business 


NEW YORK—tThe retail shoe 
business here improved in the four- 
day week preceding the Fourth of 
July holiday. Pre-holiday shoppers 
showed a preference for sports 
footwear, particularly whites, and 
many stores reported the first real 
demand for white shoes that has 
appeared so far this year. The be- 
lated demand, however, came a bit 
late to make the whole season a suc- 
cess, as most retail shoe merchants 
began marking down prices on 
whites a couple of weeks ago. 

Sales are plentiful, not only 
among the department stores that 
put out special lots of shoes from 
time to time, but in general among 
the shops devoted exclusively to 
shoes. Among the latter the sale by 
the I. Miller & Sons, 42nd street 
store, and the Emerson men’s shoe 
chain stores. The latter marks the 
first big price reduction in the 
men’s shoes field here, with the ex- 
ception of the John Ward stores, 
which a few weeks ago reduced 
their prices on $8 shoes to $7. The 
Emerson sale, which was widely ad- 
vertised both in the newspapers and 
by posters in the Emerson store 
windows, was said to be the first 
reduction sale in the history of the 
company and its cause was attrib- 
uted to the “backward season which 
finds us overstocked.” In the sale 
all former $5 shoes were reduced 
to $3.95; $6.00 shoes to $4.95; $7.00 
and $7.50 shoes to $5.95, and $8.00, 
$9.00 and $10.00 shoes to $6.95. 
Each of the five Emerson stores in 
New York and Brooklyn partici- 
pated in the sale. 


Whites and Blacks Leading 


Outside of white, black patent 
and black ooze appear to be leading 
at present, with a fair sprinkling 
of light tan calf and colored kids. 
The latter are selling well in the 
high class stores in light pastel 
shades of tan and gray. Gray suede 
is still in call to some extent, but is 
not as popular as a month ago. 


Men’s Trade Good 


Business in men’s shoes remains 
on a fairly even keel. The extreme- 
ly lightweight oxfords introduced 
this year are selling fairly well in 
a few stores, particularly in black 
calf, but in the main are making 
only a slight impression on the gen- 
eral public. Medium weights are 
selling best, the semi-brogue last 





Big Sport Shoe Year 


According to some of the 
leading merchants here this 
has been the best sports shoe 
season in years. This is true 
if the one, two and three- 
strapped shoes with welt soles 
can be classified as sports 
shoes. A number of women 
have bought this type of shoe 
for walking and other outdoor 
purposes and they are fre- 
quently advertised as sports 
shoes. The crepe rubber soled 
oxford has caught on strong 
with the women, and they are 
selling well in tan calf, grain 
leathers, elk and buckskin. In 
many stores the crepe sole is 
outselling the old-fashioned 
rubber sole three to one and 
in some cases the proportion 
in favor of the crepe soles is 
even larger. 

Included in the women’s 
sport shoes are some colored 
leather sandals, which have 
had quite a vogue with the 
“flappers.” In general, though, 
the colored leather shoes have 
not been in strong demand 
this year. By far the largest 
demand for summer footwear 
is centered on plain white, 
chiefly in kid. 











still running strong. Light tans and 
blacks are the best sellers with but 
little call for the dark tan and 
brown shades. 


Novel Advertising 


One men’s and women’s specialty 
shop is conducting a novel adver- 
tising campaign in its men’s shoe 
department. The advertising con- 
sists of a circular letter to a se- 
lected mailing list, the letter being 
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accompanied by small swatches of 
leather and an illustrated folder de- 
voted to a description of the foot- 
wear. It is reported that the cam- 
paign is bringing good results. 


May Below Normal 


.The July monthly review of the 
New York Federal Reserve Bank, 
which contains statistics on trade 
for the month of May, reveals a 
condition in the shoe field that was 
generally below the level of other 
trades. Although department store 
sales as a whole in the Second Fed- 
eral Reserve District were one per 
cent larger in May than in May, 
1923, sales in the shoe departments 
of the reporting stores were 4.3 per 
cent under the preceding year. The 
loss in shoe departments was only 
exceeded by that in silk goods. 
Hosiery made a gain of 5.5 per cent. 

Chain shoe stores reporting to 
the bank made a gain in gross sales 
of 6 per cent over the month of 

May in 1923, but as 367 stores re- 
ported this year against 301 last 
year, the comparison in individual 
stores revealed a loss of 13.4 per 
cent. The general average of all 
type chain stores reporting to the 
bank was 4.1 per cent loss from last 
year. 


Alexander Building Sold 


The Alexander Building, a six- 
story structure at the northeast cor- 
ner of 6th avenue and 19th street, 
in which one of the two Andrew 
Alexander stores has been located 
for about 25 years, has been sold by 
the Alexander estate to Samuel 
Hoffman. The Alexander store in 
this building will be discontinued 
within the next three months. At 
first it was reported that the firm 
of Andrew Alexander intended re- 
tiring from the shoe business. This 
report was emphatically denied by 
Frank Beamis, general manager of 
the business, from the headquarters 
in the Alexander store at 548 Fifth 
avenue. The firm has been in busi- 
ness 67 years. 





New Business Received by 
the Brooklyn Factories 


BROOKLYN — New business 
coming into the local shoe fac- 
tories, although not of boom-time 
proportions, is, nevertheless, prom- 
ising, and manufacturers are look- 
ing forward to a good fall season. 


Activity in the Brooklyn produc- 
ing field has been low since last 
October and conditions now are 
said to be brighter than at any 
time since then. Road men are 
sending in fair orders, with a 
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Sandals and Oxfords 
At Special Prices for July Sale 


Slightly Imperfect — Hardly Noticeable 





CHILDREN’S AND MISSES‘ SANDALS CHILDREN’S AND MISSES’ OX 
RAMSEY’S PATENTED PROCESS RAMSEY’S PATENTED PROCESS. 
va 
3001—Blue Chrome, oak sole............. . . 3205—Brown Lotus, oak sole p+ eu mM = 
3002—Green Chrome, oak sole.......... seteucee ML x 3235—Brown Lotus, Neolin sole..................... .75 85 1.00 
3003—Red Chrome, oak sole inn 
3005— Brown Lotus, oak sole 
3009—Pat. Leather, leather lined, oak sole 


LADIES’ SANDALS LADIES’ SANDALS 
3109—Patent Leather, leather lined, oak sole. (Ramsey's Pat. Process) . . .$1.65 3169—Patent Leather, oak leather soles. (Ramsey’s Pat. Process) 
4109—Same as above. (Ordinary stitchdown) . 1.5 3166—Gray Buckskin, chrome re-tan soles. (Ramsey's Pat. Process) . . 
3106—Gray Buckskin, chrome re-tan soles. (Ramsey's Pat. Process) 1.50 3165—Brown Lotus, chrome re-tan soles. (Ramsey's Pat. Process) 
4106—Same as above. (Ordinary stitchdown) 1.50 
3105—Brown Lotus, unlined, oak leather soles. (Ramsey's Pat. Process) 1.50 


FACTORY DAMAGED 


SANDALS—OXFORDS CREEPERS—SINGLE SOLE 

5 8\<-11 ad 2-5 

Single stitched—Brown and Tan 15e. 55e. 65¢ Brown konaweee ; : swaus 25e. 

Single stitched—Red, Green and Blue Se. 55e. Be Patent eo gy TES, eee es oe 10c. 
Triple stitched—Brown and Tan 50c. 60c. 70c. 

Triple stitched—Red, Green and Blue 50c. 60c. 70c. GROWING GIRLS’—Rubber Heels 24-8 

Triple stitched—Patent Leather 5e. 85e. Se. Sandale—Patent,. lined oe a 

BROWN LOTUS Holly woods—Patent, lined oo. Oe 

8-11 114-2 Sandals—lined—Gray, Log Cabin, Fawn Buckskin. -<.. o 





Children’s and Misses’ fancy perforated, with 
rubber heels i — 85c. HOLL Y WOODS—lined—Gray, Log Cabin, Fawn Buckskin. 1.40 


MEN’S tw nl Heels Sizes 6-11 
No Ventilations.... eddcoeses’ . 81.35 
Ventilated...... SP PR ya IPO ie ; 1.35 














Cc ) 
NOT DAMAGED ~ RAMSEY’S 
aul oh cen, bcm mA 6347 Rider Avenue 


' 84-11 114-2 66 'e/ 
20.50 $0.60 £0.70 Shey _ NEW YORK 
THEY CAN BE RESOLED 























ale 


-. $1.65 
- 1.50 
oo. 1.50 











5 


ue 













uly 12, 1924 July 12, 1924 




































larger sprinkling of advance or- 
ders than has been the rule for 
the past two years. 


Expect More Seasonable Buying 


The outlook for a return to more 
seasonable buying is good. The 
Brooklyn manufacturers in gen- 
eral are heartily in favor of a 
four-season buying plan and most 
of the larger factories are working 
with that end in view. 

The trend toward plainer effects 
in women’s footwear is being 
strongly championed here as it 
gives promise of more even pro- 
duction. The trend is not the re- 
sult of propaganda, say the Brook- 
lyn manufacturers, but a well de- 
fined style trend. Shoe manufac- 








Patent Leading Ma- 
terial 


Patent leather, as far as 
can be learned, is still the 
leading material in most fac- 
tories. Black ooze also is 
strong, taking second place 
with many producers, while 
with others satin is the run- 
ner-up to patent. Light Rus- 
sia calf is going fairly well, 
largely because of its color. 
Manufacturers are not of one 
mind concerning its pros- 
pects for the future, how- 
ever. Black matt kid also is 
being used to a large extent. 
Gun metal calf, which gave 
some promise of attaining a 
vogue a month or two ago, 
appears to be less strong 
now, according to most of 
the larger manufacturers. 
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turers here, who are in closer 
touch with the costume world than 
ever before, are convinced that the 
fall season will see a strong de- 
velopment of the tailored vogue, 
not necessarily a season of suits, 
but of the tailored mode in all ap- 
parel for women. For this reason, 
some of the lighter weight mater- 
ials, such as satin, are well 
thought of in connection with fall 
shoes. 
Many Calls for Welts 


One striking development in 
Brooklyn in recent weeks has been 
the increasing demand for welt 
shoes, mostly in the light weight, 
closely-trimmed variety, resem- 
bling turned-sole shoes. This, it is 
believed, has resulted from a de- 
mand on the ‘part of the general 





public for better wearing qualities 
in its footwear. At any rate, more 
welt soled shoes are being made in 
Brooklyn at present than for some 
time past. 

Although the trend is toward 
more simple patterns, there is no 
outstanding style at present. The 
shoes now being put through the 
works here fall into five general 
divisions: straps, plain pumps, ox- 
fords, short tongued Colonials and 
gorings. The plain pumps usually 
are made with a neat collar effect, 
and the oxfords, which started out 
with considerable elaboration in 
the way of cutouts, fancy stitch- 
ing, or binding, are growing still 
more conservative. Silk embroid- 
ered eyelets on oxfords, usually of 
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the four eyelet variety, are con- 
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sidered extremely good. 

On the subject of heels, there is 
a consensus of opinion that the 
two-inch covered Cuban-Spanish 
type is the one best bet at present, 
on all street shoes. A few lower 
heels are being used, but scarcely 
any higher ones, except on shoes 
for formal wear. Some of the new 
oxfords in patent or black ooze 
carry Spanish-Louis heels, but 
most of the manufacturers feel 
that these too will swing to the 
Cuban type before long. 

It is noticeable that in the new 
patterns being added in show room 
displays patent leather and black 
ooze gored shoes are in strong evi- 
dence. 









Signs Point to Busier 


Times in Philadelphia 


PHILADELPHIA — According 
to the review of business conditions 
in the Philadelphia district made 
by the Federal Reserve Bank of 
Philadelphia, the rate of decline in 
business was progressively slower 
during the last month. The report 
states that business continued to 
decline partly as a result of the un- 
seasonable weather. This slackness 
was evidenced by a further fall in 
the production of basic commodi- 
ties, by a reduction in the number 
of employees of industrial establish- 
ments, and by decreased distribu- 
tion of goods. 

The policy of ordering in small 
amounts and for prompt shipment 
continues in virtually all industries. 
In order to prevent the accumula- 
tion of stocks, many manufacturers 
have curtailed production. As a re- 
sult consumption and output in 
many industries are more closely 
balanced than they were a month 
ago. 

The Federal Reserve Bank of 
Philadelphia reports that sales of 
shoes at wholesale were smaller in 
June than they were a year ago. 


Tailored Effects Selling 


There is quite an active demand 
for tailored effects, according to 
John C. McKeon, of Laird, Schober 
and Company. They are for the 
most part in pumps and _ short 
tongue effects in tan calf. There is 
also fairly satisfactory buying in 
patents and in satins in black and 
the soft shades of brown. White 
glazed kid is quite active, although 


there is not much‘ call for this ma- 
terial in black. Gores are selling 
well, their use concealed under 
buckles, used as ornaments and 
not to close the shoes, being quite 
common. Mr. McKeon reports that 
the Laird, Schober factory is work- 
ing up to its capacity on immediate 
business. 


Inventory Period Slows Up 
Factories 


There has been a slight decline 
in factory activity due to the in- 
ventory period. The prediction is 
generally made, however, that after 
the middle of July business will im- 
prove. Patents, satins, and glazed 
kid staples for fall are selling in a 
variety of pump effects and ox- 
fords. Some Russia calf is selling 
and it is predicted that black suede 
will be very active in fall. 

There has been no change in 
prices other than those which were 
made possible by the desire of some 
factories to stimulate buying. 
Wages have not yet beer cut and, 
aside from the case of one manu- 
facturer who expects to reduce 
wages in his factory by December, 
there has been no agitation here in 
this direction. Quite a few manu- 
facturers are of the opinion, how- 
ever, that such action is bound to 
come before very much longer. 


Retail Notes 


Geuting’s will shortly rebuild its 
Chestnut street store so as to double 
its size and capacity. During the 
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Meet the great $5.00 retail 
demand without pinching 
your profit --- 











To Retail Eerie at $5:20 











Grose NOVELTIES in Welt and McKay 
footwear are quick friend makers. We con- 
fidently challenge comparison of our smart, ex- 
clusive styles and substantial values with any 
offered in our price range. 


Call at 207 Essex Street 
Room 305 
And See the Full Line 





GLOBE SHOE Co. 


Makers of Women’s Goodyear Welt and McKay Novelties 
Chelsea - - : Mass. 




















Dealer Influence is secured thru advertising in the bout and Shoe Recoruer. 
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next few weeks they will hold clear- 
ance sales of all of their stock ex- 
cepting their corrective “Shoor- 
Tred” shoes. 

Steigerwalt’s started their re- 
moval sales preparatory to moving 
into their new store at 1528 Chest- 
nut street. 

One of the large downtown de- 
partment stores is featuring a lot 
of new pumps from Swiss boot- 
makers. They have two straps, 
fastening with miniature hammered 
harness buckles, 134 inch Spanish 


BOOT AND SHOE RECORDER 


heels, and oak-tanned leather soles. 
They are priced at $13 and are be- 
ing shown in white glazed kidskin, 
black satin, and gray and fawn 
ooze calf. 

Hallahan’s recently opened an 
economy walk-up shop at 4028-30 
Lancaster avenue, and gave a sou- 
venir to every visitor on the open- 
ing day. 

The Kathryn Footwear Shop at 
1627 Orthodox street, is featuring 
white kid and Ked Cloth with Span- 
ish and box heels. 





Busy Times Ahead at the 
Brockton Shoe Factories 


BROCKTON—During the next 
week in particular and the month 
of July in general, Brockton shoe 
manufacturers and selling repre- 
sentatives will be busily engaged in 
showing their newest samples to 
v siting buyers. A large contingent 
of merchants is expected in Boston 
cur:ng the present month. Sales- 
men, who have finished their trips, 
and are planning to make their 
headquarters in Boston for the 
present, are optimistic regarding 
prospects for. selling made-in- 
Brockton shoes for the coming sea- 
son. The South and Southwest, 
which are always well represented 
in the Boston market during July, 
are reported to be in an especially 
good condition, with small stocks in 
retail merchants’ hands. Cotton and 
other staple crops are bringing 
good prices, and merchants are 
looking forward to a good business 
during the next few months. This 
condition should, and doubtless 
will, assist materially in bringing 
substantial sales of Brockton foot- 
wear at the Style Show, and at the 
Boston offices and hotel rooms 
where scores of lines will be dis- 
played. 

New styles in men’s and women’s 
welts represent the most desired 
types of lasts and patterns, together 
with that thorough workmanship 
aad high-class finish which is typi- 
cal of made-in-Brockton footwear. 
Popular prices prevail. 


Red Leather for Men’s Shoes 


In fall samples, which are now 
being shown by Brockton shoe 
manufacturers, a red calfskin is 
among the new shades of leather. 
This color, produced by a leading 
tanner, is of a brighter tint than 
some of the popular wine shades. 
Several Brockton manufacturers 





predict an excellent demand for 
shoes made from this leather, as 
adding to the attractiveness of a 
merchant’s window display, and of- 
fering opportunities for added sales 
in oxfords or high cut patterns. 


Shoe Machinery Man a 
Guest 
Louis A. Coolidge, treasurer of 
the United Shoe Machinery Corp., 
was a speaker at a recent meeting 
and luncheon of the Brockton Kiwa- 








nis Club. Mr. Coolidge spoke on 
the importance of retaining “home 
rule” for communities and states as 
against the growth of bureaucratic 
government from Washington. He 
was well received. About 90 Brock- 
ton business men, including several 
shoe manufacturers and shoe buy- 
ers as guests, were in attendance. 


Busy Summer at Douglas 
Factory 


W. L. Douglas Shoe Co. has com- 
menced factory production on a 
practically full-time scale in all de- 
partments. Officials of the company 
state that business has been re- 
ceived in sufficient volume to pro- 
vide for steady work during the 
greater part of the summer months. 


New Line for Diamond Shoe 
Having been granted a price list 


_for the production of a new grade 


of women’s shoes, the Diamond 
Shoe Co., with factory in Brockton, 
will make 80 dozen pairs daily of 
this grade. The new shoes will be 
the lowest-priced ever made by this 
concern. Their production will in- 
crease the factory output from 50 
dozen pairs to 130 dozen pairs daily. 





Light and Dainty Effects 


Features 


LYNN—Styles show a further 
development of light and dainty 
effects in both oxfords and pumps. 
Patterns are not plainer, although 
it is common to say so. They are 
finer, and more delicate. Lasts are 
not plainer. They are more shapely 
and graceful, and in greater va- 
riety, too. Shoes are lighter in 
ounces. They fit better. The thin- 
ness of the shoe like the thinness 
of a silk stocking is a feature of 
the new shoe styling. A foot, finely 
shod, must look light and graceful, 
like a bird; not dull and heavy. 
That is the new thought in Lynn 
designing. 

Materials show the selection of 
finer grades. The. endeavor is to 
make the upper more like a glove 
for the foot. Black kid, of the light- 
est and choicest skins, is being cut 
for shoes for afternoon and evening 
wear. Patent leather maintains its 
popularity for both street and dress 
shoes. Black is a strong color for 
fall. Suedes and satins also hold 
good for fall. But there is a large 
use of fine grain calf. Colors run 





of Lynn Styles 


according to the card, with medium 
to light soft shades of tan attract- 
ing more attention than was ex- 
pected. Possibly as shoes are light- 
er in weight and style, there is a 
larger interest in the lighter shades 
of leather. Bronze, of the golden, 
not of the coppery hue, is men- 
tioned. An exception to this is the 
use of calf and elk leather, in full 
grain or embossed or boarded de- 
signs, for sport and college ox- 
fords. 
Heels Are Higher 


High heels have gained of late, 
and possibly may be at a new peak. 
They are up to 14/8 and 16/8, for 
both street and dress wear, and in 
a few instances are above 16/8. One 
firm notes an interest in more slen- 
der heels, even a bit stilt-like. An 
exception to this is the run on welt 
oxfords with heels 6/8 and 8/8 
high. 


“All Tuned Up” for Fall 


T. Frank Lynch Shoe Co., one of 
Lynn’s newest firms, tuned up its 
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Our line will be exhibited at Bootn 
203, Boston Style Show; also by 
N. M. Macdonald, 183 Essex Street, 
Room 501, and by Harry C. Carr at 
10 High Street, Room 701. 











A Patent Cut Steel Gored pump, covered 12-8 heel, 
Modified French last. A number you will be as 


proud to skow as we are. 


NOTE THE HUG 
AT THE HEEL-- 
AND THE GRIP 


ON THE FOOT KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 


BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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factory on the end of the spring 
and summer run, and is now run- 
ning to perfection as he makes 
shoes for delivery in August and 
later. Mr. Lynch, who has had 
years of experience in the style 
game, as well as in manufacturing, 
is aiming to provide just what the 
buyer orders. His styles show the 
newest variations on light and 
dainty patterns. At the moment, 
patents and satins are among the 
leaders in his shop. 


To Double Output 


The Lion Shoe Co. has moved to 
the Harwood factory, on Allerton 
street, and will double its output of 
McKay shoes for women. 


Gore, Straps and Buttons 


A singular, and yet pretty shoe, 
was noticed in the A. E. Little line 
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the other day. It is a dress pump, 
high of heel. In its instep strap is 
a gore. From this strap spreads a 
fan of narrow straps down to the 
vamp, where they are fastened with 
tiny pearl buttons. The buttons are 
just for ornament. The shoe slips 
on to the foot like any gore style. 





Medium Grades Moving 
Well 


Sargent-Anderson Co., of Salem, 
Mass., are very much encouraged 
over the business they are booking, 
and state that they are nearing the 
peak of their production capacity 
on their medium grade welt and 
McKay shoes for women. Visitors 
to the Boston market during Style 
Show Week will find an interesting 
display of late summer and early 
fall styles at the Boston salesrooms, 
195 Essex street. 





Patent Leather Holds Up 
as Very Popular Material 


BALTIMORE—In the June re- 
port of the Baltimore Association 
of Commerce, A. S. Goldsboro 
states that the business situation 
here is running parallel with other 
metropolitan markets, and that 
some of the adverse factors are not 
so acute here. Although sales ac- 
tivity has decreased, the reversal 
of conditions is not alarming. It is 
commonly believed that the weather 
is much to blame, having injured 
normal progress. 


Operas Are in Favor 


Of the shoes most in favor, opera 
pumps, with or without steel 
buckles, are still in the foreground, 
patent leather predominating. 
Pumps, with leather buckles at- 
tached, are popular. Strapped 
pumps are also selling in great 
numbers. The white shoe season is 
expected to be successful. Shoe buy- 
ers are not heavily stocked with 
white goods as in previous seasons 
and therefore do not expect to be 
burdened with a surplus of white 
shoes at the end of the season. 


Mannix Joins Brager Co. 


William H. Mannix, formerly of 
Boston, is now with A. A. Brager 
Department Store at Eutaw and 
Saratoga streets. He is buyer and 
manager of men’s, women’s and 
children’s shoes. Previous to his 


coming here, Mr. Mannix was with 
E. Iverson & Company, Chicago, 
and J. L. Brandeis of Omaha, Ne- 
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braska. The Brager Company is 
the Baltimore agency for the Red 
Cross Shoe. 


New Shoes Shown 


Some interesting new shoes dis- 
played in Baltimore shops: White 
kid, one-buttoned, strapped pump, 
small cut-out at instep, medium 
rounded toe, 12/8 Spanish heel 
with 31/2 inch vamp. Price $12. 

Patent leather oxford with short 
vamp, broad toe, 18/8 Spanish heel, 
Price $14. 


New Stores Opened 


Two new Beck Hazzard stores 
have been opened recently. O. White 
is manager of a store at_222 N, 
Eutaw street. G. Plaine is in charge 
of the store at 120 E. Baltimore 
street. 


Attractive Windows 


The windows at Wm. Hahn & 
Company, 37 W. Lexington street, 
attracted much attention. They 
were done in black and white, 
shoes, decorations and signs carry- 
ing out this color scheme. 





Healthy Tone to Retail 
Trade in New Orleans 


NEW ORLEANS—A decided 
brace in the steadiness of the 
men’s trade in shoe stores was re- 
ported generally during June. 
Women also showed more interest 
and bought freely of white pat- 
terns and black materials. 

White shoes predominate for 
women at this time in kid mate- 
rials. One house is showing kids 
in many different styles, a white 
kid modified sport slipper, perfo- 
ration trimmings at $8.50; wash- 
able kid, round toe, modified heel, 
price $10; slip-on kid pump, new 
toe and instep strap, $12; round 
toe strap slipper, cut-out instep 


decorations, $10; white sport slip- 
on pump, round toe, at $12. 


Oxfords Selling Freely 


More oxfords are being sold 
than in former years. It is pre- 
dicted that they will be more pop- 
ular than ever next fall. 


Building Addition 
Ben Isaacs, president of the 
Marks Isaacs Co., drove the first 
pile to the new six-story addition 
it is making to its store, on which 
it expects to expend $250,000. 





New Samples of Women’s 
Shoes Ready at Haverhill 


HAVERHILL—New samples of 
women’s “pretty shoes,” for which 
Haverhill is famous the world over, 
have been prepared in great variety 
and in many attractive combina- 





tions for the inspection of visiting 
buyers. Boston’s Style Show, which 
will bring hundreds of trade visi- 
tors to its market, will mark 

(Continued on Page 91) 
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Lmportant Letter 
to the Trade 


We recently published a letter outlining our present plans and policies, 
and the purpose of this letter is to emphasize the importance of our 
new move to the trade. 


The facts are that we are doing business at the old stand—do not con- 
template any deserting of the city of our business career—will make as 
high grade of shoes, as before—shall be able to serve buyers at more 
attractive prices—will operate under a new agreement with labor organi- 
zations—the former management remains at the helm—our Mr. Phil 
English will, as before, market our output. 


The reorganization has resulted in changes very much to the advan- 
tage of our friends who favor us with business. Production has been ex- 
pedited and deliveries will be made in less time than before. All operations 
have been adjusted closer to capacity production, thus unburdening our 
line of excessive productive expense. 


The trade has our assurance that we were never in so favorable a posi- 
tion to serve and satisfy, as now. The business booked since our reorgani- 
zation 1s indicative of trade confidence, which it is our privilege and 
pleasure to acknowledge and encourage by this means. 


Witherell &° Dobbins (. 


Manufacturers of Turn Footwear 


Haverhill, Mass. 


July 12, 1924 
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Rochester Trade Better 
as Ideal Weather Prevails 


ROCHESTER — Continued im- 
provement in business was enjoyed 
by most Rochester shoe merchants 
during the week ending July 5. The 
popular-priced stores were especial- 
ly busy preceding the holiday and a 
survey of the down-town stores in- 
dicates that a satisfactory business 
was enjoyed. 

White Sandal Styles Strong 

White kid shoes of semi-sandal 
type with low heels are the best 
sellers in white with white canvas 
models lagging. 


Big White Kid Trade 


Don Burke, proprietor of the 
Burke Shoe Stores, reports a 
marked demand for white kid shoes 
in strap and cut-out effects. Patent 
shoes in semi-sandal patterns with 
low heels are also big sellers at the 
Burke stores and Mr. Burke looks 
for a continuation of the popularity 
of patents throughout the summer. 


Good Business on Staples 


Style shoes naturally are the big 
sellers just now, but merchants 
who are pushing staple footwear re- 
port that this business is holding 
its own at this time and that there 
is a good demand for plain oxfords 
and plain strap patterns. 

Wm. Eastwood & Son’s Company 
recently featured staple oxfords 
built over their No. 104 last which 
has been a very remarkable seller 
during the past year. In their ad- 
vertising they feature the fact that 
they have sold more than 5000 pairs 
of women’s oxfords built over this 
last during the past year. 


Sibley’s Move 

Joe Pratt, manager of the shoe 
department of Sibiey, Lindsay & 
Curr Company, is a busy man these 
days, superintending the moving of 
the shoe department from the first 
floor to the second. It will have a 
greatly enlarged shoe department. 


Helping Near East 


Representing the Near East Re- 
lief, A. B. Peterson, of Chautauqua, 
N. Y., had a conference recently 
with President Mott B. Hughey of 
the New York State Shoe Retailers’ 
Association in Watkins, and re- 
ceived from Mr. Hughey assurances 
that the state association is heartily 





in favor of the “shoe barrel plan.” 
The plan is advocated by the na- 
tional association for collecting old 
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shoes to be sent to the Near East 
sufferers. 

Mr. Hughey called the attention 
of Mr. Peterson to the fact that 
Rochester has already held a suc- 
cessful “Shoe Barrel Week,” as 
have also a number of other cities 
in the state. 





Birmingham Stores Busy on 
Whites and Sport Models 


BIRMINGHAM — Steady trade 
on white shoes in women’s depart- 
ments is reported generally in the 
shoe stores here. All white is most 
popular, very lIttle volume being 
done on colored-trimmed whites. 
Low-heeled models in all types of 
shoes are extremely popular. The 
12-8 Cuban heel is meeting with 
steady calls. 


Sport Shoes are Strong 


Sport shoes in white materials 
are going well, especially with 
the crepe rubber sole. Men are 
buying more freely of sport shoes 
than in former seasons. Two-tone 
calf styles are strong. 


More All America Stores 


The chain of All America Shoe 
stores in Birmingham, Atlanta, 
Nashville and Bessemer, will be 
extended to ten other cities within 
the near future, and will be active- 
ly controlled in Birmingham, ac- 
cording to an announcement made 
by H. S. Steele, manager of the 
Birmingham store, and who re- 
cently, by gaining an interest in 
the other stores, has been ap- 
pointed manager of the company. 

The new stores, which will be 
owned jointly by the Rice & Hutch- 


ins Shoe Company and Mr. Steele, 
will be opened as rapidly as suit- 
able locations can be secured ac- 
cording to the manager. They will 
sell the Rice & Hutchins lines. 

Mr. Steele has been manager of 
the Birmingham store for five 
years. He gradually obtained an 
interest in the other stores and 
just last week closed a deal for 
an interest in the Atlanta store, 
the last in the group. He took con- 
trol of the Atlanta branch on July 
1. He will remain in active charge 
of the Birmingham store for the 
present. 


New Department 
The Loveman, Joseph and Loeb 
Department Store opened its 


Merry-Go-Round Shoe Shop in the 
children’s department on the bal- 
cony on June 13. The Merry-Go- 
Round department is the first in 
this part of the country and has 
proved very popular. The little 
seats for trying on shoes are just 
like the animals on the Merry-Go- 
Round and keep the mind of the 
child diverted while he has his 
feet fitted. 

On the opening day every child 
who visited the department was 
given a balloon. 





In Boston White Shoes 
Meet with Steady Calls 


BOSTON—tThe most noticeable 
feature of the retail shoe trade dur- 
ing the week ending July 5, which 
was broken up by a holiday, was 
the steadiness which characterized 
the calls for white patterns. Ideal 
summer weather has greatly stimu- 
lated the demand for whites. 

For the most part merchants are 
holding off well in regard to sum- 
mer sales. But reports made during 
the week indicated that several 
stores were preparing to stage their 


“midsummer sales.” In some of the 
stores where prices were reduced 
earlier than usual, the white mer- 
chandise on sale was indicative of 
the 1923 styles. Colored-trimmed 
whites are conspicuous in sales. 

Next to whites black materials 
are selling best. Patent continues 
to show remarkable strength in all 
types of stores. Satins are strong, 
too. 

One medium-priced store, one of 
the most active in the city, reported 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 








HURLEY 


GPSEM (7, /PA ARCH 
SHOE 
“Ask the Man Who Wears Them” 
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a laced oxford in white kid was an 
excellent seller. It is generously cut 
out in front, giving a lattice effect. 
The lacings are unique and enter 
into part of the lattice work, rather 
than weaving in and out through 
eyelets. The model carries both a 
13/8 and 16/8 heel, but is most 
popular with the former heel. 

Generally white kid strap pat- 
terns are leading. Sandal styles are 
very good. 


Federal Reserve Report 


The monthly review of industrial 
and financial conditions in the New 
England Federal Reserve district 
for May was not very encouraging, 
but early June gave indications of 
showing marked improvement over 
the preceding month. 

An extract from the report fol- 
lows: “One of the stumbling blocks 
in the way of a return to better 
business conditions and a larger 
volume of production is the disin- 
clination of merchants and others 
to place orders for their normal re- 
quireménts of merchandise.” 

Concerning hides and leather the 
report reads: “A somewhat better 
feeling was reported as prevailing 
in the shoe and leather markets in 
May. Packers’ hides were sold up 
closely during the month. Early in 
June, the volume of sales took a de- 
cided drop, with only June hides 
available. Prices remained firm, 
however. Prices of calfskins and 
kips were fairly steady during the 
early part of May. A slight easing 
tendency developed later in the 
month. The sole and upper leather 
markets were quiet, with prices 
steady.” 


“Uncle George” Van Pelt 
Visits Hub 

George H. Van Pelt, known to 
everyone as “Uncle George” Van 
Pelt, was a recent visitor at the 
Recorder office. ““Uncle George” was 
for many years in the last business 
in Chicago. His name now appears 
at the top of the six-story building 
of the United Last Co. in that city. 
Mr. Van Pelt has now become a 
“‘Hobby-I-tist” on good, reinforced 
concrete roads, fireproof hotels and 
Goodyear welt shoes, made over 
United Last Co.’s lasts. He is an 
authority on all three subjects. 

Honored by Chicago Association 

On May 23, when “Uncle George” 
celebrated his 83rd birthday, he 
happened to be in Chicago on his 
trip North from Miami and vicin- 
ity, where he spent the winter 
months. In his earlier days, he was 
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HENRY LILLY CoO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
of 


SHOES AND RUBBERS 
Every Wednesday and Friday 











PULLMAN TRAVELING SLIPPERS 4 
better“than ever in Quality and fit 
dindtor~owner, of ark Allman’ 


Ma poostz ie G Geauine 18.00 
GLAZED KID — $1 doz. 


Colorr Black and Brown 
full sizes 3 toll in Stock 
M. GUSTIN CO. 
Wwisest New York J 








TRADE MARK REGISTERED 





Stock Dept. 5 - &% 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 














Style & Quality 


A. FREEDMAN & SOs, Inc. 
BROCKTON, 











Where to Buy 
Wanted Styles 


An extra Editorial Service to 
“Recorder” readers, free for the 
asking. Write and tell us what 
you would like to know. 
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New York 
.LES 


sBERS 


Friday 
SLIPPERS 
lity and fit 
‘ark Pullman’ 
ne $18.00 
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Colcord & Walker, Inc. 
TURN FOOTWEAR 


For Women 


New Plant 








CHICAGO 
W® SUMNER SMITH CO 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Many dependable and 
profitable styles constant- 
y In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 

















alderwood & se 


INCORPORATED 











FOR NEWSPAPER ADVERTISING 
: $1.25 EACH 5 FORS5.00 
ALSO HALFTONE ILLUSTRATIONS®LSOEACH 





INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 











a very active member of the Chi- 
cago Chamber of Commerce; he de- 
voted much time to building this 
association and was on the board of 
the Membership Conference. 

The occasion of Mr. Van Pelt’s 
visit to the chamber this year was 
made a festive one; a luncheon at 
the Hotel Sherman was tendered to 
him, and as a result of this “get- 
together” of old associates, an 
organization for service, to be 
known as “The Uncle George 
Van Pelt Membership Conference” 
was formed. Mr. Van Pelt is now 
enjoying the summer touring Nova 
Scotia. 





Haverhill 
(Continued from Page 87) 

the opening of what is predicted by 
Haverhill manufacturers, a busy 
buying period. With stocks on retail 
shoe merchants’ shelves whittled 
down to a fine point, according to 
reports from traveling men, there 
is every reason why buying should 
be on a liberal scale. 

With labor price readjustments 
made in Haverhill during the past 
few weeks, local manufacturers are 
in an important position to meet 
the demand of buyers for popular- 
priced footwear. In fact, the slogan, 
“popular prices,” will be used with 
good effect, it is believed, upon 
prospective purchasers of Haver- 
hill-made shoes. Manufacturers are 
well prepared to meet competition 
not only regarding price, but in 
quality of material and workman- 
ship. The latter is always under- 
stood to be inseparable from Hav- 
erhill’s merchandise. Not only will 
Haverhill be well represented at the 
Style Show by manufacturers, but 
practically all Haverhill-made lines 
will be shown at Boston offices and 
hotel rooms during show week, and 
in fact, during the entire month of 
July. Salesmen will concentrate 
their efforts on the Boston market 
place, and no efforts will be spared 
to put Haverhill across to buyers 
in a complete and convincing way. 


Witherell & Dobbins Re- 
organizes 

On July 1, Witherell & Dobbins 
Co., with factory location in the 
same building in Haverhill which 
has been occupied for several years, 
resumed production of the “W & D” 
line of women’s turns. The reor- 
ganization of this concern enables 


. it to operate with a decreased over- 


head and smaller labor cost, and 
thus quote lower prices for the pro- 
duct. Under the new method em- 
ployed in the Witherell & Dobbins 
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Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“El A M” 
Flexible Turn Shoes 


For the Jobbiug Trade Eaclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 











Gleal Diaby, Shoe Q 


acs ae Md 


anvers, 
* Baby Shoe 
ecialists 
SEND FOR CATALOG 


NEW YORE GFFIKE 320 FIFTH AVE, 





Or POSNER’. 
SHOES & STOCIINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 

DR. A.POSNER SHOES, INC 





Loosen x. _ ¥. 140 Ww. BROADWMY 














MANHATTAN FINDING CO. 
107 Duane St., New York City 
Specializing in 
“KOM-FUT” ARCH SUPPORTS 
and 


Shoe Store Supgtins of every Consigtion 
Write today for information 
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Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


 —~ LA COOK ¢ 
$ South St. , wee Maas. 














COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet. Rubber Soling 


B. / Sommer oe 





Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E. Miller 
INC, 


Detachable 


Sele Mi 
11 BROADWAY 
* Rubber Heels NY 


New York City, 














T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W. G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 



































plant, of smaller unit production, it 
is planned to improve shoes that 
have always been good, and to sup- 
ply the trade with better values 
than ever before. New lasts and 
patterns, embodying the most ad- 
vanced ideas in women’s novelty 
turns, are utilized in the new sam- 
ples. 

The personnel of Witherell & 
Dobbins Co. is the same as for 
years past: George W. Dobbins, 
Napoleon Theriault, and Phil Eng- 
lish, Jr., respectively in charge of 
finances, manufacturing and sell- 
ing. 

Shoe buyers, particularly those 
visiting the Boston market at this 
time, will be interested to learn of 
the concern’s reorganization, and 
the resumption of this established 
business on a plan advantageous to 
purchasers. The Boston office and 
sample room is located as hereto- 
fore at 110 Lincoln street. 


New Plant in Plaistow, 


An interesting development with 
Colcord & Walker, Inc., manufac- 
turers of women’s turn shoes, is the 
building of a new factory in the 
neighboring town of Plaistow, N. H. 
This is four miles from Haverhill, 
with excellent transportation facili- 
ties, and well supplied with skilled 
shoe workers. The new building 
situated on farm land in open coun- 
try, is of mill construction, one 
story and basement, monitor roof, 
dimensions 46 by 90 feet. Large 
windows admit ample light and air 
on all sides. Various processes are 
so arranged that the cutting starts 
at one side of the building, and the 
work progresses around through 
the various departments to the 
lower end of the building where fin- 
ished goods are ready for shipment. 
Electric power is supplied by the 
local company. Individual motors 
are at each machine. Heating ar- 
rangements are provided in the 
basement. 

The building was constructed un- 
der the direct supervision of A. T. 
Colcord of the firm. The plant is 
capable of producing about 360 
pairs daily of women’s turn foot- 
wear. There is ample land on all 
sides to provide room for factory 
addition whenever needed. Mr. 
Colcord is in charge of the manu- 
facturing, with N. K. Walker look- 
ing after the selling. 


Greeley in Larger Quarters 


A. W. Greeley, well known to the 
trade as manufacturer of Greeley 
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Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 
No. 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 
Lavender, B. Blue, 
Black, Taupe and Pink. 
Send for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green Street - - Worcester, Mass. 











PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave. Brooklyn, N. Y. 
HIGH GRADE MULES AND D’ORSAYS 
Made of Satin, Quilted Satin, Embossed 

Leather, Tinsel and Brocade 
Prices from $23.00 per doz. up 








FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 


NORTHEASTERN SHOE CO.., Inc. 
54 Auburn St., Chelsea, Mass. 
Boston Office, 139 Lincoln Street. Room 212 








2121 Wash. 
St., Boston, 


SLIPPERS 


TURN 
Retailing $3.00 to $7.00 








SLIPPERS for MEN, WOMEN 
and CHILDREN 

Bedroom and house 

SLIPPERS in a wide 

variety of styles and 

prices. 

SATIN SLIPPER S 

noted for quality 

FRANK H. oe <o.. I 

24 Washingten 4 ester, Mass. 











in Medium and+ Yi 
IGH GRADE ( 
oR Ss LIPPERS# 
dll styles made 3, Dometic an 


ae Satin Brocadesand Metal Cloth. 








' $2.20 per pairandup 
seal 


D M GUSTIN © 





Kimono Sandals 
Write for Prices 
BEST-EVER SLIPPER C0., Inc., BROOKLYN, N.Y. 








Do You Know? 


That you can buy or sell it through 
the “‘Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Ladice’ ‘<. Feshioned aon Hoee 
w Ye so Fitch 
New York Fy 4, Sie h Ave. 























J. R. BEATON COMPANY, Inc. 


33! FOURTH AVE... NEW YORK 





ATLANTA 
SAN 
FRANCISCO 


CHICAGO 
BOSTON 










































Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 


New, novel, low-priced designs 
and patented process. yak rte Quilting 
in fancy styles and designs. 


SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Heboken, N. J. 
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ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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[OLMAN PRINT. INC. | 
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Wisconsin Convention 
on August 12, 13 
and 14 


Fond du Lac, Wis., July 10 
—Plans are complete for the 
annual convention of the Wis- 
consin Shoe Retailers’ Asso- 
ciation to be held here August 
12, 13 and 14. A. C. Egelhoff 
is chairman of the convention 
committee. The convention is 
to be held at Moose Hall. In- 
dications point to a very en- 
tertaining and instructive pro- 
gram being enjoyed. Great 
care has been exercised in ar- 
ranging it. 

Officers of the association 
are Richard E. Sager, Green 
Bay, President; William 
Gleue, Wisconsin Rapids, first 
vice-president; William fF. 
Schumacher, Madison, second 
vice-president; and Harry 
Lucas, Milwaukee, secretary- 
treasurer. 




















Boudoirs, has removed from a sev- 
eral years’ location on Washington 
street to the Pentucket Associates 
building, 12 Duncan street. The 
Greeley concern occupies the third 
floor of this modern brick structure, 
where larger and better facilities 
are available for stock carrying and 
shipment. A large stock of boudoirs 
will be carried. Mr. Greeley has a 
plant in Newton, N. H., where bou- 
doirs are made under conditions 
which assure excellence of product. 


New Sole Leathers 

Boston, Mass., July 8—The Moore 
Leather Co. of this city has the 
selling agency for the George C. 
Vaughan products — sinew-oak, 
arctic sole, waterproof double tan 
and other new leathers. Mr. 
Vaughan recently produced four 
new sole leathers and sinew-oak is 
one of the most interesting of 
those, possessing unusual quali- 
ties. It is flexible and is being used 
much in comfort shoes, dancing 
pumps, street shoes, gymnasium 





shoes; also in children’s models. 





New Plant in Danvers, 
Mass. 

H. A. Miller, formerly of the 
Miller Shoe Company, Salem, Mass., 
is now located in Danvers, Mass., 
where he is engaged in making a 
line of infants’ first step stitch- 
downs. They are said to be excep- 
tionally light and flexible. 
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BALLET SLIPPERS 
(Made by Ballet Specialists) 
Style B101 Bik. Glazed 
id, Soft Toe 
6-11 11%-2 2%-8 
1.30 61. 35 1. 40 
Schwartz & Herder, Inc. 
Mfrs. of High Grade 
Athletic Shoes 
Philadelphia, Pa. 





241 No. llth Street - 








BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid officially adopted 

as the best made professional toe and ballet slipper in 
‘America by International Amoclation Masters of 


PBamey 


Only one exclusive agency in a town 








IN-STOCK. 

BLACK BALLET SLIPPERS 

Childs $1.30 
Sizes 7 to 1l 
Misses $1.35 
Sizes 114 to 2 
Ladies $1.40 
Sizes 2} to 8 
BLOG SHOE FINDING CO., INC. 

147 Duane St., New York, N. Y. 
















BALLET SLIPPERS in Stock 


menage OC 


Bench Ma 
BLACK KID SOFT TOE $200" BOX TOE 3.00 
PINK SATIN BOX TOE 3.50 
Sizes 6 child’s to 7 women's 
I. MILLER & SONS, Inc. 


One Carlton Ave., Brooklyn N.Y. 








BALLET SLIPPERS IN STOCK Bik Cab. Soft 


toe, 84 child” s 










Bik. Vici, Hard 
toe, 8-8, $2.85 
FERGUSON BROS. CO. 
2121 Washingt St., Bost 

























Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 














To Double Output 


Lynn, Mass.—The Lion Shoe Co. 
is moving to the Renton factory at 
63 Allerton street. It plans to dou- 
ble its output of women’s McKays. 
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Two New Styles for Immediate Delivery 





In Stock 





$4.85 No. B-331.. — anew $4.85 


SIZES AND WIDTHS Black Glaze 1 Kid Oxford, Welt, Combina- 
tion Last, 12/8 Walking Heel. Rubber Top 
Lift. E Width 2% to 9. 


No. B-332.. 


Black Satin Strap Pump, Wilson Process, 
263 Last, 15/8 Spanish Louis Heel, Black 
Ooze Saddle. 





Terms: Net 39 Days 


C. P. FORD & COMPANY 


INCORPORATED 
New York: Marbridge Bldg. ROCHESTER, N.Y. 
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3 W’s LENOX—Profit Makers 


Built to meet the requirements of style, fit and good 
service. Priced to meet competition and to give a 
fair profit. 
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Growing Girls 
Misses 
3 THE — 
THE Children “HELMWOOD” 


”? 
“WINNER Patent Leather Front Strap Instep Cut-out 


No. 6602—8 4-11, D 
No. 6601—11 4-2, C, D, and E 


Tost Tan Call, 6 10,85 ev eo everson. $1.70 IN STOCK aye %7, C, and D, low 


7044—White Calf, 4w8.. 


6479—White Calf, 8% to aR ARE Soe 2. “35 
-00 Salesmen wanted for state of Virginia; also salesmen for 


7 counties of Central Pennsylvania. Must have estab- 
lished trade. 


aemeiaie ieee? Weimer, Wright & Watkin Co. 


fistale’ ‘co 295 39 South Second Street PHILADELPHIA 


lso Carried in Tan Calf and White Calf. 
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Dealer Influence ws secured thru advertising in the Boot and Shoe Recorder. 
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ou can stretch dion safely 
on Repco § tretchers. 


VERY shoeman knows that great care 
must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 
The regular, easy action of Repco Stretcher elimi- 
nates sudden and jerky pressure and assures safe 
stretching. 
Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 
The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 
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Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowr; to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J,.K. KRIEG COMPANY 
39 WARREN ST., NEW YORK 


#8088080806086505002525555555555555555043 
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Portland, Oregon 
(Continued from page 79) 
very enthusiastic over this system. 
“It will be possible,” he said, “for 
a new clerk coming in to help out 
during a Saturday rush to famil- 
iarize himself with the stock suf- 
ficiently within an hour to give 
customers ideal service.” Under 
this system all welts and heavy 
McKays carry a number with the 
suffix W; all turns and light 
McKays carry the number only. 
Low heels are numbered one hun- 
dred higher than the same pattern 
in high heels. For example, a black 
kid turn with a high heel is num- 
bered in the 900s, the same shoe 
with a low heel is numbered in the 
1000s, the same in a high heel welt 

is in the 900Ws. 


Douet, Peacock Manager 

Several changes in the store 
personnel have taken place at 
Greenfield’s. Jack Douet, who has 
been in active charge for some 





Every Man Buys Hose 
at This Store 


A commission of five per 
cent is paid to salesmen em- 
ployed in the Knight store on 
every pair of men’s hosiery 
sold. This is significant, inas- 
much as the sales during the 
first half of 1924 showed a 
gain of 50 per cent over the 
corresponding period in 1923. 














time past, is now managing The 
Peacock. John T. Zingelmann, for- 
mer manager of Greenfield’s, was 
back temporarily but is entering 
on some other shoe project. 


Discontinue Department 


The men’s department in the C. 
H. Baker Alder street store has 
been discontinued and the stock 
transferred to the Washington 
street and Morrison street stores. 





Cleveland Business Aided 
by Seasonable Weather 


CLEVELAND—While the busi- 
ness reviews of local banks report 
that production in many lines con- 
tinues to decline, unemployment 
increases and money rates ease 
off, the shoe merchants in this 
city state that business during 
June, especially the latter part, 
picked up considerably. 

This was under the influence of 
the hot weather that descended 
on the city. The hot weather sent 
up the demand for white shoes, 
and that trade was sufficient to 
bring about quite a noticeable in- 
crease in sales. 

Th banks report that the pur- 
chasing power of the farmer in 
this district is still about 75 per 
cent of that of pre-war days, and 
he is still heavily in debt. 


Commodity Prices Lower 


The trend of commodity prices 
is reported by the banks to be 
downward. On the whole, average 
wages have advanced during the 
last year, and labor costs remain 
relatively high. The natural effect 
of growing unemployment would 
be to make the worker more ef- 
ficient, and thus to reduce costs 
per unit of output, but this is in 
part nullified by policies of unions 
in restricting output. The banks 


have not noticed any decrease in 
deposits, however. 


Many White Displays 

Practically every store in the 
city has a window display of white 
shoes. The displays have helped to 
send up sales of white shoes, and 
the weather has aided the mer- 
chants. White kids have been the 
leading sellers in this midsummer 
demand, and bid fair to con- 





Good Hosiery Sales 


Hosiery sales continued to 
improve as June advanced. 
During the latter days of the 
month sales of hosiery were 
better than at any season of 
the year, with the possible 
exception of the week before 
Easter. 

The bright shades of ho- 
siery are in great demand, 
and any bright color will sell. 
The shoe merchants have 
taken over quite a bit of this 
trade from the department 
stores in the last year, and the 
stocks are larger than they 
were a year ago. 
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tinue well into July. Straps are in 
greatest demand. 

Sport shoes that ran away from 
white shoes last year in the sales 
are moving slowly. White shoes 
have left them far in the rear in 
the race for popularity. This ap- 
plies to both men’s and women’s 
shoes. Men are buying far more 
white shoes this year than they 
did last. 

With such a demand existing 
one would infer that black and 
other colored models would not 
move very well, but the reverse is 
so. Black patents are selling prob- 
ably better, in proportion to the 
whole sales, than they did at this 
season last year. The demand for 
grays has edged off considerably, 
but some are being sold. 

This is going to be a good white 
season from present indications— 
better than it was last year. White 
kids are being sold almost exclu- 
sively. 





Ohio Taxation Problems 


Columbus, O., July—The Ohio 
State Council of Retail Merchants, 
with which the Ohio Valley Retail 
Shoe Dealers’ Association and four 
other state retail trade associations 
are affiliated, has taken the lead in 
a move to bring Ohio’s taxation sit- 
uation out of its present chaotic 
state. With the aim of formulating 
a definite taxation program for the 
state, the council has inaugurated 
a comprehensive survey of the taxa- 
tion situation in other states. 

As representative of the largest 
group of retailers in Ohio, through 
its individual sponsors and the sev- 
eral thousand members of the five 
affiliated retail associations, the 
Council hopes to have definite rec- 
ommendations for a taxation pro- 
gram whipped into shape before the 
next session of the state legislature 
when the taxation probiem is slated 
to come again into the limelight. 

“Merchants, even from a selfish 
standpoint,” said G. V. Sheridan, 
“could not sanely desire a taxation 
system that would fall lightly upon 


. themselves if it were a burden to 


their neighbors. The reason is ob- 
vious. Retail merchants can hope to 
progress only in the same propor- 
tions that their communities do. If 
their communities are over-bur- 
dened by taxation, the retail mer- 
chants are the first to feel the indi- 
rect results. 

James P. Orr of the Potter Shoe 
Company, Cincinnati, is a member 
of the special taxation committee 
of the council. 
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BOOT AND SHOE RECORDER 












Recorder rates for space less than one-eighth page per 


issue: 

Space 1 time 7 times 13 times 
eee $5.00 $4.00 $3.50 
| eer 10.00 8.00 7.00 
Biiescas. sae 15.00 12.00 10.50 
Os cheeses 20.00 16.00 14.00 


26 times 52 times 
$3.00 $2.50 


6.00 5.00 
9.00 7.50 
12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Mimimum amount accepted, eovente 
advertisements, seven cents per wi 
mum amount accepted, $1.25. Ads ae this heading will be received 
up to noor on Tuesday of week of publication date. 
desire answers to come in care of this office, twelve words must be 
allowed in each advertisement for address. When advertisers desire 
replies forwarded direct to their address, each word of the address 
must be counted in the advertisement and paid for accordingly. Answers 

to ads must be sent under letter postage. 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Pinion « WANTED—Four cents = word for each in 
ve 


sertion. 
cents. For other “Want” 
ord for each insertion. Mini- 


hen advertisers 











SALESMEN WANTED 





SALESMEN WANTED 





SALESMEN WANTED 














WANTED: Three A-1 resident salesmen 
to sell a men’s dress 100% leather line of 
snappy shoes to retailers at $3.00 and up. 
Do not apply unless you WANT such a 
line and can get volume and good accounts. 
Samples now ready. Commission 6%. Ad- 
dress E-912, care Boot and Shoe Recorder, 
207 Seuth Street, Boston, Mass. 











We want for the sale of our goods in 
the U. S. A. (ladies’ patent, white glace 
kid and satin shoes in good quality at 
low prices), salesmen in the larger cities 
throughout the country on Commission 
basis. Please apply with full details 
and references to Rollmann & Mayer, 
Boot and Shoe Manufacturers, Cologne- 
Nippes, Germany. 











Salesmen wanted, Iowa, Nebraska, Wyo- 


ming, Colorado, Utah, Montana, North and 
South Dakota, to sell a line of women’s 
shoes made in Rochester, N. Y. Give full 
details, experience and references. Box E- 
$05, care Boot and Shoe Recorder, 626 
Powers Bldg., Rochester, N. Y. 











IDE LINE—Kans., Mo., Neb., Colo., Ind., 

Mich., Wisc., Iowa. We want experienced 
men to handle our line of Infants’, Childrens’ 
and Misses’ Turns. Line well known in above 
states. Three factories. Over 70 styles in 
stock. Plenty of novelties. Straight 7% comm. 
Spring lines ready Aug. 1. Give refs. and ex- 
perience in first letter J. S. Zulick & Co., Or- 
wigsburg, Pa. 





WANTED—A salesman, in the middle west, 
one who is thoroughly familiar with 
children’s turns and stitchdowns, one who has 
a following in retail dept. store trade. None 
other need apply. Must furnish the best of 
references. Little Witch Shoe Co., 144 Wash- 
ington St., Salem, Maas. 





J/ANTED—Live-wire salesmen to carry 
Rochester’s leading Soft Soles, Infants’ 
and Children’s Turns, in connection with pres- 
ent line. Desirable territory open in Middle 
Western, Southwestern and Southern States. 
Highest commission paid. Applications consid- 
ered only from producers with a record. Give 
full particulars in first letter. J. J. MacMas- 
ter, Rochester, N. Y. 


7ANTED—Salesmen to carry the established 

famous ABC line of infants’, children’s and 
misses’ turns and McKays on commission in Cali- 
fornia, Arizona, New Mexico, Texas, Oklahoma, 
Colorado, Kansas, Nebraska, Missouri, Iowa, IIli- 
nois, Minnesota, Wisconsin, North and South 
Dakota, Arkansas, Tennessee, Kentucky, West 
Virginia. Only men with experience need apply. 
We carry staple numbers in stock, give references, 
age and whose line or lines you now carry in first 
letter. A. E. Brown Shoe Co., Orwigsburg, Pa. 








‘ALESMEN for a real snappy condensed 
specialty line branded ladies silk ho- 
siery. Sold with a guarantee to the Dry 
Goods, Shoe and Specialty Shops through- 
out the country. Easily carried. State terri- 
icry covering and line now handling. Ad- 
dress E-904, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 















WANTED 


Experienced salesmen with established 
trade for— 


WISCONSIN 

ILLINOIS 

IOWA 

MINNESOTA 
NORTHERN MICHIGAN 


and other desirable territories. Well 
known line of high grade Boys’ Shoes, 
which can be handled with non-con- 
flicting line. Liberal commission. Give 
full details with application. 
NEENAH SHOE COMPANY 
Neenah, Wisconsin. 





























WANTED— Experienced salesmen to sell our 
line of Kamp Tramp, Jack & Jiil, Good- 
year Welt Shoes and Sandals in the following 
teritories: Pennsylvania, Michigan, Indiana, 
Illinois, Iowa and Missouri. Adams Bros., fac- 
tory Pittsfield, New Hampshire; Boston office, 
126 Summer Street. Address replies with refer- 
ences to our Boston office. 





GALESMEN WANTED to sell popular priced 
line 1-6 first steps and 2-8 stitchdowns, 
shoes of merit, in connection with line now 
handlirg ; fifty styles in stock, 7 per cent com- 
mission Give references, how long sold present 
line, annual sales, etc. Elam Shoe Mfg. Co., 
16 Columbia St., Boston, Mass. 





WANTED—Salesmen to carry as side line our 
well-known line of Tootsies Better Babies shoes 
and hikers in N. Y., Pa., W. Va., Va., Md., Del., 
Ind., 1ll., Mountain States, Wash., and Ore. Appli- 
cations to receive consideration must contain 
references in regard to your sales ability, etc. The 
Mater-Mack Co., Rochester, N. Y. 





WANTED First-class salesman represent 
factory line of men’s high-class p welts, 6 
per cent straight commission. Must have at least 6 

experience. Age limit between 33 and 45. 
One ' that th, furnish list of accounts sold in the 


tt two years. Must be able to finance himself. 
est of re — required, none other need apply. 
pany, Mil kee, Wis. 














ALESMEN WANTED: To carry manufac- 


turer’s snappy and popular priced line of 


children’s stitchdowns. Exclusive or side-line. 
Arka1sas, California, Wisconsin, Iowa and 
Northern Texas. Pride Shoe Company, 
Locust St., St. Louis, Mo. 





W, 


ANTED—Experience: salesman to show. as a 
side line or otherwise, some thirty samples of 


popular-priced women's arch support shoes te 
retail at $5.00 and $6.00. also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 


mission paid weekly. Retereness asenseary. 


com 
Westcott Whitmore Co.. Svracuse. N. 





ALESMEN WANTED to 


vertised line of window yi fixtures on the 


side. Liberal commission; no samples to oarry. Sell 


from our cata! Every store a pros 
5 Shoe ean ss 207 South 





MILWAUKEE STITCHDOWNS 


Specialty line of children’s shoes 
featuring the most popular sellers out 
of Milwaukee. Real opportunity for a 
man with good record. Address E-897 
care, Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 














THE MARK OF SUCCESS! 








SHOES FOR CHILDREN 
ere ena 


Mr. SALESMAN: Why not identify 
yourself with a house that has estab- 
lished an enviable reputation with good 
progressive merchants from Coast to 
Coast? 
An organization that has created this 
deserving popularity through selling 
nothing but honest merchandise at 
honest prices and paying their sales- 
men on a “live and let live” basis. 
Reconstruction of sales division now 
makes it possible for sal n of char- 
acter with good selling records to make 
a worth-while side line connection. 
Investigate at once and learn ail about 
our plan of operation. 

WOBST SHOE COMPANY, 

Milwaukee, Wis. 














SPECIALTY LINE— 
Twenty numbers—work shoes. Welts 
and Nailed. 
One of Milwaukee’s best lines. Straight 
commission proposition. Preference 
will be given to men who have good 
records. Write, giving references, to 
E-895, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 

















POSITION WANTED 





























Chain Store Buyer 


And Merchandise Man Open for con- 
nection with live organization. Thor- 
oughly acquainted with shoes, market, 
styles, values and merchandising 
methods. Highest references as to abil- 
ity and character. Locality not essential 
but opportunity for advancement and 
permanency important. Apply E 911, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
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sell extensively ad- 


Address 

























BOOT AND SHOE RECORDER July 12,1924 § Jul 








POSITION WANTED MISCFLLANEOUS 


COMPETENT Shoe Buyer and manager de- 
4 sires position with reliable store. Broad ex- 
perience plus determination. Address E-908, 
care Boot and Shoe Recorder, 207 South Street, 


FOR RENT 


eS. VIRGINIA—Excellent space for 

hoe department, also shoe store; both between 
Richmond’ 8 two largest department stores. Gordon 
E. Strause, 7th and Broad, Richmond, Va. 








Boston, Mass. 








SALES EXECUTIVE AVAILABLE 


Man who organized one of the strongest 
selling staffs in the country, will shortly be 
available for new connection. Great Organ- 
izer, knows markets and advertising thor- 
oughly. Accustomed to doing One Million 
Dollar business or more. What have you 
to offer. Address L. V. Post Office Box 367 
City Hall Station, New York, N. Y. 





FOR SALE 





ONLY exclusive shoe store in good oil and indus- 


trial town of 10,000. Stock clean, will invoice 


about $9,000. Other business, reason for selling. 
Pybas Shoe Co., Henryetta, Okla. 














PARTNER WANTED 


WANTED TO PURCHASE 




















PARTNER WANTED 
British Export Firm established in Lon- 
don seeks American partner with $25,- 
000 to open office in Boston with a 
view to developing their extensive 
American business with the Boot and 
Shoe Trade in Natural Sole Crepe Rub- 





WE WANT SHOES FOR 
DOLLAR SALES 


If you have unsalable surplus stocks in any 
quantity that you want to move—write us. 
WE PAY CASH 
E. M. MERBLUM 
23 Lispenard St., New York City 

PHONE c ANAL 0616 
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ber. Box No. 684, T. B. Browne’s Ad- 0s 
vertising Offices, 163 Queen Victoria 
Street, Lendon, E. C. 4, England. Ce 
CASH PAID p 
. a for entire shoe stocks or surplus stocks of Gi 
FOREMAN WANTED shoes or other merchandise. Any quantity. a 
Prompt attention given. Te vere K 
KIRSCH-BLACHER CO., Inc. A 
FOREMAN—McKAY LASTING ROOM 622-624 Broadway, New York, N, Y, 
‘ Phone Spring 1443 H 
For this department we want a man ex- 
perienced in lasting high-grade women’s 
McKay shoes. Reply stating complete z Is 
sey ho, tae ect sau ahce nee |] | Sse ageless ay ' 
’ ise antity no object. *ga° 
corder, 207 South Street, Boston, Mass. For 30 years our specialty Metal Shoe Fitting Stools A 
Bank and mercantile reference d Fl 
an oor 
BROOKLYN PURCHASING SYNDICATE Mirrors C 
al ; FRANK WALKER, Proprietor 
FOREMAN a & FINISHING 610 B iway. kiyn 
Factory making high-grade ladies’ McKay Phone Stagg 175: 
shoes needs a first class man. Job covers C 
ae — — — aye gy un- 
derstand wo eeling an able to in- 
— —_ = o- er —7 THE NEW YORK EXPORT a 
and experience in first letter. ress E- . 
909, care Boot and Shoe Recorder, 207 PURCHASING CORPORATION 
South Street, Boston, Mass. 596 BROADWAY, NEW YORK, N Y 
Phone—Canal 6874 ; 

















LINE WANTED 





WILL | SLOW SELLERS FOR 

BUY tats eacke CASH 

Bargains in shoes always on A for special 
sales and bargain basements 








WANTED- -Popular priced line women's 
novelties and semi staples. Southern Penn- 
sylvania. Commission. Address K-666, care 
Boot and Shoe Recorder, 127 Duane St., New 
York. 


INE WANTED—Popular priced line of 

women’s welts, turns and McKays for 
North and South Carolina, Georgia and Flori- 
da. Have represented reputable concern in this 
territory for years. Can furnish gilt-edge refer- 
ence. Address E-906, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 


ANTED—wWell known line men’s dress 

shoes and women's novelties. Established 
trade in Mississippi and Tennessee. Address 
E-907, care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











BUSINESS OPPORTUNITY 








“DO YOU NEED ADVERTISING IDEAS?” 


Our .newspaper. clipping system will 
gather for you the latest advertising and 
merchandising ideas of the other shoe 
dealers all over the country, from hundreds 
of papers daily. A weekly service. Write us 
telling us your needs. No obligation. The 
few Soctem, 203 N. Vermilion St., Dan- 

ile, b 














MISCELLANEOUS 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on 
your shelving, ong help 
_ a ae 2 your 

hipped subject to 
cuanwee and satisfaction 
guarant 


Write for our latest cata- 

showing 18 styles of 
ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 























No. 141 


écv,.%, THE CHICAGO 
ont Pre WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Ill. 











Bicycle 
STEP 
LADDERS 


are made 
im many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
full 
description 
and prices. 











ély 12, 1924 
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§{. CHANGES IN BUSINESS “3 


BUSINESS REVERSES 


Boligee, Ala.—L. S. Stallings, general merchandise, 
seportes petitioned or “ey in bankruptcy. 

Lacon, Ill.—Fred Knoerle & Sons, general mer- 
chandise, reported petitioned or petitioner in 
te 

Everett, .—Ayers Shoe Co., shoe manufac- 
turers, reported offering to compromise at 25 per 

cent. 

Lowell, Mass.—Jacob Smith, Brockton Shoe Store, 
reported petitioned or petitioner in bankruptcy. 

Springfield, Mass.—Benjamin Robinson, shoes and 
repairing, reported petitioned or petitioner in 
bankruptcy. 

Hitterdahl, Minn.—A. J. Norby Co., general mer- 
chandise, reported offering to compromise at 
50 per cent. 

Indianola, Miss.—Millinder & Davis, general mer- 
chandise, reported petitioned or petitioner in 
bankruptcy. 

Newark, N' y —Abe Hoffman (269 Prince Street), 
shoes, reported meeting of creditors called. 

New York City—Samuel Bodinger (3 West 9th 
street), leather goods, reported petitioned or peti- 
tioner in bankruptcy. 

Goldstein Sons & Torio, Inc., shoe manufac- 
turers, reported petitioned or petitioner in bank- 
ruptcy and B. Lesser appointed receiver. 

Nations! Household Supply Co. (Abraham 
Greenber,, proprietor, 154 Nassau street), shoes, 
etc., reported petitioned or a in bank- 
ruptcy and receiver appointed. 

Osnabrock, N. D.—Ole K. Brandvold, general 
merchandise, reported assigned. 

Catawissa, Pa.—All Wear Shoe Co., Inc., manu- 
facturers of shoes, reported liabilities of $216,- 
730.63 and assets $78,400. 

Duryea, Pa.—Abraham Reichel, shoes, etc., re- 
ported petitioned or petitioner in bankruptcy. 
Greenville, S. C.—Henderson Department Store, 
department store, reported receiver appointed. 
Knoxville, Tenn.—M. Ross, shoes and repairing, 

reported assigned. 

Alpine, Ala.—A. A. Gardner, general merchandise, 
reported petitioned or petitioner in bankruptcy. 

Hodges, Ala.—J. J. Lawler, general merchandise, 
reported petitioned or petitioner in bankruptcy 
and receiver appointed. 

Isney, Ala.—L. L. Repsher, general merchandise, 
reported "= < titioner in bankruptcy. 

Watsonville, Calif.—J i. Capetanich & Son, 
shoes, reported offering to compromise at 75 
per cet. ed 

Ansonia, Conn.—Charles Rogoff, shoes, reported 
petitioned or petitioner in bankruptcy. 

Columbus, Ga.—Jack Gilman, shoes, etc., reported 
petitioned or pesiiousr in bankruptcy. 

Griffin, Ga.—J. H. Beeber, Southern Government 
Store, shoes, etc., reported petitioned or peti- 
tioner in bankrupte 

Chicago, Ill. me & Gelford Shoe Co. (130 So. 
Market street), wholesale shoes, reported offer- 
ing to compromise at 25 per cent cash. 











WANTED TO PURCHASE 


BOOT AND SHOE RECORDER 





MISCELLANEOUS 











Neatest, strongest, lightest and most 
convenient fitting stool on the macket. 





Finished Golden Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 


MILBRADT MFG. COMPANY 
2416 N. 10th Sz., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 








Winpow DispLay FixTURES 
ASK FOR CATALOG ’ 
THE OSCAR ONKEN CO. 


es A ee ee oe oe 
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WANTED TO PURCHASE 











CASH PAID 


for shoe stores or surplus stocks of shees or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5 161-5162 











HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or b sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corre- 
spondence niet. Established 1890. 

AX GLAUBERG 
313 Chun Street, New York City 

We alse purchase ame. hats, furnishin: 
goods, etc. Phone Cansl 8764-580 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507. 

CHICAGO OFFICE: 189 West MadisonSt. Tele 
phone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: Leather Trades Bldg. H. 

- Bowen (B. C. Bowen, Manager). 

NEW YORK OFFICE: Room 101, Graham Bldg. 
127 Duane St. H. Walter Scott, Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. Walter Scott, Manager. Telephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: Chamber of C ‘oe 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 
Bldg. H. M. Bowen (B.C. Bowen, Manager). 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. er (B. 
C. Bowen, Manager), 405 Broadway. Me ephone 
Broadway "182 7. 

WASHINGTON OFFICE: William L. Daley, 26 
Jackson Place N. W. 

PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 

LONDON OFFICE: P. V Cursics, ~ ee 
11 Haymarket, London, 8S. W., 1 Englan: 

AUSTRALIAN OFFICE: 439 Lit. Calis St., 

Melbourne. G. Jervis Manton, 

CONTINENTAL OFFICE: William Sales Saiemen, 
Manager I. Adlergasse 12, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John s. Fitch, 33 Rue General 
Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto- 
Fuhrimann, Gerente. 

— Mr. H. Gemnen, Corrales 2A, Havara, 

uba. 





JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, —— de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 













In Black or Colored 
Kid. 36 pair lots only. 





st PRICE VERSUS QUALITY 2K 


Occasionally we receive letters from cus- 
tomers asking us to quote lower prices on 
Greeley Boudoirs. Our invariable reply to 
such letters is that we intend to maintain 
the quality of our goods, and 
such being the case, we cannot 
reduce the price. 

The result is that almost in- 
variably these customers con- 
tinue to buy Greeley Boudoirs, 


If your jobber does not carry Greeley Boudoirs, write us. 


4 A. W. GREELEY, Haverhill, Mass. <4 





in the dark. 











— 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. i 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. 
is dispelled and the bright light of verified facts takes its 
to pay the price we ask, and to place. Space buyers no longer find it necessary to grope 
receive the quality which we 


guarantee to supply. There are no dark spots in the Boot and Shoe Recorder 


circulation. Our records are audited by the Audit Bureau 
of Circulations. 


By a systematic analysis 


The darkness 
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Miller Shoe Co., Salem, Mass. «ss & 
Mistwold Comfort Shoe Co., Raymond, 
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Newcomb-Anderson Shoe Co., Rochester.. 91 
New England Slipper Co., Worcester, Mass. 91 
Northeastern Shoe Co., Chelsea, Mass. 
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Paristyle Footwear Mfg. Co., Inc., Brook- 
lyn, N. Y. 

Pfeiffer, Frank H., Co., Inc., Worcester, 


Mass. , 
Posner, Dr. A., Shoes, Ine. eo New York City 91 


Ramsey’s, New York City... seeuchaues Un 
Reynolds, Bion F., Brockton, Mass........ 90 
Rice & Hutchins, Inc., Boston....... .. 38 
Richards & Brennan Co., Randolph, Mass. 90 
Rosenberg, S., & Sons, Boston 

Roth Shoe Mfg. Co., Cincinnati, O. 


Sargent-Anderson Co., Inc., Salem, Mass... 
Schwartz & Herder, Inc., Phil., Pa... 
Smith, Wm. Sumner Co., Chicago, Il... 
Stacy-Adams Co., Brockton, Mass. 
Stetson Shoe Co., So. Weymouth, Mass..... 


Tessier & Bowdoin, Haverhill, Mass. 


United States Rubber Co., New York City 
14-15-60 


Voliman-Lawrence Co., Cincinnati, 


Weber Bros. Shoe Co., No. Adams, Mass... 55 

Weimer, Wright & Watkins Co., Philadel- 
phia, Pa. 

Whitman & Keith, Brockton, Mass 

Wiley, Bickford, Sweet Co., The, Worcester, 
Mass. 

Witherell & Dobbins, Haverhill, Mass..... 

Wright, E. T., & Co., Rockland, Mass..... 


LEATHER AND OTHER MATERIALS 


Barnet, J. S., & Sons, Inc., Boston......58-59 

Beebe, Lucius & Sons, Boston 

Beggs & Cobb Co., Boston 

Boston Woven Hose & Rubber Co., Cam- 
bridge, Mass. . .33-34-35-36 

3058) 

Cedar Cliff Silk Co., New York City .... 37 

Chamberlain, B. F., Boston a 

Creese & Cook Co., Boston 


Evans, John R., & Co., Camden, N. J.. .16-17 


Foerderer, Robert H., Inc., Philadelphia, 
Pa. 


Hunt, Rankin Leather Co., Boston 
Jones, F. E., Boston 
New Castle Leather Co.. New York City. .22-23 


Pfister & Vogel Leather Co., Milwaukee, 
Wis. 
Rousmaniere, Williams & Co., Boston 


3rd Cover 


Schmidt, Carl E., & Co., Inc., Detroit, 
Mich. 


Standard Kid Co., Boston 
Surpass Leather Co., Boston 


Tolman, Dow & Co., Boston 


MACHINERY, LASTS, MFR’S SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass. 
Tubular Rivet & Stud Co., Boston 


United Fast Color Eyelet Co., Boston. 
United Last Co., Boston , : 
United Shoe Machinery Corp., Boston. 95-101 


FINDINGS AND SHOE STORE SUPPLIES 
American Seating Co., Chicago, Ill....... 18 
Bicycle, Step Ladder Co., Chicago, Ill.... 98 
Chicago Wire Chair Co., Chicago, Ill....... 98 


General Fireproofing Co., The, Youngs- 


Heywood-Wakefield, Boston 


Manhattan Finding Co., New York City... 
Milbradt Mfg. Co., St. Louis, Mo. 
Miller, Robert E., Inc., New York City.. 


Onken, Oscar, Co., Cincinnati, O 


Remington Cash Register Co., Inc., Lion, 
oe 


Swiss-American Embroidery Works, W. 
Hoboken, N. J 


HOSIERY 
Artcraft Silk Hosiery Mills, 
Pa. . 
Beaton, J. R. Co., Inc., New York City.... 
MISCELLANEOUS 


Atlantic Printing Co., Boston 


Boston Shoe Travelers’ Association 
Brooklyn Purchasing Syndicate 


Calderwood & Preg, Boston 


Glauberg, Max, New York City.... 
Grover, Nelson H., Co., Boston 


Kalter Cerf Co., Max., New York City 99 
Kelly, T. K., Sales System, Inc., Minneapo- 

* 32 
Kirsh-Blacher Co., New York City.. 


Merblum, E. M., New York City 


New York Export Purchasing Corporation, 
New York City me 


St. Louis Pageant, St. Louis, Mo. 
The Hollenden, Cleveland, O. 
Tolman Print, Brockton, Mass... 


University Electrotype Foundry .. 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


mn. .95-10] 


aimee The Crawford Shank is a resilient brace 


holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Nhe Shoe with the Gawford 
Arch Supporting Shank 


PATENTED 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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“(] ' ~4 
Ce ful BettyBlyth 
Xe Beautiful BettyBlythe 
pe 
The isite artlessness of Miss Blythe’s costume, which so 
frectively emphasizes her beauty, is achieved only by the 
absolute correctness and perfection of even the minutest 


details of her attire. 
Visible — Miss Blythe believes, should be evident on 


OTERO TILE LES Oe NE sr 


the lace footwear of every well-dressed woman, because they 
are so essential for the correct appearance and good style of 
her shoes. With the simplicity of the tailored suit focusing 
the attention on the hat and shoes, visible eyelets are an 
important consideration when you select your footwear. 
Insist that your shoes be finished with visible eyelets—they 
are both decorative and practical. 


GEO Ae FOOT AS, 


The genuine Diamond 

DiamondBrand (Visible) Brand (Visible) Fast 

Fast Color Eyeiets have Color Eyelets can be 

genuine celluloid tops identified by the two tiny a e 

that never lose their color raised Diamonds on their - % 

andthat actually outwear celluloid surface. Look c ' 
the shoe. for the Diamond trade- +e 

















Ask for Goodyear Welt shoes with visible eyelets! 
UNITED FAST COLOR EYELET COMPANY 
Manufacturers of 
DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


2%.0+4 
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; No. 6299 R 

: Going Strong—i1his Grover Two- 

be Strap in Black Kid or Patent 

( A light, cool, comfortable pump which has grown stead- 

be ily in demand during the last three months until it has 

¥ become one of the heaviest sellers in the line. 

ee. 

E No. 6299 R—is of black kid on No. 203 last. Medium 

is width, plain box toe, kid quarter lining with perforated 

ee vamp and quarter. Turn sole carrying 114 inch heel 

aD with rubber top. 

Be: In Stock, AA, 5 to 9; A, 4to 9; B,3to 9; C. D. 

pe E, 214 to 9 $3.85 

2 : No. 3829—the same shoe in Patent. Widths 

Bie: AtoE...... acca 

he 

Be, 

bes J. J. GROVER’S SONS CO. __Lynn, Mass. 

ag ‘“‘Soft Shoes for Tender Feet’’ 

Established 1865 CHICAGO OFFICE 
BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
4 80 Boylston Street Marbridge Bldg., 47 W. 34th St. Corner Madison 

Vol 85. No. 18. aot every week by the Boot and Shoe Recorder Pu!, lishing Company, 207 South St., Boston, Mass. Entered as second class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Cow gress of March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 
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A time of thoughtful buying is with 
us, and the present period will be 
extended through the late summer 
and fall. 





Style will remain a favored element 
but neutral colors desired. 











We Meet This 





Beaver-Racquet 
Stone Grey 








liven Cie 


Tanners 


LEVOR 
GRAN KID 
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M’Lady is a more careful purchaser. 
No longer will the expensive “exact 
match,” the “contrast” be demanded. 


Neutral colors— piecing out the 
wardrobe— will be wanted. 


Footwear—readily sold footwear— 
must be inconspicuous. 








| This § Demand With 





acquet Piccaninny 
rey Bunny 








2. Dor Gane. 


Tanners 


LEVOR 
GRAN AID 
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j ica's Style Centers 
~in Americas Style ~ 
° ee Texas Style Center, Main 
Stre 
The Southwest’s wonderful develo ap 
ment is here—splendidly reflected. 


| OT H fine and sturdy men’s shoes de- 
a pend upon good leather. Kaffor Kid 
| gives the manufacturer this base from aan emetic $4.95. Made of 
which to work in building his line and i: te Geo. ee 


safeguarding his reputation. 


—also, the shoe merchant after specifying Kaffor 
Kid in his orders can depend upon it that his shoes 
will open up to sample and specifications. 


This adds to the joy of retail selling. 


Kaffor Kid combines the good features of Kid and 
Kangaroo, plus the extremely fine grain, wearing quali- 
ties and non-scuff characteristics found only in Calf. 


“The Story of Leather” 
will be mailed on request 


We illustrate above a shoe from the line of F. M. Hoyt Shoe 
Company, Manchester, New Hampshire. 

















B ii ¢. t 
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One Customer Writes — 


ae 
“I'M GOING TO CONCENTRATE ALL MY CHILDREN’S SHOE BUSINESS 
ON THE HELMHOLZ LINE FOR IT’S THE ONE LINE I CAN BANK ON FOR 
STEADY SELLING. 


“EVERY PATTERN I HAVE BOUGHT HAS SOLD WELL, AND THE WAY 
MY CUSTOMERS HAVE COME BACK FOR ‘THE SAME SHOE’ IS REASON 
ENOUGH ALONE FOR MY FAITH IN THE LINE.” 


WE DELIBERATELY SEEK THIS KIND OF A MERCHANT BY PUTTING 
INTO THE HELMHOLZ SHOE THE FINEST KIND OF MATERIALS AND 
WORKMANSHIP COMBINED WITH SENSIBLE STYLE. 


SUCH CONFIDENCE STRENGTHENS OUR FAITH IN OUR SLOGAN THAT 
“ONLY THE BEST IS GOOD ENOUGH” FOR HELMHOLZ FOOTWEAR. 


THE STYLE SHOWN IS ONE OF THE MOST POPULAR “REPEATERS” IN 
THE HELMHOLZ LINE, 


No. 1402—Patent leather blucher 

soft toe oxford. 

See eOD Be cswvscdccesed $1.65 
5\eto 8 ap 1.80 
DO Dbacescudeces sae 2.15 

No. 1502—Same as above in Smoke 

Calf. 

No. 1602—Same as above in Tan 

Lotus. 


i 1752—Same as above in Rose 
alf. 


No. 1952—Same as above in Black 
Velour Calf. 


All in stock D width 


oLz SHOE Mrs. Co. 
HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 


«- Theyre Better Stitchdowns + 
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IT SELLS QUICKLY 


Customers recognize instantly that “Minnehaha” is an 
astonishing value for their money. It is a mixture of pure 
and artificial silks so carefully woven that ail the lustre 
and beauty of silk is retained at a material reduction in 
cost. Women buy it eagerly at $1.00 per pair. 
“Minnehaha” has the wonderful Ankle-Clinging feature 
which makes Arrowhead Hosiery the choice wherever it 
is shown. 
The wide demand for this profit-making 
number ‘is being daily increased by national 
advertising in The Ladies’ Home —<. 
The Saturday Evening Post, The Pictorial 
Review and d Housekeeping. 


In addition to “Minnehaha” the Arrowhead 
line includes hosiery for men, women and 
children in pure silk, artificial silk, mer- 
cerized, cotton and worsted. Stock the com- 
plete line. It means bigger sales. 
Extrafinegauge,medium 
weight, artificial silk and 
pure J apansilk mixture, 
elastu mercerized top, 
double sole and high 
spliced heel. Colors: 
Black, White, Cordovan, 
Beige, Log Cabin, Coat- 
ing, Congo, Hazel, Fog, 
Mode, Bamboo, Silver, 
Sand, Airedale, Rac- 
quet,Cruiser,P cach,A m- 
ber. Sizes 7% to 10%. 
Three pairs to the box. 








Richmond Hosiery 
Mills, Inc., 
Established 1896 
Chattanooga 

Tennessee 


Arrowhead 


Ankle-Clinging 


HOSIERY 


For all the Family 
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NENTV 


THE SHOE THAT BREATHES 


REFRESHING 


IT BREATHES 


Stock No. 1300 Stock No. 1200 
Kid Oxford, Sterling Last Gun Metal Oxford, Hague Last 


~~. FF 


Stock No. 1350 Stock No. 1250 
Colored Calf Oxford, Scot Last Colored Calf Oxford, Hague Last 





Make Your Customer’s Feet 
Healthy 


The science of dress has accepted ventilated clothing; the modern cool, 
porous underwear—the soft collar, the ventilated hat. Now it has gladly 
added VENTO—The Shoe That Breathes—to the list of things which 
bring Nature’s great remedy of fresh air to healthy bodies. 

Feet—hitherto the most abused parts of our anatomy—need no longer 
be smothered. The VENTO patent will make any foot healthy because 
VENTO keeps clean, fresh air in constant circulation, without annoying 
the wearer in any way. 

Every merchant is invited to ask for an exclusive agency in his city. If 
possible it will be given to him promptly. ° 





THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON $$ Campello Station Mass. 

















Dealer Influence is secured thru advertisin,, in the Boot and Shoe Recorder. 
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1692 
Double Top Shoe Stand 


1675 
Plateau 


" [HE good standard in Dis- 

play Fixtures is William and 
Mary Period Design. It can al- 
ways be relied upon to produce 
effective window displays, for it 
has a distinctive character that 
makes the setting of your mer- 
chandise complete in every 
respect. 


Our Shoe Book for Shoe Stores 
describes it fully. 


HUGH LYONS & COMPANY 
LANSING, MICHIGAN 


SALES OFFICES 
NEW YORK—35 W. 32nd Street 
CHICAGO—217 W. Jackson Boulevard 
BALTIMORE—No 1 No. Eutaw Street 
BOSTON—52 Chauncy Street 





Console Set 


For Window Work in 
William and Mary Period 








Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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= | We're Overstocked on These Numbers in 
GROWING GIRLS’ or LADIES’ SANDALS 


SPECIALLY PRICED TO CLEAN OUT! 


They offer a chance for extra summer business for you. We could not 
duplicate them at the prices. 


LOUISE = — Special MABEL Regular 


305—Brown Lotus, oak sole, triple stitched ...... $2.00 $1.50 1146—Gray Buckskin, leather lined, chrome re- 
306—Gray Buckskin, leather lined, oak sole, tanned sole, ordinary stitchdown .. 

triple stitched . « tet ards ‘ 2. 1.65 144—Log Cabin Buckskin, leather lined, oak sole, 
304—Log Cabin Buckskin, leather lined, triple stitched . 

sole, triple stitched ‘ % 1.65 146—Gray Buckskin, leather ‘lined, oak sole, 
307—Fawn Buckskin, leather lined, oak sole, triple stitched 

triple stitched oe pe . 1.65 147—Fawn Buckskin, leather lined, ‘oak sole, triple 
310—Gray Elk, oak sole, triple stitched y 1.50 stitched .. 





Regular Special Regular Special 

LUCILLE — om VIRGINIA Price Price 

180—Cherry Lotus, leather lined, chrome 145—Brown Lotus, oak sole, triple stitched $1.80 $1.35 
x J 148—Black Lotus, oak sole, triple stitched ‘anne, ae 1.35 


FACTORY DAMAGED 


CREEPERS—SINGLE SOLE 





SANDALS—OXFORDS 
8%-1l 11%-2 

Single stitched—Brown and Tan 55e. 65c. Brown ‘ 
Single stitched—Red, ae 3 — Blue .... e - Patent Leather... 
Triple stitched—Brown an gene . b 70c. a 
Triple stitched—Red, Green bee Blue... " 60c. 70c. eee ee Rubber Heels: 
Triple stitched—Patent Leather 75c. 85c. 95e. Hollywoods—Patent, lined 

BROWN LOTUS 8%-11 11%-2 Sandals—lined—Gray, Log Cabin, ‘Fawn Buckskin. 

ith 


Children’s and Misses’ fancy perforated, wi HOLLY WOODS—lined—Gray, Log Cabin, Fawn Buck- 
rubber heels ....... 70c. 85c. skin . 


MEN’S OXFORDS—Rubber Heels Sizes 6-11 
No Ventilations. an an sate $1.35 
Ventilated ... ry eee re : 1.35 











THE 3 OF 


re . RAMSEY'S 
= sUlagiiz: AR . ‘p , ~~ 6 Seana 


NEW YORK 
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[LITTLE JOURNEYS, TO AND FROM FAMOUS PLACES | 





Old South 
Meeting House 

















Old South Meeting House—a place of protest as well as prayer since 


many of the meetings leading to the Revolution were held here. During the Civil War 
the church was used as a recruiting station. We are constantly recruiting new friends for our 
three trustworthy brands of rubber heels—Bull Dog the highest grade; Vim, a wonderful 
quality, and Ever Grip, a reliable heel in the popular priced range. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Quality 
Leathers 
Are Mandarin 


Calf 
Best 













Chrome tanned, glazed and boarded, in 
four colors of demonstrated popularity. 


Dixie Calf 


Chrome tanned, smooth finish, in colors 
which have met with general style accept- 
ance. 






Norwegian 
Veals and Calf 


A pronounced success for over a quarter 
of a century. 


Aztec Calf 


A smooth finished leather that is pliable, 
strong and pleasing to the eye. Offered in 
the Fashionable shades. 


Viking Calf 


Available in black and five colors. A 
smooth finished leather of superior merit. 


















ince 
War 
our 


rful 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC. H. A. ELY, MGR. 11 EAST STREET, BOSTON 
Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The demand now tis 


for a bit heavier type of shoe 
for both women and children 


WILO 


Reg. U.S. A. 


ELK 


WILO ELK is fitting perfectly into this scheme because it provides 
the essential softness and service. The predominating color is Brown 
and we see it in the demand for our biggest seller 


COFFEE WILO ELK 


In addition there is a call for a variety of colors, taking in a large 
portion of 


OUR 17 COLORS 


Red, White, Blue, Green, Coffee, 
Chocolate, Light Smoke, Log Cabin, 
Beige, Silver Gray, Dark Gray, Dark 
Smoke, Cocoa, Pearl, Olive, Tan- 
gerine, Black. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of W } H @) Leathers 


No. 401 Metropolitan Bidg. 


10 Spruce Street, New York —BRANCHES— 
Milwaukee, Wis. 


308 Leather Trades Bldg., St. Louis, Mo. 


; 








Dealer influence is secured thru advertising in the Boot and Shoe Recorder. 
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A Book 
That Points 





A Way to Better Profits 


We start with the quality 
we build into the slippers 


E are not so much interested in how much 
our dealers buy from us, as how much 
they sell. 
And more than that, we are not so much in- 
terested, in the long run, in how much they sell, 
as how much profit they make. 
No business can continue to exist without profits. 
That is why we are continually looking past the 
dealer to his customers. That is why we are al- 


ways thinking in terms of making our goods 


preferred by the ultimate consumer. 

Some dealers may have to sell cheap, unknown 
felts at a cut price, but Daniel Green Comfy 
Slippers are worth more, and the dealer who 
keeps the prices at the proper level is sure to reap 
a profit. 


“are yo 


2 at 


themselves. Then we tell this 

story of superior materials and work- 

manship, in terms of greater satisfac- 

tion and longer wear, to the women 

of America through our national adver- 
tising. On top of this we give our dealers a serv- 
ice which enables them to connect up with this 
national good-will we have built up so carefully 
for Daniel Green Comfy Slippers. 

Our new 1924 Green Book is ready to send you. 
It contains a wealth of material that will help 
our dealers reap the profits to which they are 
entitled. If you have not yet received your copy 
let us know. 


DANIEL GREEN FELT SHOE CO., General Offices, Dolgeville, New York 


Sales O ffices 


116 East 13th Street 
New York City 


{ GWaniel Green 
'/Comfy, 


(G stippers ) 


189 W. Madison Street 
Chicago, Ill. 


Daniel Green 
Comfy Slippers 


10 High Street 
Boston, Mass. 


(Gjaniel Green 
'/Comfy, 


ha Orr Sf 
¢ Slippers )/ 
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Order Brown Shades 
Confidently for Fall 


Richness of color and simplicity Your shoes will bespeak their 
in line and trim are the keynotes color correctness if you see to it 


of fall fashion. that QUAKER CITY Browns 


Nothing in shoe leather asso- are used. 

ciates more logically with this 

tendency than the rich browns, The leather quality will speak 
in which we are providing for itself as it always does. 
QUAKER CITY KID. 


Dae 


e 


+ 


" ‘ " 
~ + 
win iG 


——) 
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a ny 
> GP ak 
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t 





Wi oot 
Qua l 
Thee Canjok Ade 7 -Made in Black 
Pr ogress "ae And the Following Standard (olors 


Color 17 HAVANA BROWN 
Color 19 MEDIUM BROWN 
Color 22 QUAKER BROWN 
Color 25 GRAY 

26 CHAMPAGNE 


fe ASE IO A a 8 ey 


QUAKER CITY MOROCCO CO. 


519 Huntingdon Street, Philadelphia 
95 South Street, Boston 
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Copyright 1924, by The Goodye e & Rubber Co., In 


It would not be possible to give the 
guarantee that goes with every pair of 
Goodyear Wingfoot Heels, if Goodyear 
W ingfoot Heels were not the very highest 
and finest quality on the market today. 
Read the Wingfoot guarantee again: 





GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other 
heels—a new pair free if yours do not 


rENGEFOOE 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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0 , 
° SALE that does not “repeat”’ is 
just so much lost opportunity. 


WEBER Union-made SHOES 
have the inherent value that keeps 
the customer coming back each 
season. 


STYLE 899 
TAN CALF—COLOR 6 
No. 93 Lace Oxford 
Six rows stitching across tip, 
around vamp and eye row 
DRAKE LAST 
% Wingfoot Rubber Heel 
Wicth B— Sizes 7 —11 
“ : ‘ 6% — 10 


D— “ 6 —10 


STYLE 825 
GUN METAL CALF 
Same as No. 899 
Width B Sizes 6 — 
. C- 
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One of Six Styles 
IN STOCK 
at $4.25 


WeberBros.ShoeCo. Ra 


P< f Weber In-Stock 
NORTH ADAMS, MASS. - Styles prompily sent 
New York Office: 1328 Broadway, Marbridge Bldg. or ee 

H. Harris, Rep. 





- tui 


a ra a aa Ue SNUG 
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A ltilins \ 


CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 


“IKE WALTON” 


Made to measure from im- 
ported waterproofed veal with 
long-wearing Maple-Pac Soles. 
Staunch as a boot, yet flexible 
as a moccasin. 


Write for Catalog and Dealer Discounts 


The W.C. RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 


**APACHE”’ 


Formerly known as the “Scout Special,” 
choicest of genuine moccasins for camp and 
outing wear. Shaped to natural lines. Made in 
chocolate and gray elkskin with rubber or 
flexible, sturdy Maple-Pac Soles. 


| 
, 
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Try to Beat It! 
—Just Try! 


BEFORE you buy another pair of popular priced shoes, 
investigate this record :— 


After one year, our new Economy line is 
recognized as the one big value in its grade. 


Made in one factory (No. 
3); sold out of stock 
only; the savings are re- 
flected in the low prices. 





Samples or circular sent 
without obligation. FIND 
OUT NOW. 


IN STOCK 


Style Illustrated 


Brown Yellow 
Black 


Fall’s popular broad last; See ‘ Penance CALF 
full grain calf; styled and ae 
finished— 


No. 769 
GOLDEN TAN CALF 
No. 778 
BLACK CALF 
BROGUE(122) LAST,BRASS 


100% BROCKTON EYELETS, RUBBER HEELS 


Diamond HhozG- 2 


196 Church St. - - - New York 


Two Factories: Brockton, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Men who must 
walk, long dis- 
tances daily de- 
mand more than 
mere’ wear.” They 
must have the per- 
fect foot ease which 
our lasts always 
afford. 
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“WALK 12 MILES NIGHTLY OVER 
| CRUSHED STONE”’ 


“Walk 12 miles every night over 
crushed stone. French, Shriner & 
Urner shoes are a real economy to 
me.”” 

—From a night watchman. 


Men of every class, men you never dreamed would pay the price, 
buy them for what they are—quality “better than ordinary” for 
service harder than ordinary. 


If you desire the steady patronage of he-men, a French, Shriner @ -* 
Urner exclusive agency will definitely secure it. 


We maintain a stock department as an aid to our dealers 


; 4 
ri 
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ENCHSHIRINERGURNER 


Cut from selected 
Russia or Black 
Calf skins. Als 
from fine grade 
Brown or Black 
Kid. Reinforced 
shank, medium- 





FACTORY and SALES ROOMS, 63 MELCHER ST., BOSTON, MASS. 
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Highly developed craftsmanship, finest materials, 
= and an environment of happy co-workers, have 
been great factors in the building of the NunnBush 


reputation as manufacturers of men’s finest 


Ankle-Fashtoned Oxfords 


No gapping - - - No slipping 


TOW 
Wy | 
BA SRAS 


> 


ONIN 


¥, 
i 





WLS 


Nunri-Bush & Veldon Shoe Company 


MILWAUKEE, WISCONSIN 
Boston Office: —W. H. BYRNES, Room 421 Rice Bidg., 10 High St. 
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SToRM-W ELT 
FOOTWEAR for FALL 


TORM-WELT footwear is lined up to 

be in ““Vogue”’ for Fall—for both men 
and women. The leading styles are being 
shown with this feature—one that your 
customers will appreciate as they learn 
its benefits. Rice & Hutchins are offering 
women’s oxfords, a part of their service to 
dealers, in which the newest and readily 
salable features are incorporated in their 
products. 


For Men anp WomeEN 


Leading style patterns in Rice & 
Hutchins men’s footwear are be- 
ing shown with the famous Bar- 
bour Storm-Welt—a feature that 
not only insures a waterproof 
shoe, but prevents unsightly 
“running over’ of the 
shoe. This shape-re- 
taining and moisture- 
proof type of shoe is 
sure to be a big seller 
for Fall. Samples and 
further information 
will be sent to you on 


request. 


ON THE FLOOR AUGUST 1ST 





RICE & HUTCHINS 


INCORPORATED | 
13 HIGH STREET BOSTON, U. S. A. 
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DISTRIBUTING BRANCHES: 


Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & Hutchins eee Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Cleveland Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder, 
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New Spirit of Confidence Evident 


Merchants Have Started to Buy and July 
Volume Bulks Large in Every Market 
BY ARTHUR D. ANDERSON 






“The shoe business is exactly like the millinery 
business of today. It is the pre-season showing and 
the pre-season sales that you make the profit on. We 
are going to finish up our sales about the 25th of 
July and from that time on bring out the new stuff 
that is so chic, so tempting, so irresistible in smart- 
ness, style and build that the house of Ruby will be 
set for good business in August on fall shoes. 

Here is the big point: for every pair of new shoes 
that we get on the street and on the customer’s feet 
in August, we sell ten pairs to the friends of that 
person in September. In most cases, three out of 
every ten are new customers. 

Isn’t that a logical program for a merchant to fol- 
low who wants to give good service and make a 
profit on it? 

Much the same _ story 
could be told by other suc- 
cessful merchants who 
have wisely chosen to play 


HE fall brings the 
harvest if the farmer 
works. Also business is 
going to be what the 
retail shoe merchant 
makes it. The market 
weeks of July in Bos- 
ton, New York, Chi- 
cago, St. Louis, Cincin- 
nati, Rochester and 
where factories are in 
groups of two or more, 
have enjoyed in July a 
greater volume of actual order for early delivery than 
during any other similar period of this year. 

We make this general 
statement after a careful 
study and contact with our 
representatives in each of 















































He Wisely Anticipated 


BY HARRY C. McLAUGHLIN 


























































these market places. We use 
it as a collective measuring 
stick of better times ahead 
for the shoe industry. There 
will be here and there fac- 
tories which have not as yet 
enjoyed this young boom, 
but in the main, the buying 
of footwear indicates that 
merchants nationally say 
“let’s go.” 

The best barometer of the 
coming season is found in 
the words of Alfred J. Ruby 
of Chicago. He says: 





“I am a great believer in anticipation. 
Figure the date when you want your shoes 
and give them plenty of time im the making. 
It certainly pays. 

“About the shoes that I bought in the 
middle of May about the time of the Brook- 
lyn Style Show and immediately following 
in the New York, Boston and. Cincinnati 
markets, 1 am happy to say that if buying 
these shoes over again at this time, I would 
not make a single change. I bought prac- 
tically my entire early fall needs at that 
time. Not one solitary exception would I 
make in the orders placed at that time, for 
shoes needed by me in August and to open 
the fall season. 








the game as it should be 
played. 

Specifically we comment 
on the Baston market be- 
cause the style show held 
July 17 was the means of 
bringing hundreds of mer- 
chants to New England. 
Style shows are essentially 
publicity occasions. Friends 
are made and the buying is 
usually completed in the 
merchant’s store afterwards. 


(Continued on page 32) 
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Canadians like United States shoes. Here's a bunch of them who visited the Boston show this week to inspect, study and buy. 


Style Details Discussed at Important 
Conference 


' the program for retail selling in October, No- 
vember and December, was the opening and 
important feature of Boston Show Week, which ended 
July 17. Style questionnaires from all sections of the 
-country were made the basis of a study of what the 
merchant wants and leading shoe merchants from 
every section of the country met Monday morning 
to build a foundation for the style report. 

In the early forenoon, 200 merchants, manufac- 
turers, tanners and salesmen .met at the Copley Plaza 
Hotel for a complete study of the conference: report. 
The meeting was presided over jointly by Harry C. 
McLaughlin, general chairman of the N. S. R. A. Styles 
Comntittee and Herman Meyer, chairman of the Styles 
Committee of the National Boot and Shoe Manufac- 
turers’ Association. 


4 HE Quarterly Joint Style Conference to outline 


An Unusually Detailed Report 


As is usual in these meetings, first consideration 
was given to the general trend of style in the industry 
and the latter part of the meeting was devoted to 
detailing patterns, last, heels and materials for men, 
‘women and children. A complete picture of the meeting 
is given by the opinions of representative shoe and 
leather men. 


Don’t. Go to Extremes 


Jolin C. McKeon, speaking for the women’s end of 
the shoe business, said he believed that all shoe man- 


ufacturers are in favor of a stabilization of prices 
and values, through economical patterns, but that 
propaganda on plain effects can go too far; for the 
benefit of the industry as a whole, variety means vol- 
ume—not too wide a variety, but a good range of 
styles, and then enough sizes, so that the trade can 
play strongly on these sizes; it is possible to conserve 
and concentrate, but not to too great an extent. 


Straps Are Economical 


“Another good point,” he said, “is that we can sell 
pumps, short tongues, ties, and pumps decorated with 
bows and buckles. It is interesting to know that we 
can take our old patterns and with very little expense 
modify them or bring them up to date. When we speak 
of the novelty question, I believe that we should dis- 
regard the extreme types, but believe that the straps, 
and some open-work effects are attractive and economi- 
cal, and I believe that these should be encouraged. 


Balance of Production 


_ ‘We should give serious thought to factory 

balance. Factory balance is important, not 
only for the manufacturer, directly, but in- 
directly, for the retail shoe merchant. If the 
factory is not balanced, shoes cost more.’ ” 

H. C. McLaughlin brought up the subject of tailored 
effects. He said that jointly with Mr, Spangler a meet- 
ing was held in Chicago recently with the president of 
the Styles Committee of the National Cloak and Suit 
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Committee, C. E. Wry. This conference dealt directly 


with the cloak and suit “tailored” suit situation. It 
was brought out as the result of this conference that 
the so-called “boyish” suit was purely a myth; that 
manufacturers were going into a~modified tailored 
effect for fall and winter; as to colors, browns would 
predominate, with blacks running a close second, a few 
grays. The other shades, such as powder blue, etc., 
were not even considered by manufacturers of women’s 
clothes. 
“Spring” Lasts for Men 


Frank S. Farnum, a representative from the men’s 
end of the shoe business, spoke about propaganda to 


‘Showing the wiles booth arrangement at the Boston ¢ ez- 
position. 


make men buy more pairs. He felt that if the term 
“Spring” lasts—meaning models that would have more 
or less spring in them—were made and boosted, it 
would stimulate business; he felt that these types 
would counteract the sale of the foreign-made articles 
with this characteristic. 


The Public’s Voice on Materials 


Frank B. King, chairman of the Styles Committee 
of the National Shoe Travelers’ Association, stated 
that in the question of materials that go into shoes, 
it resolves itself into the slogan of “Shoes for the 
Occasion.” If this slogan is followed it will solve 
all difficulties as to what leather, or fabrics, the pub- 
lic must decide. 

The questionnaires which the National Shoe Trav- 
elers’ Association sent out forcibly demonstrated that 
every traveler believed that his particular line would 
be the most popular. One man selling rubber heels put 
rubber heels on men’s, women’s and children’s shoes, 
whether full dress, semi-dress, or sport. 

“I believe,” he said “that the unselfish co-operation 
of everybody who makes shoes is absolutely neces- 
sary. I would suggest that we act in accord with a 
movement which is in force in the Middle West, on 
September 15, when the bell rings out straw hats, 
everybody puts on a new felt hat. This bell could also 
be rung to put on a new and fresh pair ,of heavier 
weight shoes. I think that the past season has demon- 
strated that certain kinds of shoes will move if they 
are in accord with other articles of apparel.” 
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Mr. McLaughlin stated that leading hosiery manu- 
facturers, as well as manufacturers of women’s gar- 
ments, report that a gray shade will be good—also a 
gun metal, then black, with French nudes following. 


“Dress Well and Succeed” 


The Secretary of the National Retail Clothiers’ As- 
sociation, C. E. Wry, gave an outline of what his asso- 
ciation had accomplished and intended to accomplish 
to bring about a greater apparel consciounsess. He 
stated that some time ago his organization had come 
to the conclusion that the clothing industry was per- 
haps as badly undersold as any in the entire country; 
that with the demand on the part Of men for economy, 
they semed to think that it was on their clothes that 
economy should be practiced. 

It was found that less than one hat per capita per 
year was sold, but now after publicity, the ratio has 
increased to 17/8 per capita. 


“Dress Well and Succeed” 


“We found,” he said “that men were careless and 
slovenly oftentimes as to personal appearance, who 
were most particular as to the appearance of. the car 
they drove. We thereupon hit upon the slogan, ‘Dress 
Well and Succeed.’ This slogan has worked wonders. 

“We have as one of our publicity writers, Beau 
Nash, who is recognized in our industry as the fore- 
most style writer in this country on men’s apparel, 
He wrote a series of 52 releases, one for each week, 
each consisting of six sections, one for each day. This 
was sent out in syndicated form, not to sell any kind 
of apparel in particular, but to promote clothes con- 
sciousness. We have proceeded on the principle that 


They showed the very latest in footwear and hosiery on the 
runway. 


we are not selling clothing, but are selling the idea 
of ‘Dress Well and Succeed.’ ” 

To a question asked of Secretary Wry if his asso- 
ciation would have any objection to the shoe trade 
using the slogan, ““Dress Well and Succeed,” he said 
that he would be pleased to have it used. 

Mr. Wry spoke on colors. He stated that there was 
always a tendency for men’s colors to follow women’s 
sormnent colors ;, that, for instance, after women, are 

(Continued on page 43) 
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Footwear Which Will Sell During 
October-November - December 





GENERAL PREFACE 
The United States of America is the home of shoe style and economic 


production. 


Interpret this report in the light of your own local community. 

The broad trend of styles is here carefully weighed with advanced information 
from authorities in garment colors and apparel tendencies. 

Use this as your National quide to the general swing of styles for October, 


November and December retailing. 


WOMEN’S STYLES 


Maurice A. Weiss, Chairman 


WELT TYPES FOR GENERAL USE 
Patterns—Straps and oxfords. 
(Oxfords gaining in favor.) 
Lasts—Prevailing types of medium toes will continue. 
Heels—7/8 to 14/8. 
Materials— 
1. Black kid and calf. 
2. Tan leathers. 
3. Patent (in lightest welt construction). 
Watch tans as a style element, growing in 
favor. 
* *# & 


WELT TYPES FOR SPORT WEAR 


Patterns—Oxfords and straps. 

Lasts—Medium. 

Heels—Spring and up to 12/8. 

Materials—Tan and boarded leathers, colored elk and 
suede finished leathers. Crepe or rubber soles for 
strictly sport shoes. 


* 2 & # 


TURN TYPES FOR GENERAL USE AND 
INFORMAL WEAR 
Patterns—Strap effects in good taste. 
Other style effects in order named: 
(a) Both side and front goring. 
(b) Strap or opera pumps in high grade shoes 
only. 
(c) Short tongue effects (consider sailor ties). 
(d) Some oxfords in both Spanish and Cuban 
heels (plain or cut-outs). 
Lasts—Medium toes prevail, with continued tendency 
toward shorter and broad effects. 
Heels—Block heels 10/8 to 14/8. 
Spanish 13/8 to 17/8. 
Materials— 
1. Patent. 


H. C. McLAUGHLIN, 


General Chairman, Styles Committee, 
National Shoe Retailers’ Association. 


. Black satin. 

Black suede. 

Brown suede and brown leathers. 
Black kid and calf. 

Brown satin. 


A oe wo pe 
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EVENING SLIPPERS 

Patterns— 

1. Straps. 

2. Pumps. 

3. Gore effects. 
Lasts—Medium toes. 
Heels—Block heels 12/8 to 14/8. 

Spanish 13/8 to 17/8. 
Materials—Silver and gold brocade, plain or trimmed 

with silver and gold kid. 
Satin. 


Bronze kid. 
* *# * * 


MEN’S STYLES 
(A. E. Taylor, Chairman; Jesse Adler, Vice-Chairman) 


FOR GENERAL WEAR 


Types—Young men’s styles; 75 per cent oxfords, 25 
per cent boots, with a possible average of 60 
per cent oxfords, 40 per cent boots. (Have 
light weight oxfords through October, then be 
prepared with heavier type oxfords.) 

Lasts—French, brogue and new short full brogue, con- 
servative and custom. 

Heels—In keeping with lasts. No changes. ; 

Colors—Three shades in tan, with a strong tendency 
towards lighter tan shades. 

Black stronger. 

Leathers—Highly finished calf. 

Boarded plump weight calf. 

Grain leathers. 

Black kid. 

Patent leather. 

Brown kid. 
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SHOES FOR INFORMAL EVENING WEAR 


Types—Few light weight boots and medium weight 
oxfords. 
Lasts—Custom. 
Close trimmed brogues of narrow type. 
Heels—Close trimmed, shapely heels. 
Leathers—Black calf and patents. 


** 2 & 
SHOES FOR FORMAL WEAR 


Types—Oxfords. 

Welts. 

Turns. 

(Plain toes.) 
Lasts—Custom and medium brogue. 
Heels—Low, close trimmed, shapely heels. 
Materials—Patents. 
* *# & 


SHOES FOR GENERAL SPORT WEAR 


The sport shoes you now have will sell during 
this period. 


* &© & & 


BOYS’ AND YOUTHS’ SHOES 


Boys’ and youths’ shoes following the trend of the 
men’s styles with greater emphasis on smarter shoes 
for boys, with high shoes predominating. 


* *# & & 


Recommendations Adopted at Styles 
Meeting 

Men are today giving more attention to correct 
clothes and this demands “the proper shoes for the 
occasion,” 

If retailers wiil use this “slogan” in their advertis- 
ing and window displays, it will materially increase 
the sales of men’s shoes. 

The sales force should be instructed to suggest the 
“proper shoes for the occasion,” and to know what is 
proper. 

In the interest of public health, push the slogan, 
“Walk and Be Healthy.” 

The shoe fraternity should set the example by wear- 
ing correct shoes themselves. 

Wear black shoes after 6 P.M. 

Business shoes for business wear—evening shoes for 
evening wear—sport shoes solely for sport wear. 

Wear correct shoes for every occasion. 

Most men’s shoe wardrobes consist of “five pairs of 
shoes.” 

Five pairs of shoes give smart dressers a complete 
shoe wardrobe. Aside from the correct dressing stand- 
point, many men have more than this number, because 
they know that frequent changes of shoes keep the 
body healthy. 

It is more essential to change shoes often than to 
change clothes or underwear. Five pairs of shoes are a 


poe 


necessity and enable men to change often and dress 
in good taste for all occasions. 

These five pairs of shoes which the smartly dressed 
man has in his wardrobe are: two pairs of tan, one 
black, one patent evening shoe and one sport shoe. 


NOTE—THE MEN’S STYLE COMMITTEE 
RECOMMENDS THAT RETAILERS PROMOTE 
THE SLOGAN, “DRESS WELL AND SUCCEED.” 


* *# & & 


JUVENILE STYLES 


(Maurice Yoskin, Chairman) 


SHOES FOR SCHOOL WEAR 
Patterns— 
Growing Girls: 
Plain and brogue oxfords, straps, southern tie 
effects. 
Boots in moderation. 
Misses and Children: 
Lace and blucher boots. 
Plain and brogue oxfords. 
Straps. 
Leathers— 
Growing Girls: 
Tan calf, patent, black calf, elk, tan and brown 
shades leading. 
Misses and Children: 
Tan calf, brown and colored elk, patent, black calf. 


** * * 
PLAY SHOES 


Patterns—Oxfords, moccasins, lace and blucher boots. 


Leather—Tan, brown and smoked elk. 
Crepe soles in moderation with elk and Russia 


calf uppers. 
’ * *# &# & 
FOR DRESS OCCASIONS 
Patterns—Straps. 
Oxfords. 


Leathers—Patent, satin and black suede, white buck, 
also satin and suede with patent and dull trim- 
ming. 

Lace boots for semi-dress. 
Patent and Russia calf with colored top for misses 
and children. 


Note—There is a tendency toward soft toe boots and 
oxfords in patent, Russia calf and colored elk, both 
with tips and plain toes. 


*2# 2 & 
GROWING GIRLS 


Growing girls’ shoes will follow the trend of the 
women’s styles recommended both as to patterns and 
materials. Lasts with medium round toes; heel, leather 
or covered, from 6/8 to 10/8. 
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IN OUR NEXT ISSUE—JUST FEET! 


Isn’t the condition of the feet as important to 
general health as the condition of eyes and of 
teeth? Authorities in all suerte of the world have 
co-operated with usin t ge erm of a com- 
plete treatise on this all-important subject. 
Watch for it in our next issue—that of July 26. 





Hold to Values in Materials 


HE ideal manufactured article of any kind is 

one whose parts are properly balanced in 
materials and costs as well as in appearance. To 
select a fine grade of leather for the upper of the 
shoe and then to combine with it poor and sleazy 
sole leather is a misuse of good material. If the 
shoe is to be a high-grade article, then its outsole, 
counter, lining and all fittings should be of as 
high a grade as the upper. The scale of quality 


should be consistent throughout. Ifa cheap shoe ia 
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is to be made, then cheap materials should be used 
all the way through it. 


This is an important consideration in the pro- 
duction of all kinds and classes of shoes. We are 
experiencing a situation in the trade where, to hit 
a low price store, factory standards are thrown 
out the window and. everything is sacrificed to 
rate of output. There is need to exercise a high 
degree of skill in selecting the right materials to 
go into shoes and for that reason in this issue 
we are starting a Shoe and Leather Lexicon with 
the division of leather and also we are giving to 
the new and younger men in the industry an op- 
portunity to study fundamentals. 


Animals vary in their characteristics almost as 
much as human beings. Consequently, there is 
far less uniformity in leather than in fabrics. 
While there are racial similarities in all skins, 
there is an individuality in every skin. It is judg- 
ment and knowledge of these qualities in the in- 
dividual skin, and in the various classes of leather 
that enable a man to assign it to its best use and 
proper place. Keenest of competition is in the 
leather trades, which can be softened by a greater 
understanding nationally of what leather values 
are. 


Dave Rich of Birmingham. likes to tell of the 
time when a group of ministers came into his 
store accompanying one of their members who 
wanted to buy a pair of shoes. The salesman was 
virtually selling the entire group, who assumed 
advisory interest in the purchase of a single pair. 
The ministers thought they had caught the young 
salesman in a trap when they asked, “What 
leather is in this $6.00 pair of shoes?” The boy 
answered, “Vici kid.” “And what leather is in this 
$10.00 pair of shoes?” and received the answer. 
“Vici kid.” 

Mr. Rich was called into consultation and ex- 
plained that there are differences in leathers just 
as there are in sermons. One minister can take a 
text and barely hold the interest of a dozen people 
in his congregation, while Phillips Brooks might 
take the same material and hold thousands of 
people spellbound. Therefore, two ministers with 
the same material might vary hundreds of dollars 
in income. 


So convincing was the argument that not only 
was the sale completed, but the other ministers 
became customers. We bring out this point tc in- 
dicate that qualities in leathers are intensely 
variable, despite pure shoe agitation. A leather 
mistakenly called Vici, may be so inferior to the 
proprietory known Vici that the distance between 


-is almost.as great as that pointed out by Sng Rieh. 


Keep your scale of quality consistent. — ties 
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A Brown Season Ahead 


HE Recorder endeavors to be a modest 
worker in the shoe vineyard, placing facts 
before merchants and taking it for granted that 
they will accept them as truth and act according- 
ly. There are times when we feel that we are 
limited by type and ink in drawing complete at- 
tention to some outstanding feature. 

For five years we have enjoyed the expert 
services of one of the foremast color authorities 
in women’s garments, Eugene Peirce. Even he has 
occasionally said, “Tell them of the Recorder 
achievement in heralding black six months in ad- 
vance of its coming.” We naturally don’t like to be 
put in the position of praising ourselves, but we 
would like to emphasize rather strongly the 
authority of our color recommendations. 

The fine old gentleman who develops our color 
information has had fifty years of practical ex- 
perience in color blending and is in touch with 
silk dyers in Lyon, France, the best fashion 
authorities of Paris, and certainly is in the confi- 
dence of the leading owners of mills and dyeing 
establishments in this country. If he doesn’t know 
color, then fifty years’ experience is valueless. We 
won’t say that he is infallible, because the best 
plans of designers and dyers are often cast aside 
by the whims of women. 

We do feel after experiencing in Boston this 
week a strong interest in tans that we ad- 
vised the trade accurately in our issue of June 7, 
pages 76 and 77. Look back in your old issues for 
what he says about tan and other colors. Just 
for re-emphasis we'll publish herewith three short 
paragraphs. 

“Following a careful search of the position of 
colors in various centers, the Recorder is of the 
opinion that in a general way colors for fall and 
winter are to be more subdued and refined than 
during preceding seasons with a noticeable tend- 
ency toward expansion in the direction of neu- 
trals and a lessening of freaks in colors, and in 
shoe styles. 

“That is to say, in woolens, for example, neu- 
trals such as beaver, castor, deep shades of cocoa, 
chestnut, seal and African brown are typical of 
present indications rather than reds, browns, or 
strong yellow browns. It will be seen that again 
in a general way the foregoing will be an excellent 
background for fur trimmings of the brown 
variety. 

“As for silk, however, more freedom of selec- 
tion is permitted since browns with a pinkish or 
with a yellowish cast are worth consideration, for 
semi-dress occasions or for daytime wear. In this 
class may be mentioned ‘Capucan,’. a brown hav- 
ing a yellow cast worn by Capuchin friars. In 
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botany, nasturtium and Indian crest are the fa- 
miliar names for yellow browns.” 

We could repeat what he says about “Colors 
will change from gay to gray” but.we. hold for 
your expectation his recommendations for the 
next advance quarter to be published in our issue 
of September 6. We have cautioned for nine 
months the use of vivid colors and some mer- 
chants have been fortunate in having none to 
dump on the bargain table. We were happy in 
some sections in our predictions on white, and on 
no national recommendations should be accepted 
in toto without the modifying amendments of 
your local demand. 


The Value of a Post Card 


HERE is nothing more valuable in contact 

with the customer than the common, or- 
dinary, one-cent post card. We have emphasized 
this time and time again. One of the leading mer- 
chants in the country, once a month sends post 
cards to a distinct group of his customers indicat- 
ing that on Friday morning a ,special advance 
showing of shoes at a particularly favorable price 
will be given to regular customers up to Saturday 
noon, sharp, at 12:00. Then the exclusive “first 
service” stops. On Sunday the general newspaper 
advertising on the same feature is run for the 
public sale on Monday. 

By this little thoughtfulness he holds customers 
to his store and actually brings in new ones, be- 
cause one woman tells another of her special 
favor. 

To give authenticity to the next paragraph, we 
are quoting the name of George Miller of the I. 
Miller organization, New York City. He sent out 
a simple post card to the entire mailing list of the 
Miller stores. The shoes offered were priced there- 
on at $7.00 and $9.00, so you see they were not 
what you might call clearance footwear, for they 
were profitable. The card was a simple statement 
typed and signed. 

The sales the first week ran over a hundred 
thousand dollars and the second week closely ap- 
proximated that figure. The stores never had such 
a pressure of customers. While the doors were not 
closed, guards had to be employed and the women 
waiting were told that they would be served in 
about an hour. Feeling that real values were to 
be had, not a woman left. It was the most phe- 
nomenal sale in the experience of their business 
and was all done with the useful one-cent post 
card and the assistance of Uncle Sam as a sales- 
man. 

When you are on the point of thinking up some 
weird and elaborate method of publicity, throw 
your mind into a common-sense channel and.try 
the powers of the post card. 
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eRe bere sheet a ‘oe ee 


Boston style show runway models pose for a group picture at the dress rehearsal. 


Effective Displays a Big Feature of 
Shoe Exposition 


Exhibition Hall at Mechanics Building blended 

exceedingly well into one colorful mass, throw- 
ing a most inviting atmosphere over the entire build- 
ing, during the Boston Shoe Style Show. American 
flags, shields, and broad streamers of red, white and 
blue were prominently placed about the spacious halls. 
These more solid colors formed a substantial back- 
ground for softer shades of yellow and white, blue and 
white, pale green, pink and other colors which blended 
harmoniously. 

The exhibits were very well planned. Although the 
color schemes and clever draping of streamers here 
and there were carried out in only a superficial way, it 
was truly a Shoe Show in every sense of the word. 
Every accessory entering into shoemaking waS on 
display. 


[Te decorations used throughout Grand Hall and 


Miniature Shoe Plant 


Significant features of the exhibit which carried 
out thoroughly the aims of the committee in putting 
on the Shoe Show were displays showing every opera- 
tion in sequence on a shoe; a typical shoe store front, 
with windows and new shoe creations on display; 
and a last company’s exhibit. 

Blue and white was the scheme used to drape the 
lobby leading into the main exhibition hall. In con- 
trast to former years, there were no group exhibits. 
Here and there were grouped companies from the same 


district, but concerns from other districts were also 
included. 

The standard booth was 11 feet by 16. Some were 
larger. A white picket fence, five feet high, formed a 
background, and booths were separated by white par- 
titions about two feet high. The spaces were uniformly 
arranged in so far as the white fence fixtures were con- 
cerned, but considerable originality entered into mak- 
ing them more presentable. Colorful flowers, potted 
plants and palms, green leaves, and other ideas tending 
toward making an attractive outdoor environment, 
were extensively used by many concerns. 

Wicker chairs added to the inviting atmosphere. 
Show cases and chairs were most common in the dis- 
play of shoes. The new patterns, standing out promi- 
nently in the attractive surroundings of well arranged 
booths, suggested newness. Over each booth, placed in 
the center background, was a panel-like sign bearing 
the’name of the firm. Lettering was in white. 


Shoe Accessories on Display 


Access to every part of the two large halls was 
easy. Four spacious thoroughfares led into the exhibi- 
tion hall. Booths were lined up on both sides of every 
aisle, excepting one. In the exhibition hall, besides 
displays of shoes, there were booths showing welting, 
last making accessories, box toes, threads, linings, lac- 
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ings, leathers—a complete range of shoe accessories. 

The exhibit of the United Shoe Machinery Com- 
pany, depicting every step in shoe making, was in 
the exhibition hall. It was novel, yet very instructive. 
In order of operation, drawings, representing an opera- 
tor and his respective machine, were placed in the 
background. The presentation was miniature, but 
large enough to show clearly the machinery technique 
and a clear idea of the operations. Ribbons, attached 
to every machine, extended to a small card, which ex- 
plained in detail exactly what the respective machines 
did. A shoe as it appears after each operation was 
placed in front of each machine. 

Men’s, women’s and children’s shoes were well dis- 
played, generally. Buyers had a wide range from 
which to choose. Styles were shown in many ways. 
Many booths had show cases, some tables; in all, foot- 
wear was presented in a satisfactory manner. 


Setting in Black and Gold 


The stage in Grand Hall, the scene of the style 
show on Tuesday, Wednesday and Thursday evenings, 
was a striking picture. The setting was in black and 
gold. Flowers of various hues were scattered through- 
out the setting, blending well with the more sombre 
shades. Sides of the long runway were black, corre- 
sponding to the main setting color. It was set off with 
gold ornamentations. 


of a charming garden came 
the hundred-or-more models 
of the Boston Shoe Style Show. The 
styles were artistic and corresponded 
well with the recommendations of 
the Joint Styles Committees’ report 
on “What’s What” in footwear for 
October, November and December, 
1924. These styles do not indicate a 
radical departure in any way from 
types which have been bought by 
merchants during the past few 
months. They are a happy interpre- 
tation of the practical and beautiful 
in fall and winter footwear. 


¢ > HROUGH the arched entrance 


Lots of Patents and Satins 


Patents were shown in goodly 
array—so were black satins; straps 
were prominent, yet nothing bizarre 
was attempted in this direction; the 


toes; there were many box heels; there were delicate 
inlays and the broad, slanting instep straps; there 
were many slender instep straps. Light and dark tan 
leathers predominated in the .men’s showings; there 
were also many light tan leathers shown in women’s 
models. 





Runway Show Beautifully Staged; All 
Footwear in Good Taste 





BUFORD H. JONES 
lasts showed many medium round ©@man of the Style Revue Committee yown silk hosiery which harmon- 
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The spacious hall was lined with booths. Broad 
banners of blue and white and pink and white ex- 
tended across the balcony. Over the stage setting was 
a large blue and yellow curtain, which fitted in well 
with the darker colors below. 

The lighting effects were very well arranged. They 
were effective and showed up well against the digni- 
fied black and gold setting. 


Good Selling Styles Shown 


Styles shown in the booths followed closely the views 
of the style experts who, earlier in the week, had met 
and formulated the style program for late fall. Pat- 
terns, generally speaking, were confined to straps, 
gores, pumps and small tongue effects, aside, of course, 
from staple oxfords and some which introduced new 
effects. 

Short vamps lasts were frequently seen in women’s 
style lines. Suedes, satins, patents and tan calf 
were the most commonly used leathers. Patterns 
were simpler than they have been but not plain in the 
sense that they lacked adornment. They were really 
beautiful—many of them. 

Men’s shoes displayed the newer light tans and 
heavier soles which, of course, are associated with the 
wet weather of fall and snows of winter. Blacks were 
common and there were some novelties in the way 
of button and gored oxfords for dress wear. 


Many leather houses showed at- 
tractive footwear, as well as buckle, 
welting, sole and heel, and rubber 
shoe houses. The Massachusetts 
Knitting Mills furnished all hosiery 
displayed. 

Altogether, the three runway per- 
formances were of a highly educa- 
tional nature and buyers agree that 
the ideas which they gleaned there- 
from will help them materially to 
merchandise footwear for the com- 
ing months at a profit. 


Description of Costumes 


Some of the costumes were as fol- 
lows: 

White glazed straps, 16/8 heel, 
with a white and black costume and 
black chiffon hosiery. 

Black kid four strap, button fast- 
ened, 12/8 heel, rubber toplift, light 


ized with her brown costume. 

Brown kid one strap, with cross strap, 14/8 heel; 
light brown stockings harmonizing with brown 
costume. 

Patent leather one strap, with center strap, cut-outs 
at either side of instep strap; 16/8 heel, white silk 
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hosiery. Gown of white, with green, yellow and rose 
tints. 

Black patent leather strap, with white hosiery and 
costume of gray. 

Silver Brocade with Silver Hose 

Silver brocade straps, with silver silk stockings. 

Brown satin pumps, with fancy white scalloped 
stitching, gold buckle ornamented at throat. 

Black patent leather pump, with short vamp, gold 
kid trimmed, 16/8 Louis heel. The costume was of 
lavender chiffon and the hosiery matched the costume. 


wg Ee “7 : 


Some more models—in sport and semi-formal garb. 


Black patent three straps gore pumps, 16/8 Span- 
ish heel; flesh colored silk stockings; costume of black 
and white. 

Black patent leather cut-out oxfords, with black 
chiffon hosiery; dress of black and silver. 


Tan Elk—Blue Dress 


A child’s model was in light tan elk, with tiny two 
straps and center straps—white stockings, dress of 
blue. 

A woman’s model wore light brown calf, with 12/8 
heel, light gray hosiery, white sports skirt, yellow 
silk sweater. 

Cerise satin one strap, gold kid trimmed, gold kid 
covered heels of 17/8; gold silk hosiery, worn with 
cerise silk costume. 

Plain opera pumps of light tan Russia calf, fawn 
silk hosiery. 

Mostly Tan in Men’s Shoes 

There was a goodly assortment of browns—mostly 
in light tan effects. These were most generously. dis- 
tributed among the men’s models—very few black 
shoes being displayed. There were a few high shoes. 

In women’s models, patent leather led; with browns 
a close second—in both calf and kid of light tan; some 
black suedes; a good assortment of black satins and a 
few brown satins. The children’s models showed many 
low shoes, and some high shoes. The kiddies seemed 
to favor plain, narrow cuffed hosiery. The hosiery dis- 
played leaned most strongly to the light browns, from 
an ecru shade to a darker brown. There were mahy 
transparent effects in black hosiery—some with self 
clocking; there was some gray ‘hosiery——from the 
very light, dove-colored shades to the gun metal. There 
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was a goodly assortment of whites and white shoes 
took white hosiery in preference to flesh. There were 
many beautiful effects in buckles. There was a goodly 
asscrtment of gold and silver kid trimmings, inlays 
and cut-outs, which showed that the fancy effects will 
still be with us for fall, but always did the patterns 
displayed show elegance, instead of glaring effects. 





E. T. Wright & Co., Inc., Holds 
Convention 


Boston, July 17—Executives, merchants operating 
Arch Preserver shoe stores, and salesmen, all inter- 
ested in the business policies of the E. T. Wright & 
Co., Inc., of Rockland, Mass., manufacturers of men’s 
shoes, attended a convention held at Hotel Lenox, 
Tuesday. There were about 125 present and an in- 
structive and entertaining program was presented. 

James A. Monroe, pea, are. was chairman of 
the meeting. A message of greeting was delivered by 
E. T. Wright of the firm and a member of the gov- 
ernor’s council. M. L. Doty, sales manager of the Selby 
Shoe Co. of Portsmouth, Ohio, makers of the women’s 
Arch Preserver shoes, also extended a cordial welcome 
to the merchants and others. 

Some excellent merchandising ideas were exchanged 
as a result of addresses by retail shoe merchants who 
sell Arch Preserver shoes. Alfred W. Donovan, presi- 
dent, gave an interesting talk on: “Men’s Arch Pre- 
server Shoes of Today.” 

Addresses were delivered by shoe merchants from 
large cities, who operate shoe stores and specialize in 
Arch Preserver shoes. Among the merchant speakers, 


- 2 + 


The back of each exposition booth was defined by a white 
[ picket fence. 


whose subjects related to merchandising of Wright- 
made shoes, were: C. J. Rapp of the Royal Shoe Co. of 
Detroit, Mich., Owen W. Metzger of Wetherhold & 
Metzger, Allentown, Pa., Ralph Walters of Walters 
Shoe Co., Columbus, O. 

Bryant Venable of the Proctor & Collier advertising 
agency of Cincinnati, O., spoke on “National Adver- 
tising.” On Wednesday merchants made a trip to the 
factory in Rockland and inspected the plant. 
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Salesmen Hold Annual Outing and 
Entertain Buyers 


YQ N\HE Boston Shoe Travelers’ Association held its 

twenty-fourth annual outing on Wednesday, July 
16. Norumbega-on-the-Charles River was the place of 
the festive gathering. Special cars conveyed the merry- 
makers to the picnic grounds. There were about one 
hundred salesmen and buyers present. 

The chief event of the morning program was a 
baseball game between travelers and visiting buyers. 
There were two innings and the score of 9 to 1 was in 
favor of the buyers. The lineup was as follows: Buy- 
ers—L. J. Dillion of Detroit, catcher; S. G. Morris of 
Fort Worth, Pitcher; A. Saunders of Boston, first 
base; I..Bluestein of Boston, second base; Milo Slade 
of Des Moines, third base; R. E. Burney, San Fran- 
cisco, short stop; H. Bluestein, Boston, left field; A. J. 
Leahy, Columbus, center field; A. P. Hagner, Meriden, 
Conn., right field. The lineup for the salesmen was: 
Taylor, catcher Goddard, pitcher; Meade, first base; 
McWhirter, second base; Pulsifer, third base; Puffer, 
short stop; Hunt, left field; Brown, center field; Her- 
some, right. field. Umpire, W. M. Oakman. One of the 
big features of the game was the twirling of Morris, 
the tall, lanky pitcher from the-“Lone Star” State. 


Morris allowed the traveling men only one base hit; 
he played a fast and furious game. 


Around the Family Table 


After an excellent dinner, the post-prandial exer- 
cises were held. President E. J. Andrews, in behalf of 
the B. S. T. A. welcomed the company and presented 
National Secretary, T. A. Delany, as Toastmaster. Mr. 
Delany, in happy vein, introduced the speakers. He 
limited each to three minutes, and although a few ex- 
tended their remarks to five, all agreed that the exten- 
sion was well warranted. Around the “family” table 
had gathered State and National officers of the allied 
trades. These able leaders and their co-workers 
showed by their enthusiasm and inspirational remarks 
that great accomplishments will be achieved in the 
industry during 1924. 


Congratulations to Travelers 


H, E. Lewis, Chairman of the Executive Committee 
ofthe National Shoe and Leather Exposition and 
Style Show thanked the shoe travelers for their splen- 
did co-operation. 
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I. B. Howe, Chairman of the 1925 N. S. R. A. Con- 
vention Committee, as also W. W. Willson a member of 
this committee sounded the keynote of “On to Boston 
for January, 12-15, 1925.” Mr. Howe said that it is 
now time for all of the trade to get together. He said 
that he knew from past experience that he did not 
have to ask for co-operation from the travelers, that 
he had all along expected it and that he could say now 
that the January, 1925, Convention of the N. S. R. A. 
was going to be a big one. 


They Help Make Prosperity 


Major Chas. H. Cahill said that the B. S. T. A. out- 
ings were the big entertainment features of the Style 
Show; that it was most pleasing to meet together as 
one happy family on these occasions; that he could 
not adequately express his appreciati6n to the traveling 
men for their splendid work 
in connection “with the Na- 
tional Shoe and Leather Ex- 
position; that it was the 
traveling salesmen, who car- 
ried the banners of the 
trade throughout the coun- 
try, on which the prosperity 
of the industry depended. 

Major Cahill said that he 
hoped to be present at many 
such events. 


McLaughlin for Four-Season 


Buying 


Harry C. McLaughlin, 
General Chairman of the 
Styles Committee of the 
N. S. R. A., speaking on 
“How to Sell More Pairs,” 
siad that he felt the time was here when retail shoe 
merchants would depend more and more upon those 
factories which could make a full and general line of 
shoes; he said that he felt that in this way safe and 
sane buying could be accomplished; he also expressed 
himself as being in favor of a four-season a year 
campaign of buying. He feels that by the above 
methods the coming seasons can be made the very 
best for years. He said that he could see a bright 
future ahead. 


ens ge 


Rogers Talked Association 


Harry M. Rogers, President of the Boot and_ Shoe 
Travelers Association of New York spoke for greater 
association membership and interest. He complimented 
the fine work of Wm. Noll, for twenty-four years sec- 
retary of the B. S. T. A. 

George M. Spangler, Manager of the N. S. R. A., 
said that the closer the trade could work together 
and fraternize, as on occasions of this kind, the better 
it would be for the industry as a whole. 

W. M. Oakman, Chairman of the Registration Com- 
mittee at the Style Show, and dean of the N. S. T. A., 
who has 90 consecutive, semi-annual trips to his credit, 
gave an inspiratiénal’ message and endorsed Mr. 
Rogers conplimentary remarks about Secretary “Billy” 
Noll. 
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Red, white and blue predominated as the color scheme but 
practically every color of the rainbow had its place. 
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J. Frank Crehan said that in association work, as 
in every other phase of life, one derived advantages in 
proportion to the effort which he expended. He ex- 
tended his services on this and all future occasions to 
the allied trade. 

National President Buford McWhirter referred to 
the great honor which has been paid the National Shoe 
Travelers Association in being presented with the key 
to the City of Boston on the occasion of its last annual 
convention. He pledged the full support of the National 
Travelers to the allied trades. Helen M. Haney of the 
Recorder staff made a brief address. 





Spirit of Confidence 
(Continued from page 21) 
of speed in buying indicates that on desirable mer- 
chandise many stores are short. The alert stores 
want to quit marking time 
and get into a run of real 
usiness. 
» Merchants come from far 
afield. E. Jackson from Aus- 
tralia and T. Monrose of 
Japan perhaps take the 
medal for greatest distance, 
and the Walk-Over men who 
came to attend the 5Uth anni- 
versary of the George E. 
Keith organization helped 
materially to swell the at- 
tendance at this show. 


Buyers Visit Boston in 
Bunches 


The big volume buyers, 
representing big stores and 
shoe departments, were a 
hundred per cent in attendance. A sizable aggregation 
of new merchants who had never attended the Boston 
market also were to be noted. Perhaps the National 
Styles Conference, picking the shoes for October, No- 
vember and December selling, helped to swell the at- 
tendance. At any rate, all of the factors were in favor 
of a good market season and nationally the impulse 
given to business is a good thing. It indicates that all 
the markets of the country are in line to enjoy a sub- 
stantial amount of immediate business. 


Buying Should Be Orderly 


This is the message of the market weeks of July 
and the new spirit of confidence that sweeps into the 
trade after six months of practically standing still. 
This is no time for a speculative market. Buying 
should be orderly and merchants should carefully 
study every item of their purchases and the place 
it fills in their stores. A balanced shoe store has 
something to offer in sizes and widths to make an 
early profit in August and September. Let’s get a 
jump on the next season and make the profit in the 
last six months of the year denied by the trade, due 
to climatic and economical conditions in the first six 
months. Getting the customer in the frame of mind 
to buy new shoes early is the best advice that we can 
give the merchants of America. 
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We Kill the Fatted Calf and What Do- 
We Get? 


First of a Series of Articles 
on Leathers and Their Sources 


By J. V. LOBELL 
Of the Steele-Lubell Co., Baltimore, Md. 


When .a woman 
buys a pair of 
shoes, she knows 
that the upper is 

- made of leather, 
but just what kind 
of leather, where it 
comes from or 
whether it is par- 
ticularly suited for 
the use to which 
she is going to put 
them seldom enters 
her mind. 

It is a fact that 
2ven many shoe 
merchants have 
never considered 
these fundamentals 
of. the shoe busi- 
ness _ themselves 
and yet the most 
outstanding suc- 
cesses in staple 

shoe business have been based on a knowledge of these 

principles. Whether the merchant knows this or not, it 
holds true nevertheless. 

Let us take a look at the many kinds of leather, 
under many names, at many prices and with many 
different qualities which we get from our domestic 
cattle alone. 


Why Some Skins Are Good and Some Bad 


The young calf, if born in Ohio, New York, Wiscon- 
sin or some of the other states prominent in dairy pro- 
ducts, will be well taken care of, given proper food and 
rich grazing. If it is slaughtered at an early age it is 
fed with fattening foods which, of course, results in a 
well-nourished, firm, plump skin; but a calf born on a 
Texas or other western cattle ranch will have to find 
its own food. It lives in the open and must trudge many 
miles each day after its mother. The result is an under- 
nourished animal and this is easily discernible in the 
hide or finished leather. 

The environment also has much to do with the result- 
ing leather. If the animal comes in contact with barbed- 
wire, thorns, etc., which bruise, scratch and injure the 
skin, it is easily noticed. So, we come to the understand- 
ing that a calf skin will not always be of, the same 
quality. The same holds true of the older animal. Good, 
vich grazing, shelter from the elements and the proper 
food have much to do with the hide of the animal. 


In his next article Mr. Lobell will 
compare kid skin with sheep and 
cabretta. 


How Blemishes Are Treated 


From the calf skin, if chrome tanned, we will get a 
fine piece of shoe leather known as calf. If blemishes 
are on the skin, these are often removed by a type of 
sand-papering process and a pigment finish applied. 
A firm surface is put on and then creases rolled in with 
a boarding process. This results in boarded calf. Or, the 


leather may be tanned with a kid tannnig process, the 


resulting leather being a product somewhat similar to 
kid skin. Of course, it will not have the high permanent 
lustre nor will it have the strength, as the fibre con- 
struction of kid and calf are very different. Or, the 
leather may be tanned and finished on the flesh side, 
thus producing suede leather of the very finest type. 


Where Side Leather Comes From 


When the hide of the animal is larger than can be 
conveniently handled, it is cut in half along the back- 
bone, producing two halves or sides. These are tanned, 


then split and finished the same as is calf skin. This 
produces side leather. The very large hides, of course, 
are tanned into the sole leather. 

The small sides are often times tanned, degreased 
and then a series of coatings of enamel put on, produc- 
ing patent leather of a very fine grade. Or, the skin 
may be tanned and finished with an oil and then 
smoked, producing elk leather. Thus, we may continue 
getting many different leathers from the one type of 
hide. 

Cordovan—How Made 


The horse leather is one of our very other closest 
friends, and also fills an important part in the making 
of shoe uppers. After the horse is killed, the front part 
of the hides up to the hip is sent to one tanner who, 
with the chrome process, makes from it colt skin or 
he enamels it, making patent colt, or finishes it with 
a kid process, making an imitation kid skin. From the 
hips down the hide is sent to another tanner, who cuts 
therefrom the butts and after a bark tanning process 
converts the fascia which appears shiny, similar to 
spectacles in the skin, into a leather called cordovan. 


Next Comes Kid and Cabretta 


The fibres in calf skin are closely knit together, 
making a uniform piling if used for suede, or an 
excellent smooth finish if used for straight calf. It 
also wears very well, having a considerable amount of 
natural oil. Horse leather is still more closely knit 
together than calf and the fibres somewhat longer. 

The next time we treat leather, we will compare two 
important leathers—kid skin with sheep and cabretta. 
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‘THE Reta SHoE SALESMAN 


More Shoes 
Sold Right 
het sete 


Devoted to the Interests of thal Great Army of Workers 
Which Personally Serves the Public 


Edited by ARTHUR L. EVANS, A.M. 
President of the Retail Shoemen's Institute 








estimated the number of salespeople in these stores. Suppose we say 5,000,000. Quite an 
army. In fact, it is an army, fighting the actual trench warfare of all industries whose pro- 


ducts go to the general public. 

Let’s see what sort of an army it is. First we know that it is an expensive army. Then we must 
recognize that it is a more or less untrained army. Yet we trust to it the final act of our indus- 
trial campaign. These five million people sell over twenty billions of dollars worth of goods a year 
for us. 

And yet, recognizing all these tremendous facts, to what sort of a man do.we entrust these 
goods for the culminating act, the moment and the act to which all this tremendous aggregate of 
capital, brains and effort has pointed and prepared? ; 

The answer: On the average, to an untrained, unskilled person. What does he know of the vast 
volume of brains of all sorts that have conspired together to produce the shoe he has to sell? What 
significance to him that the inventive ingenuity of three generations, the profound magic of the 
world’s science, the great skill of high business capacity, the countless millions of expenditure in 
experiment, in research, in organization, in production, in distribution and in transportation, all 
these have but served fo place in his poor care the culminating action of all, the effort and the 
act that shall inevitably and incontestably determine whether all has been in vain, or failed of full 


effect, since his part shall attest this? 


HE primary function of retail salesmanship is ADVICE—professional, expert, technical advice. 

The attributes of meeting and greeting are no different than circumvent all relationships in life. 
They go to make up what we call personality, andthat is a special subject for consideration. The 
operations of fitting, measuring, making out the sales slip, receiving payment, charging, making 
change, wrapping and delivering are incidental, commonplace adjuncts to the main purpose. 

The retail salesman, except on certain articles, is there to advise. His duty is no different in 
principle than that incumbent upon the doctor, lawyer, engineer or preacher. He should be quali- 
fied to advise in his field. In the aggregate, his advice is of greater potency and effect than all the 
others put together, excepting only the physician and the preacher, whose advice touches aspects 
of life not measurable by the laws of economics. 

Many people believe that the public is ill-served by the salesmanship in our stores—not, as a 
rule, in courtesy, in good-will, in desire to help, or willingness to serve well, but in facts, in expert 
advice. The people are entitled to the same fine quality of service as is evident in production and 
distribution, up to the retail store. It is wasteful and expensive, as matters now stand, and unsatis- 
factory on both sides. 

We should have the highest possible standard of service at the most important point—the point 
of public contact. Every problem of relationship between goods and public would thus be resolved 
happily and quickly. 

As such a standard, please let me suggest this: Trust to sell an article only him whom you would 
trust to buy it. ie 

To attain such a standard, with all its attendant benefits, economic and otherwise, there is 
demanded united, unselfish effort; and action, on the part of all industries producing goods bought 
in the stores, is demanded. It can be and should be accomplished. ~ A. L. E. *" 


he: number of retail stores in the United States is estimated to be 2,000,000. No one has 
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The primary function of sales- 
manship is advice 


Sales Increasing Sugges- 
tions 
The one best way to increase 
the business in your store is 


through your efforts, your ser- 
vice. It isn’t enough to be cour- 
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Oh Promise Me! 


Every single act or word by every 
member of the organization is an 
act or word by the organization it- 
self: In other words, each one of 
us in talking and dealing with 
every customer is the organization. 


Now it is a fact, you know, that 
the firm, as a good business policy 
does not and will not say a single 
word to a customer or to anybody 
else that it does not mean and will 
not stand squarely by. The good 
name of the concern is made up of 
just that. 


It is therefore up to the selling 
staff of the organization to remem- 
ber this and to live up to every 
promise made to a customer. 


In the first place, never promise 
anything unless you are reasonably 





















There are various ways of ap- 
proaching a customer 


certain of making good your pro- 
mise. When the promise is made 
see to it that the promise is kept. 
Your promise, as to deliveries or 
anything else, is made in the store 
name, and is just as sacred and 






























































teous to every customer, to 
fit every foot correctly, to 
treat everyone as a guest of 
the store. Every customer 
can be handled in such a way 
that he not only comes back 
regularly, but brings or 
sends his friends who have 
not yet been in. 

Make a list of men and 
women that you know per- 
sonally, and who are not 
customers, and who ought to 
be. Then go to each of these 
people as fast as you can, tell 
them about your splendid 
footwear, and see to it that 
they do come to the store! 

You want to prosper this 
year as you have never done 
before. You can do it by in- 
creasing your sales. The firm 
can’t prosper unless you do 
—and they want you to 
share in the benefits of in- 
creased business. 

Let us caution you at this 
point on one thing: Every 
customer is entitled to 100 
per cent of your attention 
every time. Treat him as if 
he had called to see you at 
your own home. The store is 
your home for several hours 
a day—let it be a hospitable 
store, where customers are 
glad to come and bring their 
friends. The little details of 
attention must be carefully 
attended to. 

The management will al- 
ways welcome suggestions 
from you. Do not’ fail to go 
to the office with any idea at 
any time. 

























































































Self-Searching Quiz 
Please take this h and when you are alone sit 
down and ponder over these questions: 

Am I in perfect health? Do I feel a sest for my work 
and play? Do I sleep soundly? Are my teeth in good 
condition? When did I last have them examined? Is 
my eyesight all right? Should I see an oculist? 

Am I properly dividing the day, alloting the pro- 
portionate measure of time to work, recreation, 
rest? Have I grown mentally in the past year? Am I 
measuring up fully to what I ought to be in business 
and as a MAN? Am I living within my means and 
saving part of my earnings? What is my principal 
weakness? How shall IF overcome it? 

Am I easy to anger? Have I recently had quarrels, 
disagreements or differences with my fellow-em- 
ployees? If so, on sober, second thought, who was to 
blame? Did I carry myself fairly, squarely, manfully 
and honorably in these disturbances? 

Do I meet my financial obligations promptly? Do I 
incur debts without knowing how I am to meet 
them? Do I keep myself neat, clean, attractive? 








binding as any other obliga- 
tion of the firm. 


“Use Your Noodle” 


Representing the business, 
as you do, calls for the best 
sort of intelligence with 
every customer. You must 
know your business to meet 
customers intelligently. What 
you don’t know you can 
find out. The firm is there to 
inform you. “Use your noo- 
dle” is good advice. 

Give every customer a 
courteous opportunity to 
purchase findings. Ask each 
one to come again and to 
speak to his friends about 
coming. Tell everyone that 
you have Al findings and 
hosiery and do the fine re- 
pair work and that you are 
anxious to please and sat- 
isfy. 


In the Boss’s Mind 


What the boss thinks: 
“Again, the firm desires to 
thank each and all of you for 
your loyalty and spirit and 
for all that you have done, 
or tried to do, to improve 
this business. We, of course, 
are pretty busy all the time 
with a multitude of routine 
duties, so that we don’t al- 
ways have the chance to let 
you know how much we ap- 
preciate your co-operation. 
But all the time we are 
thinking of you and trusting 
to you the most: important 
part of the whole work. To 
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We do not mean that you should 
be too familiar 


the people who cross our threshold 
we know that you are the firm, and 
we believe that you recognize and 
respect both the responsibility and 
the opportunity.” 





The Correct Way of Ap- 
proaching a Customer 


This is important, too. We all 
know that first impressions are apt 
to be lasting. Every customer who 
crosses your doorstep must instant- 
ly be made to feel at home—the first 
impression must be favorable. That 
is up to you. 

You are in the organization be- 
cause it is believed that you can 
fittingly represent the store to the 
people. That must be trusted to 
you. It is a real responsibility and 
you must consider it as such. 

There is no hard and fast rule 
about approaching a _ customer. 
There is no one correct way. What 
might be right for one salesman 
might be wrong for another. The 
right way to approach one customer 
might be the wrong way to greet 
another. It is up to you to know 
human nature, your own as well as 
the customers’, and to act accord- 
ingly. 

However, we can lay down one 




















Merchants are looking for bright 
men 
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invariable rule for everybody, that 
everybody can gladly accept. It is 
this: 

“Every person who enters 
the store is entitled to 100 per 
cent of interest and attention.” 
There is the keynote of this mat- 

ter of approaching a customer— 
INTEREST in him or her. Interest 
in serving well, intelligently, 
promptly and fully—just as if the 
whole day’s purpose were concen- 
trated in him or her. Here is where 
a pleasing, happy, generous per- 
sonality counts big. 

Nothing that we have here said 
should be construed to mean that 
you should be effusive, or familiar 
or slavish in your attitude. You are 
gentlemen and ladies, glad to be in 
position to render essential service 
to other gentlemen and ladies. 

These thoughts are positive— 
they will beget confidence in your- 
selves and in your customers. 





Mutual Criticism 


The Oneida Community, Oneida, 
N. Y., is today a famous manufac- 
turer of silverware and steel ani- 
mal traps. But from 1849 to 1880 it 
was one of the most interesting so- 
cial experiments, and attempts at 
communistic living in the history 
of the world. 

The experiment failed, through 
certain intra-mural causes, and the 
present business enterprise, em- 
ploying 3,500 people, grew out of 
the old system. 

One thing, among others, the old 
community did that was a great 
success—the maintenance of a sys- 
tem called “Mutual Criticism.” 

It was the theory of the leaders 
that a certain amount of criticism 
was “on tap” in everyone, anyhow; 
human nature is that way. This 
criticism was bound to flow about, 
to find an outlet. Uncontrolled, it 
amounts to backbiting, gossip, ly- 
ing, scandal, and leads to bad feel- 
ing, injustice, heartaches, and, by 
so much, to a loss of happiness and 
usefulness. 

That being so, they believed this 
natural and inevitable criticism 
should be controlled; and distrib- 
uted where it justly belonged and 
where it would do the most good. 

So the Oneida Community folks 
set up an ordered, regulated, ““Mu- 
tual Criticism” plan. Stated meet- 
ings were held and the criticism 
“let out,” so to speak. A committee 
heard the facts, delivered itself of 
recommendations, and sometimes 
the entire body decided matters. 
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The little details must be care- 
fully attended to 


A member offered himself or her- 
self for criticism, say one week, and 
would, likely as not, be on the com- 
mittee the next. Thus everyone was 
criticised and also a critic. 

It was understood that nobody 
should criticise another, outside, 
and all agreed to abide by the gen- 
eral judgment. No one left any 
“Mutual Criticism” meeting with 
rancor at heart. Everybody knew 
that only good was intended. 

It worked. More than that, it 
worked wonders. 


“Getting together’ of a store 
staff on the spirit of mutual, mind 
you, mutual criticism, avoiding 
everything of the kind at other 
times, is a wonderful thing to do. 
It builds firm character, allied to a 
generous, forgiving, helpful heart. 


Such things are greatly worth 
while, both for the individual and 
for the organization. 





How many operations are re- 
quired to make a man’s hat? A 
very few. Two hundred skilled oper- 
ations are needed to make a pair 
of shoes. What’s the difference in 
price? You answer that—one hat 
vs. two shoes. A dozen operations 
against three or four hundred! 














Use variety in your methods of 
greeting 
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Patience 


The hardest lesson that young 
people have to learn these days is 
patience. Assuming all other quali- 
fications a young man starting out 
in business needs a large measure 
of this element in his makeup. Two 
generations ago life was much sim- 
pler than it is today. Men of 25 
years at that time were, as a rule, 
well established in life—heads of 
families and enterprises. Today, 
men of 25 are hardly more than at 
the threshold. Because life is so 
much more complex today, a great- 
er degree of preparation is re- 
quired, and the onward advance is 
apt to be slower, although the re- 
wards are, on the average, greater 
than ever. 





In Union—Strength 


No one doubts the deep benefit to 
a retail store through its staff “get- 
ting together.” 

Things come up throughout the 
day’s work that circumstances pre- 
vent considering at the time. Such 
things are profitably discussed in 
the ease and comfort of a group 
meeting in the evening. 

It is difficult to quarrel with 
anyone “on a full stomach.” That’s 
an old truth. Big men recognize its 
potency and big deals are arranged 
across luncheon and dinner tables, 
under the mellow influence of fel- 
lowship. 

A group of men and women work- 
ing together in a shoe store have 
so much in common; the success of 
the store genuinely affects every 
one, not merely the executives. The 
way in which each one does his 
or her work has a direct bearing 
on every one’s welfare. 

There is every reason for getting 
together—to know each other bet- 
ter, to understand each other’s par- 
ticular problems, to afford chances 














A satisfied customer will return, 
bringing friends ; 
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for mutual helpfulness. Everybody 
benefits. 





Ready All! 


“No man can afford to be a bear 
on America,” said the late J. P. 
Morgan. 

Most true. 

The United States has everything 
needful for great and continued 
prosperity. In due season we shall 
begin an era of unparalleled pros- 
perity—let no one doubt that. 

When that era sets in it will last 
for years. That era will be different 
from the 1896-1913 era, because 
social and industrial relationships 
are different. It will call for the 
greatest possible co-operation of the 
sales organization, because capa- 
bility to conduct business success- 
fully is today and will continue to 
be the standard that the business 














| Assuming a proper bringing up—! 


world will inexorably apply to every 
business. 

Brains will be needed as never 
before. Loyal, intelligent co-opera- 
tion will be a requisite. To those 
who qualify, America will provide 
rewards. But the test will be one 
of fitness. The salesman who is 
ready, fit, prepared, will reap the 
harvest. 





A Better Chance 


Frank P. Speare, head of North- 
eastern College, Boston—the “em- 
ployed man’s college” with 5,000 
students—tells about a row of pop- 
lar trees by the roadside planted 
by him on his farm in New Hamp- 
shire. This row of poplars looks like 
any row of poplars but for the fact 
that one of the trees is taller and 
bigger than the others. 

“Everybody asks why that tree is 
so much: taller than the rest,” says 
Mr. Speare. 

“T tell them it’s taller and bigger 
and stronger because I gave it bet- 
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Customers should be made to feel 
at home 


ter stuff to feed on—put more fer- 
tilizer around the roots when young 
—gave it a better chance than I 
gave the other trees, that’s all.” 

“If that’s true of a tree, is it 
false of a man or woman?” 





Trained Salesmen Are 
Agents of Prosperity 


The salesman is the best agent 
of prosperity. He knows the cus- 
tomers. He sees them face to face. 
He can tell the people the things 
they ought to know about shoes and 
the shoe business. He can create an 
atmosphere of friendliness for the 
business, an attitude of good will in 
place of animosity. 

The salesman is the greatest in- 
fluence on public opinion—if he 
knows the truth and knows his busi- 
ness and is “on fire.” 





The essence of the “getting to- 
gether” of a retail shoe store staff 
is found in mutuality. There must 
be no domination by anybody. 
Everybody equal, everybody there 
to give free expression to opinion 
and experience, to ask questions, to 
seek help, and to give expression to 
his opinions and experiences, just 
the same as the others. 

The French, always noted for 
felicity of expression, have a say- 
ing, “To know all is to pardon all.” 
If a store group meets under pleas- 
ing conditions, on a mutual benefit 
basis, eventually each one “knows 
all and pardons all” that is, each 
one understands and appreciates 
every other one. 

This is indeed desirable; nay, it 
is necessary. And so readily se- 
cured! 





“There is no place behind the 
counter for indifferent and incap- 
able salespeople and at the same 


.time the real salesman and sales- 


woman are sought.” 
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The Shoe and Leather Lexicon 


(An Exclusive Boot and Shoe Recorder Feature) 





The new army of workers in the shoe and leather industry will be better equipped 
after a careful study of the language of their craft. 

No efforts have been spared to make this Jexicon, in form, concise and clear with 
no words wasted; in matter, accvrate, dependable and usefu). As usefulness is the 
main purpose, no space has been wasted upon terms of merely literary or humorous 
application, terms which are obsolete, which are self-explanatory, or which apply to 
temporary conditions or to passing vogue. 

It goes beyond mere definition, but stops short of all-inclusive minutia. The 
special trade meaning of many terms may be sought in vain in the ordinary diction- 
ary, and encyclopedia articles are usuelly too much devoted to history, where they 
undertake at all to make trade applications clear. The ideal has been to furnish-a 
plain, practical working manual for the use of those who have a professional interest 
in shoes as a finished product, their materials, the principal methods of making, the 
appliances used in their fitting and sale, and other allied subjects. No attempt has 
been made to review the history of footwear. Attention has been concentrated upon 
the producing of a manual of accurate information as applying to the present day. 





Section 1—Leather Terms 


Acid Dye—A coal tar color used for dying. 

Acid Tanned—Tanned by the use of mineral acid instead of 
—_" tanning. Substance derived from certain trees and 

ants. 

Alligator Leather—Leather ee mga from the skins of 

genuine is expensive and is used principally 

for handbags. Some of the softer ter portions of the hides, as well as 
imitations of the genuine alligator made by stamping the 
on calf and sheep skins, are used in the manufacture of house 
slippers. 

Alum Tonnes -Sungosten to a dry tannage or tanning with 
salt and powdered alum. 

Antiseptic—Preservatives which check fermentation. 

Arm Staking—A employed to soften leather. The skin 
is firmly held and the flesh ae i scraped with a dull blade 
attached to the arm. 


mare A Grain—A side leather in oe of chrome and 


nes we aT it Se By grain is slightly 
belied off off to remove small give it a smooth surface 
The leather is whitened snd fisished ox the flesh side oh wen 


flesh side out. For special use in army shoes. 

Basic Dye—A coal tar product that requires the presence of 
cainhs ccddlte Geen edhe ahr on Gekoan 

Bate Runs—The d on skins caused by too great action 
of bacterial bates such as and hen manure. 4 

Bating—Treatment of skins with hen or pigeon manure or 
other bacterial agents to neutralize the lime. ee opens the 
pores of the skin and assists subsequent treatment. 

Beam—aA rounded top table on which skins are placed during 
unhairing or fleshing. 

Beam House—A part of a tannery where skins are prepared 
for tanning. 

a The best portion of a bark tanned cowhide used in 

‘acture of leather belts for running machinery. 


Resehesih -Sunaannana 
Bleaching—The removal of part of the surface tan or one to 
produce a lighter colored stock. 


Bloom—Term to the grayish white it that some- 
ee surface of finished leather. t can be easily 
wiped off. 


Boarding—Producing an imitation grain on leather by fol 
the grain in and worki the skin back and forth under 4 = 
of a cork board atta te this dia; thus upelinging up tho grain 
into a small, regular figure. 

Bock—Is Hindu for goat leather. Bock leather is, however, a 
bark tanned ~~ retanned in Sumac and embossed in 
many patterns. highest e inding novel- 
ties. Endlia gant fe tether thors durable. 

Bottoming—Filling a leather and giving it a suitable founda- 
tion for a dye. 

Box Calf—A proprietary name for calf leather. Finished on the 
grain side with a small regular figure. 

Break—To crack through the grain or crack through the sur- 
face finish, as patent leather. Also the way the surface of a beauti- 
fully finished surface of a fine kid or calfskin stands handling. We 
say it has a fine or coarse break. 

Bronze Kid—Leather finished with a cochineal dye (this dye 
is made from the small cochineal bug), which stains cloth a vivid 
red. die Lieasnes Tite teeth bes basa taal Ber soos 

tallic iridescence. This leather has used for years in 


me 

women’s fancy sli . principally in kid. The delicate color and 

tendency to rub off hen wet led to the development of ani- 
ye 


Buck or Cee pe , tanned or tawed Buck 
or Deerskin. The term is loosely used a great deal of so-called 
i finished calfskin, side leathers or kidskins. Buck- 


buckskin i 

ew Tory finished white or in a light gol, bus be 
finished black. B poqent cosmmaenaeys term B 

astuieaaiinasial eine suede finish on a cowhide. 


_Ball—A side leather with the grain bled o spit of coarser 
wn dF grain. Used for men’s medium and cheap shoes. The 
verb means to sandpaper the grain off. 

Buffalo Sole—The hide comes from the Buffalo of Asia, where 
it is used as a beast of burden. Hemlock tanned, coarser and more 
pee Sm eee. Used for heavy work shoes. 

Buffing—Remo the grain or flesh of leather to eliminate 
defects and produce a bal aneeface, Also a thin dye 
cowhide, Sumac tanned, dyed and embossed wi as 
Used for book novel 

Ses Wale tater the dine, dal theihy $l 


oe eee ee a eee Comes from 
South America, Africa and India; partakes of the character of 
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both sheep and goat. Some of the choicest varieties when finished 
into kid and cut into shoes can hardly be disti from kid. 


Calf Skin—The skins of pn ger milk fed, weighing 15 
pounds and under. Calfskins strong, eng — 
a fine grain finish and polish, also a beautiful suede finish. M 

of a — shoes, both for men and women, are 

from 


Cape | Skin—Used to come only from the Cape of Good Hope 
district in Africa. Now lambskins from many countries are also 
used. Some of the finest come from Russia. best of the skins 
have a hairy or wiry wool. The texture of the’skin bes between 
that of a sheep and goat. Chrome tanned and washable di or 
dyed in a drum. Used for the better and medium priced street 
gloves. 

Case Leather—Cowhide tanned in hemlock and oak bark dyed 
and glazed smooth y= . Used for suit cases and the heav- 
ier traveling oe See side has been split off and made into 
i splits. bere or tan shade is most common for suit 
cases; black for bags. 

Casein—A product obtained from the souring of milk. 


Castor—Suede finished kid for gloves. Is lighter than that used 
for shoes. 


Chamoi y manufactured on a skin from a Chamois, 
a variety of deer. uced by in tion of an oxidizable oil, 
such as cod liver. It is a washable ther and is now made in 
quantities from the split of a sheepskin. 

Chrome Lace—Chrome tanned hide of a y 
old calf. Makes a strong, durable leather with dy 
a poy shade. Raw hide lace leather is Soened a, oils, 47 
and alum 


Chrome Sole—In chrome sole the full thickness of the cattle 
hide is used. It is the strongest and lightest sole used. Does not 
finish with as smooth an edge as bark tanned leather. Used 
chiefly in sporting and athletic shoes. 

Chrome Tanned—Tanned with bichromate of potash and 
muriatic acid. (See tanning.) 

Colon—The large gut of an animal. 

Colt Skins—The skin of a colt or small horse. Great quantities 
of them. were imported from Russia before the war, where the 


flesh is eaten as we eat veal. The leather is firm in texture and is 
fas) omg arly adapted to the manufacture of chrome tanned patent 
eather. 


oo or ay 


Combination Tan—A tannage of gambier salt and alum. 
Copperas—lIron sulphate, ferrous sulphate. 


Cordovan Fag ee Shell)—Derives its name from Cor- 
dova, me ae Spaniards had been for centuries known as the 
world’  tanners. Cordovan is produced from the horse butt. 
This substance or shell as it is called, lies in the butt of the skin. 
The grain is cut off and used for book purposes. The butt is tanned 
with vegetable tannages and the butt is scraped from the flesh 
side until the shell is reached. It takes a brilliant polish, does not 
chip. Is used for high grade men’s shoes and makes beautiful leg- 
gings and some of the best razor strops. 

Cow Hide—Refers to hides of cattle weighing from 25 weynte 
up. (See hides and calf skins.) 


Currying—Introducing grease into leather and giving it any 


Deacons—Small calf skins. 
_ Degreasing—Removing the grease, either by naptha or press- 
ing. 

De-hairing—The chemical removal of hair from hides. Also 


a general term in removing hair. 
De-liming—Soaking skins in a weak acid or other solution to 


remove lime. 
ay ag thay process following the soaking of hides, such 
as soaking in lime to loosen the hak’ Without iajeriig the hide. 
Depleting—Action which tends to loosen the hair and epi- 


Dermiforma—An artificial bate. 

Dermis—The true skin or that part from which leather is 
produced. 

De-tanning—Extracting vegetable tanning materials b 
shuns of bétax oF eb W peopard the shite Gev'velaining wi 
another agent such as chrome. 

~Disiiféctant—A purifier; -« cbiaipsltnid which Kills both 
bacteria and their spores. 





- 
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Do ai—Name for a combination tannage patented by 
| dway of Haverhill. The first goat skins manufactured 
under this process were made by White Bros., for Mr. Ordway. 
The name has come by common use for years to mean any com- 
bination tannage of gambier, alum and salt. 

Dope Split—A split tanned in chrome and finished with one 
or more daub coats similar to the daub coats on patent leather 
and then embossed to imitate grain leathers. 
~ Drench—A mixture of bran and water which has been allowed 
to ferment and so contains acetic and lactic acids. It removes 
lime and has a plumping effect. 

Drum—A large hollow wheel in which hides and skins are 
rumbled to aid tanning, coloring and fat liquoring. 


Elk Leather—A term opened o generally to a soft chrome 


tanned calf veal or side, in a smoke house 
to give it a color aula elk. Very strong; used for 
sport and athletic shoes. 


Embossing—Producing an artificial grain on leather by 
means of smooth or figured plates under tremendous pressure. 

Enamel—Leather finished with a varnish finish on a figured 
grain surface. 

Epidermus—The external layer of the skin. It comes off with 
the leaving the dermis or true grain. 


Fat Liquor—An ——— of soap and oil in which skins are 
worked after tanning and washing. 


Fleshing—Removing with a knife portions of the flesh which 
— to the hide. The fleshings are used for making glue and 
gelatin. 


Filling Leather—Introduction of substances to give weight 
and body. 


ig Ae Split—The under or flesh split from a cowhide tanned 
first in chrome, then in hemlock bark liquor. A firm leather used 
for inner soles. 

Fluffing—Producing a soft effect on grain or flesh side of 
leathers. 

French Calf—A wax finish high-grade calf skin. Made in 
France; used to be imported in quantities for the finest men’s 
shoes before the advent of chrome leathers. 

French Chalk—Talc or magnesium silicate. 

Frizzing—Removi ving the outer grain on a beam after a skin 
has been given 30 or 40 days in lime. 

Fustic—A yellow vegetable dye stuff. 

Glassing—Producing a bright glazed surface on the grain 


with a glass roll. 

Glazed Kid—The princi form in which chrome tanned 
goat skins are finished for leather, either in black, tan or 
colors. Glazed kid lends itself to a great variety of beautiful 
colors for ladies’ shoes. 

The high lustre is produced by a glass <rypgh which is held 
stationar wey fe in J ere. over the skin Ag ann bes causes a@ 
friction. produced im polish. It is not 
glazed. The soon ae eae Kid of whi Ste best women’s 
shoes were made before the discovery of chrome tannage, was 
called glace kid and from this word our chrome tanned bright 

i product has come to be called glazed. 

Glove grain—A dull or half bright finish on a very soft tanned 
calf or side leather 

pnts etl or separating skins or leather into the 
different selections or grades. 

Grain—That portion of the hide under the epidermis. 

Gun Metal—The name of a half bright finish on black 
leather resembling the lustre on a gun 

Hair Slip—aAn imperfection on the grain caused by decom- 
position. 

Handler—A pit containing vegetable tanning solution in 
which sole leather hides all are hung. 

Harness Leather—Leather tanned like sole leather and 
stuffed with grease to render it pliable for the manufacture of 


Hauling—Taking sole leather hides out of lime. 

Hemlock Sole—Tanned with hemlock bark, chea than 
oak or union. Used for medium-priced shoes. (Also see Tanning.) 

Hides Green—Raw hides from the butcher. 

Hides t—Hides that are ope | in two ron The grain 
layer is for one purpose and the flesh for another 

Horsing Up~—Placing hides on a horse to drain. . sapreee 

-the leather ‘on beseds end Secking oe 

to hold them in place. 
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How to Sell «Shoes for the Occasion” 
Is Ladder Club Subject 


shoe industry are hearing much about 

the slogan, “Shoes for the Occasion,” 
it is opportune to take that subject for the 
next meeting of “The Ladder Club,” which is 
to be held July 28. However, the subject will 
be more specific and when taken up for dis- 
cussion by Ladder Club members it will be, 
“How to Sell Shoes for the Occasion.” 

Slogans are ideal for every industry. They 
make those interested analyze the meaning 
of the words. There’s much sound common 
sense in the slogan, “Shoes for the Occasion,” 
but there must be something substantial be- 
hind the movement if those in the shoe indus- 
try are to make anything profitable out of it. 
Merely adopting the slogan and spreading it 
throughout every branch of the trade is not 
putting sufficient impetus behind the move- 
ment. Carrying out this specific slogan means 
greater sales and more interest by the public 
in wearing the proper shoe at the right time. 


Customers Need Instruction 

It is for the retail shoe salesmen to put 
across to the consumers the meaning of “Shoes 
for the Occasion.” By dropping a word here 
and there in a tactful way, the salesman is able 
to guide the consumer in selecting the proper 
shoe. In this age of styleful shoes for women, 
many expect a delicately constructed turn 
shoe to withstand the same hard usage as a 
heavy welt oxford. 

Recently a well-educated and refined woman 
complained to a floor man in a large store that 
a pair of airedale strap turn shoes, in her 
opinion, had failed to stand up as well as they 
should have. The story developed into the fact 
that the woman abused the shoe. She wore it 
when she should have been wearing a welt 
oxford. Her knowledge of the meaning of 
“Shoes for the Occasion” was limited. It 
proves we of the shoe industry ean do a lot 
of advising that no doubt will make its effect 
felt in a financial way in shoe stores. Carrying 
out the slogan means both men and women“ will 


[ siee ina as those associated with the 


need more shoes if they are to get the most 
wear out of shoes bought for a specific pur- 
pose. 

The Guide for Chairmen 

Questions touching on the subject which 
“Ladder Club” chairmen should put before the 
meeting for discussion follow: 

Have you tried placing neatly printed cards 
bearing the words, “Shoes for Occasions,” in 
your display windows? 

Do the salesmen suggest in a tactful way 
the right shoe when a customer is inclined to 
favor the wrong pattern? It means an extra 
pair sold if properly handled. 

Have you learned that a great deal of im- 
petus has been placed behind the movement 
advocating black shoes for men after 6 P.M.? 
You can make capital out of this national 
movement. Men are more conscious today of 
their personal appearance. Tan shoes have 
their place during the day but not at night. 
They do not fit in with the scheme of dark 
clothes worn by men. 

Some stores have tried with success a plan 
of placing a card close to a shoe telling on 
what occasion it is to be worn. A satin shoe 
for afternoon, a welt oxford for walking, a 
silver brocade for evening, etc., placed in a 
group is carrying out the “Shoes for Occasion” 
movement in a way that will clearly show the 
public the meaning of the slogan. 


Application for “Ladder Club” Membership. 


“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 




















om TLL leo 



























































=o pe 








Qktsns da 


oO 


a. ®& 4@~ © 2 eee &@ Rh DD © 


a eel ekmelU eee oelUC alUCUCUrr UCU rf UlC rOlUCr SlCr UCM]. CUCU 





|, 1924 





























July 19,A2984 2° oot 








BOOT AWD (SMOE RECORDER ®: 






How Cost of Doing Business Decreases as 
Stock Turnover Increases 


Interesting and Instructive Figures Gathered by Harvard Bureau 


(The close relationship between the rate of stock 
turnover and the cost of doing business is well illus- 
trated in the recent report of the Harvard Bureau of 
Business Research. Briefly, it shows that the cost of 
doing business decreases uniformly, within certain 
limits, as the rate of stock-turn increases. That section 
of the report dealing with stock-turn should be such a 
valuable guide to retail merchants that we reproduce 
it herewith almost verbatim.—EDIToR’s NOTE.) 


businesses a relatively rapid rate of stock-turn 

ordinarily is accompanied by a relatively low ratio 
of total expense. The year 1923 in the retail shoe trade 
proved no exception to this rule. 

For the entire group of 499 retail shoe firms on 
whose reports this bulletin is based, the common fig- 
ure for the rate of stock-turn was 1.9 times in 1923. 
As previously explained, the rate of stock-turn, in the 
case of each firm, was determined by dividing the 
cost of the merchandise sold during the year by the 
average of the inventories at cost at the beginning 
and end of the year. The common figure of 1.9 times 
for the rate of stock-turn therefore means that the 
average cost value of 


|: has been demonstrated repeatedly that in retail 


times; 98 turned their stock between 1.8 and 2.1 
times; and 183 turned their stock 2.2 times or more 
in 1923. Reports from 13 firms were omitted from 
these groupings because their figures for the rate of 
stock-turn were not completely comparable. For each 
of these four groups common percentage figures were 
worked out for the principal items of expense, for 
gross margin, and for net profit. These common fig- 
ures for the four groups of firms arranged according 
to the rate of stock-turn are shown in Table 8: 


TABLE 8 
Net Sales equals 100% 
Stock-turn less 1.4-1.7 1,8-2.1 2.2 times 
than 1.4 times times times and over 
Number of firms 98 107 98 188 
Total Salaries and Wages.. 16.2% 15.2% 14.1% 13.9% 
EEE - in04.05 och added ok 2.1 2.2 2.1 2.3 
Rent Blb Dee IRE ME 3.5 3.9 3.2 3.4 
EE, I, 0's) 6 ers dene 4.3 3.1 2.4 1.8 
Total Expense ............ 30.6 28.9 25.9 25.7 
Gross Margin ............. 28.5 28.9 28.8 29.7 
Net Profit or Loss..... Loss 2.1 0.0 2.9 4.0 


Major Expenses, Gross Margin, and Net Profit in 1923 in Retail Shoe 
Stores according to Rate of Stock-turn. 

The 98 firms that turned their stock less than 1.4 
times in 1923 had an average total expense ratio of 
30.6% of their net sales, as compared with a common 

figure of 25.7% for the 





the merchandise car- 
ried in a typical retail 
shoe store in 1923 was 
slightly over half as Yo 
great as the total cost 
value of the merchan- 
dise sold in that store 30 
during the year. 


More Firms with 
Higher Turnover 25 


In order to bring out 
the relation between 
the rate of stock-turn 20 
on the one hand and 
expenses and profits on 
the other, the profit 15 
and loss statements 
submitted by retail 
shoe firms for 1923 
were divided, for pur- 
poses of comparison, 
into four groups ac- 
cording to their rates S 
of stock-turn. Ninety- 
sight firms turned their 
stock less than 1.4 
times during the year; 
107 turned their stock 
bétween™ 1.4 and 1.7 © 


10 





TOTAL EXPENSE AGCORDING TO RATE OF STOCK- 
TURN IN 499 RETAIL SHOE STORES IN 1923. 
Net Sales =100% 





183 firms that turned 
their stock 2.2 times or 
more during the year. 
Expressed in dollars 
and cents, this means 
that a firm with the 
typical sales volume of 
$58,000 turning its 
stock less than 1.4 
times had an average 
total expense of $17,- 
748, as compared with 
an average total ex- 
pense of $14,906 for a 
firm with the same vol- 
ume of sales but turn- 
ing its stock 2.2 times 
or more. Firms in the 
group with stock-turn 
less than 1.4 times, 
furthermore, sustained 
an average net loss 
in 1923 amounting to 
2.1% of their net sales, 
or $1,218 for a typical 
firm with sales of $58,- 
000. Firms that turned 
their stock between 1.4 
and 1.7 times showed 
for a typical figure 
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neither a profit nor a loss, the common total expense 
ratio being exactly equal to the common percentage 
for gross margin. For the firms that turned their 
stock between 1.8 and 2.1 times in 1923, the common 
figure for net profit was 2.9%, or $1,682 for a firm 
with sales of $58,000. For the group of firms that 
turned their stock 2.2 times or more, the average ratio 
of net profit was 4.0% of net sales, or $2,320 for a 
representative firm with sales of $58,000. Not only was 
the ratio of total expense lower, on the average, for 
the firms that turned their stock at a relatively rapid 
rate, but also the percentage of gross margin for 
these firms was higher, 29.7% of net sales for the 
firms that turned their stock 2.2 times or more, as 
compared with 28.5% for those that turned their stock 
less than 1.4 times during the year. 


Low Turnover—High Expense 


Among the major items of expense, total salaries 
and wages and total interest both were highest in 
ratio to net sales for the firms that turned their stock 
less than 1.4 times, and lowest for those that turned 
their stock 2.2 times or more. Advertising expense, 
on the contrary, was highest in percentage of sales 
for the group with the most rapid rate of stock-turn, 
although the degree of variation was slight. 


As discovered to be the case in previous compari- 
sons of this kind, the largest difference in expense was 
in total interest, which amounted to 4.3% of net sales 
for the firms that turned their stock less than 1.4 
times during the year, as compared with 1.8% for 
firms turning their stock 2.2 times or more. 

A rapid rate of stock-turn has a direct effect on 
expense in reducing the ratio of various fixed charges 
because of the fact that the quantity of merchandise 
carried in stock is reduced in comparison with the 
quantity of merchandise sold. In addition to these 
direct results, it furthermore has been indicated that 
a rapid rate of stock-turn is evidence of general all 
around good management resulting in economies in 
items of operating expense not directly affected by 
turnover. This conclusion is substantiated by the fact 
that firms that turned their stock 2.2 times or more 
in 1923 had a noticeably lower ratio of total salary 
and wage expense than did the firms that turned their 
stock less than 1.4 times. 


Volume Not Essential to Achieve Turnover 


Among the 183 retail shoe firms that succeeded in 
turning their stock 2.2 times or more in 1923 there 
was a sufficient number of firms with net sales less 
than $50,000 to indicate that a well-managed firm 
with relatively small sales volume can achieve a rapid 
turnover as readily as a firm with large sales volume. 
Stock-turn is a matter of management rather than * 
sales volume. 

Among the common causes of a slow rate of stock- 
turn may be mentioned the following: (1) buying too 
far in advance of requirements; (2) permitting ‘ac- 
cumulation of end sizes and widths; (3) carrying too 
many styles; (4) carrying shoes at too many different 
retail prices. 
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Use of Buying Calendars 


The first difficulty may be remedied by careful plan- 
ning of sales, stock and purchases. In years past it has 
been customary for many shoe retailers to place orders 
for most of their stocks about twice a year. Although 
since 1920 there has been more buying done on a hand- 
to-mouth basis, it is still true that many shoe mer- 
chants do not time their purchases carefully in ac- 
cordance with their expected sales. A method that has 
been used successfully is to develop for each season a 
buying calendar. In order to do this, records are kept 
of sales in pairs monthly for such classifications as 
boots, oxfords, slippers, welt pumps, sport shoes, and 
so on. On the basis of these records, the retailer, know- 
ing the length of time required to secure shoes of 
these various types from the manufacturers, can lay 
out a buying calendar showing the number of pairs of 
each classification needed to meet the expected sales 
and the times when the orders should be placed to 
insure delivery when needed. Such a buying plan en- 
ables the retailer to time his purchases in accordance 
with his anticipated stock requirements for each 
month and thus to maintain a relatively rapid rate of 
stock-turn. 

Such a plan as just described, however, will work 
successfully only if a retailer keeps his stock in a 
clean condition. In retail shoe stores where the shelves 
are burdened with an accumulation of merchandise 
not readily salable, the proprietor frequently is unable 
to buy the shoes needed to meet demand because a 
large proportion of his capital is tied up in obsolescent 
merchandise. A common cause of such difficulties is 
the accumulation of end sizes and widths. When a run 
of sizes is badly broken, it commonly is difficult to sell 
the left-overs even at greatly reduced prices. 

In one case which came to the Bureau’s attention, 
the proprietor decided to rid his stock of undesirable 
merchandise by means of a $1 sale lasting three days, 
which he advertised extensively in the newspapers. 
All “out sizes” and styles of women’s shoes which 
were no longer in demand were reduced from their 
original retail prices, between $4 and $12 per pair, 
to $1 per pair. The 379 pairs of varied styles making 
up this lot of merchandise consisted of the following 
sizes and widths: 

Size-up on the Shoes Reduced to $1 per Pair at the Opening of the Sale 


Sizes 





At the ‘end of the sale the following “size-up” of 
the 186 pairs which remained on hand was taken: 
Bike-up on the Ghoes which Remained in Stock at the Close of Sale 
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Use of Stock Records 


This typical instance shows clearly that it is difficult 


to dispose of an accumulation of end sizes and widths 
regardless of the sales pressure placed on them. The 
size and width problem is one that shoe retailers have 
found can be coped with only by careful buying. As a 
guide in buying, furthermore, many shoe merchants 
consider a system of stock records almost indispen- 
sable. Such a system does not need to be elaborate. It 
should provide for frequent size-ups, however, and 
should include some means of keeping a permanent 
record of the sizes and widths regularly required by 
the store’s clientele. It is recognized, of course, that 
failure to have certain sizes and widths in stock oc- 
casionally will result in lost sales, but the experience 
of successful shoe merchants point to the conclusion 
that it is better to lose a few sales from time to time 
rather than to permit an accumulation of end sizes and 
widths that are difficult to dispose of even at remark- 
able price concessions. 





Style Details Discussed 
((Continued from page 23) 

through with powder blues and dull grays, the men 
would take them up. As to powder blue, he said there 
was not a definite understanding as to the shade—that 
there were many interpretations. It really is a blue 
cast, and a little on the gray shade. It has been the 
dominant color and will carry over into the fall for 
mass trade. It will not be looked upon as particularly 
stylish; there have been a good many of them bought 
for fall. There are always staple blues and dark colors, 
but there are likely to come in a good many lighter 
colors, particularly in overcoats for instance, lavender 
and purple shades that are blended with the heather 
mixtures. The late fall will develop brown in certain 
shades and these will be among the colors shown by 
exclusive tailors and shops. For October, November 
and December, he said we will see these purple and 
lavender shades in the heather mixtures. The brown 
shades that women are going to wear for fall will 
influence the wearing of brown by men in haber- 
dashery—we will see shirts in sand and tan color. We 
will also see stripes in shirts and collars and cuffs to 
match. There is a strong movement to make trousers 
for fall as wide at the bottom as 20 inches. 


Dress Up Your Staff 


Sol Mayer made two specific points in his talk— 
first, that the proprietors of shoe stores should see 
that their own feet and that of their clerks were well 
dressed; and, second, that no tan shoes should be 
worn in the evening. He stated that at the Los Angeles 
convention, there was a strong feeling that if these 
two points were emphasized it would help matters. 

Maurice A. Weiss read the women’s style commit- 
tee’s report and many comments were made thereon. 
The expression—in the first draft of the report— 
“Watch tan calf” was discussed. Mr. King reported 
that the demand for this leather had been almost uni- 
versal; that if proportions were considered, there 
might be a tendency to go wrong. He said there had 
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been a very active demand in all grades of merchan- 
dise for tan calf and that he could see a runaway on 
tan calf, unless some check is put to it. 

Mr. McKeon brought out the fact that the recom- 
mendations should read “Tan Leathers”—not tan calf; 
particularly, as all branches of the country and all 
stores, both large and small must be considered. Mr. 
Halle said, in talking with retail shoe merchants on the 
Coast, that he found they preferred kid and he felt 
that “Tan Leathers” would be a better term. 


Tan Oxfords for Sport 


N. E. Jacobs of New Orleans said that in sport types 
of shoes, he believes that nearly all shoes will be tan 
oxfords and that tan calf in the South would be in big 
demand. 


How to Define “Strap Effects’ 


As to the recommendation of the committee relating 
to women shoes—‘“Strap effects in good taste; more 
than simple types will be demanded”—there was much 
discussion. Some one wanted to know if it meant fewer 
cut-outs. Mr. McKeon suggested as a phrasing, “Strap 
effects somewhat less elaborate than heretofore.” 

R. Stiefel of Memphis suggested, “Plain not as ex- 
treme as heretofore.” Herman E. Lewis said that he 
did not think that the committee could improve on the 
expression, “Straps in simple effects.” 


How About New Lasts 


Some discussion on French toe, stage lasts and 
medium toe lasts was held. It was felt that the term 
“Modified French” as suggested in the original draft 
should be avoided. Mr. Jacobs stated that the people 
want a round, full toed, French last. Mr. Weiss stated 
that the broader toed last is increasing in demand. Mr. 
King stated that there has not been anything new 
demanded in lasts to cause any radical change; that 
the French last has been in very little demand. He said 
that he has all classes of lasts, from narrow to full 
stage lasts, and these shoes carry a 17/8 to 15/8; the 
demand for wide, short last very small—he would not 
make any recommendations on lasts—for he has not 
found any in the past six months. Mr. Weiss seemed 
to feel that there would be a demand in high grade 
shoes for broader toes and scouted the suggestion that 
possibly the last manufacturers wanted to introduce a 
new type of last. Mr. McKeon suggested a wording, 
“Medium, with a tendency in smart shoes toward wider 
and broader toes.” Some one suggested the additional 
words, “With a continuance of the tendency, etc.” 


Subject of Heels 


Block heel heights were discussed. Mr. McKeon said 
that he sold block heels as high as 16/8, and that it 
was perfectly practical, but the others did not agree. 
Henry E. Hagan thought from 14/8 to 15/8 block 
pte be the best sellers. A man from Cincinnati re- 

that 14/8 had been a good block heel height. 
uterials came in for discussion, as they related to 
evening slippers, ronze kid was added for evening; 
block heels were declared good for dress shoes; as 
well as the Spanish up to 17/8. 
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THE ORIGINAL 


GOLDEN GLOW 


(TRADE MARKED) 


and 


REDWOOD 


Both Smooth and Boarded 


THE NEW SHADES 





CARL E. SCHMIDT & CO., Inc. 


Tanners of 


The Schmidt Calf Leathers 


DETROIT, MICHIGAN, U. S. A. 
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Dealer Influence is secured thru adveriising in the Boot and Shoe Recorder. 
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Makes all his satin shoes 
of Skinner’s Satin 


A leading manufacturer of women’s 
satin shoes, in speaking of the factors 
that contributed to the high reputation 
of his product, said: 


“In the use of materials, only the 
very best obtainable are chosen— those 
meant for long service. All satin 
numbers are built of the well-known 
Skinner’s Satin and we emphasize this 
fact to our dealers. It is a big selling 
point, for them and for us.” 





Skinner’s Shoe Satin does wear longer 
and your customers know it. 


“Look for the Name in the Selvage” 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Established 1848 Mills: Holyoke, Mass. 


Skinners "°° 


nr 





Skinner’s Shoe Satins are 36 inches 
wide and supplied in four different 
qualities to meet all the require- 
ments of the trade. 











“LOOK FOR THE NAME IN THE SELVAGE” 
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DARBROOK SHOE SATINS are durable and serviceable, because 
they are pure dye and absolutely free from artificial weighting. 


DARBROOK SHOE SATINS have an exceptional appearance, and 
lustre, because of the technical skill in weaving, and because even the 
lowest count and cost has sufficient silk to closely cover the surface. 


DARBROOK SHOE SATINS in eight qualities, make possible the 
selection of the best fabric for shoes at a given price whether that 
be the highest or the lowest, or anywhere between. 


DARBROOK SHOE SATINS are the product of a firm of worldwide 
representation, immense production, and a hundred years of ex- 


perience and progress. 


Wherever satins are used for shoes—for day or evening wear—DAR- 
BROOK SHOE SATINS will satisfy your customer. 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 
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Keeping RAJAH Soles 
Ever More Worthy of 


Your Confidence 


S the sole that first 

showed Americans a 
new standard of comfort and 
service, RAJAH bears a re- 
sponsibility which we never 


overlook. 


As the original and standard 
crepe sole, it must always be 
kept beyond imitation. 


When we tell that 


RAJAH Soles are 


you 


even 


better than they were a year 
ago, we want you to realize 
our determination to keep 
the original RAJAH in a 
class by itself. 


The steady and always in- 
creasing volume of orders 
for RAJAH Soles is the best 
possible proof we can offer 
you that RAJAH, the first 
crepe sole, is the best and re 


mains above imitation. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 
Laing, Harrar & Chamberlin 
Philadelphia, Pa. 


Exclusive Distributor for the United States to the Leather and Findings 
Dealers for RAJAH SOLES 
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Makes Sales Increase 
by Leaps and Bounds 


This is what C. D. Simmonds of Burlington, Vt., says of his Kawneer Store 
Front: “There is no question in our minds in regard to the actual worth of 
our Kawneer windows as our sales have been going ahead by leaps 
and bounds.”’ J. P. Allen & Co., Atlanta, Ga., writes: “Our windows are 
producing wonderful selling results and we feel sure that we selected the 
most modern store front available in the Kawneer.”’ And here is the way 
Dunbar-Murray-Gaylord Co. of Holyoke, Mass., express their opinion of 
their Kawneer Store Front: “Our only regret is that we did not see the 
light earlier in the game that the magnetic windows might have lured the 
thousands who undoubtedly passed by the store without noticing our 
displays.” 











If you plan to build or remodel, just fill out the coupon and pin it 
to your letterhead. This places you under no obligations but merely 
gives us a chance to submit further proof for your consideration. 











Kawneer fronts pay for themselves 
in increased sales and profits— 





1913 Front Street 
~ Niles, Michigan: 
This Free B ele). Tell S Why Please send ae withou | 


= 7 “ | 
rel ate! fo y it NOW _ obligation, your new Book ¢ © 


Designs of Modern Store Fronts. 
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Ventilation and Drain (ontrol 
-and Whatit Means to You 


In the circle above you will see that Kawneer Store Front Sash is provided with a slide 
which operates in the back or gutter member. This slide makes it possible to open or close 
the small holes in the gutter which correspond with the holes in the lower edge of the face 
of the sash. During dusty weather this slide may be closed. In the colder months this slide 
may be opened so as to permit the cold air to pass in and along the inside surface of the 
glass, thereby reducing condensation and frosting to a minimum. This control of Ventil- 
ation is an important feature that makes Kawneer Store Fronts give satisfactory 
service. Note the other five features in the circles below. 


me back 
1umb er Ss RESILIENCY VENTILATION EASE of INSTALLATION 


f inserts 
on Superior 


points of Read what Mr. Simmonds — 
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N.S. T. A. Prominent in Joint Style ‘‘Confab”’ 


Boston Shoe Travelers Entertain Visiting Buyers at 
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Norumbega—‘“‘How to Sell More Pairs” 


The past week has been a busy 
one both for the shoe travelers, N. 
S. T. A. officers and members who 
“made” Boston. Not only did they 
do splendid work in getting in 
shape their firm’s sample booths at 
the National Shoe and Leather Ex- 
position, and sample rooms at Hub 
hotels, but they co-operated closely 
with the other branches of the trade 
in the Joint Style Committee’s third 
quarterly conference of Monday, 
July 14, in the ushering and regis- 
tration of visiting buyers to the 
Exposition, and were everywhere 
active all along “the firing line” of 
Boston Style Show activities. 








WILLIAM F. GAFFNEY 


Sports Chairman at Boston 
Shoe Travelers’ Outing of July 


16, 1924 





B. S. T. A. Hold Big Outing 

The Boston Shoe Travelers proved 
gracious hosts to visiting buyers at 
their twenty-fourth annual outing, 
held at Norumbega Park, on Wed- 
nesday, July 16. A fleet of automo- 
biles left Mechanics building for the 
picnic grounds at 9.30 A. M. There 
were a large number of buyers, 
manufacturers and salesmen pres- 
ent. In the morning, a fine program 
of sports took place, including a 
baseball game between visiting buy- 
ers and salesmen. William F. Gaff- 
ney, known to the boys and buyers 
as “Chairman Bill,” has _ been 
sports chairman for a good many 
years—no event of this sort would 
be quite complete without him. 
“Tim” Murphy, as has been his cus- 
tom on similar occasions, “did the 
honors” as umpire. “Tim’s” deci- 
sions were marked by much lib- 
erality and depth of knowledge on 
the national game. His wide range 
of “citations” were sometimes a bit 
unique, but they were always ulti- 
mately satisfactory. 

The usual high-grade lobster and 
chicken dinner was served. There 
was music and an interesting pro- 
gram of talks from prominent 
members of the trade. All were back 
to Mechanics building once more by 
five o’clock in the afternoon. 


N. S. T. A. Governors Meet 

The Board of Governors of the 
N.S. T. A. were called together dur- 
ing the Style Show in conference 
by the President and the National 
President, Buford McWhirter. 


Travelers Discuss Style 
On Monday afternoon, July 14, 
the N. S. T. A. Style Committee, 


Frank B. King, Chairman, pre- 
sented its report at the Joint Style 
Committee’s third quarterly confer- 
ence of the year. Mr. King gave the 
report on women’s styles; Waldo M. 
Oakman reported on men’s shoe 
styles, as well as Frank J. Weber; 
Harry Barnes on children’s styles. 
John D. Baxter spoke on women’s 
dress shoes. Other officers of the 
National Association present were 
President Buford McWhirter and 
Secretary T. A. Delany. 


Make Shoe Selling Seasonal] 
In last week’s issue, “Shoe Trav- 
eler Department,” appeared the first 








“TIM” MURPHY 
Umpire at Baseball Game be- 
tween visiting buyers and 
travelers—B. S. T. A., Outing 

of July 16, 1924 
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“THE SWAGGER” 
The One Big Pattern for Early Fall 
Made Over Our Hosmer Last 


A1l62—Women’s patent “Swagger’’ Tie, plain toe, cross- 
creased vamp, 10/8 rubber heel; light single sole, Good- 


year Welt. 
A 9 bie Heh ous ewe esue eles wes sizes 314-8 
ine Vidnaln hws ons se uees kee wen sizes 3-8 
Ge <b cree ndensenencnd sizes 214-8 


Price. . $4.15 


Al161—Same in Tan Naco Calf. 
Price. .$4.15 


A163—Same in Black Suede Calf with corded tip. 
Price. . $4.60 


IN STOCK NOW 


WwIws Vos Gouge, 


Standard Since 1878 





Manufacturers ST..LOUIS 


























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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JESSE MacDONALD 
Who covers Hamilton County, 
Ohio, Kentucky and Tennessee 
for the Stanley Duttenhofer 

Shoe Co. 





of a serial story by Frank J. Weber, 
1923, N. S. T. A. President, entitled, 
“How to Sell More Pairs.” The sec- 
ond instalment of this article ap- 
pears herewith. It contains a plea 
for making shoe selling seasonal. 

“The shoe business has never un- 
til recent years been considered 
particularly as a ‘seasonal’ busi- 
ness. The clothing business has al- 
ways had its seasons when heavy 
or light clothing has been re- 
quired. Hats have long been a 
decidedly seasonable commodity. 
Women have always had their eve- 
ning or afternoon, or morning 
dresses; the men folks have their 
suits for work, for business, and 
for the evening. The result is more 
business on these lines. 

“A large percentage of the trade 
we serve has several overcoats— 
one for cool weather, one for colder 
weather, and yet another, of heavier 
weight, for extreme cold weather. 
All this is simply a matter of cus- 
tom. Let’s make it the custom as it 
relates to shoes! It is deplorable to 
find so many men, who are alert to 
the practice of donning a light 
weight overcoat, or a straw hat, 
when the ‘spring bell rings,’ cling- 
ing to the same pair of low shoes, 
or high shoes—and more deplorable 
still, to find that these same men 
think nothing of wearing this one 
pair of shoes on all occasions.” 


Man never reaches heights above 
his habitual thought. 





(Phelo by Waid) 

S. E. PATRICK, Jr. 
New England Sales Manager 
for the Cinderella shoe buckles 
of the Eastern Tool & Novelty 

Mfg. Co. 





S. E. Patrick, Jr., known to the 
trade as “Shel” Patrick, is New 
England Sales Manager for the Cin- 
derella shoe buckles, made by the 
Eastern Tool & Mfg. Co. of Bloom- 
field, N. J. Mr. Patrick is well 
known in the findings trade. Prior 
to some three months ago, when he 
took the representation for the Cin- 
derella buckle line, he had always 
sold shoe threads, but now he has 
“sworn allegiance” to Cinderella. 
He sells not only the shoe manufac- 
turing, but the retail trade. He is 
very enthusiastic over his proposi- 
tion and says, “I am daily taking on 
new accounts, who are much pleased 
with their quick deliveries on this 
new idea in a practical and orna- 
mental covered tongue buckle.” 


Tom Lalonde with Piehler 


Tom Lalonde, who formerly rep- 
resented the Piehler Shoe Company, 
covering the big city trade, has re- 
turned to the Piehler organization 
and will again cover his old terri- 
tory. 

Mr. Lalonde is now working on 
a new line of styles and patterns 
and will soon be on the road selling 
Piehler shoes. 


“Billy” St. Louis with With- 
erell & Dobbins 
“Billy” St. Louis, for fifteen 
years with C. E. Chase & Co., has 
joined the salesforce of Witherell 
& Dobbins Co., and will cover the 
South, as well as some Boston ac- 
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CHARLES OSLER 


Who covers Indiana, Illinois 
and Wisconsin for Stanley Dut- 
tenhofer Shoe Co. 





counts, with this line. During this 
month, “Billy” is showing his sam- 
ples at Room 644, Hotel Essex. 
“Billy” says his line of turns and 
welts is a hundred per cent win- 
ner. 


Daniels Home from Trip 


C. H. Daniels of the Prouty- 
Daniels Co., with sales office at 183 
Essex street, Boston, has just re- 
turned to the Hub from a western 
trip. He reports a very satisfactory 
trade. Mr. Daniels will “keep open 
house” for visiting buyers at the 
Boston office this month, with 
Homer F. Prouty. Both members 
of the firm are most enthusiastic in 
regard to business. 

Mr. Prouty reports that the C. H. 
Daniels Co. has closed its first year 
of business way ahead of its high- 
est expectations. 


Fay Returns from Trip 


W. T. Fay has returned to Jeffer- 
son, Wis., after a four months’ 
business trip to the Pacific North- 
west, made in the interests of the 
Copeland & Ryder Co., shoe manu- 
facturers of Jefferson, and the 
James Shoe Manufacturing Co. of 
Milwaukee. 


Roth’s Salesmen on Trips 


The Roth Shoe Company’s sales- 
men left for their respective terri- 
tories Sunday, July 6, with a com- 
plete new line of samples. They 
have added several new lasts. 
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A permanent * black dye 
—for all light colored shoes 


Try REPCO on any light colored 


shoe. It will turn the shoe to a positive 


permanent black of a smooth and 

glossy lustre. 

There is no disagreeable odor to Repco Dye 
| 
| 
( 
| 
( 
~{ 


and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


Shoe stores, repair shops and findings dealers 


REPCO DYE selling or using Repco Dye find it a profitable 


P ; ; 
a investment and an excellent trade-builder. 





For 
MG black, all kinds of russet, 
“Wd leather shoes. 


DIRECTIONS 4 
Paget WELL, ste econ cones he ent dues Suggest Repco Dye to your customers as a 


a gmmeahly dry, , ee : ‘i 
oan a hand of merking brcah. Do sore OP" means of getting longer wear out of their light 
TS. 


IMPORTANT p colored shoes. 


the pected 

ly can to stand open any longer tA oie an 

Tomy, Jf, however, evaporation takes place 9 4 of 
tadiign”* “44 & little ‘wood or denatured 
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Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 
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JOHN ALLEN 


Vice-President of the Iowa 

Shoe Traveling Men’s Auzil- 

iary. He covers Iowa, Ne- 

braska and Minnesota for the 

Juvenile Shoe Corporation of 
America 





Philadelphia Travelers Hold 
Outing 


The annual outing of the Phila- 
delphia Shoe Travelers’ Association 
was held last Wednesday, July 16. 
A splendid sports program, includ- 
ing a hotly contested baseball game, 
was held. Business conditions were 
discussed by representatives of 
various trade associations. Frank 
L. Fitzpatrick was chairman of the 
event, assisted by William F. 
Schoell, Secretary-Treasurer of the 
Association; Horace F. Cunning- 
ham, L. B. Wood and Paul S. Lip- 
pincott, Jr., the President of the As- 
sociation. 


Goodkind Was at Essex, 
Boston 


Leo Goodkind, Secretary and 
Treasurer of the Lucille Felt Slip- 
per Co., Inc., of New York, has been 
showing the line of his house at the 
Hotel Essex the past week. 


Morrow of Melanson’s in 
Boston 


Frank B. Morrow, Business Man- 
ager for the Jos. I. Melanson & Son 
Corporation, covers the big cities 
of the country for his concern. Dur- 
ing the month of July he is at the 
Boston office, Room 705, 183 Essex 
street, where he is showing a 
snappy line of little folks’ and grow- 
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CYRUS R. TELSON 
Covering Greater New York 
and Western States for Wear- 
well Shoe Co., Inc., New York. 
He has recently been made a 
member of the firm 





ing girls’ welts from the new fac- 
tory at North Adams, Mass., to vis- 
iting buyers. 


Telson Member of Wearwell 


Cyrus R. Telson, who has been 
selling shoes through Greater New 
York and the Western States for 
the Wearwell Shoe Co., Inc., 84 
Reade street, New York, for the 
past five years, is now a member of 
the firm. It is self-evident that he 
has “brought home the bacon” in 
the past and his friends know that 
he will be as successful in the fu- 
ture as he has been in the past. Mr. 
Telson is now on the road with one 
of the strongest lines of infants’, 
misses’ and growing girls’ shoes in 
turns, welts and McKays. 


Weaver with Juvenile 


E. P. Weaver, for thirty-five 
years a “resident” of Duane street, 
the greater part of this time as 
shoe buyer and inside man for 
Powell & Campbell, has recently be- 
come Eastern representative for the 
Juvenile Shoe Corporation of 
America. Mr. Weaver will have 
headquarters at 127 Duane street, 
New York, so that he will still 
“live” in the same neighborhood, 
but instead of buying will sell 
shoes. He is very enthusiastic over 
his new line. 

During Style Show Week in Bos- 
ton he made a call at the Recorder 
office and stated, “The Juvenile line 
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CARL ORTLUND 
Recently elected Secretary of 
the Iowa Shoe Traveling Men’s 
Auxiliary. He covers Iowa and 
Southern Minnesota for the 
Connolly Shoe Co. of Still- 


uniter 





is my idea of what a good shoe for 
the little folks should be. Only 
prime leather and bend soles are 
used. For lasts and patterns and 
materials it is one of the best lines 
in the country.” 


Jenks Visits Boston 


A. E. Jenks, who travels the Paci- 
fic Coast for the George Strong Co., 
took in the Boston Shoe Style Show 
during the past week. He made his 
headquarters at the company’s’. 
booth. He can be found during July 
at Room 406, 183 Essex street, 
Boston. 

“Al” Chisler with headquarters 
at Pittsburgh travels the Virginias 
and other Southern sections for 
this house. 


Reynolds a Boston Visitor 


N. E. Reynolds motored to Bos- 
ton in his Jordan car, from Grand 
Rapids, Michigan, to attend the 
sessions of the National Shoe and 
Leather Exposition and Style Show 
this week. Mr. Reynolds is a mem- 
ber of the National Shoe Travelers’ 
Association of the Michigan Shoe 
Travelers’ Association. 


Gregory at Boston Style 
Show 


George Gregory of The Cahill 
Shoe Co., Cincinnati, is in Boston, 
and attended the Style Show, July 
14-17. 
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prominent features concern- 

ing the children’s trade in 
shoe stores handling rubber canvas 
shoes has been the steadiness which 
has characterized buying since early 
summer. Now that the summer sea- 
son has entered the last half, shoe 
stores handling this type of summer 
footwear have been preparing to be 
well cleaned out of whites when fall 
makes its advent. 

If the same zest and enthusiasm 
are manifested by retail merchants 
during the remainder of the sum- 
mer season that prevailed during 
the early part, it is generally con- 
ceded that nationally shoe stores 
will have enjoyed a good season on 
white canvas rubber-soled shoes. 


Prrremine. one of the most 


Crepe Rubber Sole Is Popular 


The crepe rubber sole has been es- 
pecially well received, particularly 
in those sections where tennis is 
played extensively. The fact that 
crepe rubber soles are lighter in 
weight, much less cumbersome in 
appearance and when attached to 
the shoe than when first put on the 
market, have been factors in mak- 
ing it more welcome to those wear- 
ing canvas shoes. 

The continuance of newspaper 
advertisements and suggestive win- 
dow displays by merchants are two 
factors that should be carried out 
until the end of the season in order 
to keep the sales promotion idea at 
a high pitch. Reiteration of the 
comfort found in canvas models 
will no doubt place power behind 
advertisements. The best vacation 
weeks are still ahead and vacation- 
ists must have summer footwear 
that is light and comfortable. 





The Last “Ten-footer” 


The name Benedict is famous in 
the shoe business in Connecticut 
and New York. The Benedict Shoe 
store at New Canaan, Conn., which 
had been in the hands of the Bene- 
dict family 168 years, closed its 
doors recently after five generations 
of hand shoemaking. 

In the early days of the republic, 
Caleb Benedict built up a large 
southern trade on what was then 
called the “nigger brogans.” The 
closing out of Benedict’s marks the 
disappearance of the last trace of a 
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Steady Trend to Retail Buying of Rubber 


Canvas Styles 


once-active industry historically 
known as the “Ten Foot Shop.” 

Arthur I. Benedict at 130 West 
42nd street, New York, traces his 
shoemaking history through this 
wonderful old line of shoemakers, 
going back to 1752. 





Marion, O., Group in Session 


Bucyrus, O., July 17—There were 
more than 80 at the meeting of 
the Marion group of retail shoe 
merchants, comprising seven coun- 
ties—Main, Union, Hardin, Wyan- 
dotte, Crawford, Morrow and Dela- 
ware, which was held here late in 
June. 

Dinner was served and there 
was a musical program, the Bucy- 
rus high school band taking part. 







































The only public drinking fountain in Altoona, Penn., 


SHOE RECORDER 


57 


President E. T. Smart was in 
charge. An entertaining address 
was delivered by Jim Morton, 
field secretary for the Ohio State 
Bureau Retail Secretaries. 

Some of the things concerning 
salesmanship touched on by Mr. 
Morton included: methods of ap- 
proach, knowledge of your goods, 
etc. The attendants were very well 
satisfied with the meeting, and plan 
to gather four times yearly. Fu- 
ture meetings will be held at 
Harding Hotel, Marion. 


600,000,000 Pairs 
A population of 200,000,000 by 
1974, or 50 years from now, says 
a report to Congress. That means 
a business of 600,000,000 pairs of 
shoes annually. 













: 


is in the vestibule 


of the G. R. Kinney store. It has proved to be a splendid method for build- 
ing up good-will and advertising the progressiveness of the concern. 
Incidentally the store has a very inviting front and roomy windows. 
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No. 4070—White Elk, Center No. 9950—Tan Box Vamp, Smoke 
Strap Sandal, Flexible Hambro > 2 / : Elk Quarter, Center Strap 
Welt Sole. a "1 Sandal, Single Sole. 

2% to 8 D, Peace Last, Rubber . . ‘ J . 2% to 8 D, 244 Last, Ruble 

‘ap Heel $2.85 : : Dy Tap Hee 
12 to 2 E, Vacation Last, _ ° ; 
ber Heel 60 


Hee 
Ne. 4071—Same in Gray Elk. = { No. 9948—Same in Patent, iene 
Ne. 4073—Same in Gray Elk, ~~ f Elk Quarter. 


Smoke Elk Quarter. 
In Stock for 


k 
mF = Immediate Delivery 


“KEEP THE QUALITY UP” 
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The Hamilton-Brown Shoe Co. never fails to “Keep 
the Quality Up”. This is the assurance that gives the 
Hamilton-Brown dealer a distinct advantage over his 
competitors. In these days of rapidly changing styles, 
quality and workmanship are often sacrificed to speed 
up production. But not at Hamilton-Brown. Every 
finished shoe must reflect our motto. QUALITY is 
always the first consideration. 


Security Shoes are Quality Made from Quality Grade 
solid leather throughout. This explains why they give 
more than ordinary service and satisfaction. Concen- 
trate on the complete Security line—it means quicker 
turnovers—fewer leftovers—and insure you a con- 
stantly growing volume of business in your Children’s 
Department. Write or wire us and our salesman will call 
immediately. 


INDEPENDENT OF ALL COMBINATIONS 
Means Individual Styles for Your City 





The Complete QUALITY Line Sold Under One Brand 
American Lady Security 





American Gentleman 


[IAMILTON- BROWN, SHOF 


St. Louis, USA 








SHoston 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








July 19, 1924 


Sales in Chicago Earlier 
Than in Summer of 1923 


CHICAGO—The first of the 
week ending July 12 saw the open- 


ing of many of the semi-annual | 


shoe sales that ordinarily are not 
in evidence until at least two weeks 
later in the season. There is no 
other reason for the early opening 
of these sales than the fact that 
slow business has forced the accu- 
mulation of too much summer mer- 
chandise and retail merchants are 
trying to add the sale stimulation 
to business. Many of the State 
street stores are planning the 
showing of their entire fall lines 
the first week in August which 
means that the season is being an- 
ticipated by at least two weeks. The 
unfortunate part of the “early 
sale” fever is that it tends too 
strongly toward a competitive 
price contest with the retail mer- 
chant on the losing end so far as 
profits are concerned. 


Black Materials Strong 

Feltman and Curme recently 
opened a half-price sale on discon- 
tinued lines and were rewarded 
with a banner attendance that in- 
dicates the mind of the buying pub- 
lic on the price question, for here 
were many very attractive styles 
that originally sold at a low price, 
offered at $3 a pair. Here, too, the 
bulk of the attendance centered 
on the black in patent and satins 
with a small demand for the nov- 
elty leathers and the combination 
colors and little demand for white. 

In the men’s stores business was 
fairly up to normal in the average- 
priced lines between $7 and $10 
and this confined to the blacks and 
the darker tans. The lighter tan 
shades have not yet reached the de- 
mand that was anticipated by both 
manufacturers and retail mer- 
chants earlier in the season. 


Sandal Types Are Favored 

Business in the exclusive wom- 
en’s shops, however, on State 
street and in the Sheridan road and 
Wilson avenue districts continues 
to hold to a pretty fair average 
with a tendency toward the many 
attractive summer styles in vari- 
ous leather combinations. Many ox- 
fords are being sold and the de- 
mand for patent leather still seems 
to be the most pronounced of all 
the leathers. In the department 
stores the shoe departments have 
done what may be called a very sat- 


isfactory business (general condi- 
tions considered) with a large call 
for vacation footwear, but with no 
definite trend in style or pattern, 
save the call for the sandal type. 
The fact that many shoes in black 
and tan are being worn with white 
or light-colored hose undoubtedly 
has curbed the sale of white and 
other summer footwear and curbed 
also the need or the demand for the 
“extra pair” of costume shoes. 


Wholesale Trade 


The wholesale market in Chicago 
has been more than quiet. Little 
buying is being done in anything 
but fill-in and broken lot merchan- 
dise with the call for footwear that 
can be sold at sale prices -by far in 
the lead. Jobbers:and manufactur- 
ers see a ray of good hope in this 
fact due to the improvement of col- 
lections generally and the mer- 
chants’ interest in fall goods. 


Plans Progressing for 

Merchants’ Convention 
Milton Rubel, the genial presi- 
dent of the Chicago Shoe Travelers, 
and A. E. Schulein of Rockford, 
Ill., president of the Illinois Shoe 
Retailers’ Association, had their 
heads together recently in Peoria, 
and unless all signs fail—there’s 
going to be a convention of retail 
shoe merchants in Illinois in Sep- 
tember that will be the “best ever.” 
“Milt” had gone down to Peoria 
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on the invitation of the Illinois 
Association to help in the business 
meeting that was to arrange for 
the convention. 

September 15, 16 and 17 have 
been set for the “big meeting” and 
Peoria will decorate the Hotel Jef- 
ferson for the occasion. A number 
of excellent speakers are to be se- 
cured for the meeting and the 
shoemen are being assisted by M. 
J.. Finn of the Peoria Chamber of 
Commerce, who is giving his own 
time actively to the arrangements. 
The program includes a “stag” 
party on the night of the 15th, a 
banquet on the night of the 16th, 
and some regular business sessions 
during the day. 

The officers chosen for the ar- 
rangements are: W. T. Crawford 
of Peoria, chairman general ar- 
rangements; R. Huber, Peoria, en- 
tertainments; N.S. Abbot, hotel ac- 
commodations; E. Bogwell, finance 
committee; Mel Kronshaw, ban- 
quet; N. Sulzberger, style show; 
Mr. E. Milgram, publicity com- 
mittee; S. G. Dobbins, registration. 
Mrs. Eugene Kepler of Peoria will 
have charge of the reception com- 
mittee for women. The local or- 
ganization of shoe travelers will 
have charge of the reception of 
the guests and plans are being laid 
for an elaborate style show review. 


Federal Reserve Report 


The Federal Reserve report for 
July, covering the trend of shoe 
manufacturing production in May, 
was recently issued. There were, 
generally, declines in production 
and shipments. However, sales in- 
creased over the April figures. 





Steady Buying of Whites 
Reported at Cincinnati 


CINCINNATI—There has been 
little change in the retail busi- 
ness during the week ending July 
12. White shoes still lead the list 
of sales, both in kid and canvas. 
Business has been on about an even 
keel with former weeks. Many of 
the merchants report exceptionally 
good business on white shoes, but 
not so many of this type are being 
worn for street wear. However, 
whites are very much in evidence 
at all summer resorts. The mer- 
chants attribute the prominence of 
black footwear for street wear to 
the fact that women are not wear- 
ing the white footwear this season 


for street wear as they formerly 
did. 

Most of the stocks of white 
shoes are fairly well depleted, 
and merchants generally are well 
pleased with the white business 
this season. Sales of black shoes 
have been holding up remarkably 
well for this time of the year. Pref- 
erence is still for patent leather and 
black satin in cut-out strap effects. 

Many of the stores have com- 
menced clearance sales, and report 
that women’s business has been 
very satisfactory. The men’s busi- 
ness, even though sales are on, is 
not so good. 
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Clearance Sales On 


Several stores are holding clear- 
ance sales. The Smith Kesson Co. 
put on several types of evening 
footwear, also shoes for general 
wear. 

Stetson Shoe Co. is holding a 
clearance sale and reports that 
business has been satisfactory. 
Many customers took advantage of 
the cards which were sent out an- 
nouncing this sale. They were 
mailed before the sale was adver- 
tised in the newspapers for the 
general public. 

The H. Wm. Pohl Shoe Co., 510 
Main street, announced a clearance 
sale and is offering women’s shoes 
at $5.45, $6.45 and $6.95. They re- 
port that women’s business so far 
this year has shown a big imcrease 
over the business of a year ago. 


Business Improves 


The July report of the Federal 
Reserve Bank, in part, follows: 
“Indications in the fourth district 
are that some improvement in pro- 
duction has taken place during May 
and June. The Cincinnati Chamber 
of Commerce reports that produc- 





Factories are Busier 

Manufacturing conditions 
continue to improve week by 
week, and orders have been 
coming in to the local fac- 
tories in satisfactory volume. 
The bulk of orders are for 
black shoes, mainly patent 
leather and satins. A fair vol- 
ume of orders have been re- 
ceived on light shades of tan 
calf. 











tion in that section has held up well 
during the first two weeks in June, 
and that a good volume of business 
has been received from salesmen 
on the road. Buying is still hand- 
to-mouth, however.” 


Opening Postponed 

Queen Quality postponed the 
opening of their new store until 
August Ist. Their new location is 
at 436 Race street. It was planned 
to open the store on July 1, but due 
to remodelling the store and put- 
ting in new display windows, there 
was delay in opening. 





Satisfactory Response to 
Milwaukee Retail Trade 


MILWAUKEE—Business during 
the first half of July was good in 
shoe stores. July clearance sales are 
in full swing and the response is 
very satisfactory, according to local 
reports. Styles, colors and materials 
varied in the July sales, ranging 
from fancy cut-outs of white kid to 
sandals of various leathers and 
sport oxfords. Black patents and 
satins were good numbers, of 
course, and warm weather brought 
a good business in whites. Spanish 
and Cuban heels were favored in 
the majority of styles, although low- 
heeled sandals were good in patent, 
suede and kid. Suedes and colored 
kids also showed some action in 
other styles. 

Men continue to buy tan and 
black oxfords in plain wide-toed 
styles. They are taking advantage 
of sale prices as well as women. 
Men show little interest in white 
— unless the weather is very 

ot. 
White Hosiery Popular 

White hosiery is a big seller this 
month, although colors are also 
good. Powder blue, orchid and 
spring green are the favored garden 


shades. Soft shades of gray are in- 
creasing. Dark tan shades are pop- 
ular, but light tans such as dawn 
and sunset are dropping off. 


Walk-Over Sale 


The Walk-Over Shoe store is 
holding its twice-yearly clean-up 
sale offering 2,000 pair of shoes at 
$6.45 and $7.85, prices which repre- 
sent reductions of 20 to 40 per cent. 


Advises Shoe Merchants 


Give customers what they want 
and don’t try to make them want 
something else, James W. Fisk, 
Milwaukee merchandising counsel, 
stated in a recent address before 
the Co-operative club luncheon, 
which contained advice of. value to 
all merchants. “The biggest item in 
succesful merchandising is to con- 
serve the investment,” he said, 
“Retail merchants should buy close 
to the demand and buy known 
brands of articles. Once the goods 
are in the store they should be ex- 
ploited properly. Window displays 
should be arranged that sell the ar- 
ticle and don’t merely excite admi- 
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ration. The sales force of the store 
should be properly trained. It is es- 
sential that they know the stock so 
they can advise the customer.” 


Recent State Ruling 


A merchant, who distributes 
slips of paper in the form of an 
order by himself on himself, agree- 
ing to accept the same in part 
payment of any purchase of goods 
to the amount of $10 or more, 
and which is not given out in 
connection with sales of goods or 
merchandise, is not violating a state 
law. This ruling has been given 
out by the state attorney-general’s 
department in connection with cer- 
tificates of a Madison, Wis., cloth- 
ing company. 


Shoe Trade Represented 


V. J. Schoenecker, president of 
the V. Schoenecker Boot & Shoe Co., 
is one of the public-spirited citizens 
of Milwaukee, who is supporting 
the Milwaukee Civic Broadcasting 
Station. He is a member of the ad- 
visory board for the station. The 
station was organized for the pur- 
pose of putting Milwaukee on the 
radio map and is being supported 
through the subscriptions of local 
business houses which are sending 
out programs under their name. 
Among the manufacturers repre- 
sented is the Holeproof Hosiery Co., 
which is in charge of one program 
a week known as Holeproof Hosiery 
night. Prizes in the form of hosiery 
from the Holeproof plant are 
awarded after these programs. 


Clearance Sales 


Very good response was received 
on the semi-annual sale of Caspari 
& Virmond Co. This store offered 
men’s leather oxfords at $6.95 and 
women’s shoes at $9.95 and $5.95. 
Special hosiery offerings were also 
included. 


Award Hosiery Prizes 


“Facing the Inevitable” is the 
slogan which won first prize in the 
contest put on by the Phoenix Hos- 
iery Co. This slogan was selected as 
the best description for the large oil 
painting, which was displayed in 
stores throughout the United 
States. Second prize was awarded 
for the slogan “Knee Deep in Silken 
Beauty”; third was awarded for 
“Beauty at Your Feet’; and the 
fourth for the slogan “Knee Deep 
in Satisfaction,” and three others. 
First prize was $1,000. 
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July Developing Into a 
Good Period in Cleveland 


CLEVELAND—tThe retail shoe 
trade in the residential districts of 
Cleveland is spotty. Stores in the 
districts that are inhabited by per- 
sons who have been so fortunate as 
to continue in employment report 
that business in July is better than 
it was in July of last year. In other 
residential districts, where em- 
ployees have not been so fortunate, 
the shoe stores report that volume 
of sales is below the record for 
July of last year. 

In the down town district sales 
in July are running pretty close to 
what they were in July a year 
ago. 

That conditions are not alarming 
in this city is evidenced by the 
statement of the banks that a big 
increase in deposits was made dur- 
ing June. The stock market here is 
buoyant. Prices have moved up 
steadily during July. This is taken 
to presage an increase in retail 
trade. 

Whites and Patents 


In the residential districts the 
style trend is about what it is in 
the down town stores—whites and 
patents. Kids are selling almost to 
the exclusion of white canvas in 
these residential stores. Low heels 
are in greatest demand. 

One of the best known merchants 
in Cleveland, who maintains a 
chain of shoe stores in the resi- 
dential districts, reports that busi- 
ness as a whole will about equal 
the 1923 record. 


Stocks Fairly Good 


The residential stores have not 
been putting on special sales on so 
extensive a scale as have the down 
town stores, although there are a 
few exceptions. The outlying stores 
are reported to have their stocks 
down to a fair figure. The managers 
report they have been buying care- 
fully and have increased their 
turnover. 

It is true that more of the own- 
ers of the stores in the residential 
districts have limited their pur- 
chases this year to staples than 
ever before. As a result, their in- 
ventories on the Ist of July, as a 
rule, showed satisfactory figures. 


Plan Another Store 


Walter Synenberg, one of the best- 
known shoemen in the city, has 


had good success with the Daniels 
Shoe Store on Prospect avenue. The 
store is only nine months old, but 
it is one of the busiest. Walter has 
done so well that the Daniels’ people 
have given him free reign to find 
a location on Euclid avenue and to 
proceed to open another shoe store. 

The Prospect avenue store will 
be retained when a location is 
found on Euclid avenue. 





Oppenheimer Moves 


Joe Oppenheimer has moved his 
east side store from 10409 Superior 
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avenue into a new location at 105th 
street and Superior avenue. By 
this change he takes his stock from 
a side street into one of the best 
corner locations in the city. 

The new store is a very attrac- 
tive one, so much so that it is 
called the Oppenheimer Shoe Par- 
lor. The interior is finished in gray, 
with fixtures and walls and chairs 
of that color. So are the rugs. 
Light tan curtains in the windows 
add a pleasing effect. Melville Op- 
penheimer, son of Joe, is the man- 
ager of the store. A line of men’s, 
women’s and children’s shoes is 
carried. The store has developed a 
very strong transient trade. In the 
front the window space permits of 
an extensive display. 





Ideal Weather on Pacific 
Coast Aids Retail Business 


LOS ANGELES—A more opti- 
mistic. feeling prevails among the 
shoe merchants now that mid-sum- 
mer has been reached and summer 
shoe buying is on a satisfactory 
plane. Periods of warm weather 
have stimulated the white trade to 
a good degree. The usual influx of 
summer visitors has created more 
business for retail merchants in all 
lines. 

Whites and Patents 

Whites are still in the lead in 
popularity, while patents are run- 
ning a close second. C. Lawrence, 
manager of Gude’s shop at Seventh 
street, reports they are having a 
big demand for patents of the 
plainer type. They are also doing a 
wonderful business in whites. 

At the beaches, a great many 
sport shoes and sandals in white 
and the newer colors are seen. 


Young a Host 


A. B. Young of Young’s Shoe 
Stores, cordially invited the public 


and patrons of his seven stores to 
be his guests at his 44-acre estate 
at Big Bear lake over July 4. He 
has made this into a beautiful park 
where he maintains a camp for the 
use of his employees who wish to 
spend their vacations at Big Bear. 


Manufacturing Notes 


Los Angeles is making rapid 
strides toward becoming a big 
shoe manufacturing center. The 
Fern Shoe Co., located at 915 S. 
Maple street, is manufacturing 
women’s styleful footwear of the 
highest quality and has been mak- 
ing shoes on the coast for the past 
five years. They are doing a good 
business. 

Another. prosperous manufac- 
turing firm is the Elias Katz Com- 
pany.. Foot, Schulze and Company 
of St. Paul, Minnesota, established 
a California distributing branch in 
Los Angeles, which represents 
seven factories owned and operated 
by this company. 





St. Louis Has Good Week; 
White Stocks Cut Down 


ST. LOUIS—Reports on the July 
clearance sales of shoes which 
opened during the week ending July 
12 range from satisfactory to splen- 
did. The first five days of this week 
the weather was excellent, and if 
rains, that continued intermittently 


from daylight on Saturday until 
about 2 o’clock, had not discouraged 
shoppers, a sixth day that would 
have increased the week’s business 
greatly would have resulted. A pop- 
ular price store reported the biggest 
(Continued on page 76) 
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GRO-CORD SOLES FOR SPORT OR DRESS 








aw of their “Cord Tire” construction 
Gro-Cord Soles for sport or dress give your 
customers maximum wear plus full flexibility plus 
immeasureable comfort. For men, women and 
children—with rugged non-skid treads for sport, 
or the smooth skid-proof surface for dress wear. 


sk the next salesman carrying a full line 
to show you his Gro-Cord soled samples. 
From year to year, more and more manufacturers 
arecarrying Gro-Cords in their regular line. Your 
customers will want Gro-Cord soled shoes for 
wear and value—and it will pay to stock them, 


THE LIMA CORD SOLE & HEEL CO. 
LIMA, OHIO 


EDWARD C. 
A. C. MORAND CO. 301 Advertising Bidg. 
304-6 Sacremento St. 162 
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San Francisco, Cal. is, Mo. 
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Whites and Blacks Tell 
Story in Boston Stores 








BOSTON—Several days of ex- 
tremely hot weather, the hottest 
period this summer, retarded all re- 
tail lines during the week ending 
July 12. The first four days of the 
week were hot and sultry, days 
when it was disagreeable for men 
and women to sit in a shoe store 
and be fitted. Friday was much 
cooler and a healthier tone to the 
trade prevailed. 

There is little change in styles. 
In most stores whites are leading in 
volume, but the strength of black 
materials seems to be even more 
pronounced than was first esti- 
mated. The medium-priced stores 
report white kid patterns are sell- 
ing very well and also report black 
patents are enjoying a splendid 
demand. 

The prominence of black shoes in 
women’s styles is more accurately 
estimated by a survey of those be- 
ing worn on the streets. It is true 
that many women buy white shoes 
and do not wear them in the city, 
but a casual glance on any of the 
busier thoroughfares of the city 
shows blacks are as much as 10 to 
2 stronger than whites. A shoe 
store proprietor last week counted 
26 women out of 30 wore black 
shoes, four wearing whites. 

Thirteen-eight heels are going 
very well on white models, also on 
other popular patterns. Straps and 
sandals are leaders. 

During the week the national con- 
vention of the Elks was held and 
it stimulated trade in men’s stores. 


Bright Colors Slow 


One of the medium-priced men’s 
and women’s stores which stocked 
cautiously on reds, greens and 
blues in kid leathers, intending to 
get $5 a pair for them, commenced 
to close them out at $1.95 a pair. 
It is a general condition throughout 
the country, according to most re- 
ports, that these bright hues are 
very backward. 


Welcome 22,000 Elks 


Many of the stores were alert to 
extend a cordial welcome to the 
Elks, who came from all parts of 
the country to attend the national 
convention. As many as 22,000 were 
in the city. Attractive cards, prop- 
erly worded, were shoe merchants’ 
greetings to Elks. The cards were 
placed in conspicuous places in 











Great Interest in Style 
Show 
Considerable publicity 
through the daily newspapers 
was given to the Boston Style 
Show held the week commenc- 
ing July 14 at Mechanics 
building. Retail shoe mer- 
chants here took interest in 
the event and inasmuch as 
shoemen interested in every 
phase of the industry were 
here, it added impetus to re- 
tail sales during the week. 











windows, testifying to alertness of 
shoemen. 


Visitors to Style Show 


Among the visitors in the Bos- 
ton market during the past two 
weeks was Sidney Mann, who buys 
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for the shoe department of the 
Symons Dry Goods Co. of Butte, 
Mont. Mr. Mann reports that busi- 
ness is particularly good in his 
section. 

Another visiting buyer was A. 
F. Leuthe of Niagara Falls, N. Y., 
who operates four stores in that 
section. Mr. Leuthe is the first 
honorary life member of the Ni- 
agara Falls Lodge of Elks; he came 
on to Boston, July 6, to attend the 
Elks convention. He is now “vaca- 
tionizing” in the White mountains. 





July Sales Open 


Two high-grade stores, Hanan & 
Son and the J. L. Esart Company, 
announced their midsummer sales, 
commencing on July 14. Hanan’s 
sells both men’s and women’s foot- 
wear while Esart’s is exclusively a 
men’s store. 


The Hosiery Situation 

Hosiery trade is holding up well. 
Many women and those of the 
“flapper age” are wearing white 
hosiery with black shoes. Flesh 
shades are still going good. 





Pumps and Oxfords Promise 
to Be Favorable for Fall 


LYNN, MASS.—Volume of busi- 
ness is averaging better than manu- 
facturers expected. No boom nor 
drive is on; simply a gradual, or- 
derly development of shoemaking. 
Refinement of fashions is the pur- 
pose. 

With the style show on in Bos- 
ton, and the buyers judging the 
parade of footwear fashions this 
week, it would be a bit not cautious 
to say that this style or that style 
is the proper thing. 

However, as Lynn manufacturers 
view the situation in a general way, 
“Shoes for the Occasion” is the 
real watchword of the new develop- 
ment of styles. Occasions are many 
and varied in the daily life of mod- 
ern women; hence a demand for 
types of shoes many and varied. 


More Black Kid Used 


Patents, satins and suedes, once 
novelties, are now staples. More fine 
black kid is being cut; also more 
of the light tan shades of calf 
kid. Velvets will be tried. As for 
patterns, there is some conflict of 
opinion as to the relative merits of 
pumps and oxfords. New Oxford 


patterns have appeared; light and 
dainty with new cut-out effects. 
New strap pump patterns there are 
also, as well as various new designs 
in plain tongue and gore style 
pumps. 

Lasts continue in plentiful va- 
riety, with quite marked favor be- 
ing shown to new high heel types 
of most light and graceful lines. 


Novelty Laces 


Oxfords for fall are fastened 
with fish line laces, with tassels 
on the ends of them or with jew- 
eled ornaments. The laces may pass 
through loops in lattices or through 
eyelets, visible or invisible. 


Plainly Beautiful 


Lynn’s new shoes are plainly 
beautiful. “Such a thing cannot 
be,” exclaims the buyer whose eye 
is used to novelties with plenty of 
trimmings. But there is the dia- 
mond and the rose, both of which 
are plainly beautiful. 

The new beautiful shoes are 
made over lasts that are beautiful 
in shape, and of leathers that are 
beautiful in finish. For instance, 
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In the Final Analysis : 


the dominating impulse which leads to the 
purchase of footwear is the desire (or need) 
for service. i. 


Type and style are factors to be considered = 
in catering to the taste of the individual con- 

sumer, but that which meets the real concep- T 
tion of value of all consumers in common, is pet 
the amount of service provided. 


No part of a shoe plays as conspicuous a 
part in determining the amount of service it 
will yield as the lining; nor is any essential 
part less conspicuous in the matter of cost. 


Therefore 


The Surest—Safest—Easiest—Cheapest 
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way of satisfying the consumer’s conception 
of value is to provide shoes which contain 
the best lining available. 


And That Is — 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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there is a perfectly plain pump of 
patent leather, that is of such 
symmetry and grace that it has 
been accepted by some buyers of 
very fine shoes. 


McGrath’s Business 
Expands 
E. F. McGrath, maker of McKay 
shoes for women, misses and chil- 
dren, has moved to the Peuvear 
building, Munroe street, to handle 
an increased output. 


Some Harney Shoes 


The Harney Shoe Co. recently 
booked reorders on pumps, opera 
pattern, with gores in the sides; 





New Evening Slippers 


Evening slippers now make 
a new class of footwear. 
“Jewel Shoes” is the phrase 
that seems to fit them best, 
for they have the earmarks of 
the jeweler’s craft. Silver 
threads and gold threads shine 
upon them, and semi-precious 
stones adorn them. 

Custom of recent years have 
converted the former evening 
dress slipper into the after- 
noon dress footwear. There is 
a demand for fine footwear 
for afternoon wear, and the 
evening slippers have been 
drawn upon. It has become 
necessary to create a new and 
finer type of footwear for eve- 
ning dress wear. Hence, the 
new “Jewel Shoes.” 











also reorders on lattice front 
pumps, with gores in the lattices, 
where they are covered with beads. 
These shoes are made of patent, 
suede and light Russia calf leather. 


Purple Pumps 


Some purple pumps of novelty 
style were made by A. E. Little & 
Co. and were shown in Boston dur- 
ing the Elks’ convention, purple be- 
ing an Elk color. 


Velvets for Fall 
Velvets will be tried for fall in 
several Lynn lines. They will be 
made up into oxfords as well as 
pumps and will show various 
trimmed effects. 


Fairy Weight Shoes 


To almost ten ounces have Lynn 
manufacturers reduced the weight 


of light and dainty shoes for sum- 
mer, and they keep on making these 
fairy weight shoes for fall. Even 
welts, of the featherweight class, 
have been reduced to twelve ounces. 
By next summer Lynners hope to 
produce the ten-ounce shoe, that is, 
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ten ounces to a pair, and, if any- 
thing, a trifle less. It can be done, 
without sacrifice of quality, by re- 
fining the shoes in most minute 
details. Even the size and weight 
of tacks counts in the making of 
the fairy weight shoes. 





Walk-Over Shoe Merchants 
at the Annual Convention 


BROCKTON — An _ interesting 
feature of the 50th anniversary 
celebration of George E. Keith Co. 
was the large number of Walk-Over 
merchants present from all parts of 
the United States and many foreign 
countries, the latter including 
Manila, Honolulu, London, Paris, 
Havana, Porto Rico, etc. These mer- 
chants came together as one big 
family to participate in the cere- 
monies as well as the social and 
business meetings which marked 
the week of the celebration. Several 
hundred in number, and many rep- 
resenting concerns which have sold 
Walk-Over shoes for long periods 
of years, this gathering was unpre- 
cedented in the history of Goerge E 
Keith Co. A two-days’ business ses- 
sion, an exclusive style show at a 
local theater, banquets, luncheons, 
and ,other social features were in- 
cluded in the program. 

Never before in local trade his- 
tory have there been so many visit- 
ing merchants in the city during a 
week’s time. This remarkable affair 
demonstrated to all participants 
the ability of the George E. Keith 
Company to plan and carry to com- 
pletion this Walk-Over convention 
in connection with their 50th anni- 
versary celebration. The generous 
scale on which the program was ar- 
ranged and carried through im- 
pressed every visiting merchant. 


Dealers’ Association Elects 

On the closing day the dealers’ 
association held an election of offi- 
cers. Addresses were made by mem- 
bers of the Keith Company and the 
Walk-Over association. The exer- 
cises concluded with a banquet, 
President Harold C. Keith presid- 
ing. Vice-President George H. 
Leach, in summing up the work of 
the convention, said that members 
of the association spoke of it as the 
most successful ever held by Walk- 
Over retail shoe merchants. Follow- 
ing are the officers of the Walk-Over 
Dealers’ Association for the coming 
year, they being unanimously elect- 
ed: president, Sydney Stokes of 
New Haven, Conn.; vice-president, 


A. A. Stenz of Fort Wayne, Ind.; 
secretary-treasurer, Earl Wood- 
ward of Newark, Ohio. Following 
the meeting a vote of thanks was 
given to the George E. Keith Co. 
for its hospitality. 


Brockton Shoe Shipments 


For the week ending July 5 the 
total shoe shipments from Brockton 
were 4881 cases, making a total for 
the year to that date of 243,908 
cases. 


Shoe Merchant Retires 


After 25 years as a retail shoe 
merchant on Centre street, William 
H. Morton has retired from busi- 
ness. He disposed of his stock to 
the Metropolitan Shoe Store in 
Brockton, and will assist Manager 
Dunbar until his goods are dis- 
posed of. 

Mr. Morton began his business 
career in Brockton in 1878 as clerk 
in the shoe store of George Jameson 
on Main street. Later he clerked for 
John Carr, and afterward with 
Beals & Orcutt. He was with the 
latter firm for ten years. In 1899, in 
company with L. M. Churbuck, Mr. 
Morton opened a shoe store at Cen- 
tre and Montello streets. A year 
later the store was moved to 25 Cen- 
tre street where it was continued 
until 1913. At that time Mr. Mor- 
ton opened his own store at 13 Cen- 
tre street, where he has since been 
located. Mr. Morton has had a long 
and honorable business career in 
Brockton, and enjoys the acquain- 
tance and friendship of a large 
number of fellow merchants as well 
as customers in Brockton and sur- 
rounding towns. 


Lynch’s Western Trip 

Hector E. Lynch of Howard & 
Foster Co. returned recently from a 
trip to the Middle West. He reports 
an excellent business. He says that 
with merchants buying on a dis- 
criminating basis, the H. & F. line 
of welts is “sitting pretty” with his 
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trade. Mr. Lynch adds that the mer- 
chants are appreciative of the in- 
stock department facilities now of- 


fered by Howard & Foster Co., and 
are taking advantage of them in a 
steadily increasing way. 





Haverhill Plan for Making 
Bigger Turn Shoe Demand 


HAVERHILL — Manufacturers 
take advantage of every opportu- 
nity to meet competition. One sug- 
gestion which has been made along 
this line is that if all turn shoe 
manufacturers will unite in a plan 
for publicity which will reach the 
buyer, clerk and ultimately the con- 
sumer, the demand for turn shoes 
will be greatly stimulated. One de- 
tail of this plan is that all turn 
shoe manufacturers should agree 
to stamp stock linings with the 
word “Genuine Hand Turns” irre- 
spective of price. Each manufac- 
turer of turn shoes under this plan 
will work individually regarding 
publicity, at the same time moving 
along the same general line. 

New England’s turn shoe indus- 
try in general, according to local 
manufacturers who are interested, 
would be benefited through the re- 
sults which would come from such 
a campaign. Turn shoe manufac- 
turers could work individually for 
the benefit of all, not only in New 
England, but in every city or town 
in the United States where turn 
shoes are produced. The shoe mer- 
chant and his clerk eventually put 
the sales over to the consumer, 
and it is to them that this cam- 
paign would be directed. These 
ideas in general have been taken 
up with a number of turn shoe 
manufacturers, and in every case 
have met with approval. It is be- 
lieved, in the interest of all con- 
cerned, that action along the line 
suggested should be taken in the 
near future. With such a plan 
worked out, there is no doubt that 
Haverhill, the source of its inspira- 
tion, would be among the first to 
take definite action and to receive 
corresponding benefits. 


Says Merchants May 


“Today’s inclination of shoe 
merchants to buy for immediate 
needs, to say nothing of anticipat- 
ing a reasonable amount..of the 
consumer’s demand,” said a Haver- 
hill manufacturer, “is a problem 
which the shoe manufacturers and 
tanners are up against at the pres- 
ent time. Under present conditions, 
tanners cannot produce leather in 


quantities commensurate with the 
needs of the trade. It does not pay 
them to operate tanneries on a 
small scale. They prefer to shut 
down in many instances until they 
can accumulate orders. The manu- 
facturer, on his part, is not going 
to commit himself to contracts for 
leather. With the “hand-to-mouth” 
buying on the part of the mer- 
chants, the manufacturer can only 
guess on the color and kinds of 
leather which will be most in de- 
mand during the coming season. 
Here is a condition under which 
many merchants will find them- 
selves short of shoes when the fall 
demand begins in real earnest.” 


Retail Buying Behind Normal 

“According to figures given out 
by the Federal Reserve district for 
May,” continued the manufacturer, 
“shoe buying is 30 per cent behind 
the corresponding month a year 
ago. This is all out of proportion 
to the falling off in the consumer 
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demand for shoes during the same 
period. Tabulation of the various 
states throughout the country 
shows an average falling off in de- 
mand of not more than five to six 
per cent. This shows conclusively 
that shoe merchants are not buying 
anywhere near the amount of goods 
which they should have to supply 
the demand. It shows also that 
manufacturers are right in their 
contention that if merchants do not 
buy shoes to at least make up for 
this 30 per cent falling off, there 
will soon be a considerable short- 
age of desirable models in retail 
shoe stores.” 


Unique Invitation to Shoe 
Buyers 


F. E. Adams Shoe Co., with fac- 
tory at Seabrook, N. H., recently 
sent to shoe buyers an invitation 
which embodied unique features. It 
was enclosed in a wedding form 
envelope, and artistically printed 
on high grade paper, thus having 
the appearance of a wedding invi- 
tation. On the first page appeared 
the words “An Invitation.” The in- 
side pages were devoted to a cor- 
dial invitation to view at the con- 
cern’s Boston office, 215 Essex 
street, the new turn footwear sam- 
ples in the “Adora” line, produced 
by this concern. 





In Rochester Merchants 
Expect Good Fall Season 


ROCHESTER—Shoe merchants 
continue clearance sales in an ef- 
fort to clean up their stocks of all 
undesirable and slow merchandise 
so that they may start the fall sea- 
son with new and clean stocks on 
their shelves. Efforts in this direc- 
tion have been uniformly success- 
ful, both in the down-town section 
and in the outside stores. 

The outlook for fall is regarded 
as favorable by most local shoe 
merchants, general conditions in 
Rochester warranting the belief 
that fall business will show an im- 
provement over last year. Present 
indications point to a continuation 
in the demand for black footwear 
and local merchants look for patent, 
black kid and black satin to be the 
big sellers. 


To Observe Dollar Day 


The Retail Merchants’ Council of 
the Rochester Chamber of Com- 


merce selected Tuesday, July 22, 
for the celebration of Rochester’s 
semi-annual Dollar Day. 

The shoe stores always partici- 
pate in Dollar Day, and local shoe 
merchants are already planning to 
use this opportunity to clear away 
the odds and ends that are now 
occupying valuable shelf room. 


Semi-Dress Slippers 


William Eastwood & Son Co. is 
featuring patterns in semi-dress 
slippers for vacation wear, in pat- 
ent leather, dull black calfskin and 
tan calfskin. These slippers are 
featured at $9.75 and have three 
straps across the instep with elas- 
tice goring. 


McCurdy Co. Expands 


The McCurdy Company recently 
filed papers in increased capitaliza- 
tion from $750,000 to $1,500,000. 
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Rapid growth of the company made 
the increase advisable, John C. 
McCurdy, president, reported. 

The directorate consists of John 
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C. McCurdy, president; William C. 
McCurdy, vice-president; Gilbert J. 
C. McCurdy, secretary and treas- 
urer; E. E. Swarthout. 





New York Merchants’ Sales 
on Summer Merchandise 


NEW YORK—The prime consid- 
eration among New York shoe mer- 
chants at present is getting rid of 
their spring and summer stocks. 
Sales are numerous and growing in 
intensity, and some sizable reduc- 
tions in prices have been made with 
more to follow during the remain- 


the exclusive shoe shops, and Saks 
& Company and McCreery among 
the department stores and special 
shops. Cammeyer in extensive ad- 
vertising announces a sale of 
women’s shoes at $7.35 for shoes 
formerly selling up to $12.50. Frank 
Brothers announce a price of $12.75, 





New York City—One hard 
bump, the indirect result of the 
Democratic National Convention, 
shattered the plate glass window 
of the Signet Shoe Company shop 
at 137 West 42nd street, near 
Broadway, and ruined the felic- 
ity of an apparently happy cou- 
ple, who lost their poise as they 
reached the shop window. 

The couple had been walking 
indolently from Fifth avenue, he 
sporting a cane and she toying 
with a parasol. At the same mo- 
ment they espied a Smith em- 
blem on a cruising taxicab. The 
wife remarked that Governor 
Smith was very nice, and it was 
too bad he couldn’t be nominated. 

Her husband begged leave to 
differ, and the argument waxed 
warmer as the couple walked 
westward. By the time they came 
in sight of Broadway each of 
them was punctuating the debate 
with rapping on the sidewalk 
with the cane or the parasol. 

“I say Smith can’t be nomi- 
nated,” declared the wife in a 
tone of finality. 

“T say it’s McAdoo who can’t 








Smith-McAdoo Fight Almost Ruins Perfectly 
Good Shoe Store 


be nominated!” shouted the hus- 
band. 

“Oh, he can’t, can’t he?” re- 
plied the wife. “Why, he had 
542 3-20 votes on a test ballot. 
That shows something.” 

“You’re crazy,” was the unex- 
pected retort. “Who ever heard 
of three-twentieth of a delegate 
voting?” 

At this point they came 
abreast of the Signet shoeshop. 
Her arguments exhausted, the 
wife dropped her parasol and 
gave her husband a sharp, well- 
aimed push. He landed through 
the window on top of a pair of 
shoes. 

Police of the West 42nd street 
station made arrangements to 
have the couple pay for the win- 
dow, while a diplomatic passerby 
adjusted the family quarrel. 
“Neither Smith nor McAdoo can 
be nominated,” said he, “so why 
not keep cool?” The wife brushed 
the bits of glass off her hus- 
band’s coat and accepted the ar- 
mistice in the spirit in which it 
was offered. 

Then said a wag, amid groans 
from the crowd: “Looks like 
Glass got it.” 








der of this month. Most of the re- 
ductions apply to shoes already in 
stock and few special purchases 
have been made for sales purposes 
here, despite attractive offers from 
manufacturers and wholesalers. 
Among the current sales that are 
attracting considerable attention 
are those being staged by Cam- 
meyer, Frank Brothers and the 
I. Miller Fifth avenue store, among 
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and James McCreery & Company 
of $7.95. Saks & Company advertise 
a wide selection of white and sport 
shoes at $6.95, including Deauville 
sandals, linen and white kids. At 
the I. Miller Fifth avenue store a 
price of $10.85 is set on shoes for- 
merly retailing as high as $19.50 
and of $9.00 for footwear that for- 
merly brought up to $16.50. These 
prices give some idea of the shoe 
values obtaining in New York at 
present. 


Weather Held Back Whites 


The reductions on white shoes 
have been fairly large. Despite pre- 
vious indications, the white shoe 
season has been far from successful 
with most of the retail merchants 
here, chiefly on account of weather 
conditions. By the time white shoe 
weather appeared, the season was 
too late for a regular run of busi- 
ness and prices already had been 
broken. 

With the reduction in prices busi- 
ness has taken a strong upward 
spurt, apparently proving that a 
large number of women have been 
waiting for the usual clearance 
sales. In the four days preceding 
the Fourth of July the I. Miller 
42nd street and Brooklyn stores sold 
14,000 pairs of shoes and 18,000 
pairs of hosiery, a record for these 
two stores. Similar experiences are 
reported in other sales now run- 
ning. 

With emphasis on sales, there has 
been little new in the way of style 
development. Outside of the sales 
some regular business is being done 
chiefly in patent leather and satin 
shoes of rather simple patterns. 
Some business on Colonials is re- 
ported and two-strap center buckle 
patterns, modeled along the lines of 
the old Sally sandal, are showing 
some activity. ' 


Blair Joins Hirsch Co. 


Harry Blair, with many years’ 
experience as buyer and general 
manager of a chain store organiza- 
tion, recently joined the retail divi- 
sion of the Hirsch Shoe Company, 
271 Canal street. 





Brooklyn Business Shows 
a Gradual Improvement 


BROOKLYN — Improvement in 
business, although slight, continues 
among the Brooklyn shoe manufac- 
turers. The improvement is not 
even among all the producers, and 


there are some who still report busi- 
ness as very quiet. All, however, are 
more optimistic over the fall out- 
look than they were a few months 
ago. Some of the larger factories 
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appear to have booked fairly satis- 
factory advance orders and a few 
of them have sufficient business on 
the books to keep their plants run- 
ning from 85 to 90 per cent of ca- 
pacity for the next month or five 
weeks. 

From the present viewpoint, 
black looks to be the leading color 
for footwear this fall, with brown 
a good second, although brown is 
considered to have weakened some 
by many of the style leaders here. 
Black patent far outstrips any other 
material specified in the advance 
fall orders so far. 

Black satin also is running 
strong and recently there has been 
a noticeable picking up in black 
kid. Some black calf is selling even 
in gun-metal, and black ooze is a 
good seller. In the browns, suede, 
kid and satin are the most called 
for materials. 

Simpler patterns continue to pre- 
vail, but in several of the factories 


slightly more elaborate patterns 
are said to be coming into vogue in 
the new models. One factory, for in- 
stance, is having a good run on 
shoes in whch some fairly elabo- 
rate overlays are used. Most of 
these are along the lines of the 
medallion fronts, with light strap- 
pings of contrasting material out- 
lining the medallion, the top of the 
shoes and the vamp and quarter 
joinings. For this purpose golden 
tan calf on brown kid is frequently 
used. 

In the main, however, the pat- 
terns are founded on the familiar 
strapped, gored or small tongued 
Colonial models. Little tailored 
bows of leather are applied to plain 
pumps and sometimes are used to 
finish a tailored Colonial pattern. 

The medium height heel, ranging 
from 15 to 16/8, is in best demand 
at present, although the higher 
Spanish Cuban is being used on 
some of the more dressy patterns. 












White Stocks Decreasing 
in Many Buffalo Stores 


BUFFALO—Favored by ideal 
summer weather, local shoe mer- 
chants report a brisk trade for the 
first half of July, which promises 
to see the disposal, before the end 
of the month, of the odds and ends 
of white footwear. While the sales 
which began after the Fourth have 
been exceptionally well patronized, 
the inquiry has not been confined 
to whites, but includes the lighter 
shades of tans, especially Colonials. 

Hosiery sales, which have become 
a real factor in the sales volume 
of the larger merchants, continue 
to increase, due in large measure 
to the wonderful array of colors 
which have been made this spring 
and summer. 

Prospects for fall are fair, and 
merchants are ordering cautiously, 
apprehensive that they may be fac- 
ing another such autumn trade as 
in 1923. Industrial conditions are 
more unsatisfactory at the present 
time than they have been in sev- 
eral months, with steel plants vir- 
tually closed down and allied indus- 
tries correspondingly curtailed. 
However, these plans are booking 
orders for fall business and are 
preparing to increase production 
by September. 


Oppenheim Closing Out 
William Oppenheim, who has 
been in the retail shoe business at 


564 Main street for many years, 
has lost his lease and is disposing 
of his stock at reduced prices, 
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preparatory to closing up his store 
about August 1. 


Andrews Sells Out 


E. N. Andrews, engaged in the 
shoe business for 46 years in 
Waterloo, N. Y., has been forced, 
because of ill-health, to dispose of 
his store at 2 West Main street to 
James A. McKevitt. Mr. Andrews 
has gone to New York to be under 
the care of a specialist. 


Semiannual Sales 


Michaels shoe store, 578 Main 
street, one of the newest firms in 
the downtown shopping district, is 
holding its first semiannual sale 

_ of footwear. Ten dollar shoes are 
marked duwn to $6.85; $13.50 to 
$8.85; and up to $16.50 at $10.85. 
Regular $1.85 and $2.65 hosiery is 
being sold at $1.45 and $1.65, re- 
spectively. 


Two-Pair Sale 


The Sterling shoe stores, 360 
and 509 Main street, are offering 
two pairs of women’s shoes for the 
price of one during their July 
clearance sale of broken sizes of 
summer footwear. Single pairs of 
$6.50 shoes are being sold at $3.85. 





More Orders Coming Into 
Philadelphia Shoe Factories 


PHILADELPHIA—Some orders 
for fall delivery are coming into the 
shoe factories here despite the gen- 
eral lull in conditions and the 
retarding influence of the inventory 
period. Black satin, black and brown 
suede, patent leather, and Russia 
calf predominate in this class of 
trade. Both front and side gores 
are active with conservative models 
growing in popularity. The demand 
for whites is virtually over so far 
as the factories are concerned and 
patent leather remains the most 
active feature of immediate buying. 
There is no call for glazed kid shoes 
and no indication that they will 
sell in fall in anything but the reg- 
ular staple lines. 


Outlook Is Better 
In its July letter on business con- 
ditions, the Franklin National Bank 
says that at the beginning of the 
latter half of the year many indica- 
tions suggest that the bottom of 
the recession is near, if not already 











at hand. Sharp curtailment of out- 
put is bringing a better balance of 
supply and demand, and here and 
there flashes of increasing confi- 
dence have appeared. 


Fringed Tongue Whites 

For vacation wear, one of the 
large department stores here is fea- 
turing sports pumps of white buck- 
skin with fringed tongue and cov- 
ered military heels at $16. The 
same model is also offered in gray 
or beaver shade. 


Wholesale Buying 


One of the daily newspapers here 
in a review of the wholesale shoe 
situation in its business news col- 
umns reports that sales continue 
slow. The survey reports shoe 
manufacturers did not extend their 
spring styles much beyond staples. 
The general tendency is said to be 
towards the light tan and black 
shoe in both men’s and women’s 
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lines. Patent leathers, suedes and 
satins are the leading items but are 
said to be moving more slowly than 
last year. Cut-outs are not displayed 
as freely as they were some weeks 
ago. 


Big Canvas Trade 


During the past few weeks there 
has been a very marked increase in 
the demand for white canvas shoes. 
Nobody, however, seems to have 
any and an acute shortage is the re- 
sult. All spring and in late winter 
everybody was decrying white can- 
vas and predicting that the only 
materials which would go big in 
whites would be kid and buck. 
Manufacturers, accordingly, made 
them up and now they are faced 
with a demand for white canvas and 
they cannot meet it. One wholesaler 
explains the situation by saying that 
in previous years merchants got 
stuck with white canvas when they 
bought heavily on it and consumers 
did not want it and that this year 
they determined that the situation 
would not reoccur. 


Niederman’s Clearance Sale 


The Niederman store on Chest- 
nut street recently held a clearance 
sale in which 3,000 pairs of summer 
shoes in all leathers, including 
white kid and white linen were of- 
fered at $5 and $7. Hosiery prices 
also were cut. 


Showing Beige Suede 


The John Wanamaker store re- 
cently made a specialty of suede 
slippers in beige tones. A street 
shoe in this group was of dark 
suede with welted soles, round toe, 
and rather low heel. It had a single 
strap over the instep and was 
trimmed with alligator. The heel 
was also covered with alligator. 
Slippers of a lighter tone of the 
same color had turned soles, low 
Spanish heels, single straps over 
the instep, and three cut-outs on 
each side. Both models were priced 
at $12 a pair. 





School Graduation 


Lynn, Mass.—R. H. Mitchell pre- 
sided over the graduating exercises 
of the Lynn shoe school, the first of 
the week. Ten students, each of 
whom has had four years’ training 
in shoemaking, were graduated. Mr. 
Mitchell, who was head of the firm 
of R. H. Mitchell Shoe Co., is now 
chairman of the trustees of the 
school. 
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Many dependable and 
profitable styles constant- 
ly In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N. H. 








Colcord & Walker, Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 





Shoes Weigh Ounces 


Lynn, Mass.—A. E. Little 
& Co. weighed some shoes, 
picked at random from 
samples, on a letter scale the 
other day. Weights per pair 
were as follows: White kid 
pumps, strap style, all ready 
for summer, 11 . ounces. 
Bronze kid pumps, with bead 
ornaments, 103/4 ounces. 
Black satin pumps, strap 
style, without ornaments, 
101/3 ounces. Patent colt 
pumps, opera patterns, 10 1/3 
ounces. Oxfords, of black kid, 
with cobweb insets, 12 
ounces. Walking oxfords, of 
calf, leather heels, 18 ounces. 














326 W. MONROE ST. 
CHICAGO 


W" SUMNER SMITH CO 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 











f WHERE TO BUY 
Shoe lk 





FOR NEWSPAPER ADVERTISING 
$1.25 EACH 5 FOR $5.00 
ALSO HALFTONE ILLUSTRATIONS®LSOEACH 


I The Nelson H.Grover@ SOSTON 








7540 § 


rSt BOSTON: \7541/- 








INFORMATION 
for Shoe Merchants 

“WHERE TO BUY” constitutes a 

source of knowledge so that he ae 


runs through these pages 
—and learn. x. 











London Association Outing 


New York, July 17—The London 
Character Association, an organi- 
zation recently formed among the 
employees of the London Shoe Com- 
pany which runs a chain of men’s 
shoe stores here, held an outing to 
Bear Mountain on July 4. A boat 
was chartered and carried 600 of 
the party to the up-river resort. 
There was a prize fight on board 
on the trip up, and games and 
dancing at the resort, also a base- 
ball game between the employees 
of the downtown and uptown Lon- 
don stores. 





Off to Europe 


Philadelphia, July 17—Charles 
P. Vaughan, president of Dungan, 
Hood & Co., and of the Philadel- 
phia Chamber of Commerce, sailed 
recently for a two months’ trip to 
Europe. He will make a study of 
business conditions in these coun- 
tries and will attend several con- 
ferences while abroad. 

C. F. C. Stout, of John R. Evans 
& Co., sailed for Europe on the 
Berengaria on June 25. He will 
visit England and the continent. 
He will combine business with 
pleasure and will be gone several 
months. 





Buckley of Texas in Europe 


Houston, Texas, July 17—John 
Buckley of the Buckley Shoe Com- 
pany is touring England, Ireland, 
Scotland, France and Italy. He is 
a member of the advisory board of 
the N.S.R.A. shoe style com- 
mittee. 
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DR.A.POSNER SHOES. INC 


140 Ww. BROADWAY 





Soft Soles and Moccasins 


Ask r Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


_ Marston & Tapley Ce. 
DANVERS, MASE 

















Gleal Dab aby, s Shoe Q 
Nensiers. Yass sacl 
Bapy Shoo 


SEND FOR CATALOG 


NEW YORE OFFIKA Sto FIFTH Ave, 


WHERE TO BUY 
4 Sindings 


FRESEOSF 





MANHATTAN FINDING CO. 
107 Duane St., New York City 
Specializing in 
“KOM-FUT” ARCH SUPPORTS 
and 


Shoe Store Supgtics of every description 
Write today for information 



























ES ee 





































argest Manufacturers 
in the World of 


Blach Glazed Kid 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 





CREESE A coos co. 
Tanneries at D. Seuth St., Boston, Mass. 











COATED GEM DUCK 


ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 








Colored 
Chrome 
Sides 


Reggs & Cobb, Inc., Boston, Mass. 

















EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Robert E Miller 


Sele ba iy, 
Detachable 11 BROADWAY 
* Rubber Heels New York City, N: ¥. 

























T. W GODSOF F. E. JONES, Treas. 
W. G. ‘DONALD D, Vice-Pres 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 

















Carried i, Distributed 
Bliss & Richardson Shoe Co. 
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St. Louis 
(Continued from page 63) 


week’s business since Easter, and 
another a tremendous men’s busi- 
ness on Monday. 

Stocks of white shoes are being 
cut down to a healthy point at most 
stores. Colored numbers, however, 
are sluggish. One store gave colors 
large newspaper publicity, and an- 
other featured them in a center 
display case just inside the door, 
ordinarily reserved for the newest 
numbers. But they continue to 
trickle out slowly. Whites, satins 
and patents are almost neck and 
neck, with whites pulling ahead at 
some stores, satins at others. 

A demand for light tans in the 
higher grades and dark browns in 
the cheaper lines of men’s shoes has 
been noted. Blacks are holding up 
well in comparison with tans, and 
get an even break in many stores. 
One manager said that if it were 
not for the sales, however, blacks 
would have fallen to 35 per cent 
and tans would be getting 65 per 
cent of the demand for these two 
colors. There is a tendency toward 
square toes in the call for men’s 
shoes, after a run on rounder and 
narrower toes. In the demand for 
high-grade men’s shoes, a change 
from heavy to light weight num- 
bers was experienced this week. 


Demand is for Everything 


The opening of the clearance sales 
brought out a general demand for a 
little bit of everything, except for 
colors in women’s and children’s 
shoes, so that there were few pro- 
nounced tendencies in style demand. 
Some stores carrying men’s shoes 
have been getting good response 
by featuring out-of-the-ordinary 
styles. At one store, a white calf- 
skin brogue with a tan sharkskin 
saddle, backstay and toe, the latter 
soft, has gone well. 


Toning Down of Novelties 


The movement of cut-outs in 
women’s novelties from the toe and 
stroke to the instep, a toning down 
of extravagant strap effects and a 
vogue for black that will account 
for 70 to 80 per cent of fall busi- 
ness are said by St. Louis shoe 
manufacturers to be among the out- 
standing style developments for the 
coming season. 

At present, satin is a favorite in 
turns, while suede is getting some 
calls. But a slight shift, even in 
McKays, that will put satin ahead 
and suede second, is expected by 
local manufacturers. Patent is do- 
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Of the For the 
Better R' Better 
Grade Trade 


BEST-EVI hk 
Soft-Sole Leather 
Roudoirs and Novelt y 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 














Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 


No. 7300 Satin in these 


Send for Price List 
NEW ENGLAND SLIPPER CO. 
140 Green Street - - Worcester. Mass. 


PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave.. Brooklyn,N. Y. 
HIGH GRADE MULFS AND D‘ORSAYS 
of rr » Ores § po ee — 


Ta. id Ly per 7 up 

















FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 
NORTHEASTERN SHOE CO.., Inc. 


54 Auburn St., Chelsea, Mass. 
Beston Office, 139 Lincoln Street. Room 212 











2121 Wash. 
St.,_ Boston, 


MEN’S TURN SLIPPERS 


Retailing $3.00 to $7.00 








SLIPPERS for MEN, WOMEN 
and CHILDREN 

Bedroom and house 

SLIPPERS | in a wide 

variety of styles and 

prices. 






SATIN SLIPPERS 
noted fer ~wality 


FRANK H. * gee <.. Inc. 





24 Washingten Square Worcester, Mass. 
















Specia IAlizing in Medium and i 
IGH GRADE $f! 
OR SuPPERS AI 
all styles made >) Dometic and 


‘jek Satin Brocadevand Metal Cloth. 
$2.20 per pairandup ‘ 


pene. MGUSTIN CO sewyorn | 














Do You Know? 


That you can buy or sell it through 
the “Where to Buy”’ columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 





ATLANTA 


SAN 
FRANCISCO 


CHICAGO 
BOSTON 























Artcraft 
IK Hosiery MIL 


Erte Ave. & Amber St., Philadeiphie 











ve 





Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 


New, novel, lola a ted, 
in fancy styles and designs 


SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Hebeken, N. J. 











"= UNIVERSITY 
pcan 


, MBRIDGE. MASS | 





ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











ing a fine advance business for early 
selling, especially in popular priced 
lines. But when satin and suede get 
into the running, patent is expected 
to drop to third place. 


Gores Coming to Front 


Gored effects are coming to the 
fore of the fall lines, with the de- 
cline of extravagant cut-outs. These 
latter will not be cut so low on the 
sides as heretofore. The gores are 
generally concealed by buckles or 
leather trimming. 

Few fall shoes show more than 
two straps. One of these is usually 
fastened permanently, the other 
buttoned. 

A good demand is foreseen, a lit- 
tle later, on tailored oxfords, in 
which light tan calf will be pre- 
ferred. Oxfords in novelty designs 
have straps or ribbon ties. Some de- 
gree of preference will be given to 
golden brown satin, suede and kid, 
although light tan calf will be best. 
Some trouser-creased oxfords will 
be in evidence. 

Favored heights in heels are cen- 
tered on 12/8 and 14/8, although 
the general range is from 11/8 to 
16/8. It is claimed that wooden 
heels give better balance to a shoe, 
as they are lighter. Most heels are 
covered. 

The vogue of short vamps con- 
tinues. Popular lengths are in the 
neighborhood of 234 to 3% inches. 





Changes at Corticelli 
Silk Company 

J. P. T. Armstrong, assistant 
treasurer of The Corticelli Silk 
Company of Florence, Mass., was 
recently made treasurer, succeeding 
the late Samuel W. Lee, C. A. Shef- 
field, who has been advertising 
manager, is vice-president and gen- 
eral manager of the Florence mills. 
H. L. Hancock is now advertising 
manager and H. C. Bliss succeeds 
Mr. Armstrong as assistant treas- 
urer. 





The Carton Problem 


Pittsburgh, Penn. July 15— 
Ludebuehl’s Shoe Store uses a 
unique plan in handling its carton 
problem. It eliminates trouble 
which sometimes arises in match- 
ing colors. The Ludebuehl idea is to 
use the powder called muresco, 
which is mixed with water and ap- 
plied with a paint brush. This gives 
a uniform color and when soiled 
can be repainted. Sizes, descrip- 
tion, etc., are stamped on the paint- 
ed surface. 
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BALLET SLIPPERS IN STOCK 31* Cab. Sots 


toe, 834 child’s 
Bik. India Kid, 
Medium Box, 
84-7. $1.40. 
= . Vici, Hard 

. 8, $2.85 


FERGUSON BROS. CO. 


2121 Washingt St. Bost Mass. 











BALLET SLIPPERS 
(Made by Ballet Specialists) 


Sate B101 Bik. Glazed 
Seft Toe 


fii 11%-2 2 
1.30 =1.35 ids 


241 No. llth Street - Philadelphia, Pa. 








BALLET SLIPPERS je) Stock 
Ly - and Pink Satin, Black Kid official 
made Cn a 


best ae al — 
Ameria by Interna’ 


Bamey, 


Only one exclusive agency in a town 











IN-STOCK 
BLACK BALLET SLIPPERS 


Childs $1.30 
Sizes 7 to ll 


BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. Y. 








Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 








No matter what policy you may 

pursue in selling to the shoe trade, 

nevertheless, you need the 

Boot and Shoe Recorder 
ALL THE TIME 











Where to Buy 
Wanted Styles 
An extra Editorial Service to 
**Recorder”’ » free for the 


asking. Write and tell us what 
you would like to knew. 
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It carries its principles into shoe buying--- 


The retailer who boasts that he caters to the American 
working man doesn’t get business just on his words. 
He's got to prove it to the laboring man’s family by 
showing the stamp of the Boot and Shoe Workers’ 
Union on all footwear. For Union labor stands to- 
gether in buying the products which are made by their 
associates in other crafts. 


Union Labor Stands Together! 


If you would attract that majority of well paid and 
liberal spending families in your community---those 
whose prosperity is fostered by their adherence to the 
principles of organized labor---buy shoes that carry the 
official stamp of the Boot & Shoe Workers’ Union. 
Advertise the fact that you sell Union-Made shoes and 
watch your trade increase. It pays you to insist upon 
having this stamp on your shoes. 


Se? The Stamp That e=8tx7 


UNIO! AM 
/ 
ae Means Sales: a" 


| 
| 
| 








| 
| 
BOOT AND SHOE WORKERS’ UNION _ 
246 Summer Street, Boston, Mass. | 


COLLIS LOVELY CHARLES L. BAINE 
General President General Secretary-Treasurer 


| 
| 
| 
| 
| 
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Abenzcase Americano y 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 


“ Fond du lac, Wis. 
"Vlog 














2 
7 
* 
* 
« 
a 


é¢ bg 39 fi 
“HUBTIP” “NO-METAL-TIP” Clifton Ks 
SHOE LACES GEM DUCK 
STRONG, DURABLE anv FAST COLOR 4? 


* 
aay aes ae OFF ‘4 FROM THE FIRST DAY 
— YOU USE IT YOU’LL NEVER 


REFUSE IT 


Used with our wet process it produces a 
perfect innersole, as it is easily formed in 
and hugs the lip providing strength where 
strength is most needed. 


“CLIFTON” COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” 
specialties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 


BOSTON, MASS. 
MEREBRRBRERRERERERERERER EF 


TIPS ALWAYS READY—NO TIN TAGS 


MADE OF THE BRAID ITSELF 
FROM “TIP-TO-TIP” 


Every pair in Individual Cartons, 72 Cartons in 
Attractive Display Cabinet 
NEAT, CLEAN, HANDY TO HANDLE 
LIST 


27” — $2.00 Gro. 45” — $2.90 Gro. 
30°— 2.20 ” 54”°— 3.30 ” 
36°— 250 ” 63”— 3.70 ” 
40”°— 2.70 ” 72”¥— 4.10 ” 


Black, Brown, Russett 
Specify “‘H UBTIPS” to your Jobber 


FRANK W. WHITCHER CO., Mfrs. 


BOSTON and CHICAGO 


a8 SEB SERRE eeES 
Mt te ooo eee ee 














a> BY Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Pine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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Definite i | 
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and dominating are 
the fashion ideas [iy 
contained in the 
REED MODELS 
for Early Fall. 


Able merchants are 
guided largely by 
this line in their 
purchases. 


The line that leads to 


MORE SALES and 
BETTER PROFITS. 
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E. P. REED & CO. 
Rochester, N. Y. 


NEW YORK OFFICE 
299 Broadway 


=~ W. D. F. Gibson, Manager 
oo. = = q ; 
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| 4 Soft Box Toe 
| That Keeps Its Shape 


A MAN weighing 170 pounds stood on —Because the ARMSTRONG CORK 
the toe of the dress shoe here illus- BOX TOE is skived to a feather edge it does 
trated. Yet when the pressure was removed not show a ridge on a plain upper. 
the toe had not broken down. In fact there —The ARMSTRONG CORK BOX 
was no sign of injury as the toe immediately TOE retains its elasticity indefinitely. It will 
sprang back to its original shape. not crease and it gives to a soft toe shoe just 
This plain soft toe shoe was equipped with the necessary support. 
the new ARMSTRONG CORK BOX, which Forty-six shoe manufacturers are featur- 
is tough, strong and—resilient. ing the ARMSTRONG CORK BOX in 
—Unaffected by moisture and perspiration some of their lines. Ask the salesman who 
the ARMSTRONG CORK BOX TOE will calls on you to show you this new box, or 
not wrinkle or become distorted. samples will gladly be sent you, upon request. 


ARMSTRONG CORK COMPANY, Shoe Products Division, Lancaster, Pa. 


Armstrong 
Circle. Cork Box Toe 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institution 
—needs capable salesmen; young men between the ages 
of 25 and 35 years who have had thorough e ience in 
one or more of our lines, and can give us highest 
references. 


Our company, which started in 1902 with one store, 
now operates 475 retail stores in 33 states. We sell dry 
goods, shoes, notions, clothing and furnishings for men, 
women and children. We do a strictly cash business. Our 
sales in 1923 were $62,188,978. We opened 115 stores in 
1920, 59 stores in 1922 and 104 stores in 1923. 


By industry, study and determination your progress 
will rapid in our organization. Under our experienced 
managers you are trained to become a manager. When 
you have qualified 


You are Promoted 


to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes come 
from the ranks of average men. What we need are young, healthy and 
capable salesmen who have had thorough experience in a small or 
medium-sized department store, or are experienced in general store 
work in special lines. The investment of money is not necessary for 

our success with us. The financial backing cf our company is ample. 

riefly, this is our proposition—tested and proven over a period of 21 
years: 


You come to us first as a salesman in one of our stores. During 
the period of proving your ability you learn the greater possibili- 
ties of co-operative effort. Your progress depends upon your 
ability and effort. As our new stores are opened, managers are 
selected from our sales force. 


When you make a of the t. you are sold a 
one-third interest in a new store and b its ger. You 
may afterwards acquire a partnership in other stores which are 
the outgrowth of the one in which you first received a financial 
interest. If you do not possess the capital to purchase one-third 
interest in a new store, the money is loaned you by . C, 
| pero Company, and you repay it from subsequent profits of 

store. 


Write today for our booklet, “Your Opportunity,” which fully 
explains our plan. Give your age and number of years’ ex- 
oy in our lines of merchandise in your first letter. 

© may arrange for a personal interview later. All correspondence 
strictly confidential. 








Address your letter to 


J. C. PENNEY CO., Ine. 


Wm. M. Bush Manager of Bpploymens 
Star Buil St. Loule, o. 


IN STOCK 

















No. 3060—WHITE CABRETTA KID—$3.50 


Goodyear Welt—White Ivory Sole, Welt, and Heel, 
with Rubber Top Piece 
SIZES 3 te 7—B, C, D 


READY FOR IMMEDIATE SHIPMENT 
FROM OUR BRANCH HOUSES 
186 Lincoln St., Boston, Mass. 


19 South Wells St., Chicago, Il. 
127 Duane St., New York City 


OR AT THE FACTORY 


44 WASHINGTON ST., AUBURN, 
NEW YORK 


MADE BY 


ROBINSON-BYNON SHOE CO. 


FACTORIES AT 
Auburn, New York, and Owego, New York 














YOU WILL PROFIT 
By selling Cinderella Suede Sticks 


which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 
it thoroughly cleans and re- 
glazes yellow and worn white 


kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 
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THE FAIRLEE 


Men’s gray buck whole quarter blucher Oxford 
with covered wood heel, on the Fairlee Last. A 
semi-sport type. One of the outstanding styles 
at the Edwin Clapp booth in the National Shoe 
and Leather Exposition. A practical novelty in 
the Edwin Clapp line of men’s high class foot- 
wear. 


EDWIN CLAPP & SON, Inc. 


EAST WEYMOUTH, MASS. 
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FALL SAMPLING INDICATES STEADY SALES 


KEEP LIBERAL STOCK OF OUR SUEDE STICK CLEANER ON HAND 


AIREDALE 
BRACKEN 
PICCANINNY 
BUNNY 
STONE GRAY 


Other Colors 


Top Notch White Leather Dressing 
Shudian White Kid Dressing 

Albo White cake Canvas Dressing 
White Heel and Edge Enamel 
Superb Patent Leather Paste 


Bostonian Cream Black for Patent and 
Kid Leather; also put up in all the 
popular colors for smooth leather foot- 
wear 

Oil Paste Shine Polish—Black, Russet, 
Brown and Red 

Cleanall quickly cleans Satin Shoes, also 
silk and cloth wearing apparel 


Trade winners which are much in demand 
for right now selling. If your jobber can- 
not supply you write us. 





WHITTEMORE BROS., Cambridge, Mass. 








atom, 


The Old Dependable Cake 
Dressing for White Shoes 


‘The Name Blanco Is Signal of the Best 
Available White Cleaner’”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
43 North Third Street - - Philadelphia 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND 





Carried Also in Khaki 
and Web 


Manufacturers 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per word for each insertion. 
 comta. 


7 times 13 times 26 times 52 times 


$4.00 $3.50 $3.00 
8.00 7.00 


12.00 10.50 ; : replies irect to their address, ¢ 
16.00 14.00 : ’ sae, Do cuentas is Cho qdvaseioemens ond puis er seer Ginny, Answers 


Payment in advance is required, except when regular advertisers, as amounts are too small] to open accounts 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


SALESMAN ot y= = for Florida, 
preferably located in Jacksonville. Michi- 
gan, man located in Detroit. Illinois, man lo- 


ced in Chicago. "Maryland Shoe ‘fg. Co. Western Pennsylvania--Ohio 


Inc., Hagerstown, 

We want experienced salesmen to cover the a territory. We make unlined UNION 
GALE, Caro at i STAMP WORK SHOES, Goodyear Welt ‘and Nailed, in Blacher, Outing and Moulder. 
ee ae Ladies’ y + chen, ee Write for particulars, giving references. 
particulars write to Box E-920, care Boot and NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 
Shoe Recorder, 207 South Street, Boston, Mass. 


WANTsD—Selemen to carry as a side line 
leather pocket books, book covers, music ANTED—Live-wire salesme to carry WANTED— Experienced salesmen to sell our 
rolls, etc. High grade line. Six per cent com- Rochester’s leading Soft Soles, Infants’ line of Kamp Tramp, Jack & Jill, Good- 
mission. Address E-915, care Boot and Shoe and Children’s Turns, in connection with pres- year Welt Shoes “al Sandals in the following 
Recorder, 207 South Street, Boston, Mass. ent line. Desirable territory open in Middle territories: Pennsylvania, Michigan, Indiana, 
Western, Southwestern and Southern States. Illinois, Iowa and Missouri. Adams Bros., fac- 
GHOE SALESMAN WANTED to cover Ten- Highest commission paid. Ap lications consid- tory Pittsfield, New Hampshire; n office, 
nessee; also one to cover Arkansas; also ered only from —— = th A = Give 126 Summer Street. Address replies with refer- 
one to cover middle and Northern Texas; also full particulars in first letter. J. J. MacMas- ences to our Boston 1 
one to cover Oklahoma. Must be thoroughly ter, hester, N. Y. 
Sates with territory -~ have traveled same 


with shoes. A. W. tle Company, Boston, ANTED—Salesmen to carry the established 
Mass. famous it line of infants’, children’s and Shoe Selesmen Wanted 
ANTED—Experienced f ue. misses’ turns c on comission i in 
homa; Men’s Medium price Dress W $ fornia, Arizona, New Texas, Oklahoma, for strong, attract popular priced li 
Shoes (All Leather) selling at $3.40 to gase. Colorado, Kansas, Nebraska, Missouri, I Thii- of men’s and boys’ rts Selling on sight. 
E. B. Piekenbrock & Sons, Dubuque, Ia. N Only men with following considered. Draw- 
ota, Arkansas, T ing Gossgnt sous ———. Write full- 
ALESMEN, WANTED to sell ballet slipgers, ine a a eee 5 ee ‘Sah City Hall Station, New 
dle West and South. A. L. Stollak, care  onertis 
Lapidus, 26 Bleecker St., New York City. 


ALESMEN for a real snappy condensed 
specialty line branded ladies silk hosiery. priced Salesmen wanted, Iowa, Nebraska, Wyo- 
ming, Colorado, Utah, Montana, North and 
South Dakota, te sell a line of women's 
shees made in Rochester, N. Y. Give full 
’ details, experience and references. Box E- 
E LINE A $05, care Boot and Shee Recorder, 626 
Mich. Wisc, lowe. "We went contionesd Powers Bldg., Rechester, N. Y. 












































ing. Boot 
hoe Recorder, 207 South St., Boston, 














ED—Salesmen 
perience in first letter “| 5. Zulick & Co., Or- ane orth ~ 
wigsburg, Pa. 


GALESMEN WANTED: To carry manufac- 
_turer’s snaj and ular priced line of 
children’s clusive or side-line. 
California, Wisconsin, Iowa and 

Saag Company, 1627 











ALESMEN WANTED to sell popular priced 
line 1-6 first steps and 2-8 stitchdowns, 
shoes of merit, in connection with line now ly. 


Recorder, 207 South St., Bosten, Mass. 














16 Columbia St., 


HOSIERY SALESMAN 


South and Southwest Territories 


New York house with full-fashioned, all-silk line of women’s hosiery wants salesman 
(preferably resident in territory) te cover substantial established trade and develop new 
business. Commission basis. 


An exceptional oppertunity fer an exceptional man with broad experience and a following ean te 
among the better grade stores. Every support and ¢o-operation assured. Replies strictly flicting line. Liberal commission. Give 
confidential. References not consulted without permission. Address E-918, Boot and Shoe cm oe 

- NEENAH SHOE COMPANY 


Recorder, 127 Duane Street, New York City. 
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POSITION WANTED 





FOR RENT 





W ANTED—Connection with live wire house ; 
four years’ experience selling Men's, Wom- 
en’s, Children’s Shoes. Prefer popular priced 
line. Travel by automobile. New York-New 
Jersey. A. Lazarus, Hamburg, N. J. 





A Good Salesman 
for North Carolina 


I am particularly well fitted to repre- 
sent, in the state of North Carolina, 
some large and reliable shoe factory. 
Am at present Manager, with a respon- 
sible position in a retail store in that 
state. I know the trade and the people 
down here and have had considerable 
road experience. Do you want a good 
man in North Carolina? Address E-919, 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











Chain Store Buyer 


And Merchandise Man Open for con- 
nection with live organization. Thor- 
oughly acquainted with shoes, market, 
styles,. values and. merchandising 


methods. Highest references as to abil- 
ity and character. Locality not essential 
but opportunity for advancement and 
permanency important. Apply E 911, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








MANAGER WANTED 


OFFICE MANAGER WANTED for shoe fac- 
tory making men’s shoes for the retail 
trade; must thoroughly understand all office 
detail including credits and cost accounting. 
Address applications to E-914, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








LINE WANTED 


W ANTED—Two snappy men’s welts, solid 
and flexible, for Southeastern fall trade, to 
retail at four and five dollars. Address E-917, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








7OR RENT—Business room, 21 x 100 feet, 

building just completed. Best location, cor- 
ner of Broadway and Fifth Ave. A. L. Jones, 
Logansport, Indiana. 


) ipreey vase’ VIRGINIA—Excellent for 

department, also shoe store; both between 
Richmoad® s two largest department stores. Gordon 
E. Strause, 7th and Broad, Richmond, Va. 


SHOE DEPARTMENT FOR RENT 


Wonderful opportunity for live wire op- 
erators; established departments in live de- 
partment stores in Buffalo, Syracuse, 
Wilkesbarre and Scranton. 


LERNER REAL ESTATE EXCHANGE 
1482 Broadway Bryant 7036 
New York City 7037 




















WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N 
Phone Spring 1443 














We buy quick and pay hig cash price 
for retail retail apd wholesale stocks of shoes or any 
other merchandise. Quantity 20 object 

‘or yeere cur copeials 

Bank and mercan caherence 


BROOKLYN PURCHASING SYNDICATE 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
so6 BROADW YORK, NY 


wit. SLOW ry or s| FOR 


ENTIRE STOCK STocks. § CASH 
+f im shoes always on hand for special 
sales and bargain basements 








HIGHEST CASH ae 


313 Church Street New York City 
We also purchase cluthing, hats, furnishing 
goods, etc. Phone Canal 8764-5892 














hn 


ll 











| 
i 


a 


ae 
B 


fi 
Pi. | 
il 


f 
a 
HE 


EET 


Dh iternd 

A bet 

Apis 
ws Sx 

tS 

se 

a 

at 

-_ 

a > 





ALE 


1 


( urem 
A eases ie 


WRN. 

















WANTED TO PURCHASE 








CASH PAID 


fer cage tates ov canes ceed GE San 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








FOR LEASE 


WILL LEASE large space for shoe depart- 

ment in an old-established, popular price 

eee Shop in Richmond, Va. Population 

tore located in heart of best — a 

Cencalities basis or flat rental. Ad- 

dress E-913, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








FOR SALE 


Fer SALE—Shoe stock, fixtures and lease. 
Good location at fair rent; good reason for 
selling. Address Maibach’s, 432 Main St., 
Peoria, Ill. 


SHOE FACTORY in Boston for rent. Com- 
plete equipment for making 1000 pairs turn 
shoes, for sale. Electrically fitted including 
blower. Elevator service. Good light on four 
sides; 9,000 sq. feet. Excellent help in neigh- 
borhood. Address E-921, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








rs ow 


MISCELLANEOUS 





Winpow DISPLAY FIXTURES 
ASK FOR CATS. 
THE OSCAR ONKEN ©O. 


11 WT. 4'™" ST. CINCINNATI,O 








Do You Know? 


That you can buy it—or 
sell it—tbrough the 


‘*Where to Buy’”’ 
Columns 


This feature in its quick 
service is a time saver in 
meeting immediate 


needs. 
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BUSINESS REVERSES 
Shelby ville, Ind.—Edward Hiller, shoes, etc., re- 
ported petitioned or petitioner in bankruptey 
and receiver @ in 
Baltimore, Md.— ax Shostack & Son, The Vogue 
Shoe Shop (811 E. Baltimore street) shoes, re- 
ported tioned Se 1) ons doo 
Boston, ass.—Sandler uw 7 
street, 11 Harrison avenue), Shoo Co. “13 
shoes, reported 
Lewrense, Mass.—Perry Gerson, The Broadway 
por Store, shoes, reported meeting of creditors 
called. 
"Morris Klubock, shoes, reported meeting of 
creditors called. 
Leominster, Mass.—David Brown, formerly retail 
shoe merchant, reported petitioned or petitioner 
Minn.—Eric W. Swenson, Swenson’s 
, reported petitioned or peti- 
a in a Bankruptcy 
St. Mo.—United Shoe Co. (1048 Hodiant 
a 3976 Chouteau avenue), shoes and re- 
a reported petitioned or petitioner in 


. ¥.—Williams Hoyt & Co., Inc., shoe 
mani ‘acturers, petitioned or petitioner 
in is 

Cael innati, O.—Jacobson & Gross, People’s Shoe 

26 W. ~- ~waames shoes, reported meeting 
of ? -SRaces elias 

Dayeen, O.—Horne’s Boot 0. shoes, reported 
offering to compromise at 20 per cent 

McKeesport, Pa.—David Samuels, D. Samuel's 
Boot Shop, shoes, etc., reported offering to 


compromise. 
Sagamore, Pa.—Philip Bryan & Co., shoes, etc., 


reported petitioned or itioner in bankruptcy. 
Wilkes Barre, a —The tty Boot Shop, shoes, 
reported tioned or itioner in bankruptcy. 
—"~r ‘enn.—E. N. Harwood, shoes, etc., re- 


ported petitioned or petitioner in bankruptcy. 


BUSINESS CHANGES 


Chicago, I1.—Clark Clothing and Shoe Store (457 
po street), shoes, etc., reported selling or 
out. 
Alex Lasster (2236 No. —~ reSare avenue), 
shoes, reported selling or sold ou 
i , Inc. (4035 W. Madison 
closed out business. 


Tonle or 
Coffevi ene .—H. _Strasburger, The Palace, 


sheen, 900 , reported selling or ro out. 

a by ion Gaba shoes, etc., reported 

Markowitz. 

oe incent C. Channi ae _ 
Penn street, ons reported succeeded han- 
ning & Co., Inc. 

Farmington, Yowa—D. Texter & Son, shoes, etc., 
George Texter died. 


Mt. , See, Sener een Kerr, general mer- 


Peabody, Sioes. a 7 Poor Leather Co., tan- 
ners, Frank H Songer Sed 

Carson City, Mich.—Krohn & Yodido, shoes, etc., 
r nership dissolved and succeeded by 

aurice Yodido. 

Chesterfield, Mich.—Herman Peltier, general mer- 

SSR so... 
opular o.— y s re- 
ported selling or sold out. 









Springfield, Mo.—Gurley Cook Bottery, Inc., 
succeeded by Claude Gurley. 


shoes, reported 
Red Cloud, Neb. —Petchler & Polnicky, 
ported d by Hamil & P 
Pittsfield, N. i Shoe Co., manufac- 
turers of shoes, recently commenced 
Albany, N Y Charles so Brown, Brown's Shoe 
reported sold 


Store (149 Central avenue), shoes, 
out to Packer Bros. 


shoes, re- 
icky. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. — for 


Wants, For Sales, i. stn Se 
the BOOT AND 
SHOE fOE RECO CONDER 





Brooklyn, N. Y.—Chiarina ee i (205 Union 
avenue), shoes and repairing, report 


by & Son. 
Charlotte, N. C.—La Mode Shoes, shoes, etc., 


one $35,000. 
res aa! a Lieberman, shoes, etc., re- 
succeeded yy Max Appelbaum 


Okahoma City, lowa—Renner Shoe Co., 


$5, 000. 
Jessup, Pa. —Goodman & Lebowitz, shoes, etc., re- 
succeeded by Samuel Goodman. 
Dallas, Texas—Beiber Bros., shoes, etc., reported 
discontinued store at Mexia, Texas. 
-— Wis.—Ebner Shoe Co., . (2636-38 
a 4 u Lac avenue), Walter Pboe “treasurer, 


chants, Mass.—Jordan Shoe Manufacturing Co., 
shoe manufacturers, in ated $50,000. 

Howard City, Mich. =i, ‘i Fewlass, shoes, re- 
ported succeeded by D. H. Hunter. 

Nashua, N. H.—Nipper Shoe Co., shoe manufac- 
turers, recently commenced 

os ae —— 3 -Hermer Shoe Co., 
shoes, re incorpora’ 

Burlington, Vt.—Patenaude Bros., shoes, reported 
selling or sold out. 

Syracuse, N. Y.—Chappell BI Ce. Gpatnens 
store, reported succeeded b: Chappell & 


Lorain, 0.—Deutsch & ely department esi 


shoes, 


reported partnership dissolved, Josep! 
Deutsch retiring 

Covington, Tenn.—M. D. Haddad, general mer- 
ch , recently business 

Helenwood, Tenn.—E. McDonald, general mer- 
chandise, recently —_—_— business ial 





Gustine, Tone—2 H. Hue 
reported succeeded by Daven & Co. 

N t News, Va.—Morris Bandus, U. S. Army 
& Navy Stores (3405 Washington avenue) shoes, 
reported sold or closed out business. 


Spanish Hide Market 


Washington, July 18—In a sur- 
vey made by the Department of 
Commerce, through its Bureau of 
Foreign and Domestic Commerce, 
of the Spanish hide market, ox 
hides are reported to be selling 
fairly well, at firm prices, while the 
prices for calfskins are declining, 
due, it is said, chiefly to the lack of 
foreign buyers and the demand for 
exports. 





or | pringing $2 
pane Af me be hy 
publ t to 
ss reseres, the right tp ralact ony 


line with thie poliey. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager, Telephone 507 

CHICAGO OFFICE: 189 West Madison St. Tele 
phone Maine 1089. B. C. Bowen, Manager. 

ST. LOUIS OFFICE: Leather Trades Bldg. H. 
M. Bowen (B. wen, Manager). 

NEW YORK OFFICE: Room 101, Graham Bldg. 

127 Duane St. H. Walter Scott, "Manager, Tele- 
phone Whitehall 7454. 

PHILADELPHIA OFFICE: fyi 1420, Widener 
Building, H. Walter Scott, Manager. Telephone 
Rittenhouse 3437-38. 

HAVERHILL OFFICE: Chamber ef Commerce 
Rooms, Haverhill National Bank Bldg. Gee. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: Second National Bank 

ldg. H. M. Bowen (B. C. Bowen, Manager). 

ROCHESTER OFFICE: 626 Powers B t- 
siter L. Seward, hy oy i York 
sentative. Telephone Stone 

LYNN OFFICE: Fred A. cl 

MILWAUKEE OUPICE: Leonard E. M B. 
C. Bowen, Manager), 405 Broadway. T: 

way 1827. 

WASHINGTON OFFICE: William L. Daley, 26 

Jackson Place N. W. 


PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
Manager. 


LONDON OFFICE: P. V. Curtiss, Manager, 
11 Haymarket, London, 8. W., 1 
AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 


CONTINENTAL OFFICE: William Salzman, 
Manager I. Adlergasse 12, Vienna, Austria. 


ARGENTINA: Buenos Aires, Rivadavia, 2721 
. Sabazzini, Gerente 


at Gerente, John s. Fitch, 33 Rue Genera! 
Camara, 88 Sob. 

CHILE: Santi Las Rosas 1123-1127. Otto- 
Fuhrimann, ite. * 

ber = Mr. H. Gomez, Corrales 2A, Havana, 

uba. 

JAPANESE OFFICE: Yokohama. J. F. Wager, 

Manager. 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 








ee 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 
Advertisers had no means 
of checking a publisher’s statement of circulation and 


a “blind groping in the dark.’’ 


often these figures were unreliable. 


In six years the Audit Bureau of Circulations has 
By a systematic analysis 


solved this perplexing problem. 


of distribution and methods this organization is able to 
supply j ust the data an advertiser needs. The darkness 
is doplled od the noha light od yee facts takes its 
place. uyers no longer find it necessary to grope 
in the op 

There are no dark spots in the Boot and Shoe Recorder 


circulation, Our 
of Circulations. 





records are audited by the Audit Bureau 











In Black or Colored 
Kid. 36 pair lots only. 


GREELEY BOUDOIRS—% 


Black and colors lors represent 
the best values obtainable. 
There is opportunity for 
daily sales and at- 
tractive profits with 
my line. 

Full rubber heels are 
a feature. Your trade 
will value this idea. 
In stock styles. Write for 
samples and prices. 


If your jobber does not carry Greeley Boudoirs, write us. 


dxf A: W. GREELEY, Haverhill, Mass. x 
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Nunn, Bush & Weldon Shoe Co., Milwaukee, 
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Packard, M. A., Co., Brockton, Mass 

Paristyle Footwear Mfg. Co., Inc., Brook- 
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Pfeffer, Frank H., Co., Ine., Worcester, 
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Weber Bros. Shoe Co.. No. Adams, Mass. 
Whitman & Keith, Brockton, Mass.. 


HOSIERY 


Artcraft Silk Hosiery Mills., Philadelphia. . 
Beaton, J. R., Co., Inc., New York City... 


Richmond Hosiery Mills, Inc., Chattanooga, 


FINDINGS AND SHOE STORE SUPPLIES 


Kawneer Mfg. Co., Niles, Mich. . 


Lyons, Hugh & Co., Lansing, Mich 
Manhattan Finding Ce., New York City... 
Milbradt Mfg. Co., St. Louis, Mo. 
Miller, Robert E., Inc., New York City. .. 
Myers, F. E., & Bro. Co., The, Ashland, 


LEATHER AND OTHER MATERIAL 
Armstrong Cork Co., Lancaster, Pa... 
Barnet Leather Co., New York and Boston 


Beggs & Cebb, Inc., Boston 
Boston Woven Hose & Rubber Co., Cam- 


Chamberlain, B. F., Boston 

Cliften Mfg. Co., Boston .. 

Creese & Cook Co., Boston 

Gallun, A. F., Sons, Milwaukee, Wis.. 
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Hale, Alfred, Rubber Co., Atlantic, Mass. 
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Jones Co., F. E., Boston 
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DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass... 
Everett & Barron, Providence, R. I...... 


Laing, Harrar & Chamberlain, Inc., Phila- 
delphia 


Tubular Rivet & Stud Ce., Boston 

United Fast Color Eyelet Co., Boston 
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Whittemore Bros., Cambridge, Mass 
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Boot & Shee Workers’ Union, Boston 
Brooklyn Purchasing Syndicate 
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Glauberg, Max, New York City 
Grover, Nelson H., Co., Boston 


Kalter Cerf. Mercantile Co., Inc., New 
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Kirsch-Blacher Co., Inec., New York City 


New York Export Purchasing Corp., New 


Penney, J. C., Co., St. Louis, Mo. 
Tolman Print, Brockton, Mass 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Nhe Shoe with the Grawhord 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


——— 








The Man who has a |} 
very 7 definite prefer- || 
ence for comfortable |} 
footwear 2 3 insists on |} 

shoes with: _i|i 


LACING HOOKS || 


_Jisk for shoes with lacing hooks 
TUBULAR RIVET AND STUD COMPANY 
UNITED SHOE MACHINERY CORPORATION 


Selling Agents 





Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Good Sturdy, Turned Shoes 


certainly had the call at the 
Boston Convention. Ladies who 
have become accustomed to the 
ease, comfort and flexibility of 
turned footwear in party slippers 
will accept no other style of 
footwear for the street—but the 
shoe must stand up—they must 
be sturdy. 


The ADORA shoe, made with 
the very best of counters, shanks 
and soles, meets all present day 
requirements. 


The Juliette is a new concealed 
gore pump that has met with 
great success. It is made up in 
Patent (as illustrated), Russia, 
Satins, Suedes or Silver Brocade 
with silver kid trimming. 


This season, patterns all tend to 
more dignified footwear. Narrow 
straps and simple gore effects 
were the dominating features of 
our display. 


THE “JULIETTE” 


F. E. Adams Shoe Rommpan 


Seabrook, NL 


NEW YORK 
Marbridge Bldg., Room 433 





SALESMEN 
New York — Frank Harris 


CHICAGO 
Chicago Bldg., Room 810 





Chicago District — Frank Parker Eastern States — Frank Law 
Middle States — Chas. Reedholm } 


y By yh AY ht Ap 
at Besten, Mass., under the act of Congress of 


Southern States — Ernest and Harry White 
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Company, 207 South St., Boston, Mass. Entered as 


23, 1879. Subseription price, $5.00 per year. Printed in U.S.A. 
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N THIS POPULAR MODEL FROM THE KIMBALL AND 
_SHERMAN LINE THE SOFT TONE OF SUEDE LEATHER IS 
BRIGHTENED BY HARMONIOUS COMBINATION WITH KID 
= 
ad 


- 
THE “CATHEDRAL BAND” OF KID-SKIN WITH ITS ARTIS- 
TIC DESIGN PROVIDES THE COMPLETING TOUCH TO GIVE 
NOTE THE HUG THIS TURN SHOE A WIDE POPULARITY WITH OUR MER- 
AT THE HEEL— CHANTS, AND THEIR CUSTOMERS. 
AND THE GRIP 


a ee KIMBALL & SHERMAN CO. 
HAVERHILL, MASS. 
BOSTON OFFICE, RICE BUILDING, 10 HIGH STREET 
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It’s the 
Season’s 
Sensation 


Where? 


‘Look on Inside Back Cover 
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Castle Island 

















Castle Island—no longer an island but united to Boston by reclaimed land and a 
part of the harbor defense of the National Government. This old fort is one of Boston’s many 
historic places which test the energy of the pedestrian and make him careful to have such 
good elastic rubber heels as our Bull Dog, Vim or Ever Grip brands. 


| BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Lrophy Lros. 


























Trixie 


Making Friends 


Tue outstanding thought, after the busy selling during Show 
Week, is that our merchandise is making and holding 
friends. The evidences of satisfaction voiced by many cus- 
tomers whose orders were given us is most gratifying. 


To always prove worthy of this confidence is our desire, and shall 
continue to actuate our every effort. 


There are still those who are not yet acquainted with The Brophy 
Line of 
Quality Shoes—Popularly Priced. 


BROPHY BROS. SHOE CO. 
SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 


we we. —: 
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Shoes by courtesy of 
GEORGE W. BAKER 
SHOE CO., 325 Clas:on 
Ave., Brooklyn, N. Y 
Made of Vode Kid Color 
88 Bronze, Quarter Lin- 
ing Celor A Havana 
Brown. 




















" Shoes by “my of 
GEORGE W. AKER 
SHOE CO., 325 Classon 
Ave., Brooklyn, N. Y 
Made of Vode Kid Color 
B Golden Brown and 
Patent Trimmings, Quar- 
ter Lining Coler 51 
Champagne. 



































luarter Lin- 


A Hawana 
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Browns in Solid Colors and 


Combinations Unquestion- 
ably Rule for Fall. 









Never has the shoe trade been in 
more general agreement on any 
color tendency. 


Brown shades are the assured and 
safe thing for fall. 


Plain brown shoes are perfectly 
good—but the merchant who rec- 
ognizes the extra profit that nov- 
elty combinations afford will pre- 
pare accordingly. 


Color A HAVANA BROWN Color 112 
Color B GOLDEN BROWN 


Color 11 TAN Color 70 


Branch Offices 


We recommend for Fall the following “Vole Kid (lors 


APRICOT Color 
Color 114. HAZEL BROWN 
JACK RABBIT 


‘A decided finishing touch to the shoe—quarter linings 
of Brown shades, Gray, Champagne and White.” 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


“Yede Kid in its many varied 
shades offers the greatest range 
of rich and distinctive combina- 
tions. 

And for securing still further at- 
traction in quarter linings of deli- 
cately contrasting shades there is a 
long range of lively VODE Colors 
from which to choose. 


9 FOG GRAY 
Color 17 AIREDALE 
Color 88 BRONZE 


Agencies 


























100 Gold Street Chicago 


New York, N. Y. 





Cincinnati 


Los Angeles St. Louis 






Montreal Rochester 
70 North 4th Street 
Philadelphia, Pa. and 4 viper Se 
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Jtorsheim uses in the Bristol and} ‘ 
ruepings Seminole Calf.1033 








This is the smoothest of smooth calf in a shade of tan that hits 
the popular fancy. 

Seminole Calf has justly earned its wide-spread reputation for 
closeness of grain and mellowness of feel. 


Rueping’s Seminole Calf, Color No. 33, will be available in many 
of the leading makes and styles of shoes for fall. 


9 ae =a) 


a x cutt 
2 a) bls Lt 


The Florsheim Bristol 


A refined round toe model—one of several 
hundred styles. 


Made by the Florsheim Shoe Co., Chicago 








OEE 


FRED RUEPIN¢ 


FOND DU 


Z Boston Cincinnati 
Branches: Chi Sen Fras! 
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nd\ Rialto~ Calf Leathers of Distinction 
Ruepings: Aohawk Calf 


This leather is the same as Rueping’s Seminole, in black. 





Several of your best sellers this fall will be of smooth black calf. 
The smoother and blacker the leather, the better they will sell! 
Therefore, it means something to you to specify Rueping’s 
Mohawk Calf when ordering shoes. 


You are assured of uniform quality in Rueping’s Leathers 


j= 


=e) 
x xe <a 


yn 
% 


; “a Ht 
ae J MCR, 


Nc 











The Florsheim Rialto 


One of the most popular lasts from this well- 
known line. 


Made by the Florsheim Shoe Co., Chicago 








PINSEATHER Co. 


U ISCONSIN 


Cincinnati re St. Louis New York 
San Frand Northampton, England 
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Get the Latest in Fall Styles in Shoes 
for Young People From 


sINBAc 


SEMI-ANNUAL CATALOG NOW READY 


In a few days Sinbac’s fall catalog will be ready. 
Send for it and brighten up your stock with some of 
the alluring styles presented therein. 


We have waited until the last possible day before 
going to press so as to give you the very latest lasts 
and patterns. If careful selections will give you easy 
sellers, the new styles are all winners. Every one has 
been carefully picked after judicious consideration of 
dozens of possibilities. 


The entire line is full of Sinbac snap and style. Send 
a postal today for the new catalog before placing 
further fall orders. 





SINSREI MM) E Ac 


cHiI¢ CAGO 




















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Our offerings of styles and values : 


produce sales with profits. 


If New York Says 
“It’s the Latest Style” 


Weve Got It! 


[ok ees 2 ae 
Allen, Goller Shoe Co 
Boston Office, 207 Essex St-Factery 60 K Street, South Boston 
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SOLID LEATHER SHOES 


Offa On Quick as a “Flash 


SUCH HI-CUTS KNOW 
NO DULL SEASONS 


They Create Sales for You 


Shoe business brisk right now? Thinking of 
Fall styles, large line of models, lots of com- 
petition? How much money and effort will 
it take to move your stock and then how much 
merchandise will be left to be placed on the 
bargain counter? 


Give a few moments thought to Janke Time- 
saver Hi-Cuts. No competition, very small 
line, just a few numbers, each pair advertises 
itself and results in additional salts, no con- 
stant changing of styles, but all-year business, 
for all season, for good and bad weather, for 
winter and summer use, for more profits, less 
eben — | +> -) —eubeeeee grief, less loss of money and energy. It will 


in Pac. 
Ne. 165¢—Men's 16 in. Tan Chro Retan. pay you to tie up with Timesavers. Save your 
are 


Shoes and Goodyear . . . 
Welt with Single, Heavy Oak soles, time and write right now for our attractive 


eee sales proposition. 


MANUFACTURED BY 


=. JANKE SHOE MFG.CO. 


me Saal MILWAUKEE, WIS. 


retail merchants 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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The Greatest Triumph in PIE 
Present-Day = 


Shoemaking 


We regard the fall line of Pied 
Pipers as the most attractive 
and one of the most comprehen- 
sive lines of infants’, children’s, misses’ and growing girls’ shoes 
ever presented to the trade. 
New patterns in low shoes, regular heights and hi-cuts; snappy 
combinations ; new tips, new creases, new leathers; good selling 
staple numbers, 


PIED 
PIPER 


The greatest selling appeal of Pied Pipers is not in their patterns. 
The tremendous merchandising power of this line lies in the 
exclusive features of the Pentler & Short Patented Improved 
Welt Process—a process that 
provides a degree of smoothness, 
flexibility, comfort and long wear 
see) hitherto unattained in shoe con- 
=8 struction. 


On this page we reproduce a 
few of the many Pied Piper 
Shoes featured in stock for 
fall—many in B, C, D and E 
widths. 

Samples will gladly be for- 
warded prepaid—or we can 
arrange for a salesman to call 
with a complete line. 


Matathon Shoe Co; 


WAUSAU WISCONSIN 








Dealer Influence is secured thru advertising in the Bovt and Shoe Recorver. 
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JOHN R. EVANS 
& COMPANY 
CAMDEN, N. J. 


Branches in all Principal 
Shoe Centers 
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WANTED—3 Real Shoe Salesmen 
for 3 Real Territories 


ee famous for more than 25 years as a pro- 
ducer of fine shoes—backed by large national 
advertising—has an opening for three qualified sales- 
men in three of its best territories— 


Kansas-Missouri Nebraska-lowa 
Indiana-Michigan 


The men accepted for these positions must be dyed-in-the-wool 
salesmen, young, and of proved ability as producers. 


Give full information in your first letter. All correspondence 
will be held in strict confidence. 


Address THE KROHN FECHHEIMER CO. 


Branch of The United States Shoe Co. 


Manufacturers of RED CROSS SHOES 
CINCINNATI, O. 











EBER Union Made Shoes are“the In Stock 
best possible means of -securing IN 6 STYLES—NOW 


new customers from the many men who . 

are casting about for shoes that will re This one at $4.25 
turn the fullest money’s worth. ute 

At $5 to $7.50 retail Weber Shoes cover y 525 
a range of style and price from which you 


can satisfy a very wide scope of demand. No. 91—Lace Oxford 
Drake Last 


Heavy Single Sole 


Weber Bros. Shoe Co. = *""%i™" 


Width C—Sizes yx" 
NORTH ADAMS, MASS. ae a 
New York Office: 1328 Broadway, Marbridge Bidg. Terms: Net 30 Days 
H. Harris, Rep. 


P & V Lotus Veal 
Color 104 
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BROADCASTING 


from 


BOSTON 
The Styles of the Fall Season 


Stand ready to select styles, practical, 
styleful and distinctively salable, 
balanced in design and workmanship, 
made of the right materials, in the 
right colors so that they will be 
profitable to the merchant and 
pleasurable to the public. Tune in on 
this Boston Shoe Style Show Feature 
for real selling numbers for fall. 


THIS BROADCAST BRINGS THE BOSTON SHOE STYLE SHOW TO MER- 
CHANTS NATIONALLY WHO COULD NOT APPEAR IN PERSON AT THAT 
FESTIVAL OF FASHION 
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SWIFT 


SELLING STYLES 


Goods well bought are half sold, so look 


to your purchases of fall 
Footwear now 


YOUR RATE OF PROFIT 
DEPENDS UPON QUICK SELLING 
MERCHANDISE 








HERE is an old adage to the effect that ‘‘goods well bought are 

% half sold.’’ Per contra, if poor judgment is used concerning styles, 

¥ colors, quantities and prices, the store is the loser. Some buyers 

% are too optimistic, others are too pessimistic. A balance between 

the two, plus experience in buying, should come after a study of the high- 

lights of this section. The shoe merchant cannot be too well posted on what 

he plans to buy. Usually those merchants are the most successful who are 
thoroughly informed on the trend of fashion in footwear. 


The Boston Shoe Style Show this year can very well be termed *‘a school 
for buying."’ A national experience-meeting of merchants, manufacturers, 
tanners and salesmen was held wherein definite conclusions were reached, 
but these general facts on style need interpretation. For that reason this 
section is published emphasizing in each line, one outstanding feature as 
developed in Boston in mid-July, bearing on the sale of footwear to the 
public this fall. 


Thousands of merchants had no opportunity to gather in this general 
experience meeting, and to that end we are interpreting in this number the 
cardinal features of the Boston Style Show as a guide and inspiration to 
merchants nationally on the trend of fashion in shoes, the range of selec- 
tions and the individual characteristics of some of the representative lines 
joining in this presentation. 
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THE TRADE MARK AND BOTTOM FINISH 
THAT IDENTIFIES ARNOLD GLOVE GRIP SHOES 


AN OUTSTANDING, ATTRACTIVE, IMPRESSIVE FEATURE 
OF THE BOSTON SHOE STYLE SHOW 


ARNOLD» bination in Arnold Glove Grip shoes for 


Did you ever think what a great help it li ~ You'll find this business building com- 


would be to you to be able to offer your 4 Their individuality j 

- a men and women. Their individuality is 
trade a shoe with all the good points of GLOV L sales protection to retailers and maintains 
any fine shoe and in addition a feature GRIP satisfactory profits. Arnold Glove Grip 
that insures perfect fitting and comfort ey 6 10) Din made-to-order and in-stock styles will 


without sacrifice of style? interest you. 


SEND FOR STYLE CATALOGUE (S) 


M. N. ARNOLD SHOE Co. 
NORTH ABINGTON, MASS. 


Issue of July 26, 1924 








BOOT AND SHOE RECORDER 


core 
PRE 








77, 
zs 
ffi y) 
4) 
ay. 
¢ 


~ 7 

Pie 
aa 
Wy 


NY, 





vs 


xS 
= 
. 

(a 


= ‘) N fi i YE > 4 
 . 
hw, 

J 


Retail Merchants Buying with 
Renewed Confidence 


for fall—a confidence built on conviction that 


Ric fll confidence is evident in the buying 


styles are right and that times will be better than 
they have been during the late spring and summer. 


During the week of 
the Style Show in Bos- 
ton and during the 
week following we 
have seen increasing 
evidence of this newly 
re-born spirit. Mer- 
chant after merchant 
has reported that he 
has anticipated all his 
needs for his fall open- 
ing. 


True, they do not 
intend to plunge, as 
that term is ordinarily 
used; on the other 
hand, neither are they planning to 
pursue so closely the hand-to- 
mouth policy of the last two or 
three seasons. 


They are going to see to it that 
they have styleful, seasonable 


merchandise when 
their customers want 
it. 


These are facts and the 
proof will be found 
elsewhere in this issue, 
page after page of style 
analysis from mer- 
chants in every section 
of the country. They 
cover the field of shoes 
for every purpose, — 
materials, colors, lasts 
and patterns. And, 
while sectional varia- 
tions in opinion will 
be found, the general types run 
true to form throughout the length 
and breadth of the United States. 


Study these charts and study, also, 
these pages, for they accurately 
reflect the style trend of the times. 
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| J 7 E quote a prominent buyer at the Boston 


Show: 


‘‘Walk-Croft Shoes are indeed good 


shoes. They fit and they sell easily.’ 


, 


The Trilby Tie illustrated is a model enjoying a 


widely popular sale in the present season. 





SMART SHOES FOR WOMEN ARE MADE BY 


BANCROFT WALKER COMPANY 
A? THEIR FACTORY JV BOSTON 


PICK A GOOD LINE AND 


Copyright, 1924, Bancroft Walker Co. 


STICK 
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THE SHOES ILLUSTRATED ARE BY 
C. H. ALDEN CO. 


ABINGTON, Mass. 


Made with 


BARBOUR STORMWELT 


Manufactured exclusively by 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. ® 


The Outstanding Style Feature 
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THE SHOES ILLUSTRATED ARE BY 


: RICE & HUTCHINS INC. 
13 High Street, 
j Boston, Mass. 


i Made with 


BARBOUR DRESSWELT 


Manufactured exclusively by 


BARBOUR WELTING COMPANY 
BROCKTON, MASS. 


ef Of The Boston Show 
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Since 1873 Tanners Exclusively of High-Grade Calf Leathers 











Answered the Style Question ; 
at the Boston Shoe Style Show 


“SUNSET” 


ie evident preference shown by buyers for’ A real style leather — tanned, aniline dyed and 
SUNSET” proves it beyond doubt to be the finished in the best “‘Little Falls’’ manner. 
most popular tan shade of chrome calf leather on “‘“SUNSET’S”’ rich golden undertone makes it a 
the market. staple leather—aned all the year round. 


**Tt’s a Little Falls Leather’ 


BARNET LEATHER COMPANY, INC. 





360 Madison Ave - - New York City 
Tanneries Distributing Agencies Boston Distributors 
LITTLE FALLS, N. Y. SAN FRANCISCO, CINCINNATI BARNET LEATHER CO. 
MILWAUKEE, ST. LOUIS Tac. of Mass. 





ROCHESTER 98-100 South Street, Boston 
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} 
(VULCANIZED) 
OU can always depend on ‘‘Camco’’ for the most attractive styles in canvas footwear. Now, the 
**Vega"’ crepe sole moccasin oxford for women and children is proving to be extremely popular. 
This, and al! our other styles can be had through any of our sales offices. 
CAMBRIDGE RUBBER COMPANY 
CAMBRIDGE, MASS. 
BOSTON: 186 Lincoln Sc NEW YORK: 127 Duane St CHICAGO: 327 W. Monroe Se. 
ls 2 
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A PREMIER MODEL 
FOR MEN 


HE Edwin Clapp Shoe at the 

Boston Style Show received the 
homage of merchants from many 
places. It is flattering indeed to re- 
ceive such endorsement of its excel- 
lence as was manifested by the keen 
interest of hundreds. 


Above is shown one of the models of a 
notable group of Edwin Clapp Shoes. 


EDWIN CLAPP & SON, INC 


EAST WEYMOUTH, MASS. 
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yew business of the Dunbar Pattern Company is to create. 
And the Boston Style Show proved again that in any dis- 
play of footwear fashions the creations of Dunbar predominate. 


The Dunbar Treasure Chest is the safest depository 
for your shoe designs. Here they are guarded with the 
Strictest integrity. 


DUNBAR PATTERN COMPANY 


SHOE PATTERN MAKERS 














BOSTON ~BROCKTON ~NEW YORK Th 1624.77] ST LOUIS ~CHICAGO ~ MONTREAL 
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Open View 
of the “‘Cinderella’’ buckle 


Patented March 20, 1923 


HE “Cinderella” buckle has gone across! The instant 

appeal of an article of this character was clearly dem- 
onstrated on the runway at the Boston Style Show by the 
enthusiastic approval given it on the part of those attend- 
ing, representing all branches of the industry. 
If you haven't seen this practical and entirely new idea— 
an ornamental covered tongue buckle—ask us to send 
samples. 


Eastern Tool & Mfg. Co. 


129-147 BLtoomrieLtp Ave. - - BioomriELp, N. J. 


Indispensable to the Carefully Groomed Foot 
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“Say—they feel fine!” 


—so the Honorbilt model expressed his 
appreciation of the exclusive comfort 
features of the Honorbilt “Kwilted” 
Cushion Work Shoe. 


The Honorbilt K wilted Cushion Shoe 
constructed by an exclusive process and 
demonstrated by a traveling mechanical 
display machine—it was the hit of the 
Exposition in Boston. Note the patented 
construction—the many talking points! 


Order an assortment of these shoes 
now—atrange for the representation of 
Honorbilt Shoes in your city. It is a line 
of quick-selling feature shoes. 


Great Lakes Shoe Company 


Honorbilt Division of F. Mayer Boot & Shoe Co. 
MILWAUKEE WISCONSIN 


[HoNoRBILT| 











WINGFOOT 

RUBBER HEEL - 

SOFT KWILTED No. 2830—Honorbilt Chocolate Retan Blucher, ‘‘K wilted 
— yoy Cushion”’ Insole, Single Sole, Goodyear Welt, Wingfoot 
aes eaanean eel Rubber Heel, Tip, Last 185; Widths B, C, Sizes 6-12; 
aia nani Widths D, E, Sizes 5-12. 

~ OUTER SOLE No. 2837—Chocolate Elk, same as No. 2830; Widths 


gen Ray tm B, C, Sizes 6-12; Widths D, E, Sizes 5-12. Price of either 
AND FASTENED UNDERNEATH 


‘ae commevero*) INSIDE CORK style— $3.60 


— Also made with leather-lined moccasin vamp, No. 2879, 
$3.75 And in several kid dress models. 
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RA JAH 


Reg. U. S. Pat. Of. 


“Prince of Soles” 


I pee reception given our living RAJAH on the Boston Style Show 


runway was even more cordial then he received a year ago. 


That exactly represents the position of RAJAH Soles today — more 
deeply than ever entrenched in the shoe trade as the original and 
standard crepe rubber sole. 


Alfred Hale Rubber Co. 


ATLANTIC, MASS. 


ESTABLISHED 1837 
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The American Gentleman Shoe 








IGHT Tan Calfskin Oxfords, on our 
new blunt Broadmore Last, as modeled 
at the Boston Style Show. 


HAMILTON BROWN,SHOE CO, 


St. huis Boston 
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HE reception accorded H. M. & H. Welt and 

McKay offerings during Boston Show Week was 
most gratifying. Leading merchants place full de- 
pendence upon our product. 


Hennessey, Maxwell & Hennessey 
LYNN, MASS. 


126 SUMMER STREET, BosTON 

















“Made Good to Make Good’ 
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SEE THE BOX FIRST” 
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a automatically-made shoe carton is to be placed on 
the market. It was on display at the Boston Style 
Show—demonstrating excessive strength with greatly 
improved appearance, and it can be sundneed at a 
reasonable cost. 


Hoague-Sprague Corporation 


Established 1849 
WOODEN AND PAPER BOXES 
Sales Office - - - : Lynn, Mass. 


Factories 
— BOSTON — BEVERLY — CHELSEA a MARBLEHEAD 
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ENTO, the Shoe that Breathes, was one of the 


Vhe naliw new :; . » 
REFRESHING really new and unusual features of the Style Show. 


With no change in outward appearance the Vento 

( Shoe is so made that it expels the dead air and takes in 

f fresh air with every step. It brings sure relief to burning, 
tired feet. 

IT BREATHES 


TRADE 


Vento is patented. It wil 1 be sold by only one dealer in 
each community. Write us regarding your territory. 


The Preston B. Keith Shoe Company 


BROCKTON ee 8s Campello Station —-_ MASS. 
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ANUFACTURERS of tailored turns from 
high-grade materials—at popular prices. 


HERMAN E. LEWIS, INC. 


HAVERHILL, MASS 
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Lyons ( Hershenson McKays 


are a pronounced success because they afford the right answer 
to successful modern shoe retailing 


STYLE DEPENDABILITY PRICE 


In no other similar line are these three factors so effectively 
summed up. 


LYONS & HERSHENSON, INC. 


Unusual McKays for Women and Children 
CHELSEA, MASS. 
Boston Salesrooms - (BEN WEINER) - 207 Essex Street 
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HEY Came! They Saw! They Bought! No 

more genuine tribute could have been paid to 
T. Frank Lynch Quality at the Boston Show than 
the attention and orders it won from buyers. 


T. Frank Lynch Shoe Co, Inc. 


LYNN, MASS. 


“Style All the While—In Shoes’’ 
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The “Virginia 


A DR. Kendall Health Shoe showing an approved 
model of the prevailing style adapted to outsizes 
It can be had in velvets, satins and all leathers including 
suedes. 














NORTHEASTERN SHOE Co,, INC. 


Exclusive McKay Manufacturers of Dr. Kendall's Health Shoes 


Cor. AUBURN AND SPRUCE STREETS 


CHELSEA, MASSACHUSETTS 
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Famous Shoes for Women 


Quality Unqualefied—Makes Wearers Satisfied 


The trade-drawing power of America’s best-known brands drama- 
tized in the Queen Quatity Trade-mark, symbol of Style and 
Service—is demonstrated throughout the country in the success 
of thousands of agencies. It pays to choose the ‘‘Queen”’ of shoes. 


Thomas G. Plant Company 


Boston 20, Mass. 
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ERCHANTS attending fashion shows 
have come to expect a particular thrill 
from the Rickard exhibit. And again this year 
they were not disappointed. The “Vampoint” 
illustrated is one of the most beautiful models 
of this or any season—a typical Rickard Creation. 


RICKARD SHOE CO. 


HAVERHILL, MASS. 
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They Have Got to Be “Stetson” 
to be “Snappy” 


“Get Stetson Snappy Ties!” 


THE STETSON SHOE COMPANY, Inc. 


SouTtH WerymourTH, Mass. 
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The Superlative Patent Leather 


UALITY beyond question—main- That PARAMOUNT has kept pace with 
tained for more than thirty years— progress is shown by a demand more 
keeps PARAMOUNT PATENT positive than ever from shoe merchants 


LEATHER ever first in the mind of the everywhere for this Superlative Patent 


buyer who insists on true shoe value. Leather. 





THAYER-FOSS COMPANY 


Leathers of Merit 
BOSTON, MASS. 
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The TOLMAN LABEL Girl 


HES costume is made up of Carton Labels we print 

for many of the larger and most progressive shoe 
merchants. Write today for complete line of specimen 
Labels showing the newest effects. 


TOLMAN PRINT, INc. 


BROCKTON, MASS. 


Also Boston: 183 Essex Street 


Advertise Your Store With a Label Bearing Your Own Name 


Issue of July 26, 1924 
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“Leathers [That Brine Re-orders’’ 


— 








Donkey Colt and Starbuk 
Tu Sr feo ponent 


STARBUK were most effectively shown at 


the Boston Shoe Style Show by the charm- requires absolute footwear correctness, a 
ing Tolman, Dow girl. 


happy answer to her wishes that perma- 
nently holds her patronage. 


TOLMAN, DOW AND COMPANY 


INCORPORATED 
Leathers That Bring Re-orders 
174 Lincoln Street 


the story of these leathers in a nutshell. 


In them we are providing stores that cater 
to the woman of moderate means, yet who 


“Leathers That Bring Re-orders’’ tells 


Boston, Mass. 


Issue of July 26, 1924 
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Our first stock order on this style 


is completely exhausted 


We now have them coming through for 
delivery August first 


IN STOCK 


No. 645 Black Satin, Gun Metal Calf Front, 14/8 Full 
Cuban Louis Heel, Mouse Brown Lining 


No. 635 Same, in Patent Leather 
$4.40 


In 36 Pairs on a width, 25 cents a pair less 
A—4}4-8, B—3)4-8, C—3}4-7 


Terms—5%—10 days— 


Gregory & Read Company 
cMakers of Womens High Grade Shoes 


LYNN, 
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Rice ¢ Hutchins’ Booth ai the 

Boston Shoe Style Show, showing a 

Modern Retail Shoe Store Outfitied 
to caler to the Entire Family. 


= 


It Can Be and Is Done— 


BICE & HUTCHINS, through actual performance, service and merchan- 

dising, have demonstrated to the trade that the shoe retailer of today 

< +) can stock his shelves with footwear for all, purchased from one maker. 

We >Ne| Rice & Hutchins, Inc., offers to the alert dealer the many advantages 

=) of concentrated buying. This service is not only economical to the 

dealer—it is within his reach no matter where he may be; it offers shoes for every 

member of the family, regardless of age; it offers shoes for every occasion, and in 

every grade to suit every purse. There is no need to scatter your orders, because 

Rice & Hutchins in-stock and manufacturing facilities are thoroughly adequate, 
and their products will fill the needs of everyone in your community. 


A Few Nationally Famous Brands 


Educator for All ees —" for —— 

All A ica for M ucator lurns for ants 
radians ae Sten a Windsor Flex-Welt for Children 

es Lancaster for Men 

Signet for Men and Boys Modified Educator for Men and 


Young Men’s Educator Women 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U. S. A. 


DISTRIBUTING BRANCHES: 
Rice & Hutchins Atlanta Co. Rice & Hutchins New York Co. 
Rice & He@tchins Baltimore Co. Rice & Hutchins St. Louis Shoe Co. 


Rice & Hutchins Chicago Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Cleveland Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Our Flattening Feet 


“ N army has to go on its 
A feet, and its capacity for 

going is limited by the ca- 
pacity of the feet of the men to 


function. A breaking down of the 
arches of the foot, flat foot, is the 


commonest cause of disfunctioning and, therefore, the 
most serious single obstacle in the formation of an 


effective army from men in civil life.” 


That is the most authoritative statement ever issued 
upon the condition of the feet of young American man- 
hood; it is based upon a wider and more accurate com- 
pilation of official data than was ever before possible. 


It is taken from a book, 
“Defects in Drafted Men,” 
published by the War De- 
partment in 1920 and pre- 
pared under the direction 
of the U. S. Surgeon 
General. 


What More than Half a 
Million Feet Showed 


This book presents a vast 
amount of statistical infor- 
mation compiled from the 
draft records. It involves 
an analysis of more than 
one-half million men re- 
jected by local boards, and 
of approximately two mil- 
lion men who were ex- 
amined at mobilization 
camps in pursuance of the 
selective service act, dur- 
ing the physical examina- 
tions of the draft in 1917- 
1918. 


By WILLIAM M. SCHOLL, M.D. 


Is Humanity Unable to Adapt 
Itself to the Rapidly Advancing 
Requirements of Our Highly 
Artificial Civilization, or Are We 
Careless of Our Feet? 


The prevalence of foot defects 
made apparent by army examining 
boards has long been recognized as 
existing among the civilian popu- 
lation. Pedographic impressions 
taken of the sole of the human foot 


in 20,000 shoe stores throughout the United States, of 
patrons of all ages as they came into the stores, re- 


vealed the prevalence of weakened and relaxed longi- 


tudinal and metatarsal arches (in the forepart of the 
foot), and of other foot defects. Of eighteen pedo- 
graphs taken in one morning in an Ohio shoe store 
and forwarded to me, all but one showed weakness 


of the longitudinal arch, 
and seven showed the feet 
almost flat on the ground. 
Whether or not these de- 
fects are due to so-called 
faults of civilization, or to 
faults of man, himself, it is 
apparent that they are 
common. 

How far or how rapidly 
man will go in adapting 
himself to the new set of 
conditions into which he is 
emerging can not be satis- 
factorily answered by his 
past evolution. Various fac- 
tors in modern life are 
pointed out, in warning, as 
contributing to progressive 
physical deterioration. 


Causes of Arch Weakness 


Passive amusements are 
substituted for physical ex- 
ercise, such as excessive 
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riding in auto- 
mobiles and un- 
due attendance 
at motion pic- 
tures in prefer- 
ence to a brisk 
walk in the 
open. Occupa- 
tional tasks that 
require standing 
on one’s feet in 
one or almost 
one position for 
long periods, 
straining and 
fatiguing some 
of the foot and 
leg muscles, 
while others remain comparatively inert, not actively 
contracting, fall into this category. Unfortunately, 
persons who have to stand much, usually stand when 
at rest, with their feet slightly abducted, and toes out. 
This tends to lengthen the inner edge of the foot, and 
throw the weight of the body on the inner border of 
the foot. 

Walk and Be Healthy 


Lack of opportunity or of congenial surroundings 
for exercise are also to be considered—everyone who 
can should walk at least two miles briskly in the open 
air every day. Strain upon the arches of the foot by 
operators of punch presses in factories, or such avoca- 
tional causes as those which result in “golfer’s feet,” 
and “automobile foot” are also to be considered. People 
who carry heavy weights, like bricklayers, errand 
boys, mail carriers, ice men, lumber and quarry 
workers, and, often, farm hands place upon the muscles 
and ligaments of the foot, a burden additional to the 
weight of their bodies. 

Convalescent patients often find the structures of 
the foot unequal to the pressure of the weight placed 
upon them, and flat foot results. Women who change 
suddenly from flat heels to high heels, placing an 
unusual strain upon unused muscles often develop 
weak arches. Another fault is in the heels themselves, 
as where the upper surface of the heel slopes sharply 
from back to front, permitting the foot to slide for- 
ward into the toe of the shoe. 


The Cure for Foot Ills 


Most of the troubles 
ascribed to our civilization 
could be averted or cor- 
rected. In the majority of 
cases they are defects aris- 
ing from misuse or abuse of 
the feet, and not those which 
have their origin in systemic 
weakness or disease. A con- 
tributing cause has been 
widespread ignorance of the 
most elementary precepts of 
foot hygiene, and lack of 
knowledge of the structure 


Result of a severe case of neglected flat foot. 
Unless weak arch is corrected in its early 
stages, this condition will eventually follow. 
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and functions of 
the foot. The 
foot has been 
kept out of sight 
both physically 
and hygienically. 
Foot clinics have 
been compara- 
tively rare; 
while those for 
examination of 
the eyes and 
teeth have long 
since been rec- 
ognized as fac- 
tors in good 
health among 
school children. 
Yet I venture to say that no other bodily ailments 
consume more nervous energy or wrack the mind so 
much as foot troubles. 

Periodic foot examinations are useful among fac- 
tory workers, men, women, and children, especially 
where they are much on their feet; among school chil- 
dren, and generally among the poor who have not been 
instructed in the selection of properly fitted shoes. 
The cheaper, inferior grades of shoes can be more 
wisely selected. Leg and back pains, aches, and weari- 
ness often ascribed to lumbago or rheumatism not 
infrequently are discovered to have their true origin 
in weak feet and fallen arches. 


Muscle Exercises Which Will Help 

Simple static defects of the foot require artificial 
correction, under intelligent supervision. Muscle exer- 
cises, in moderation, to strengthen weak or relaxed 
muscles are not only helpful in restoring the foot but 
are useful in averting weakness. It is surprising how 
ready nature is to co-operate in effecting a cure when 
the case has not been allowed to run too long neglected. 

Space will not permit a description of the many 
primary and secondary troubles resulting from the 
enforced distortion of the foot. Like those issuing 
from Pandora’s box of troubles they are distractingly 
numerous. The continued existence of one affliction 
is apt to be the direct or indirect cause of others, if 
for no other reason than that the effort to avoid pres- 
sure upon a sensitive spot, 
may result in a shifting of 
the weight and throwing an 
undue strain elsewhere on 
the foot. The principal con- 
ditions resulting in foot 
troubles as given in the 
army book, “Foot Defects 
Found in Drafted Men,” are 
disuse, and misuse of the 
foot, which is perhaps. as 
good a statement as any for 
general use. 





How Poorly Fitting Shoes 
Hurt the Foot 


‘ Under misuse would come 
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the selection of ill-fitting shoes. Not all cases of dis- 
torted shoes are due to the shoe or to the shoe sales- 
men who fitted them. Ripping seams and spreading 
uppers result from defective feet. If the true cause 
of complaints against mis-shapen shoes is traced to 
its origin, in the majority of cases it will be found 
that the defective feet are to blame. These defects 
have not appeared suddenly. They have been develop- 
ing, in most cases, since childhood, or, in any event, 
are usually of years standing. On any city street 
corner one can readily identify tell-tale evidence of 
foot troubles among the passing crowds. Bent down 
shanks, wrinkled and creased vamps, widened and 
protruding bunion joints, crooked and worn down 
heels, and uppers spread out over the sole of the shoe 
as a result of metatarsal weakness, are all too evident. 

But the most important contact for better foot 
hygiene is the home. Home education should and prob- 
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ably will, eventually be brought about largely through 
the contact of the city health departments with the 
public schools. Instruction in foot hygiene and the 
structure of the foot, by nurses of the health depart- 
ments in the class rooms or in the clinics will be car- 
ried into the home. Shoes of proper length, width, and 
shape, and stockings that are not too short, and do 
not bind or cramp the toes should be selected by 
mothers of the coming generation. Young girls should 
be taught the relation between a healthy foot, and a 
healthful erect poise and graceful carriage. Weak feet, 
resulting from systemic causes, should be recognized 
as important enough for the family physician to deal 
with. The army findings were just what could have 
been expected. But with recognition of the feet as one 
of the factors in bodily health, the country will have 
gone a long way to avert a large part of the foot 
disorders which are so general 


The Relation of the Chiropodist to the 
Shoe Merchant 


By DR. R. W. STANDORD 


T is an every-day occurrence in 
I every city to have a customer 
reject a shoe, though foot specialists 
have recommended it, because it does 
not just please the eye. If the doctor 
has the opportunity of personally 
overseeing the fitting, such objec- 
tions may be overruled at the start. 
Then, too, an examination of the foot 
with the hose off is necessary for a 
correct diagnosis. Arches and foot 
appliances should only be fitted by 
one having a thorough knowledge of 
the feet. When your vision is faulty, 
you do not go to a ten-cent store for 
glasses, so why should your cus- 
tomer’s feet be given less con- 
sideration than their eyes. Nearly , 
evéry merchant has it in his power 
to render a real service to his com- 
munity by giving them something 
real in the way of genuine foot 
service. 

The Doctor’s Place Is the Store 

The average shoe man may feel diffident about 
having a doctor in his store, feeling that other doctors 
will not send their patients to him. That idea has been 
proven false. Right in our store, we have an active 
list of 68 doctors who regularly send patients. Most of 
these doctors buy shoes for themselves and families 
here, too. 

The space needed for a chiropodist is relatively 
small, large enough for an operating chair, instrument 
table and some elbow room. The returns the merchants 
get in prestige, in speeding up of sales and in aid in 
adjusting complaints is causing many of them to see 
the advantage of such a connection. Just a few details 
on these points. 





DR. STANDORD 


is in charge of chiropody in the 
Walk-Over store in Pittsburgh, 
Pennsylvania 


He Creates Prestige, Also 


Prestige really comes to the store 
that has a white enameled room with 
a doctor’s office sign over it. It comes, 
too, in being able to call the white 
coated doctor in consultation with a 
customer. Here is where the speed- 
ing up process comes in. The cus- 
tomer with sore feet is usually 
cranky. Nothing feels just right. She 
has tried various shoes, so hasn’t a 
great deal of confidence in shoe 
salesmen. 

A diplomatic suggestion from the 
doctor, backing up the salesman’s 
arguments usually quickly clinches 
the sale. Customers come back with 
complaints about shoes getting out 
of shape, while as a matter of fact, 
the foot weakness forces the shoes 
out of shape. Tactful, constructive 
talks by one that can instill confi- 
dence into the customers’ mind, will 
in many cases, turn a complaint into 
a satisfied customer. 


What Mensch Did in 1909 


It was in 1909 that the chief, C. J. Mensch, realized 
the possibilities, and advantages of going after the 
corrective shoe trade in a big way. That he was right 
is proven by the fact that 25 per cent of our women’s 
business is on corrective shoes. The ball is constantly 
getting larger as more satisfied customers are con- 
tinually recommending our service to their friends. 

Mr. Mensch has practically eliminated all our inch 
heels on orthopedic shoes on the premises that most 
women having foot troubles are wearing or have worn 
high heels, so that the 10/8 heel is best adapted for 
most cases. (Continued on page 60) 
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Why Bother About Feet? 


HE feet are the most complex bony structure 

in the human frame and a truly marvelous 

piece of mechanical engineering. We hope to con- 

centrate your attention in this issue on the task 

which is yours in making the fitting of feet a pro- 

fessional pursuit—a pursuit for which adequate 
recompense:shall be provided. 

We are now going through what is known as 
the dental era. All ailments are attributed to the 
teeth. Far be it from us to try to follow the same 
line of attack on the public purse, but the fact 
remains that upon our feet depend our comfort, 
our health and our happiness. Who can say with 
truth that his feet are absolutely no bother. No 
man can concentrate and give his effort to a task, 
mental or physical, if his brains and hands are 
distracted by foot pain. 

The next thing that is going to come into na- 
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tional consideration is posture. Already, schools 
are making tests with equipment calculated to 
best develop the correction of posture. All of the 
important organs of the body function better if 
the posture is correct, not only in walking but in 
sitting. 

Medical science is now looking to posture as a 
cure for many of the ills to which the human race 
is heir. The shoe store that first makes an effort 
to teach people how to stand correctly and which 
does it in a professional way, is bound to be an 
outstanding success. 

The public is going to expect more from the 
shoe store than ever before. You are going to keep 
and make customers by going back to the first 
principle of fitting feet accurately and with com- 
fort to the wearer from the time of the sale. 

None but trained and certified practitioners are 
allowed to care for the teeth, eyes and general 
health of people; yet the care of feet is entrusted 
to many people who have little or no knowledge 
of anatomy, of the absolute importance of the 
feet and the necessity of their being correctly 


‘fitted if the perfect poise of the body is to be 


maintained. Let all stores first look to the instruc- 
tion of their own people, plus the accurate and 
careful fitting of their feet before they go into 
the general practice of advising others how to 
wear shoes correctly. 

This is of such outstanding importance that we 
want to get a general expression of opinion from 
merchants on the instruction which ought to be 
continued in the Recorder month after month in 
preparing the craft for the new and better science 
of making posture dependent upon correct foot 
fitting. 


Stick to Your Grades 


FELLOW Rotarion dropped in on a mer- 
chant in Ohio and said “John, I never bought 
any of your shoes before but I’m going to try a 
pair. I always went down the street to Mr. So and 
So, but the way he is talking six and seven dollar 
shoes is suspicious to me. Are they going broke?” 

The top-notch store in the town had built up a 
reputation for shoes of the grades now selling 
at ten dollars and up. The public as represented 
by this business man is confused on values when 
it finds the top-grade store advertising $6.50 to 
$8.00 values. 

Merchants selling shoes down below their regu- 
lar grades lose the confidence of customers. Regu- 
lar customers become shoppers and if they do 
buy the cheaper shoes, are displeased with them 
because they do not measure up in fitting values 
and materials. They forget the price and remem- 
ber only the store and its former standard. 

If they buy shoes at thirteen dollars they feel 
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that they might well have two pairs for that 
price, with the same store service back of them. 
Quality cannot be maintained when the grades 
are lowered. 

The issue is very plain. Try to beat the volume 
stores at their own game and you are in difficul- 
ties whereas, holding to the grade.of shoes that 
the reputation that the house was built on, keeps 
both customers and confidence. 

If merchants stay in their own grade, their cus- 
tomers have a definite assurance of values. Is a 
floating trade worth substituting for good, regular 
customers? Isn’t there a moral “stick to your own 
grades?” All the shoe world is not to be made 
a battleground of price. Service should be paid for 
as “real value given.” 


He Gets Most Out— 


ET us smash for all time the theory that a 
big shoe merchant going to a convention con- 
tributes more by his being there than he can 
get out of it. One of the biggest shoe mer- 
chants in America, who never misses a conven- 
tion or gathering, makes the statement. “‘A little 
fellow may be so small that he cannot use the 
ideas of another little fellow because there may 
be a question of investment or ability to complete 
the project. But, a big shoe merchant can always 
use a little shoe merchant’s idea and put it over in 
a big way. He knows the suggested idea is closer 
to human interest by its birth in the mind of a 
man close to the fitting chair.” 

We learn by the experiences of others. Some 
suggested method of merchandising is talked over 
in a little group of men, five of whom may find it 
useless, while the sixth may put it into immediate 
application and make money on it. In fact, it may 
jump out of his mind and not reappear until six 
months later when it might go over big. 

There is nothing in the world so good as step- 
ping out of your store and ‘visiting some other 
community. Shoemen are beginning to expect the 
fraternal interchange of 
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have been put over because a group of merchants 
in the same town have given some thought in the 
same direction. 





West Virginia in “Spot Light” 
HE city of Wheeling, West Virginia, which 
has been prominent in the eyes of shoe mer- 
chants since the election of Seaton Alexander of 
Wheeling, West Virginia, last January as presi- 
dent of the National Shoe Retailers’: Association, 
again jumps into the limelight in the nomination 
of John W. Davis as Democratic candidate for the 
high office of president. 

Strange to relate, the president of our N. S. R. 
A. is a close friend of Mr. Davis, and if memory 
serves us right, the Democratic candidate has 
bought shoes in President Alexander’s store. 





More Courtesy in Business 

UR traveling field editor has been noting in 

communities signs in shoe stores reading 

“No Shoes Exchanged on Saturday.” It was with 

relief that he found in.an Ohio store this cour- 

teous adaption of the same idea. “We Regret That 

Our Service to Our Patrons Cannot Extend to Ex- 
changing Shoes on Saturday.” 

Certainly the latter form sounds better and 
puts the idea across in a nice friendly way. Lots 
of stores preaching courtesy, do not practice it. 
If you want your sales people to be courteous to 
your customers, it is up to you to be courteous 


to them. 


It Pays to Be Persistent 


HOE men are both persistent and patient. If 

a thing is wrong they go to any limit in cor- 

recting it. One merchant has always maintained 
that the biickle tax was unjust. 

Just to prove that it is possible to get what 

you go after, J. F. Knowles of the W. G. 

Simmons Corporation, 








ideas. The traveling man 
is a real source of such 
give and take in ideas. 
Ideas are going to move 
shoes this fall. Just sit- 
ting pretty in a good loca- 
tion and furnishing good 
shoes isn’t the whole game 
by any means. You per- 
haps fell in line with the 
National Sandal Week idea 
and made it worth while. 
We will tell in next week’s 
issue of several practical 
selling campaigns that 


taking the lead.” 





Capital Dissipated by Too 
Many Styles 

“The subject of balance in production 
and distribution is a large and vital one. A 
dissipation of capital today is bringing ruin 
to many. The rate at which styles are being 
created and then manufactured in such 
quantities that they cannot be absorbed, 
dumps on the market, at all prices, footwear 
that brings a tremendous loss to industry. 

“This is an economic condition that must 
be solved and I am glad the RECORDER is 


V. E. VAILE, 
Vaile Shoe Co., Inc., Kokomo, Ind. 


Hartford, Connecticut 
(who did more than any 
other merchant to abolish 
the tax on rhinestone and 
fancy buckles), continued 
to be persistent and, as 
a result, enjoyed the 
experience of getting a 
check for $82.50 from the 
government. 

As a matter of principle, 
he maintained that as it 
was illegal to collect for 
rhinestone buckles, that a 
refund was due him. 
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The once arid waste 
lands of California 
now yield large crops 


of fruit. 


“The Golden West” 


BY EVERIT B. TERHUNE 
Publisher of the Boot and Shoe Recorder 


AVING just returned from a trip along the entire Pacific Coast, and having 

met shoe merchants in assembly and in the privacy of their own stores, I 

feel that my reactions regarding the condition of the retail shoe business, 

backed up by reports which our research men are sending in to us every day from 

various parts of the country, should have some bearing at least upon the mental 
attitude of the entire trade in all its branches. 

Twenty-five years ago, when I first became associated with the Boot and Shoe 
Recorder, I was told that 85 per cent of the retail shoe merchants of this country 
were bankrupt. Similar statements have come to my ears at different times during 
the past quarter of a century. I want to state right now, however, in all sincerity, 
that I believe the retail shoe merchants of this country, and particularly. those of 
the West coast, are in better condition today than at any time for some years past. 

I do not mean by this that business out there is booming, nor do I mean that 
merchants are buying as freely as they might in less complicated times. They have 
had their problems to solve, tough ones many of them, but two things stand out in 
my mind which give a most hopeful aspect to the situation: 

First, retail merchants have been carefully and consistently reducing their 
surplus stocks to the point where the danger line is nearly, if not entirely, past. 
Second, retail merchants have, by force of circumstances perhaps, developed a keener 
insight into real, honest-to-goodness buying and selling methods than ever before. 

This is no time for unthinking bullishness, nor would any man be justified in 
prophesying or anticipating a boiling market in the near future. But I do believe 
that in the shoe business there has been sufficient contraction in output and distribution 
to relieve the congestion which has been our chief source of worry for several 





July 26, 1924 


ES 





years. There is every reason to plan for 
a safe and sane realignment of the vari- 
ous branches of our industry, prepara- 
tory to a forward movement which will 
mean comfortable prosperity for some 
time to come. 


The new standards of living, which 
so many pessimists are prone to empha- 
size as the cause of all our economic 
maladies, is here to stay; and our present 
problem is to readjust conditions to this 
new standard. In other words, we must 
pull up rather than slide back. The one- 
hundred - cent 
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California Shoe Retailers’ Association. 
It was my first trip to the Pacific Coast 
and I went with an open mind to dis- 
cover just what were and are the great 
accomplishments of that much-heralded 
country. All along the Pacific Coast I 
was impressed with the wonderfully 
attractive retail shoe stores, the splendid 
type of merchandise carried and the very 
high grade of intelligence of the mer- 
chants themselves. 


It was-an inspiration to see them 
working at the opening meeting of 
their conven- 





dollar of 1914 
is gone and 
will soon be 
forgotten. 
The members 
of the new- 
er generation, 
who are com- 
ing to have a 
real say in the 
scheme of 
things, know 
only today’s 
dollar, which 
to them means 
one hundred 
cents, and 
they predicate 
all their busi- 
ness actions on 


that basis. 
California 
is pulling 


through its re- 
cent trying 
period with 
genuine cour- 
age and con- 
fidence and a 
conviction that 
business is go- 
ing to be bet- 
ter. I arrived , 
in Los An- 
geles on the 
morning of 
June 23, the 
opening day 
of the Con- 
vention of the 





One of the wonders of the West—Mulinomah Falls, Oregon. 

In the foreground, reading from left to right, are Will A. 

Knight, of the Knight Shoe Co., Portland, and R. N. Baker, 

manager of the children’s shoe department in the Wetherby- 
Kayser store of Los Angeles. 


(Continued on page 62) 


tion, Monday 
afternoon. It 
was very evi- 
dent that they 
had come to 
get at the 
meat of the 
cocoanut, to 
learn more 
about imme- 
diate trade 
conditions and 
to develop a 
view as to 
their future 
buying. Every 
subject was 
taken up in 
an intelligent 
manner by 
merchants 
who certainly 
knew what 
they were 
talking about. 





I have at- 
tended a great 
many conven- 
tions during 
my term of 
service with 
the shoe in- 
dustry, but I 
can say with- 
out exaggera- 
tion, that I 
have never at- 
tended a more 
business - like, 
more inspir- 
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Trend of Styles in Women’s Footwear 


WELT TYPES FOR GENERAL USE WELT TYPES FOR SPORT WEAR 











Patterns Lasts Heels Materials Patterns Lasts Heels Materials 


T. HENRY{BLACK, 
Portland, Me. ——- 10/8 Tan Oxfords 8/8 aca 
Cutesle “4/8 less | 10/8 Grain Lea. 
Tan Calf 


T. E, MOSELEY CO., pwns 9 14 Black Calf | Oxfords 8/8 Tan Nor- 
Boston, Mass. r Black Ki Straps Calf & Suede 
Combinats 


























WwW. W. WILLSON 
Boston, Mass. 











WM. J. BENSON 
Dover, Del. 











DANIEL S. JOSEPHSON 
Trenton, N. J. 


HI 
Eft 

















E 


WHITE HOUSE, 
San Francisco, Cal. 


ii 























M 
tan? 10,8-14/8 























Spring to 


10/8 to 14/8 
8/8 


ar IE 
rn |e 


Military 
(8/8-12/8) 

















E 
E 


M. F. MURRAY, 
Wilkes Barre, Pa. 


y 
E 











CHRISTIAN LUDEBUEHL, 
NG NOW F MBER— DE 
Pittsburgh, Pa. 














BOSTON SHOE CO — 
a. 7 Round Patent 
Kouteliin, Hip. Black Calf 











10/8 tol3/8 Kid 
(Leather and Calf 
Covered) | (Lightweight) 








8/8 to 10/8 


Rubber Peels 



























































| 
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What Leading Merchants Say Will Sell 


















TURN TYPES FOR GENERAL USE AND 
FORMAL WEAR 


EVENING SLIPPERS 








Lasts 








Materials 





Patterns 





Lasts 





Heels 





Materials 




































Plain Pomaps 10/8 Black Kid | Stra Silver T. HENRY BLACK, 
Gore Effects | Medium 14/8 Satin Plain Pump | Medium | 12/8 to 16/8 Gold 
SmallTongues ‘) 16/8 Suede Gore Effects Satin Portland, Me. 
1 7/8 Spanish| Straps, plai 17/8 Silver 
Straps 1 6/8 taben| Brown Suede) mae ren Junior Louls| Brocade T. E. MOSELEY CO., 
Tongue Medium vered | Black Suede |Gore Tongue| Medium | 2” ish | Black Satin 39 West Street, 
Gore Pumps 11/2 Wood Patent Pumps 1 3/8 Low Gold Boston, Mass. 
as Covered Operas Covered Brocade 
9/8 Patent Colt 
Pumps Black Suede | Straps 9/8 Covered| Silver W. W. WILLSON 
Medi 13/8 Covered] Brown Suede Medium d ee 
One-Straps edium | Black Satin Narrow | 13/8 to 15/8 |Gold Brocade cementite. 
Gece BBeets 14/8 to_15/ Some Pumps Block and | 51.4% Satin 











Round 


Baby Louis 
Spanish 
Cuban 





Satin 
Patent 
Black Vici 


Pointed Toe 
Last 


Medium 





Some Louis 
Half Heels 


Satin 


Patent 













WM. J. BENSON 
Dover, Del. 











Medium 


13/8 to 14/8 
Cuban 


13/8 to 16/8 
Spanish 


Narrow 
Strap 
Effects 


Medium 
Vamps 


12/8 to 14/8 
Block 


14/8 to 16/8 
Spanish 


Silver 


White Satin 
Bronze 








DANIEL S. JOSEPHSON 
Trenton, N. J. 








Box 
(10/8-14/8) 


Spanish 
14/8-18/8) 


Straps 


Medium 


12/8-18/8 











WHITE HOUSE, 
San Francisco, Cal. 











_— 
(14/8-16/8) 
14/8 


Vi 


Block and 
Spanish 


Straps 


Pumps 


Medium 


Spanish 
(14/8-16/8) 





PITTS SHOE CO., 
Columbus, Ohio 





Cuban (14/8) 


Spanish (15/8 
Box (11/8) 


Straps 
Gore Effects 


Slightly 
Narrower 
Toes 


Cuban 
(14/8) 


6/8) 


Metal Cloth 


Beaded 
Satin 





WESCHLER CO., 
Erie, Pa. 





Gore Effects 
Slight] 
Fancy Straps Nesrowsr 
(Nothing Toes 
extreme) 
Straps 
Shorter 
Fewer Vam 
Cut-outs 
Round Toes 


10/8 to 15/8 
Straight 


Fashioned 


Straps 


Shorter 
Vam 


Round Toes 


10/8 to 15/8 
Straight 


Fashioned 


Brocad: 
Gold Brocade} 


Silver 


Black Satin 
Patent 






M. F. MURRAY, 
Wilkes Barre, Pa. 








CHRISTIAN LUDEBUEHL, 
Pittsburgh, Pa. 


















Patent 
Front Gore Cuban Patent | Gore Effect ‘ Gold Brocad 
. Medium (13/8) Satie . -- Spanish _ |Silv'r Brocade BOSTON SHOE CO., 
re aateie/s) One-Straps Toe sci strong in Louisville, Ky. 
One-Straps Black Suede 9/8-12/8 
mil. heels 
Medium Spani Kid 
No Gores Full Toes (3/8) Patent HEATH BROS., 
i tin 
Fewer Medium |Cov.Cuben| Some Grenada, Miss. 
Cut-outs j; Vamps | (10/8-13/8) Suede 
Lt. Spanat Louis — Anble'3 Gold and 
o Cu its tra, 
except on |" (35% "| Black Satin bas Asie | Louie (16,8) | Silver Cloth VANCE SHOE CO., 
Counters uban Stra 
(More conser-| Covered 15% Light Center Black Satin Gadsden, Ala. 
vative pat.) | (12/8-14 8) Tan Calf 














LAFAYETTE SHOE CO., 
Woonsocket, R. I. 











14/8 
Cuban 
Few 8/8 


Patent 

















"ah 











MORSE & HAYNES CO., 
Springfield, Mass. 
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WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 





0. G. FELT, 
Manchester, Vt. 


Patterns Lasts Heels Materials 


Patterns 


Lasts 


Heels 


Materials 





Onfante 8/8t014/8| Patent 


Oxfords 


Medium 


Calf 
Elk 








CHAS. D. ALLEN, 
Oklahoma City, Okla. 


Mili 
and” 


sty — 





JOHN H. BREFFERTH, 
Shreveport, La. 


Oxfords 


8/8-10/8 





McDOWELL’S, 
Albany, Ore. 


Leather 
Cuban 
(8/8-13/8) 


Leather 
(9/8-13/8) 





A. G. WINTER 
Newport, N. H. 


Cuban 
and 


10/8-12/8 








JOHN G. BUCKLEY, 
Buckley Shoe Co., 
Houston, Texas 





Present 
oval toes | 8/8 to 14/8 


Continue 


7/8 to 10/8 
Leather 


Ruhh and 





Some Flanged 








WILL A. KNIGHT, 
Portland, Ore. 





Medium Toes} 8/8 to 13/8 





8/8 to 10/8 








Cc. E. PETOT, 
Cleveland, Ohio 


11/8 to 14/8 
Leather 


9/8 to 14/8 








GEORGE A. PIERCE, 
Minneapolis, Minn. 








J SLOBODIEN & BRO., 
Perth Amboy, N. J. 





8/8 -14/8 








F. P. MEYER, 
Danville, Ill. 


8/8 to 11/8 











WETHERBY-KA YSER, 
Los Angeles, Cal. 


High Grade 


8/8 to 10/8 








CITY OF PARIS DRYGOODS Co., 
& 
San Francisco, Cal. 


Oxford Cuban 
14/8-12/8 

Two-Straps Milita 

10/8 


10/8 


Foom Sqring Elk mostly 








CHISHOLM SHOE CO., 
Cleveland, Ohio 


Strapa and 
Oxfords in 
Plainer 


Effects 


10/8 
to 
14/8 


Medium 
or 
Round Toe 


8/8 to 12/8 








H. L. DAVIS, 
w Texas 
Smith terie 


8/8 to 12/8 





FOR WELT/S FOR GEN 





ER 


49% i 
(14/8-16/8) 





a SHOE CO., 


uron, S. D. 


aff 
ere 


10/8-14/8 


#3 





MILO A. SLADE, 
Des Moines, Iowa 


8/8-12/8 


oi 
ie ; 


4 

















8/8 to 12/8 
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Patterns 


Lasts 


Heels 





Straps 


10/8-14/8 


oO. G. FELT, 
Manchester, Vt. 





Spanish 
and 
Louis 


CHAS. D. ALLEN, 
Oklahoma City, Okla. 





10/8-16/8 


JOHN H. BREFFERTH, 
Shreveport, La, 





Leather 
and 
Covered 
Cuban 
Spanish 


Step-ins 
Straps 
Pumps 


Covered 
Spanish 
(12/8-17/8) 


McDOWELL’S, 
Albany, Ore. 





One Strap 
Two Straps 


Cuban 
Military 
Spanish 


A. G. WINTER, 
Newport, N. H. 











10/8 to 14/8 
Box Covered 


Full 


x vi 
15/8 to 18/8 
Breasted/ 


Dainty stra 
Buckle effects 


Pipi 
ilver & Gold 
Leather 


12/8 to 18/8 


JOHN G. BUCKLEY, 
Buckley Shoe Co., 


Houston, Texas 





13/8 to 16/8 
Spanish 


10/8 to 13/8 
Box 


Straps 
Fancy 
= Tongue 
Plain Opera 


13/8 to 17/8 
Spanish 


WILL. A. KNIGHT, 
Portland, Ore. 





12/8 to 17/8 
Louis XV 


Plain Straps 

Color Effects’ 
as 
Tongue 
Pumps 


13/8 Cuban 
to 17/8 Louis 
and Spanish 





Style 


Strape— 
Plainer 
Effects 


8/8 to 18/8 


GEORGE A. PIERCE, 
Minneapolis. 


, Minn. 





13/8 to 17/8 
Spanish 


12/8 Cuban 


13/8 to 17/8 
Spanish 


Patents 
Satins Black 
Gold 


Brocades 


J. SLOBODIEN & BRO., 
Perth Amboy, N. J. 





16/8 Louis 
or 
14/8 Box 


16/8 to 18/8 
om 4 or 
Spanish 


Silver and 
Gold 


Brocades 
Satins 


F. P. MEYER, 
Danville, Ill. 





14/8 to 16/8 
Spanish 


and 
Wood Cuban 


14/8 Louis 


1) Silver 
(2) Black 
Satin 


®) Gold 


WETHERBY-KA YSER, 
Les Angeles, Cal. 





10/8 to 14/8 
with Box 
wood Heels 
15/8 to 17/8) 
with Louis 
Heels 


15/8 to 16/8 
Spanish 


Gold or 
Silver 


CITY OF PARIS DRYGOODS CoO., 
San Francisco, Cal. 





and 
bed 13/8 to 17/8 


13/8 to 17/8 
Spanish 


CHISHOLM SHOE CO., 
Cleveland, Ohio 





14/8 to 16/8 


H. L. DAVIS, 
exas 
Smith Booterie 





Med. Spanishl 
Med. French 


DEA 


ROBINSON SHOE CO., 
Huron, S. D. 








B 
10/8 to 16/8 lack 
Louis 


and 
Spanish 











12/8-16/8 


Louis and 
Spanish 


|Silver & Gold 
(Plain & Bro- 


Black Satin 
Beaded 

















Effects 


MILO A. SLADE, 
Des Moines, Iowa 
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WELT TYPES FOR GENERAL USE 


WELT TYPES FOR SPORT WEAR 








P. A. BERGNER & CO., 
Peoria, Ill. 


Lasts 


Heels 


Materials 


Patterns Lasts 


Heels Materials 





14,8 Louis 
Cuban 


Satin Short 
and Black Suede} and 
(75%) Cuban Brown Suede) 


Patent 





A. B. CRANDALL, 
Des Moines, Iowa 


9/8-14/8 





SENACK SHOE CO., 
St. Louis, Mo. 


8/8 to 14/8 
Leather 





J. LANGLEY, 
St. Paul, Minn. 


10/8 to 13/8 
Box or 
Leather 


8/8-10/8 





R. E. SAGER, 
Green Bay, Wis. 





R. H. FYFE SHOE CO., 
Detroit, Mich. 





8/8-15/8 





CALIFORNIA SHOE RETAILERS’ 
ASSOCIATION. 


At Los Angeles, 
in Convention 








7/8 to 14/8 


























Trend of Styles in Juvenile Footwear 





FOR SCHOOL WEAR 





A. K. COHEN, 
Gus Blass Co., 
Little Rock, Ark. 


Patterns 
for Growing Girls 


Patterns 
for Misses and Children 


Leathers 
for Growing Girls 


Leathers 
for Misses and Children 





Straps 


Oxfords 


Oxfords 
Straps 
Lace Shoes 


Patent 


Tan Russia 
Small Per Cent of Suedes 


Patent 
Tan 


Russia 





J. LANGLEY, 
St. Paul, Minn. 


Fancy Ties 
Lace Oxfords 


F . 
Ince Oxfords 
Boots 


Calfskin 
and 
Elkskin 





W. W. WILLSON, 
ton, Mass. 


Oxfords 
Some Boots 





R. E. SAGER, 
Green Bay, Wis. 





ELWELL FIELD SHOE CO., 
Des Moines, Ia. 





M. F. MURDY, 
Wilkes-Barre, Pa. 





WESCHLER CO., 
Erie, Pa. 
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TURN TYPERORMAL WEAR ND EVENING SLIPPERS 
Patterns Lasts 





Heels Materials Patterns Lasts 


Heels Materials 








Straps Satin P. A. BERGNER & CO., 
Gore Pumps 80%—14/8 Patent Pumps 75% 14/8 | Everything 
except 


Peoria, Ill. 
Colonials 20%—16/8 | Black Suede 25% 16/8 | Russia Calf 
Strip Pumps 


Fancy Straps 
Brown Suede} 4 


Plainer 
Straps 








; ‘ Satin 

Block Satin . Medium 14/8 to 17/8 |Gold Brocade A. B. CRANDALL, 
14/8 Spanish} Patent |Plainer straps} Lasts Spanish Silver Des Moines, Iowa 
Tan Calf Brocade 








50% Box Silver 
50% Suse (12/8 to 14/8) 


Satin a 50 85% Spanish! Brocade 


357% Spanish) Patent’ || Sno | i4/8-16/8) | Silver Kid. SENACK SHOE CO., 

(14/8 to 16/8) Modified 15% Box |Gold Brocade 

ot gate Round Toes | (8/8-12/8) | Gold Kid 
iw 


St. Louis, Mo. 
White Satin 








Box Curved Silver 
(12/8-14/8) (15/8-17/8) | Brocade J. LANGLEY, 
i Gold Brocade 
Curved Heels Las Box Patterned St. Paul, Minn. 
(15/8-17/8) (13/8-14/8) Satins 





10/8-13/8 : — a 8 R. E. SAGER, 
i 15/8-16/8 Silver Green Bay, Wis. 








Silver 

Gold Brocade} 

14/8-17/8 | pian le wears R. H. FYFE SHOE CO., 
ack iD 


White Satin Detroit, Mich. 








Silver and 
Gold Brocade} CALIFORNIA SHOE RETAILERS’ 
Plain or ASSOCIATION, 
Trimmed 
12/8 to 18/8 with At Los Angeles, 
Silver and 
Gold in Convention 
Kid 
Satins 
shoes only 


heels 
14/8 to 17/8 
tn new French) 


“Or operas a 
grade 





























National Survey Made by the N.S. R. A. 


PLAY SHOES 








FOR DRESS OCCASIONS 
Leathers 





Leathers | Growing Girls, 





é — Co., 
us se 
Patent Little Rock, Ark. 
Straps 





J. LANGLEY, 
St. Paul, Minn. 





W. W. WILLSON, 
Bos Mass. 


ton, 





R. E. SAGER, 
Green Bay, Wis. 





ELWELL FIELD SHOE CO., 
Des Moines, Ia. 





M. F. MURDY, 
Wilkes-Barre, Pa. x 








WESCHLER CO., 
Erie, Pa. 
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Leathers 
for Misses and Children 





Patterns 
For Growing Girls 


Patterns 
for Misses and Children 


Leathers 
for Growing Girls 





DAVID S. JOSEPHSON, 


Trenton, N. J. 


50% Low Shoes 
Pumps 
Oxfords 


40% Low Shoes = Cs. 
Patent 
Some Ooze 


Pumps 


Tan Calf 
Black Calf 
Patent 
Some Ooze 


Brown Calf 





WILLIAM J. BENSON, 
Dover, Del. 


Oxfords 





0. G. FELT, 
Manchester, N. H. 





ROBINSON SHOE CO., 
Huron, S. D. 





MORSE HAYNES CO., 
Springfield, Mass. 





LAFAYETTE SHOE CO., 


Woonsocket, R. I. 








VANCE SHOE CO., 
Gadsden, Ala. 


Same as Women's Patterns 








H. L. DAVIS, 


Waco, Texas 





J. SLOBODIEN & BRO., 
Perth Amboy, N. J. 





FRANK P. MEYER, 
Danville, Ill. 














T. HENRY BLACK, 
Portland, Me. 











WETHERBY & KAYSER SHOE CO., 
Los Angeles, Cal. 








T. E. MOSELEY CO., 
Boston, Mass. 








A. E. PITTS SHOE CO., 
Columbus, Ohio 











WINTER BROS., 
Newport, N. H. 








MAY COMPANY, 
Cleveland, Ohio 








McDOWELL SHOE CO., 
Albany, Ore. 








*. 
CALIFORNIA SHOE RETAILERS’ 
ASSOCIATION, 


at 
Los Angeles Convention 


and 
Soft Toe Tip Oxfords 





Plain and Brogue Oxfords 
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PLAY SHOES 


FOR DRESS OCCASIONS 





Patterns 


Leathers 


Leathers 


Growing Girls 


sand 
a 





Plain Toe Blucher 


Strap 
ps 
Small Tongues 


Black Oxfords 


Tan Calf 


DAVID S. JOSEPHSON, 
Trenton, N. J. 





WILLIAM J. BENSON, 
Dover, Del. 





0. G. FELT, 
Manchester, N. H. 





ROBINSON SHOE CO., 
Huron, S. D. 








MORSE HAYNES CO., 
Springfield, Mass 





LAFAYETTE SHOE CoO., 


Woonsocket, R. I. 








Toes—10/8 Heel 


VANCE SHOE CO., 
Gadsden, Ala. 








Elk and 
Russia Calf 


Boots 
and 
Sandals 


H. L. DAVIS, 


Waco, Texas 





Plainer Effects 


J. SLOBODIEN & BRO., 
Perth Amboy, N. J. 





FRANK P. MEYER, 
Danville, Ill. 











T. HENRY BLACK, 
Portland, Me. 








WETHERBY & KAYSER SHOE CO., 
Los Angeles, Cal. 





T. E. MOSELEY CO., 
Boston, Mass. 


» 








A. E. PITTS SHOE CO., 
Columbus, Ohio 





WINTER BROS., 
Newport, N. H. 





MAY COMPANY, 
Cleveland, Ohio 





McDOWELL SHOE CO., 
Albany, Ore. 














Black Satin 


th White and Colo 








all runs Patent Le/ather 





CALIFORNIA SHOE RETAILERS’ 
ASSOCIATION, 
at 


Co: ot. 





Los Angel 
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These shoes plainly show a case of metatarsal arch weakness. Note how the 
uppers are spread in width over the soles 


The Relation of the Chiropodist 


(Continued from page 47) 
By spending one day a week in a neighboring town, 
I take care of many patients and customers that could 
not ordinarily avail themselves of our service. This 
has proven so successful that Mr. Mensch is consider- 
ing the advisability of having one more doctor just 
to make the towns that I do not cover. 





Freedom of the Feet 
By DR. L. C. DUNDAS IRVINE 
London Specialist 


There is no reason why we should not have that 
perfect freedom from pain and inconvenience regard- 
ing our feet that we enjoy regarding our hands, and 
there is no reason, too, for unsightly shoes for, if the 
arch and back part of the foot are fitted correctly, then 
practically any shape of toe may be worn. 

It may be wise to say a word or two on the vexed 
question of the height of heels, and here, as in other 
matters relating to fashion or custom, it is well to 
ask what nature intended. 


What Babies Can Teach Us 


Nature, the perfect builder, gives us an example in 
the baby, for if you will use your powers of observa- 
tion, you will see that babies, with feet unspoilt and 
untramelled by custom or convention, when first they 
begin to toddle, walk upon the ball of the foot, with 
the heel raised from the ground, and that immediately 
the heel is lowered they sit down. You may say that 
this is because the baby has not learned to walk, but 
if you look at the grown-up baby, the primeval sav- 
age, the North American Indian, Samoan or the Afri- 
can native, you will find that these unspoilt sons of 
nature walk in exactly the same way, and that when 
they wish to come to rest, they squat upon their 
haunches, the heels being well raised from the ground. 


Walk on the Balls of Your Feet 


When walking is done on the balls of the feet and 
with heels raised, there is no jarring, because elastic 
muscles are holding the heels in an elevated position 
with the front parts of the feet depressed to receive 
the force of each impact against the ground, muscular 
elasticity absorbing all jarring effects very perfectly. 


Quite naturally the question now arises exactly how 
high the heel bone should be elevated above the 
ground, and by observation it has been found that the 
normal distance in the adult is approximately one and 
one-half inches, so that to go above or below this 
height is against the rule of nature. 

Have your feet fitted with the same amount of care 
that you would use in the selection of glasses for your 
eyes or treatment for your teeth. 

Walk, and walk with perfect freedom; get a correct 
balance, and you will get improved health. 

Without a correct balance, and with your feet dis- 
torted, it is a matter of impossibility to enjoy that 
health which nature intended to be the birthright of 
every man or woman. 





Getting Ready for Illinois Convention 


Peoria, Ill. July 8—A. E. Schulein, president of the 
Illinois Shoe Retailers’ Association, presided over a 
meeting of his directors and executive committee, held 
here July 7 and at this meeting made final plans for 
the state convention, date of which will be announced 
in next week’s issue. 

Milton Rubel, president of the Chicago Shoe Trav- 
elers’ Association, met with the shoe merchants at 
their request, insuring full co-operation between trav- 
elers and shoe merchants for the forthcoming Illinois 
convention. President Schulein said: 

“Harmony and co-operation between manufacturers, 
salesmen and merchants is today a paramount issue.” 
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International Shoe Official Dead 


St. Louis, July 22—Robert N. Warmack, vice- 
president, director and sales manager of the Interna- 
tional Shoe Co., died on July 11 at White Springs, Va., 
Mr. Warmack was 54 years old. He had not taken an 
active part in the business for more than eighteen 





ROBERT N. WARMACK 


months, due to ill-health which he had tried to over- 
come by a long vacation. He went to White Springs 
recently with his wife and daughter. 

Mr. Warmack became associated with the Inter- 
national Shoe Co. at the time of its organization in 
1898. As a salesman, he traveled in Tennessee for a 
number of years. He later became sales manager of 
the company’s Southern division, and had more than 
a hundred salesmen under his supervision. 

As salesman and sales manager of the International, 
Mr. Warmack probably became acquainted with as 
many merchants as any man in St. Louis. His asso- 
ciates have united in saying that he was a splendid 
business man and friend. Funeral services were held 
in Jackson, Tenn., on July 14. 





Wholesalers’ Association Meeting 


Boston, July 17—The executive committee of the 
National Association of Shoe Wholesalers held a meet- 
ing at the New Ocean House, Swampscott, Mass., a few 
miles from here, during the week. President E. Walter 
Smith of Worcester, Mass., presided. Secretary Louis 
M. Taylor of New York City was also present and 
addressed the meeting. 

Plans for the annual convention to be held at the 
Copley-Plaza in January of next year, were furthered. 
The convention will be held the same week as the 
National Shoe Retailers’ Association convention which 
is to be staged at Mechanics Building. The fact that 
these two big meetings fall during the same week is 
expected to be of mutual advantage. 

A particularly gratifying report on increased mem- 
bership was submitted. 
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Charles L. Copeland Killed 


Boston, July 22—Charles L. Copeland, of the sales 
staff of C. H. Alden Co., was killed in the collision of 
the oil tanker “Swift Arrow” with the Eastern Steam- 
ship Company’s new boat, the “Boston,” off Point 
Judith on the night of July 21. 

Mr. Copeland, who was on his way to New York, 
was crushed in his stateroom, and so severely injured 
internally that he passed away without regaining con- 
sciousness at a Newport hospital, to which he was 
removed. 

Mr. Copeland’s death comes painfully close, not only 
to his employers and business associates, but also to 
a long and widespread line of friends in the shoe 
trade. 

He was only forty-six years of age—in the prime 
of life, with everything to live for before him. A hard 
and conscientious worker—a straightforward per- 
sonality made and held for him the respect and esteem 
of all with whom he came in contact. 

His rise in the shoe industry was by steady, per- 
sistent industry and determination to advance him- 
self. Starting in the factory of A. E. Little Co., in 
Lynn, Mass., he later became a salesman in a Boston 
retail store, thence entering the employ of the Com- 
monwealth Shoe & Leather Co., for whom he traveled, 
and later associating himself with C. H. Alden Co., 


Ci. | 



















CHARLES L. COPELAND 


with which firm he has remained for the past twelve 
years. 

Mr. Copeland leaves a wife and four children, to 
whom the sympathy of the whole shoe trade goes out 
in their bereavement. 





“Billy” St. Louis Still with Chase 


Boston—‘Billy” St. Louis, who recently made ar- 
rangements to represent Witherell & Dobbins Co. in 
the South, as well as some Boston accounts, has not 
given up his old line—that of C. E. Chase & Co. He 
has been showing both at Room 644, Hotel Essex, this 


month. 
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“The Golden West” a 


(Continued from page 51) 


ing, and cleaner convention, than that at Los Angeles. It is this same spirit of 
individual effort and collective co-operation that has made the California shoe 
merchants one of the most successful and prosperous groups in our entire country. D 

Long before my train seemed anywhere near civilization on my way out, I 
asked the Pullman porter where we were. 

“Boss,” he said, “you-all is now in the sub-bubs of Los Angelus.” I’ll bet we 
were at least forty miles from the station. 

Laugh if you will, but to me it is significant of the spirit of the Golden West 
—the constant reaching out for bigger things—the constant and intelligent boosting 
of one’s own community—the ever present move to get more people—to establish 
new and varied industries. 

Business men in every industry—retail, wholesale and manufacturing—work 
together because they have grasped and applied the fundamental principle of 
co-operation. You see it in Los Angeles, in all the towns between there and San 
Francisco through which I motored as the guest of hospitable shoemen. I saw it 
in the shadow of the Golden Gate when, on the day of the formal opening of the 
new Sommer & Kaufmann shoe store, floral tributes from so-called competitors 
were no more numerous than those same competitors in person, who had called to 
express their very sincere congratulations. 

Merchants in every West Coast city and town I visited, clear up to Portland 
and Seattle, were all interested in some form or other of civic activity. 

They want their home towns to be better and still better places to live in for, 
in addition to realizing the value of adequate turnover and all the other important 
details of merchandising, they realize that the faster their town grows, the faster 
they grow. 

And the proof of the correctness of this theory is found in the fact that I met 
more really wealthy shoe men during my brief sojourn in that section of the country 
than I have ever met before in my business life. My hat is off to the Golden West. 
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Light on the question of 
Lighting and Sales 


Bright, shadow- 
less illumination 
wih X-RAY 
REFLECTORS in 
the window . of 
Alfred J. Ruby, 
Inc., Chicago. 


Upper right—the 
X-Ray “HIPPO” 
window floodfight 
which gives a 
remarkable 
“Center Spot 
Beam” of $0,000 
candle power! 
FLOODS the 
whole window ! 


Do You KNOW— 


How to avoid shadows in 
your show windows and 
prevent glare? 


How to concentrate the 
light on the merchandise 
displayed? 


How to space reflectors 
to give the desired re- 
sults without burning too 
much current? 


How to get “selling 
punch” in your windows 
by the use of “Color- 
Ray” and window 
FLOOD Lighting? 

What type of reflector 
should be used for high 
shallow windows — for 
low shallow windows— 
for high deep windows— 
for low deep windows? 


The Store Lighting Book answers these and 
many other questions. Our Engineering 
Department will gladly answer any questions 
with specific reference to your own lighting 


problems. 


Curtis Lighting, Inc. 


1130 W. Jackson Blvd. 


New York 


CHICAGO 


Los Angeles 


SEND THE COUPON TODAY 


YOU SHOULD HAVE 
THIS BOOK | 


XR oh 4 
Reflectors 


. oo 
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Simple 
Elegance— 


That is the impression con- 
veyed through the artistry 
of design of AMERICAN 
INTERLOCKING SHOE 
STORE CHAIRS. 


Architecturally correct in 
every detail, these chairs 
are a fitting complement to 
the decorative scheme of 
any store interior. More- 
over, for comfort and per- 
manence they typify the 
highest standard of con- 
struction. 


AMERICAN SEATING (OMPANY 


General Offices, 1016 Lytton Building 
CHICAGO 
601-119 W. 40th St. 302-69 Canal St. 
NEW YORK BOSTON 
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SHOE STORE SERVICE 


SECTION 


A Department of theBoot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display and Control of Merchandise 





Don’t “Take It Easy” in August— 


ONEY that goes out usually 
M. comes back and brings more 
with it. Time simply goes— 
and doesn’t come back. A mer- 
chant’s time is capital. It should be 
made the most of, to insure the 


money coming back. Your 
time cannot well be devoted 
to two things at once. There 
are many things that will 
make demands on your time 
betwen now and the end of 
September. Don’t let them 
pile up in the eleventh hour, 
or something will have to 
be slighted—and slighting 
things puts a crimp in divi- 
dends. 
Budget Your Time 

You budget your capital. 
Then why not budget your 
time? Plan ahead how it is to 
be expended—by weeks and 
days. Allowing a reasonable 
amount for matters that 
come up for immediate at- 
tention day by day, appropri- 
ate the remainder, so much 
to looking over lines—so 
much to advertising —so 
much to planning window 
trims ahead and getting the 
details of decoration and 
shoe preparation attended to 
in time—so much to improv- 
ing the layout and equipment 
of the store and keeping it 
ship-shape—so much to keep- 
ing stock and sales records 
up to the minute—so much 
to the stock room—so much 
to collections—so much to 
observing the work of em- 
ployees and helping them to 
improve their efficiency. 
Work Ahead on Advertising 

Advertising should not be 
thrown together at the last 


Budget Your Time 


Do now as many as possible 

of the things that would 

otherwise have to be done 

later, when the boss should 
be out on the floor. 








Recorder Merchandising Calendar 

for August 

August 1-9—Check up on your store 
equipment. Are your windows and store 
interior lighted as well as the best lighted 
store on the street? Do the display fixtures 
and show cases need touching up or replac- 
ing? Do the chairs and rugs show signs of 
wear? Do the walls, ceilings and woodwork 
need cleaning or painting? August is the 
month to spruce up the store, and the first 
of the month is the time to see about any 
necessary alterations, decorations or instal- 
lations. It pays to have all work of this sort 
out of the way before the busy fall season 
starts. Round up all the shoes that are 
slated for clearance before September and 
group them into one-price lots—the fewer 
lots the better. Run several newspaper ads, 
each featuring one lot prominently, and 
have the windows tie up with the ads. 

August 11-16—Take note of the sizes on 
all numbers that are to be discontinued. If 
too great a proportion of these are below 5B 
and above 8B, put on an extreme size sale. 

August 18-23—A few good distinctive fall 
styles advertised and displayed at this time 
will arouse some interest. Hold a monthly 
meeting of employees. Arrange some fea- 
tures of special interest. 

August 25-80—Get monthly statements 
ready. Put in with them a neat advertising 
insert, making some offer of timely interest. 
Ask your manufacturers for cuts of the 
shoes you have bought for fall. Compare 
trial balance with July of this year and 
August of last year. Budget purchases and 
sales for September. 








minute. It should be planned ahead. 
Preparations of ads should be 
started well in advance of the time 
scheduled for their release. Last- 
minute crowding of art and plate 
work is likely to reduce their effect- 


iveness. Headings and intro- 
ductions to ads connect up 
better when written in series 
than when rushed through 
separately. 

For sale ads it is usually 
feasible to work ahead on 
the major display and intro- 
ductory copy, leaving part of 
the merchandise descrip- 
tions to be filled in later if 
desired. 

Ads on fall styles can be 
prepared at any time after 
the shoes are bought. If ar- 
rangements can be made to 
have the manufacturers fur- 
nish shoe cuts, this should 
be attended to promptly. If 
not, samples of some of the 
leading numbers should be 
sent to a shoe artist for 
drawings to be made. 


Synchronize Windows with 
Ads 


Mailing folders and in- 
serts to be enclosed with 
statements should be attrac- 
tively illustrated with scenes 
and figures in addition to 
cuts of the shoes. Sometimes 
suitable illustrations can be 
obtained from a stock cut 
house. When they can’t, time 
should be allowed for an art- 
ist to work on them. Remem- 
ber that when you first call 
the artist he may have work 
on hand that must be com- 
pleted before he can start 
yours. 

(Continued on page 77) 
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SEMi- 
ANNUAL 
CLEARANCE 
SALE 





Fig. 1—This clearing sale background setting may be assembled with inter- 
changeable units described on Page 71. Minor changes will make it suitable for 


further use after the sale is over. 


August Displays Should Sell Shoes 


Sales in This Month Can Be Speeded 


Up by Well-Planned Window Trims 


By A. E. EDGAR 


UGUST is the month of sales 
—of clearance sales. The 
displays should sell shoes. 

They can be made to sell shoes, 
even in the hottest days. 

A “sale” window should have 
every unnecessary element of deco- 
ration removed and the merchan- 
dise shown in a manner to indicate 
its desirability and its value at the 
prices quoted. This does not mean 
that it is wise to have no back- 
ground, nor that the merchandise 
may be “thrown” into the window 
in any reckless manner. The for- 
mer adds to the value of the shoes’ 
appearance, while the latter would 
destroy confidence in their values. 


Sale Shoes Should Be Well 
Prepared 


Shoes displayed at sale prices 
should be as carefully prepared for 
the window as for the fall opening 
display. Forms should not be omit- 
ted, wrinkles should be smoothed 
out and the merchandise handled as 
if it were a thing of value. 

Stocky displays are the rule in 
most stores having sales, but 


“heaps” and “piles” of shoes are 
uninviting. Only when there is a 
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Fig. 2.—Fence signs, window 

signs, show cards a price 

tickets are important factors in 
‘putting on’’ a sale. 


most drastic cut in the price is this 
permitted, and then it is not always 
advisable. The windows should be 
arranged to give as good an effect 
as possible, even when the shoes 
shown are out-of-date. 


One-Price Display Units Pull 


It is desirable to show a number 
of styles and colors at a single 
price. This can be done by making 
the displays into units, or by giving 
the entire window over to the dis- 
play of shoes at the one price. By 
showing many styles at one figure 
the idea of quantity is fostered. 
Variety is indicated, too. The same 
number of pairs displayed in 
“singles,” with individual price 
tickets, will give the window an un- 
inviting appearance, while a unit 
display with a large price card says 
distinctly, “Here’s a value you can’t 
afford to overlook.” 


Special Backgrounds for Sales 


A suitable background for a sale 
window is illustrated in Fig. 1. 
This background is composed of the 
Recorder Interchangeable Units, 
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Fig. 4.—In most towns there are sufficient people who go camping, 
hunting and fishing to justify a special display of boots and shoes for 
this purpose. Here is a suitable setting, easy to prepare. 


shown in Fig. 9. The following 
parts are used: A, B, C, E, H, K 
and M. These can be built by any 
shoe merchant out of wall board, 
and used in combination with other 
units in making up displays for 
later on. The background for this 
setting may be a drape, as illus- 
trated, or it may be the permanent 
wooden background of the window. 

This setting may be utilized in 
showing “style” shoes by replacing 
the circle with a decorated disc and 
adding a few flowers on the lattice 
panel in the center. 

A sale display is not complete 
without window cards and 


on the main highways leading to 
the store. A yellow card painted 
with black japan will stand the 
weather for the first few days of 
the sale. Any show card writer can 
prepare them. 

2. The smaller arrow is used as 
a window streamer to catch the 
eye of the hasty passers-by, and tell 
at a glance that a sale is going on. 
They may be made of heavy paper 
and painted with water colors, if 
they are to be used inside the win- 
dow, or with japan colors if they 
are to be pasted on the outside of 
the window. 


8. This index hand serves the 
same purpose as the arrow in 2, and 
is made in the same manner. 

4, 5 and 6. These are various 
forms of individual price tickets 
that may be used to price individual 
shoes or pairs. Only one form 
should be used in any sale window 
at one time. It will be noted that 
the lower points of the triangles 
and the tab on 4 are adapted for 
use by slipping them under a 
crossed lace or strap. 


The “Rock Bottom” Sale 


7. Where it is desirable to give 
a sale a name other than 
that of “Clearance Sale,” a 





price tickets. In fact these 
add very much to the sale 
appearance of the store, 
both when used in the win- 
dow and when used inside 
the store. 

A number of suggestive 
ideas are illustrated in Fig. 
2, which if used will make 
the windows more attrac- 
tive and more effective as 
selling mediums during 
sales. Some of these pieces 
of advertising may be pur- 
chased from stock, but they 
can all be made by the re- 
tailer or his display man. 
A brief description of the 
various ideas is given here, 
and methods of use sug- 





Summer 


oes 
educed 


6.25 


Values upto #1282 


White Kid 
Patent Hid 
Black Satin 


aa 


2 
Footwear 








large boulder may be trans- 
ferred to the display win- 
dow and the words “Rock 
Bottom Sale” painted on it, 
giving a name to the sale. 
Price tickets may then have 
a silhouette form of a rock 
painted, or pasted on them, 
and the price written over 
that. 

Show cards used during 
a sale should be of the 
sturdier type. Plain letter- 
ing and outstanding prices 
should be the rule. Fig. 3 is 
an excellent type of sale 
show card, and is dignified 
enough to use in the high- 
est grade store. 








gested. 


1. This is a card cut in 
the form of an arrow to be 
used on fences, barns, etc., 


Fig. 3.—Plain lettering Fig. 5—Suggestion for a 
and outstanding prices s 
should characterize the use with a setting such as 
show cards used for a sale. 


appropriate for 
shown in Fig. 4. 


The midsummer clear- 
ance sale should be adver- 
tised in a manner to indi- 
cate that the merchandise 
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a ERE are resources unmatched 

The ml aye be by any combination of manufacturers 
é' fc Sha peg’ in the industry, furthering that 
-on fas ans csc cans acknowledged leadership of this organization 
sources have grown until today which thus far has pioneered all the worth-while 
our Seong Rr at innovations known to the store equipment world. 
women aos ey a The New Way Sectional Interchangeable Unit 


and small. This Department System, New Way Sectional Shoe Shelving and 


must necessarily expand with the 7 . ° : 
growth of our produdiion fecil- like innovations have served as authority for this 


ities in order that each New Way leadership, and adequately answer why this 
installation may represent areal organization is invariably sought first when the 


standard of merchandising effi- . . 
ciency. A request will bring full question of new store equipment arises. 


information regarding the work 


of this Department for large and GRAND RAPIDS SHO 


small retailers, and its possible Gurer 
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of store a rare of the best money 
value obtainable, the maximum in utility, quality, 
flexibility and permanence, regardless of the 
type of equipment selected or price paid. This 
acknowledged money value and these unmatched 
features can be had in the New Way line at such a 
wide price range as to permit the buyer to select a 
degree of utility at whatever figure he wishes to pay 
—from the finest obtainable to the lowest in price 
that’s good. 


W CASE COMPANY 


Gurers of Complete Store Equipment 


IGAN - PORTLAND, OREGON 


CONSULT TELEPHONE DIRECTORY 
MERCHANDISING COUNSEL 





oe 


The NEW WAY LINE 
of SHOE STORE 
EQUIPMENT 


is very complete in its scope and 
embraces nearly every equipment 
requirement such as 


SHOW CASES COUNTERS 
SHELVING 
SECTIONAL UNITS 


HOSIERY AND FINDINGS 
EQUIPMENT 


WRAPPING STATIONS 
TABLES BARGAIN TOPS 


—in . a ou ae 
piece be double guarantee 
of quality ar Soo Rapids and New 
Way. Construction and Quality 
considered, the line is always priced 
below the reach of competition. 


ho | A3 or there’s a well 

ntative in your vicinity who 
Dested moses = talk over your require- 
ments with you. 
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When competition is keen, business 
invariably goes to the merchant who 
makes it most easily possible for his 
customers to trade with him. 


MILWAUKEE CHAIRS have been 
making it easy for the customer to 
select footwear in some of the finest 
and most successful stores in America. 


They are distinctive in design and 
perfect in quality and workmanship. 
They are masterpieces of the chair- 
making craft. 


MILWAUKEE CHAIRS will add character 
to your store and comfort to your customers. 


They will help you increase sales. 


Write for our catalog ‘Chairs that Increase 
Shoe Sales.” 

1560-F $-3171-F Bt wey Cen- 

“as oan . ion floor to eee Se Pleight 

Height—back from top o Corrugated Rubber Foot 
seat to top of back 21” Rest 

On, Birch, Mahogany or wWainoe Finch = 
alnut Finish Quartered 

Solid Mahogany or Walnut Solid ll or Walnut 


THE MILWAUKEE CHAIR CO. 
624 South Michigan Ave., CHICAGO, ILL. 
For Over | A Century 
MAKERS OF FINE CHAIRS 
Largest Manufacturers of Ollee Ch Chairs in the World 


MILWAUKEE CHICAGO NEW YORK PORTLAND 
MINNEAPOLIS 
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FOR many years we have specialized in 
show window lighting and havea fund 
of information and experience that will 
help you get the best in window lighting. 

Send us a rough pencil sketch of the 
floor plan of the window to be lighted— 
marking on it the length of the glass, the 
distance from glass to background, from 
floor to the ceiling, from floor to transom 
bar [if any), and height of background. 

We will then offer suggestions for the 
proper lighting of such window and send 
an estimate of cost. 


“a a 


J. L. Hudson Department Store—Detroit, Michigan 


“Pitsburg 


Winpoxspol 


PORTABLE 


—trained on the high spot of of your degli 
make it fairly jump out and get the attention o f passers-by. 
“Pittsburgh "’Silvered Reflectors, Color Line, 5 E asy-To-Install eet 


duit, etc., ry the window th just what he needs 
—: single “Pittsburgh” reflector made sin’ August Ist, 1916—over 
+ ” tor ce 

Note single" Ptsbura lecion ta secret process of backing, has 

{vor been teporeed to us ee having the slverine tariah of decor, 
Gr the becking crack, chee or peel. This is an unequalled 7-year 
or brd-ahich we beck ‘with 25-year guarantee ‘RA 
Write for a copy of our helpful booklet, “Show -Window Lighting 


PITTSBURGH REFLECTOR & ILLUMINATING CO. 
404 Bowman Building - Pittsburgh, Pa. 
NEW YORK OFFICE—145 W. 41st St. (at Broadway) 


TORONTO. OMT Wilson Illuminat’n Co. $AN FRANCISCO—Myers 
237¥%4 Yonge Street “ 90 New Montgomery Street 
eee ae su ctoen Mecttenl Selon, 997 Keer Baiting 
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Fig. 6.—The advance showing of fall styles is worthy of an artistic set- 


ting. This wallboard background can 


is not of last season’s vintage, but 
of the present—the “now” type. 
The card illustrated in Fig. 3 does 
this in the phrase, “Summer Shoes 
Reduced.” 


A Trim for Hunters and Campers 


In some localities there is quite 
a trade to be done in hunting and 
fishing boots and heavy hosiery. 
There is no part of the shoe busi- 
ness that the shoe merchant can 




















ied 
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Fig. 7.—Sometimes it is worth 

while to give especial prominence 

to one unit display which does 

not occupy a whole window. 

This purpose is well accomplished 

by a smaller background unit 
such as this. 


units. 


afford to neglect. Even if it is only 
a few pairs of boots, it helps to 
swell the volume of the year, and 
increases profits. The setting illus- 
trated in Fig. 4 is suggested for a 
display of this type of footwear. 
The background may be used, just 
as it is, for other displays by re- 
moving the symbols of the hunter 
and camper, and replacing them 
with other suitable decoratives. 
The Recorder Interchangeable 
Units, A, B, C, G, I, K and M, are 
used in building this background 
setting. These units may be cut 
from wall board by the display man 
or any handy man around the store. 
The object of building a back- 
ground out of such units is to make 
it possible to use the same mate- 




















| —S 
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Fig. 9.—These are the interchange- 
able units referred to in this article. 








be made from interchangeable 


rials over and over again, saving 
both time and money for the re- 
tailer. 

By adding a few vines to the lat- 
tice panels and removing the rustic 
tripod and kettle from the setting 
shown in Fig. 4, a suitable setting 
for early fall styles will be obtained. 

A very attractive sporting foot- 
wear window may be made by cov- 


(Continued on page 77) 























Nail 


Fig. 8.—School opening provides 
a good theme for a trim to be 
used late in August. A simple 
background panel is suggennans 
with some real school books sus- 
pended from it as indicated. 
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Are Your Windows Loafers? 
Good Show Cards Pull the Customer Inside 


Your most valuable salesman is the one who is most con- 
stantly on the job as well as the most consistent in his sales 
argument. Show Cards are ALWAYS on the JOB. They never 
sleep. RECORDER Show Cards are ALWAYS consistent — 
they never falter. By using them you will INCREASE 
SALES, add to the BEAUTY of your display and thus 
realize more and more on the selling value of your windows. 


All for 


$ 1 Faso 


MONTH 


The First Issue: Eight beautiful display mats (four lar, 
and four small) each with YOUR NAME HAN 
LETTERED across the lower right-hand corner, six- 
teen hand designed cards to insert in the frames—a 
liberal assortment of price tickets to match the cards— 
patent pen and ink with our simple instructions for 
hand lettering. 

Each month: Sixteen new hand designed cards to in- 
sert in the matboard frames—seasonal and up-to-the- 
minute and a fresh assortment of price tickets to match 
the new cards. 


, WRITE US FOR SAMPLE CARDS 
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_ SHOW CARD SERVICE DEPARTMENT 
189 W. MADISON ST. (CHICAGO, ILL. 
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Is there Something you 

Wish to know about 

Equipment or Supplies 
for the Store? 


The Shoe Store Service Department of the 
Boot and Shoe Recorder will supply you the 
information direct. 


This service is gratis to subscribers. It 
enables the Recorder to function as a 
clearing house of information, answering 
any specific questions you may wish to 
ask with regard to equipment or supplies. 
Inquiries as to where certain thingscan 
be bought or requests for suggestions’on 
selecting and using them, will receive 
prompt attention. 





Are You Interested in 
Window and Interior LIGHTING? 
Write for Interesting Booklets—FREE 











O Window and Interior Liting O Floral Decorations 

O The Hosiery Survey . Special Backgrounds 

D Booklets on Leather O Rugs 

0 Show Cards OG Pillows 

0 Stock Record System 0 Valances 

© Sales Record System O Decorating Plush 

Store ipment 

0 Store Front Construction Office Equipment 

0 Show Cases 0 Adding Machines 

© Counters ~ ees Systems 

rotector 

poured © Sales Check Books 


Miscellaneous 
O Repair Equipment 
O Play Room Equipment 
eee 
ii SaleR ters 0 Stoc xes 
Se Goes Ee 
O Leg Forms 


Merchandise 
0 Hosiery (kind) 
O Arch Supports, metal 


O Au 
O Foot 
o X-Ray Machines 
Window Equipment 
O Permanent Beshaveunde 
G Pe Display Fixtures 
—— eeney Fixtures 
o eflectors SI 
Decorations . Tress 
» Oo A 
dvertising Novelties ; 0 For Women 
-_ 0 For Children 
DO For oo 


oSouvenirs { O For Women 
O For Children 


O Arch Supports, non metal 





That Bids You ~ 
Welec ome | 


Whenever you are in Chicago you 

are welcome at the Western office of 

the Boot and Shoe Recorder—in the 

Security Building on the southeast corner of 
Madison and Wells Streets. 


We want you to come in and feel at home 
—and to avail yourself of any service or in- 
formation that we can give. 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


Remarks 























Store Name 





Address 





City and State 4/26/24 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago 
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66 . 
The Guide to Better 
7 * 99 
Window Displays 
Means Increased Busi- 
ness for You. 
OU buy merchandise because you 
know you can realize a profit on it. 
Why not carry out the same prin- 
ciple in selecting your Display Decora- 
tives 7 


There are many sources of supply in 
the decorative field as there are in the 
salable merchandise field. 


Slow moving merchandise is the mur- 
derer of — In order to turn your 
merchandise at a profit a stimulator of 
some kind is necessary to produce a de- 
mand for this merchandise. 


Adler-Jones decoratives are built with 
that thought ever foremost. 


“The Guide to Better Window Dis- 
plays” is serving America’s foremost 
merchants. Why not let it serve you? 
A copy is waiting for a word from you. 
It’s free. Write for it today! 


The Adler-Jones Co. 


645 So. Wells Street 
CHICAGO 


Fixtures that 
Lend Dignity 
to Displays 


Our Prices are Moderate 
Write for Catalog 


No. 1787 


ARTISTIC WOOD 
TURNING WORKS 


511 N. Halsted St. CHICAGO 
Successors to Polay Fixture Service 











Cards 
Like 
These 
in Your 
Windows 
Sell 
Shoes 


The Recorder Show Card Service 


The Recorder has made it possible for you to have 
a monthly service of sixteen attractive cards in 
beautiful hand lettered frames like the photo at a 
cost of only $4.00 per month. 

Get your windows to work. Make them sell shoes. 
Good cards will help you. Write. 

WESTERN SERVICE. DEPARTMENT 

189 W. Madison St. CHICAGO 
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“The Place to Sell Hosiery Is the Shoe Store” 


Nine months ago “Hosiery” started to 
preach that text to an audience of over 
10,000 attentive shoe merchants. 

The sown seed is growing with amazing 
rapidity. All over the country shoe shendunes 
are putting in hosiery departments. Each 
month the idea grows bigger. 

So we say to you—the place to sell hosiery 
easily, is to the shoe merchant. 

The Boot and Shoe Recorder, through 
this Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Diamond Brand (Visible) Fast The genuine Diamond Brand 
Color Eyelets have genuine (Visible) Fast Color Eyelets can 
celluloid tops that never lose be identified by the two tiny 
their color and that actually raised Diamonds on their 
outwear the shoe. celluloid surface. 


Look for the Diamond 
Trade @ Mark 


Women's Goodyear Welt Oxfords for summer wear are stylish and 
correct when finished with visible eyelets. Always insist on Goodyear 
Welt shoes with Diamond Brand (Visible) Fast Color Eyelets. 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


JE — wt JE A 


UNITED FAST COLOR EYELET COMPANY we 
» 











DIAMOND BRAND 


FAST 


(VISIBLE) 


COLOR EYELETS 





ALWAYS LOOK NEW 


NEVER WEAR BRASSY 
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Manufactured 
under Patents . 

None but the gen- 
uine Fast Color 
Eyelets have the 
Diamond Brand. 


( 





“1 © 


SPECIAL STAINLESS BARRELS 


doe 


2 
CORSET 


STYLE 15 


000 


3 FLAT 


IMITATION Oo Oo “oO 


0 
0, 


“0: 


pot 


ag 


0 


) 


Supplied with 
regular Nickeled 
Barrels or with 
Special Stainless 
Barrels . . . in 
lengths, sizes, and 
finishes as shown. 
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COLOR 625 COLOR 1300 COLOR 400 COLOR 900 COLOR 1600 


COLOR 700 COLOR 1400 


COLOR 100 














COLOR 1100 COLOR 1700 


COLOR 1200 COLOR 2000 


COLOR 200 COLOR 500 


COLOR 800 COLOR 1500 COLOR 600 


Look for he the Diamond 


TRADE MARK 
Registered in U. S. Patent Office 


COLOR 300 














UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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Don’t “Take It Easy” 
(Continued from page 65) 

When you have worked out some 
unique way of displaying the 
name of a shoe, a sale or special 
event of any kind in printed 
advertising, arrange the display 
that same name in the same man- 
ner in the windows, on special 
backgrounds, show cards and price 
tickets. Get the closest possible tie- 
up between the advertising and the 
windows. And remember that time 
is a factor in getting the necessary 
material prepared just as you want 
it. 

Don’t Say: “Haven’t Time” 

All too frequently when a sugges- 
tion for accomplishing something 
worth while is put before a mer- 
chant he will say: “Sorry I didn’t 
think of that earlier. Haven’t time 
to do it now.” A well worked-out 
“time budget” will eliminate many 
such instances. The things that 
matter will then be given the time 
they require. 

Now is the time to budget your 
time. Make sure that you don’t let 
go till September what you can do 
in August. 

If your vacation comes in August, 
make a list of things to be done 
during the month and prepare a 
“time budget” for your lieutenants. 





August Displays 
(Continued from page 66) 
ering the floor of the window with 
dried leaves, with imitation grass, 
stones, sticks, etc., to indicate a 
woods turf. The tripod may be built 
of rails or branches of trees. A few 
sticks placed under the iron pot 
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hanging from the tripod gives a 
very realistic touch to the entire 
setting. An electric light may be in- 
troduced under the sticks so that a 
glow may be seen through them, 
which adds considerable attention 
value. This will stop most people at 
the display, and that’s one thing 
that is desirable. 


Remind Parents of School Opening 


During the last week of August 
the shoe merchant should make an 
effort to interest parents in school 
shoes. Most schools will open about 
September 8, so that it is none too 
early to get after this trade in late 
August. In Fig. 8 a suggestion for 
a school window decoration is 
given. It is so simple that any mer- 
chant can make and use it. 

The less busy days of August 
are days suitable for planning 
and preparing for the future. 
Fall window displays should be 
planned and the decorations made 
and finished ready for use when 
needed. This is a good month 
for the shoe merchant to pre- 
pare a set of the Recorder in- 
terchangeable Units for use in the 
fall. In Fig. 9 the full set is illus- 
trated, but the merchant need not 
make all of these at one time, be- 
cause he will not use all of them in 
a period covering several months, 
but he should select designs from 
these pages and recent issues of. the 
Recorder, or perhaps create some 
of his own, and make the units 
necessary to complete them. 

The following measurements are 
suggested, but the merchant should 
see that they are suitable for the 
size of his own windows before 
cutting them. 


77 


All units are 6 feet high except 
where otherwise noted. 


A is 18 inches wide; B is 8 inches 
wide; C is 8 inches wide at the 
base, and 4 inches where it is nar- 
rowed; D is 12 inches wide across 
the center; E has a diameter of 30 
inches; F has a diameter of 14 
inches; G is half of F; H is 4 feet 
long by 3 feet in depth; I is 4% 
feet high, and widest width is 8 
inches; J is a cut-out base for tall 
standards (a T-stand base will 
answer for this); K is 4% feet 
high and 18 inches at widest part; 
L is a lattice 4 feet at widest part, 
with 3-inch mesh; M in 12 inches 
wide with 3-inch mesh; N is a 
wooden strip 3 inches wide, (vari- 
ous lengths are useful) ; R is 5 feet 
high and 18 inches at base; S is 4 
feet high and 12 inches at widest 
part; T is 4 feet high and 16 inches 
at base; U is 414 feet high and 10 
inches across base; V is 5 feet high 
and 12 inches wide; W is 4 feet 
wide; X is 3 feet wide; Y is 3 (or 
4) feet wide, both being useful; Z 
is 4 feet wide. 


A Monthly Show Card Service 


The Recorder Show Card Service 
will be found a great convenience 
to those merchants desiring show 
cards at a minimum cost. Each 
month suitable cards are furnished 
subscribers to the service, As these 
are of uniform size and style, fit- 
ting into special mat board frames, 
the effect is always attractive. 


Particulars regarding this ser- 
vice may be had by writing West- 
ern Service Dept., Boot and Shoe 
Recorder, 189 W. Madison St., 
Chicago. 








Stetson Holds Style Show 


The Stetson Shoe Co., Inc., held a “Snappy Tie” Style Show during the National 
Shoe and Leather Exposition and Style Show in Boston last week. The ballroom of the 
Copley-Plaza Hotel was the “‘scene of action.”” Two afternoon and one evening exhibi- 
tions were held. 


Seven attractive young women, six from the Stetson organization, and Miss Theresa 
Hickey, a well known model, paraded the runway. Thomas Cuthbert, foreman of the 
factory making room, showed men’s models. Tailored effects for fall were featured. There 
were many shoes shown for sport, semi-sport, and business. 


Among the popular numbers in square toe effects was an all-over tan and black calf, 
solid colors, with 11-8 heel. Popular combinations noted were: a fairly light shade of tan 
calf, with champagne calf tongue; a black calf, with a gray calf tongue; a patent 
leather with gun metal tongue; a white kid with canary saddle; a four-button patent 
leather oxford; a brown kid and patent leather tongue; a tony brown, brown patent 
saddle and black kid with black patent saddle; a gray suede with black patent leathe, 
tongue; a gray kid with black patent tongue; a stone gray calf, lace oxford; also an 
Airedale calf, side lace oxford; a white kid with blue tongue; a black calf and tan calf, 
three eyelets. 
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| BEAUTIFUL GLASS FIXTURES 
FOR SHOE DISPLAY 


Bom popular Glass Fixtures consist of pedestals of ~ 
varying heights and a large variety of plate glasses with polished and beveled 


edges. With these you are enabled to build an almost endless number of designs, 
either “high up” or “low down.” 
Above we show a sample trim. We also have a variety of individual shoe stands, 
a few types of which are shown above. 
WHY NOT GET IN LINE FOR TRADE PULLING, TRANSPARENT, CLEAN AND SPARKLING GLASS FIXTURES 
ASK FOR CATALOG NO. 18 
WINDOW VALANCES, WINDOW RUGS and PLUSH 


QUICK SHIPMENT— WRITE FOR SAMPLES 
Quality — Service — Courtesy 
Visit Our Chicago or New York Show Room 


mw vonx swow vom | THE HECHT FIXTURE CO. 


Between Seantuaranbint Avenue DEPT. 12 
Medinah Building, Wells St. and Jackson Blvd., Chicago, IIl. 























MOM 


A Sales Builder 





The art of gold beating 
at a very ancient date 


eo S Your trade mark neatly embossed in gold in 


ae Reewans Oo) your shoes is looked upon as a mark of quality. 
quer work on boxes, It gives prestige to your goods and is a reli- 


fans, trays, etc. Small able identification that will bring repeat or- 


squares of gold leaf 


—_ ders from your customers. 


RAUSKOLB GOLD LEAF 
EW. RAUSKOLB COMPANY 


16 FRANKLIN ST. MEDFORD, MASS. 
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Have You 


Stopped 
ALL the 


Leaks? 


















































Trying to run your 
business without 
accurate records is 
like stopping a clock 
to gain time. 





PROTECT YOUR 
BUSINESS BY 
KEEPING A CLOSE 
CHECK ON IT. 


Is Your Business Growing ? MAIL THIS COUPON TODAY! 
BOOT & SHOE RECORDER 


There is just one way to do a thing and do it 
ight. i Ay F SED, Lf ad Shee Store Service Department 

store demands the services of 189 W. Madison Street, Chicago, III. 

shoe merchandising as well as Please oond moverpress prepaid, STORE RECORDS 
a ee Mf ot the cad of som dayo 1 om plenged with this 
STORE RECORDS SIMPLIFIED has been ico T il cotune the eyetem ot your expense 
prepared b a. ees & & Se 

E RECO ER. It is another one of the 

RECORDER'S services to the retail shoe mer- 
—_. and will help you conduct your business 
right. 

















Your worst business losses come from records that do not record. Be sure of every move you make. 
Buy Right! Sell Right! 


The Recorder “Store Records Simplified’ keeps your fingers on the pulse of your business. Simple— 
accurate. No complicated bookkeeping. You know how you stand at a glance. 


“Store Records Simplified” is the Recorder’s own system—worked out by Recorder Experts. 


BOOT & SHOE RECORDER 


/ESTERN SERVICE DEPARTMENT, 189 W. MADISON ST. 
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Mr. F. J. Mayer 


F. MAYER BOOT & SHOE CO. 
MILWAUKEE, WIS. 





“*JUDGE IT BY ITS USERS’’ 


Dealer Influence is secured thru advertising in the Bout and Shoe Recorder. 
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To FRED J. MAYER 


Mr. Fred J. Mayer, 
F. Mayer Boot & Shoe Co., 
Milwaukee, Wisconsin. 


Dear Mr. Mayer: 


The name ‘Martha Washington” which you apply to your dress and 
comfort shoes for women implies honesty in manufacture. You have cer- 
tainly justified this implied promise of quality with the excellent shoes you 
have marketed under this name. 

In naming your Men’s shoes HONORBILT, we believe you express to 
your customers and their customers just what you always intend to give 
them in the way of footwear value. 

The long span of years during which you have made MARTHA WASH- 
INGTON and HONORBILT shoes in ever mounting volume confirms the 
purpose behind your brands. 


The New Castle Leather Co. has the same purpose to make New Castle 
Kid constantly excelling in all that a first rank leather should be. 


We think there can be no better evidence of how well we have succeeded 
than is to be found in such long continued use of New Castle Kid by such a 
highly principled shoe manufacturing firm as yours. 


Sincerely yours, 
NEW CASTLE LEATHER CO..,"Inc. 


f- 


President 


NEW CASTLE KID 
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~ ARCH RELIEF SHOES 








WORN WITH A SMILE 


The loveliest and most fastidious women in your town can wear Arch Relief 

shoes with a smile. 

Their beautiful finish and fine quality, built over a combination last, 

make them an especially attractive proposition for the merchant who 

wants a steady profit. 

These are shoes that will improve the business of any good store. 
Write for full particulars 


No. 6005—1In Stock, Black Kid No. 6728—Black Kid Arch No. 6011—In Stock, Black 
Arch Relief Oxford, Goodyear Relief Two-Strap Goodyear Kid Arch Relief Oxford, Good- 
Welt, 13-8 Rubber Heel. Com- Welt. 13-8 Rubber Heel. m- year Welt. 12-8 Rubber Heel. 
bination Last ~~} 131. Price, bination Last > 131. Price,  —agsenaa Last. No. 118. 
. ° PUPBosccoct ess cece ccoes 
No. 6004—Same as above. No. 6727—Same as above. No. 6010—Same as above. 
Brown Kid. Price $5.35 Brown Kid. Price....... .$5.50 Brown Kid. Price........ $5.35 








The RILEY SHOE MFG. Co. 
COLUMBUS, OHIO 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Chicago Stores Cleaning 
Out on Summer Stocks 


CHICAGO—After a half an hour 
on the busiest streets in Chicago’s 
loop district one might imagine 
that the buying public was exceed- 
ingly contrary minded. A compari- 
son.between the shoes seen on the 
feet of the passers-by and those in 
the show windows of the average 
store brings to light a very inter- 
esting comparison. In the windows 
one sees whites of all descriptions 
and patterns—colored kid.and elk 
shoes at prices that show the effect 
of the free-for-all price cutting that 
has been done to stimulate sales on 
this merchandise. Champagne kid, 
smoked elks and calf—brown and 
white and black and white combina- 
tions for street and sport wear in 
sandal, gore and oxford patterns. 


But on the street one sees black 
patent, satin, calf and kid in just 
about the order named. A few sport 
shoes, quite a number of sandal 
patterns, some gored effects and 
cut-outs and a constantly increasing 
number of plain strap pumps worn 
in blacks mostly with colored hose, 
principally white and nude. Not one 
woman in 25 wears white shoes of 
any description and the majority 
seen are patterns from a year ago 
that are being shown in many of 
the clearance sales that are in 
progress. 


Men Prefer Black for Street Wear 


Light tan shoes are being shown 
in the men’s stores—almost three 
to one of any other shade and yet 
the “man on the street” seems to 
be wearing blacks in three out of 
four instances. Even the young fel- 
lows wear more black than any 
other color and whites are rated on 
the short end of a hundred to one 
ratio. 

Sales continue to be well at- 
tended where prices are low, but 
the colored and white footwear does 
not seem to sell readily at any price. 
The last few weeks, however, have 
brought quite a few colored shoes 
into view with summer costumes, 
but these are confined more par- 
ticularly to the shop girl class of 
buyers and scarcely at all to what 
might be termed the “correct” 
dressers. 


To Show Fall Shoes Early 


The lack of real summer weather 
will without question bring about 
an early buying of fall clothing and 


almost every State Street merchant 
plans to have early fall shoe styles 
on display no later than the first 
week in August, which wiil give 
many an opportunity to determine 
just which way the average buyer’s 
mind will turn on the subject of fall 
footwear. If the weather continues 
to remain as it has been the past 
week, then many white shoes will 
without a doubt be brought up out 
of the basements and sold. Most 
merchants hope so. 


SHOE RECORDER 83 


Many of the leading Chicago 
wholesale merchants have taken ad- 
vantage of the lull in business gen- 
erally and attended the Boston 
Show. Business generally among 
manufacturers and wholesalers has 
been quiet, except for sale fill-in 
orders and little fall buying is re- 
ported. Less than the usual amount 
of future has been placed at the 
factories, but there is an optimistic 
anticipation of heavy ordering the 
latter part of this month and early 
in August. Credits continue to be 
fairly good, although collections 
are not quite as good as they were 
late in June and early in July, prob- 
ably due to sales taking the atten-. 
tion of the merchants. 





St. Louis Sales 


Are Good 


in Spite of Bad Weather 


ST. LOUIS—White shoe stocks 
will be cleaned up by August 1, ac- 
cording to the majority of the 
managers of local shoe stores. The 
demand for blacks still continues, 
but as evidences of a slow white 
season appeared early in the game, 
whites were not stocked heavily. 
One store, which has been selling 
whites at about a fourth off, 
planned to make certain of prompt 
clearance of these numbers by of- 
fering them on Monday, July 21, at 
half price. 

Notwithstanding cold and rainy 
weather the latter part of the week 
ending July 19, business held up 
well in almost all stores. Indications 
were that favorable weather would 
have brought an unusually big 
trade, as Monday and Tuesday, be- 
fore bad weather set in, showed a 
large volume. And despite rains and 
threatening clouds all day Satur- 
day, the stores were on the whole 
rather rushed. Unusual values of- 
fered the current clearances were 
universally given as the reason for 
the good business. 

Two-tone styles in both men’s 
and women’s shoes have had a good 
sport-trade demand. In men’s shoes, 
black and white has been better 
than tan and white. 


Patents and Satins Leaders 


It has been the same old story of 
an unusual sale of patents and sat- 
ins. The class of trade catered to by 
the store seems to have little to do 
with the proportioning of whites to 
blacks and other shades sold. Some 
stores are experiencing an even 


split between whites, patents and 
satins. Some others sold as high as 
75 per cent whites on Monday and 
Tuesday, and found that bad 
weather brought down the percent- 
age to 50 and lower. Sandals have; 
not been selling well for about a 
month. . 

If tendencies of toe proportions 
favored in men’s shoes can be de- 
fined at all, they point to broader, 
rounder toes in shoes from $10 
down, and narrower, squarer toes 
in some of the more expensive 
lines. 

Many local stores have received 
shipments of fall styles. A few are 
waiting until after the clearance is 
ended before attempting to sell 
them, on the theory that salesmen 
would divert their energy from 
pushing lines that must be cleaned 
up. Others, however, have made 
quite a few sales of new numbers. 
A tendency toward tailored styles 
seems to be indicated. Retail mer- 
chants are divided as to whether 
this will cut down the number of 
sales to each customer, although 
some believe that simpler styles will 
allow a shoe to be good for a vari- 
ety of occasions. 


Fall Demand Outlined 


A demand of about 80 per cent 
black and 20 per cent brown in 
women’s fall shoes, and of 40 per 
cent black and 60 per cent tan in 
men’s shoes, is predicted by Ed- 
ward C. Mueller, Southwestern rep- 
resentative of the Barnet Leather 
Co., Inc., of Little Falls, N. Y. 

The vogue of black and brown in 
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The Biggest Single Factor in the Vogue of Satin Shoes 


It is Skinner’s Shoe Satin—the fabric 
that enables manufacturers to turn 
out a dainty shoe that is also service- 
able. Because so many of the finest 
satin shoes are made of it, this type 
of footwear is still the favorite of 
women of fashion. 


9-99 


“Skinner’s” is a name to conjure 
with. All your women customers 
know it stands for unequalled wear- 
ing quality. Insist on Skinner’s Shoe 
Satin and be able to tell your cus- 
tomers they are getting it in their 
shoes. 


‘‘Look for the Name in the Selvage”’ 
WILLIAM SKINNER & SONS 


New York Chicago 
Mills—Holyoke, Mass. 


Boston Philadelphia 


Established 1848 


* * Skinner’s Shoe Satins 
are 36 inches wide and 
supplied in four differ- 
ent qualities to meet all 


Shoe Satin 


the requirements of the 
trade. 
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women’s shoes is assured, Mr. 
Meuller says, but there is less cer- 
tainty about the materials. Patent, 
satin, tan calf, and black suede, in 
the order named, are picked to lead, 
with brown suede somewhere in 
fifth place. Some suede shoes are 
being made up in bracken, a shade 
of brown, by several manufacturers 
here. Black suede is just at pres- 
ent dead from the manufacturers’ 
viewpoint, as retail merchants are 
stocked up with it. There is a possi- 
bility that buck will replace suede 
to some extent, as it is cheaper. 

The latest thing in men’s shoes is 
a marigold shade of calf, on which 
Mr. Mueller reports large orders. 
Another good number is a light 
red, closely boarded calf. 


New Corrective Shop 


Lasky’s Corrective Shoe Shoppe, 
owned by Charles Lasky, formerly 
in charge of the Stix, Baer & Fuller 
corrective shoe section, was opened 
on the second floor of the City Club 
building on July 14. Mr. Lasky has 
attempted to get away, as far as 
possible, from the typical shoe 
store atmosphere. He has no inte- 
rior displays of shoes, and stocks 
are carried in another room from 
that in which sales are. made. He 
handles only women’s shoes. 


Moore Company Moves 


The Moore Shoe Company re- 
cently moved into its new home at 
Boyle and Duncan avenues. The 
building is two stories and the firm 
has much more space to carry on 
its expanding business. 


Clapp Clearance Sale 

Six thousand, five hundred post- 
cards announcing the mid-summer 
sale of footwear, sent to customers 
of the store, a week before a news- 
paper advertisement of the sale ap- 
peared, were used by Ed V. Pike, 
manager of the Edwin Clapp shop, 
to give regular patrons first choice 
of this season’s clearance offerings. 

Mr. Pike believes that it pays to 
favor customers in this way, as 
they are the backbone of his busi- 
ness. The Clapp store does one of 
the largest percentages of business 
with regular customers of any shoe 
store in St. Louis. Salesmen are re- 
quired to get the name of every 
customer who buys in the shop, and 
to list his size and the price he 
pays for each pair of shoes. This 
information is kept in a card index. 

The women’s shoe department is 
to be discontinued. 
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Clearance Sales at Peak 
in the Milwaukee Stores 


MILWAUKEE—Clearance sales 
have occupied the attention of Mil- 
waukee retail shoe merchants for 
the month of July and stocks have 
been cut down as much as possible 
to make ready for fall merchan- 
dise. An early display of fall styles 
will probably be made by the ma- 
jority of stores between August 1 
and 15, but the formal fall displays 
will be featured from Sept. 17 to 
22, the dates of the Promenade of 
Styles in which a large number of 
shoe merchants as well as other 
merchants, are taking part. Accord- 
ing to C. A. Helmbacher, manager 
of the Walk-Over shoe store, who 
is chairman of the advertising 
committee, this style show will be 
a very important event for local 
stores, and many distinct styles will 
be kept under cover until the open- 
ing of the show. 


Many Types Moving 

Styles and materials moving dur- 
ing July clearance sales are varied. 
Merchants report women are look- 
ing for cut-price merchandise and 
are willing to sacrifice the style they 
desire for a special bargain in an- 
other type of shoe. Hot weather has 
brought a good run on whites, par- 
ticularly kid in strap effects with 
Cuban heels. Canvas shoes for wo- 
men are selling only at reductions, 
which are attractive enough to turn 
people’s attention away from the 
more desirable kid. Patents and 
black satins are still very popular 
and form a large part of July busi- 
ness. There is also some action on 
sport oxfords of such materials as 
white buck, pearl elk and tan elk as 
well as others. 

Men continue to buy both tan and 
black oxfords. The majority of 
stores report almost an even break 
between the two colors and state 


that those who ask for tan oxfords 
could easily be persuaded to change 
‘to black. 


Care of Shoes 


Properly fitted and well cared for 
shoes are mentioned as a necessary 
part of the wardrobe in “good 

_standing” by clothing experts of 

' the University of Wisconsin. After 
pointing out the important factors 
in fitting shoes, these experts men- 
tion various means of caring for 
the shoe closing with the state- 
ment, “A pair of shoes worn alter- 
nately with another pair of shoes 
will wear twice as long as if worn 
continually.” 


Increase Capitalization 


Through amendment to the incor- 
poration papers, capital stock of the 
Ideal Shoe Manufacturing Co. of 
Milwaukee has been increased from 
$150,000 to $500,000. The Ideal 
company recently took over the 
business of the Everwear Shoe Co. 
and plans to manufacture women’s 
welts in the former Everwear fac- 
tory at Fifth street and North 
avenue. The main factory of the 
Ideal Shoe Manufacturing Co. is 
located at 517 Wright street where 
children’s stitch down shoes are 
made. Charles D. Ortgiesen is presi- 
dent of the company. 


Hold Sales Conference 

Officials and branch managers of 
the A. H. Weinbrenner Shoe Co. 
held a general sales conference at 
the Hotel Pfister in conjunction 
with a three-day sales convention 
held at the Milwaukee Auditorium. 
W. G. Hanson, vice-president and 
general manager of the company, 
presided at the meeting. 





Whites Meeting with Good 


Calls in 


DETROIT—The shoe merchants 
of Detroit have stimulated busi- 
ness considerably by means of sales 
of one nature or another. Fyfe’s 
annual summer Pre-Inventory Sale, 
Queen Quality’s Summer Clearance 
Sale, S. L. Bird & Son’s Annual 
July Sale and many others are on 


Detroit Houses 


at full blast, and will continue 
mostly for the entire month. The 
lateness of the opening of the 
spring season, the poor business in 
June and local economic conditions 
all tended towards this being the 
wisest policy for July selling. The 
stimulation to business was immedi- 
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A four-strap button Sandal made in black 
glazed kid with two cut-outs as shown, 
making this an especially attractive and 
quick selling number. A welt drawn over 
our medium round toe, No. 141 last, a 
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ately felt in most stores offering 
genuine reductions. 

White footwear is selling in 
fairly satisfactory quantities, due 
mostly to the real summer weather 
which has arrived after such a long 
delay. White footwear is not includ- 
ed at cut prices in all shoe sales. 
For instance, at Bird’s, all women’s 
footwear is offered at one-third off, 
except whites, which are slightly 
reduced to clear. 


Style Conditions the Same 


There is practically no change in 
the style situation. Whites are 
appearing in greater numbers on 
the streets; but blacks predominate 
greatly, browns apparently being 
given second choice, while grays, 
fawns, and light shades are seen in 
moderate numbers. High colors are 
practically dead ones. 


Light tan shades are the largest 
men’s shoe sellers, although blacks 
are exceedingly good numbers in 
many stores. Golf and sporting 
shoes with crepe soles are selling in 
satisfactory quantities. 


Window Displays 

The sale window displays this 
season are of an exceedingly high 
tone in the down-town districts. 
Except for the cut prices, they 
would be as suitable for style dis- 
plays as sale displays. Attention to 
detail has been the rule. Accessory 
decorations are beautifully blended 
in the displays, giving the footwear 
an added attractiveness. 

A beautiful white footwear win- 
dow in a department store was 
marred by a fault that was rather 
glaring. All the shoes on display 
were white, beautifully arranged, 
and each having an attractive price 
ticket attached. A wax figure in a 
white sport suit was posed as the 
center of the display, with white 
hosiery, but, alas, the form wore 
a pair of black patent leather 
pumps. The object of the display 
was to sell white footwear; the 
sportiness of the styles being dis- 
played were suggested by the sport 
costume of the wax figure. It 
would cause confusion of thought. 
If the form wore black footwear 
with a white sport suit it is imme- 
diately concluded that black is the 
proper footwear for the occasion. 
But what of all those white shoes 
inviting an owner? Attention to 
such details is absolutely neces- 
sary, if a display is to function 
efficiently. : 
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Retail Lines in Cleveland 


Show an 


CLEVELAND — There is a 
healthier tone to the retail business 
in this city. It has been in evidence 
during July. All lines in the city 
have experienced the change for the 
better. Shoe merchants in the down- 
town district have been specially 
pleased by the turn in the tide. 

Business in the shoe stores dur- 
ing July is, on the average, as good 
as it was in the same month a year 
ago. That means quite a lot, for the 
year 1923 was one of the best in the 
history of the shoe trade. There is 
plenty of evidence in other quar- 
ters than the shoe stores to prove 
that business is on the up-grade. 
For five weeks there has been a 
gradual increase in the price of 
stocks. The Cleveland stock market 
has been recording daily rises in 
prices for what appears to be a real 
bear movement in stocks. 


Special sales have had a great in- 
fluence toward helping trade, and 
the further fact that inclement 
weather interfered earlier in the 
season with buying has caused the 
demand to rise in July. The weather 
here has been hot during the month 
and it no longer is possible to wear 


Upward Trend 


shoes that were purchased last win- 
ter and be comfortable in them. 
The vacation period is another 
good influence to the trade. It is on 
in full swing and supplies of cloth- 
ing and suitable shoes are being 
purchased for the outings. 


Last Volkmor Store Closes 


The last of the chain of Volkmor 
stores in Ohio has been closed by 
the receiver, who took over opera- 
tion of the retail shoe business 
when Elmer L. Volkmor, the owner 
of the chain, was thrown into bank- 
ruptcy by petiti ing‘treditors. The 
last store of the*chain to close its 
doors was located on East street. 


White Is the Leader 


White kid shoes are still leading 
all other models in the number of 
sales that are being made here. 
Patent leathers and black satins 
also are being sold in good quanti- 
ties. Women are still the buyers of 
shoes in the largest numbers, al-- 
though men have been buying sum- 
mer weight shoes in large quanti- 
ties in the last two weeks. 





Reductions Cause Better 
Business in Cincinnati 


CINCINNATI—The retail shoe 
business for the week ending July 
19 was very good. The large volume 
of business done was due to the 
many clearance sales which are be- 
ing held by the stores in both the 
downtown and uptown districts. 
The men’s business has picked up 
as a result of these reductions. 


Potters Hold Doll Contest 


The Potter Shoe Company is con- 
ducting a “Rag Doll Contest” in 
the junior department. They are 
giving $10 for the first prize, $5 
for the second, and $2.50 for third. 
The prizes are given for the best 
rag doll made by any girl in Cin- 
cinnati or vicinity. She must not be 
over twelve years of age. There are 
three classes of dolls that may be 
entered; the artistic class for beau- 
tiful dolls, the unique class for 
novelty dolls, such as a Dutch doll 
or Chinese doll, and the comic class 


for the funniest doll. The contest 
runs from July 15 to August 15. 
At the close of the contest the best 
dolls will be on display in Potter’s 
junior department on the second 
floor, after which they will be 
turned over to the Associated Chari- 
ties, from where they will be sent 
to inmates of children’s homes. Con- 
testants must call at the store for 
coupon tickets to be pinned on the 
dolls. These coupons will identify 
each entrant without any entrant’s 
name being known to the judges. 


Factories Are Busy 


Shoe factories here are working 
to capacity, and factories whose 
men are out on the road are send- 
ing in orders for future delivery. 
Most of the factories have sufficient 
orders to keep them operating for 
about two months to come. They 
are receiving more orders for welt 
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Korited Shoes have a large 
value margin over those 


and 


Here 


The KORITED Upper is not 
only waterproof, but also 
much more ‘pliable and con- 
formable. The pain of “break- 
ing in” is absolutely done 
away with. 


No tenderfoot customer who has 
once experienced the absolute and 
instant comfort which*KORITED 
shoes give his feet the first time 
he puts them on will ever forget 
the store that so thoughtfully 
provided for him. 


Having your shoes KORITED is 


292 Main Street - 


A Perfect Waterproof 


KORITE PRODUCTS, Inc. 









not Korited 






KORITE lets 
the shoe con- 
form to the 
foot instead of 





























making the 
foot conform 
to the shoe 





Here 


The KORITED Sole is made 
more flexible as well as water- 
proof. This extra flexibility 
is instantly noticeable to the 
customer who dreads the first 
wearing of a new shoe. 











an investment in customer service 
that pays many dollars at the cost 
of a few cents. 








Forward looking manufacturers 
are KORITING their shoes. 






Forward looking retailers are hav- 
ing their shoes KORITED. 
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shoes than they have for some time, 
but the McKay business is far 
ahead of their sales of a year ago. 
Orders they are receiving are still 
for black materials, principally 


patent leather and satins, also 
black suedes. Orders for light 
shades of tan calf are in sailor ties, 
and oxfords, principally in welts, 
are increasing. 





Big Summer Season On 
in the Louisville Stores 


LOUISVILLE—Commencing in 
the middle of July a number of gen- 
eral clearance sales were put on 
here. Merchants have been holding 
back on general sales, due in part 
to the fact that the season was a 
little late, and in order to get more 
business from vacationists. 

Business as a whole has been 
quite good in shoe stores since the 
latter part of May, June business 
having suffered somewhat by wet 
weather. July business has been 
quite heavy, and there has been a 
large movement of white shoes for 
women, and better than normal 
movement in sport shoes for men. 


Shoes for Near East 


Two car loads of old shoes were 
collected for the Near East Relief 
as the result of a four-day drive 
here. Retail shoe merchants di- 
rected the drive. 


To Re-Open Store 


About September 1, Robert 
Nairin plans to re-establish his 
general family shoe store at 104 
East Market street, which was 
totally destroyed by fire in the 
spring. A new building is now re- 
placing the old structure. 


Merchants Report Favor- 
ably 


Roger Dougherty, operating the 
M. Dougherty Shoe store, on Mark- 
et near Sixth, reported that busi- 
ness over the past week or ten 
days, had been a little quiet, but 
that the season as a whole was 
proving fairly satisfactorily. 

Ben Middendorf, manager of the 
Florsheim Shoe Co., reports he has 
been handling a very good volume 
of business and was well satisfied 
with the season. 

William Newbold, manager of 
the Deluxe women’s department, 
on the third floor at Byck Broth- 
ers, recently resigned, and on 
July 1, joined the Smith Kasson 
Co., of Cincinnati. 

G. B. Hays, of the Petot Shoe 


Co., reported that business during 
June was active in both men’s and 
women’s shoes, and is well satis- 
fied with July thus far. 


For Near East Relief 
The Louisville retail shoe mer- 
chants held a Near East Relief 
campaign and it is expected that a 
carload or more of old and new 
shoes will be gathered together, 
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and shipped East for export to the 
needy. The shoemen have agreed 
to a donation of nearly 1,500 pairs 
of out-of-style, or shop worn shoes 
from their shelves, while some of 
the factories have agreed to do- 
nate samples, mismates, odd shoes, 
etc. The following merchants 
served on committees which pro- 
moted the campaign: J. C. Fedler, 
Albert Vogel, J. C. Hero, H. G. 
Schutz, J. C. Fedler, Jr. 


Store Closing 


Louisville retail merchants at a 
recent meeting agreed that mem- 
bers of the Retail Merchants’ Asso- 
ciation would begin closing their 
stores at 12:30 o’clock on Satur- 
day, July 12, and would close eight 
Saturday afternoons during the 
hot period. 





Whites and Blacks Leading 
Colors in Many Big Cities 


MINNEAPOLIS—With the pass- 
ing of the first half of July, retail 
shoe merchants are generally satis- 
fied with the character of buying 
in stores. June was a good month, 
although slow to start. Whites have 
been selling well during July and 
give promise of continuing at a 
good rate for the remainder of the 
season. 


In styles the Minneapolis market 
is all white and patent leathers just 
now. The whites are being sold in 
everything from sandals to eve- 
ning pumps. This in the white kids, 
there being little call for canvas. 
Opera pumps are popular. They are 


shown in patent and black kid and 
tan calf. 

One store introduced the Dau- 
ville sandal. Originally intended for 
beach wear, it is shown here in 
patterns developed. for street and 
sport wear and women are begin- 
ning to take it up. 


Weeding Named Manager 

C. R. Weeding has been named 
manager of the G. R. Kinney com- 
pany’s store, succeeding C. L. Jor- 
dan, who has been transferred to 
the Kansas City store. Mr. Weed- 
ing has been in the shoe business in 
this city about 12 years. 





One Week Devoted to Sale 
of White Shoes in Seattle 


SEATTLE—By agreement of the 
Retail Shoe Dealers’ Association of 
the city, the annual July clearance 
sales of white shoes was held dur- 
ing the week ending July 19, with 
no cut prices in these goods adver- 
tised or offered in the windows of 
shops before that date. A survey of 
shops throughout the city showed 
that comparatively few white shoes 
were left in stock for the clearance 
sales. Very warm weather during 
the last two weeks in June and first 
two weeks in July moved this mer- 
chandise very rapidly and the suc- 


cess of white shoe week held early 
in May reduced stocks. Prices on 
white shoes during clearance week 
showed from 20 to 50 per cent re- 
ductions. 


Sale on Sandals 


A sale of sandals in black, white 
and colored leathers in the down- 
stairs store at Turrell’s brought 
more business than has heretofore 
been registered in this line of mer- 
chandise. The sandals were grouped 
at two prices, $3.90 and $4.90. White 

(Continued on page 99) 
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GLASS CALF 


Now A National Name 


For Men’s and Women’s shoes 
of distinction. 


Made in TAN, BROWN, RED 
and BLACK. 


BARNET 


LYNN 
LEATHERS 








FOR FALL and WINTER 
shoes, GLASS CALF is the 
ideal leather. 


It makes a friend of every 
wearer. 


J. S. BARNET & SONS, Inc. 
LYNN, MASS., U. S. A. BOSTON, MASS., U.S. A. 
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Mid-Summer Sales Reach 
Peak with Boston Concerns 


BOSTON—Midsummer sales are 
at a peak here, but this fact didn’t 
stimulate interest to a very great 
degree during the week ending July 
19. There was a dull tone to retail 
shoe buying generally. What buying 
was done was mainly on whites and 
patents in women’s departments, 
while men are still expressing a 
marked preference for tan ma- 
terials in oxfords. 

The fact that sales were going 
on, combined with the program of 
the Boston Style Show for the week, 
did not develop into anything sub- 
stantial in the nature of booming 
retail buying. Most retail mer- 
chants are satisfied with the de- 
mand that whites are commanding. 
Before the sales were staged, whites 
sold fairly well after getting away 
to a poor start, due to a long period 
of unfavorable weather. 

Reductions seem to be fairly gen- 
erous on most types of shoes. One 
store selling medium-priced shoes 
for men and women placed on sale 
the entire bright-colored stock of 
reds, blues and greens at a very 
low figure. He planned to sell them 
at $5, and although he bought spar- 
ingly, found himself stuck. He 
slashed them down to $2. These 
vivid colors have sold very slowly 
this season. 

One men’s store held a mark- 
down sale on its sport shoes stock, 
marking all types down to $5. The 
patterns included two-tone leather 
models, crepe and _  rubber-soled 
styles, etc. Another big men’s store 
slashed all types, holding its annual 
summer mark down sale. 


Will Not Buy European 
Shoes 

“T am absolutely against purchas- 
ing foreign-made shoes,” said John 
Fischer, buyer for the Henry H. 
Tuttle Company, one of the leading 
high-grade shoe stores of this city. 
“Please state the case as strongly 
as you wish. No real American shoe 
merchant should think of buying 
his shoes on the other side when 
our home industries need the busi- 
ness. 

“And there is another considera- 
tion, and a very important one. 
American leather and American 
shoes cannot in any way be matched 
by those of European manufacture. 
So, if not for patriotic reasons, we 
retail shoe merchants in the United 


States should at least be influenced 
by the goodness of the domestic 
product. 

“American shoes are everywhere 
recognized on the other side as be- 
ing the best in the world.” 


Shoemen in Hub 


William A. Dalton, who buys 
women’s and children’s shoes for 
the three shoe departments of 
Francis Rogers & Sons, two in the 
heart of New York City, and one 
for the new store on Fordham road, 
attended the Shoe Style Show and 
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placed orders for immediate and 
fall merchandise. Mr. Dalton re- 
ports that business is good, but said 
it requires more aggressive methods 
this year than formerly. It has 
always been the policy of his de- 
partments to run monthly sales, 
and from now until September, 
weekly shoe sales are conducted. 


Attended Style Show 


F. E. Bramhall and R. I. Rollins 
of the Simmons Bramhall Corpora- 
tion of Belfast, Maine, were in town 
for the Boston Style Show. Sim- 
mons Bramhall are distributors for 
several strong lines of shoes in the 
state of Maine, including the Tyer 
Rubber Company’s line of Andover, 
Mass., and the line of the Chippewa 
Shoe Co., Chippewa, Wisconsin. 





Ideal Weather a Stimulus 
Reported at Philadelphia 


PHILADELPHIA — Business in 
June showed considerable improve- 
ment over May and April according 
to the latest review of conditions 
by Dun. Staples are selling more 
freely because of the hot weather 
and brisk trading is looked for dur- 
ing the next few months. The re- 
view states that leather manufac- 
turers report practically no change 
in the situation during the past few 
months. They are optimistic, how- 
ever, over the belief that in the near 
future there will be a greater con- 
sumption of all-leather shoes than 
at present. The movement of black 
glazed kid in May and June, while 
considerably below normal, still 
showed an increase over February, 
March and April. The general im- 
pression seems to be that the worst 
of the dull time has passed and that 
business during the latter half of 
1924 will be better than during the 
first six months. 


Clearance Sale 


Niederman’s recently featured a 
clearance sale of shoes from regu- 
lar stock at $5 and $7. The ma- 
terials included patent leather, gun 
metal, black~suede, gray suede, 
brown suede, fawn suede, black and 
brown satin, white kid, white linen, 
white buck and tan calf. 


Warm Weather Helps Trade 


Wholesale merchants report that 
the warm weather has stimulated 
buying of open strap effects and 


barefoot sandals. Patent leather is 
still the dominant material and in 
some quarters white canvas is still 
being asked for in excess of the 
supply. Fancy patterns have lost 
very little of their hold on the mar- 
ket, according to tanners here, al- 
though plainer patterns are moving 
fairly well. 


Uptown Store Holds Sale 


Slashed prices and cash prizes 
featured the unusual sale of shoes 
recently held by the K. Marimow 
store in Germantown. Women’s 
ankle strap and fancy cut-out 
pumps in patent leather, suede, 
satin, and vici kid and with flat, 
Cuban, baby French, or high heels 
were offered at $3.48. 


Merchants to Advertise 


A local advertising agency has 
prepared a series of twelve adver- 
tisements to be used in a campaign 
which will be undertaken by the 
Pennsylvania Shoe Retailers’ Asso- 
ciation in the fall. These advertise- 
ments have been prepared in matrix 
form for the use of local associa- 
tions throughout the territory cov- 
ered by the state organization and 
for the use of groups of retail shoe 
merchants. The points stressed in 
the advertisements are the buying 
of good shoes, the frequent chang- 
ing of shoes, and the wearing of 
shoes for occasions. Each advertise- 
ment is four inches wide and seven 
inches deep and is surrounded by 
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a distinctive border. Each of them 
displays a reproduction of an em- 
blem which the consumer is asked 
to look for on the shop windows 
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when he wants to buy good and cor- 
rect footwear. The advertisements 
were prepared by the Harwood- 
Cahall Agency. 





Brisk Tone Prevails in 
Most of Lynn Factories 


LYNN—Right after the big Bos- 
ton style show, Lynn shops started 
up briskly. Manufacturers booked a 
good volume of business in the Bos- 
ton market. Shoes now being made 
will be delivered on or before Aug. 
15. They are fine novelties. 

Business is on a quick schedule 
these days. Buyers seem to wait 
until they are hungry for shoes, 
and then they want their merchan- 
dise right off quick. 

In some cities, the average 
woman.is buying 12 pairs of shoes 
a year. From that, the average buy- 
ing of shoes drops down to ten, 
eight, six and four pairs a year. It 
used to be two pairs, one for sum- 
mer and the other for winter. But 
things have changed since then. 


The Small Foot Idea 


New shoes are being made to look 
short. The small foot idea is com- 
ing back. Vamps are made to look 
short, and round. Heels are pitched 
up high. Vamps that really measure 
three inches in length are made to 
look but two and one-half inches, 
by crossing their line of length with 
a fancy ribbon tip. 


The Position of Welts 


“Sixty per cent welts before the 
winter is over.” So predicts one 
Lynner, who is in close touch with 
the factories. Others differ from his 
prediction. 

Improvements in shoe making aid 





Oxfords Have Gained 


Some gain has been made 
on oxford style shoes. Just 
how much it is not yet clear. 
It is on new type oxfords that 
the gain has been made. These 
oxfords are light and dainty, 
of novelty patterns, trimmed 
with overlay. Some have small 
insertions of lace or lattices 
on the sides. Underlays are 
used, too. Also, there are two 
eyelet ties, now in good style 
in some cities, and various 
types of sport oxfords. 














welts. The slim shank welt has ap- 
peared in Lynn. It’s a welt that 
looks like a turn. It has a slizht, 
slim and shapely shank, as well as 
a thin close edge. 

Formerly, this imitation turn 
shoe made by the welt process, 
could be made only by hand 
methods. That made it too expen- 
sive for the average trade. Now the 
United Shoe Machinery Co. is pro- 
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viding machinery for making these 
new light welts, that look like turns. 
Hence an increase in the production 
of welt shoes is looked for. 


Materials About the Same 


Patent continues to be the first 
leather in Lynn shoes. Satins come 
next. More light tan calf and kid 
will be used. Suede, especially 
black, will be good again. This re- 
port is familiar. Materials have not 
changed much. Methods of using 
them have. 

Lightweight leathers have been 
cut for the shoes now being made 
for Aug. 15 delivery. Later, heavier 
weights will be cut, as, for instance, 
Scotch and boarded grain, especial- 
ly for sport style oxfords and col- 
lege pumps. 





Haverhill Situation Marked 
by More Activity Generally 


HAVERHILL — Following the 
Boston Shoe Style Show, Haverhill 
factories are taking on greater ac- 
tivity. From visiting buyers at the 
show, also at the Boston offices and 
sample rooms of Haverhill shoe 
manufacturers, there was received 
a substantial amount of business. 
An important factor in the placing 
of these orders is the lower prices 
which local manufacturers quote 
for their new styles. This, together 
with the many attractive patterns 
shown, brought orders from repre- 
sentative merchants in all parts of 
the United States. As a result of 
this buying, Haverhill manufac- 
turers are in an optimistic frame 
of mind. They feel that the city is 
due, and in fact is already exper- 
iencing, a comeback as regards 
trade confidence and resulting busi- 
ness relations with merchants. 
There is no doubt that the next 
three months in factories will tell 
a story of increased production 
which will be alike gratifying to 
manufacturers, shoe workers, and 
the city’s business men in general. 


New Styles Impress 


Among the many attractive styles 
exhibited by Haverhill medeis dur- 
ing the Style Revue at the Boston 
Show, there was no lack of fancy 
patterns, although in somewhat 
modified designs. The tendency 
toward plainer styles, while strong- 
ly emphasized, was by no means 
exclusively utilized in the shoes 


wet wi oy 


worn by the models. Straps in many 
varieties, with a great variety of 
decorative effects, together with 
the tailored shoes made for diver- 
sity and completeness in the foot- 
wear shown by local concerns. At 
each evening’s exhibition, many 
favorable comments were made by 
visiting buyers concerning Haver- 
hill styles. 


Shoe Concern Reorganizes 


Marshall-Harris Shoe Co. is the 
style of a new shoe concern which 
is a reorganization of the Harris 
Shoe Co. Forrest Pettingill is presi- 
dent, and Sherman H. Marshall, 
formerly of Emery & Marshall Co., 
treasurer. Henry L. Harris, former- 
ly head of the Harris Shoe Co., re- 
tires from active management after 
35 years in the local trade. He will 
continue to have an interest in the 
business and to act as a director. 
Mr. Pettingill has been for several 
years associated with Mr. Harris as 
an active member and officer of that 
concern. Mr. Marshall is well known 
to the trade through a long connec- 
tion with Haverhill shoe manufac- 
turing. He will look after the sell- 
ing of the goods The Marshall- 
Harris Shoe Co. has begun opera- 
tions at the former plant of the 
Harris Shoe Co., 32-40 Washington 
street, and Phoenix row annex. The 
daily capacity is 2,000 pairs of 
women’s McKays. With a large 
plant adequately equipped, and ex- 
perienced men at its head, the re- 
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NUTMEG VELOURS CALF. A Pleasing shade in a medium 
tan. Its smooth grain, its even break and wonderful finish are 
unsurpassed. It is today meeting the demands of high grade 
men’s and women’s manufacturers for their fine shoes for fall. 
The beauty and completeness of this leather will delight those 
who insist upon the air of individuality. Insist upon leathers 
bearing the P & V trademark for your fine footwear. 
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organized concern is in a strong 
position concerning production and 
merchandising. 


Begin Production 


The recently reorganized firm of 
Witherell & Dobbins Co. is now 
producing the line of W. & D. turns. 
New lasts and patterns, added to 
those which are proven sellers, 
brought to this concern during Bos- 
ton Show week, a_ substantial 
amount of business. Factory pro- 
duction is now well under way with 
prospects of a steady run. 


D. A. Hitchcock is Dead 


Daniel A. Hitchcock, for 35 years 
connected with Haverhill shoe 
manufacturing industry, died July 
14 at his home here. He had been 
ill for several months. Mr. Hitch- 
cock for 15 years was superinten- 
dent of the Haverhill shoe manu- 
facturing concern of Thayer, Ma- 


guire & Field. Later he was super- 
intendent of the stitching depart- 
ment of Emery & Marshall Co. of 
this city. He was identified with the 
Haverhill Shoe Manufacturing As- 
sociation from the time of its for- 
mation. 


Shoe Ornaments in Demand 


From all parts of the United 
States comes the call from shoe 
manufacturers and merchants for 
shoe ornaments of various kinds. 
Dalrymple-Dudley Co. of Haverhill, 
a leading concern in the production 
of shoe ornaments, is working at 
capacity in supplying the demand. 
New workers are being added daily 
to the employees engaged in pro- 
ducing these ornaments. While 
beaded gores are in great demand, 
yet many other ornamental effects 
are called for. Prospects are that 
this demand will continue to in- 
crease with the sale of fall foot- 
wear. 





In Brockton Orders for 
Fall Delivery Increase 


BROCKTON —A_ decided im- 
provement is noted by Brockton 
manufacturers regarding the de- 
mand for fall footwear. A substan- 
tial volume of orders was obtained 
during the Boston Style Show. Ac- 


cording to Brockton manufacturers, © 


merchants generally are inclined to 
buy in small volume, although it is 
generally understood that retail 
stocks are lighter. Several shoe 
manufacturing concerns, which had 
exhibits at the show, obtained an 
excellent contact with buyers, and 
feel well repaid for their efforts. 

Many buyers have been in Boston 
during the past two weeks. Boston 
offices of local concerns were busy 
places during that period. Fall 
styles of men’s shoes shown by 
Brockton houses are fully up to the 
Brockton standard of excellence 
concerning quality, style and work- 
manship. 


Arch Preserver Merchants 
Inspect Wright Factory 


Retail shoe merchants who at- 
tended the Fourth Annual Conven- 
tion of Men’s Arch Preserver Shoe 
Dealers at Hotel Lenox, Boston, 
July 15, derived a great deal of en- 
joyment and instruction the day 
following when they inspected the 
shoe manufacturing plant of the 


E. T. Wright & Co. at Rockland, 
Mass. The Wright Co. makes Arch 
Preserver and Just Wright shoes 
for men. 

At many points they were agree- 
ably surprised at seeing the extra 
effort, labor and material which are 
put into the Arch Preserver shoe. 

As a matter of fact their trip to 
the factory and convention the 
previous day, plus their contact 
with their fellow Arch Preserver 
merchants had enthused them so 
much that they made tentative 
plans for forming a Boosters’ Club, 
composed of merchants selling Arch 
Preserver shoes. 

The party went to Nantasket for 
a shore dinner. The day’s outing 
was concluded with a trip up the 
harbor to Boston. 


Manufacturers Ask for 
Decrease 


The Brockton Shoe Manufactur- 
ers’ Association, of which practical- 
ly all Brockton and South Shore 
shoe concerns are members, has re- 
quested from the Boot and Shoe 
Workers’ Union a flat decrease of 
ten per cent in wages, paid at local 
shoe factories. The communication 
in which this request appears, asks 
that business agents of the Boot 
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and Shoe Workers’ Union consider 
this matter and make known the 
decision at the earliest possible 
moment. On October 14, 1923, the 
Brockton Shoe Manufacturers’ As- 
sociation voluntarily granted a ten 
per cent wage increase. The present 
request is for a return to the wage 
scale which prevailed previous to 
that date. 


New Sport Shoe 


The Brockton Shoe Manufactur- 
ing Co. is placing on the market a 
new type of men’s sport shoes to 
retail at a popular price. Manager 
E. F. O’Neill says that lasts, pat- 
terns, upper and sole materials, 
etc., will be representative of the 
newest ideas in men’s sport foot- 
wear. Four styles will be carried 
in stock. 


Buyer from Detroit 


J. H. Mitmesser, assistant buyer 
of men’s shoes for the department 
store of J. L. Hudson Company, 
Detroit, Mich., was a recent visitor 
in the Brockton district. The house 
with which he is associated sells 
more than $1,000,000 worth of 
shoes yearly. Mr. Mitmesser says 
that while there has been some de- 
crease in employment in Detroit as 
in other cities, yet business in that 
city on the whole is excellent. 


Purchase Factory 


M. H. Bates Co., manufacturers 
of shoe trimmings, recently pur- 
chased and will soon occupy a fac- 
tory on Centre street, built and for 
many years utilized by F. M. Shaw 
& Sons Co. The Bates concern will 
move its business from the present 
location on Ames street to the Cen- 
tre street factory, and will have its 
plant in operation August 1. 


Davis at Clapp Factory 


DeWitt Davis, manager of the 
Los Angeles and San Francisco 
stores of Edwin Clapp & Son, Inc., 
of East Weymouth, was one of the 
many visitors at the Boston Shoe 
Exposition and Style Show. 

He spent several days at the fac- 
tory at East Weymouth, taking up 
matters pertaining to the sale of 
Edwin Clapp shoes on the Coast. 

Mr. Davis reported an excellent 
business in the Clapp stores in both 
the California cities and says that 
in general business prospects are 
excellent. 
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The Prevailing Colors at 
the Boston Shoe Style Show 


WERE 


TONY 
TAN 


Orders placed at the Boston Shoe 
Style Show decidedly confirm the 
fact that medium brown and light 
brown calf-skins are pronouncedly 
preferred shades for fall. 


TONY BROWN and TONY TAN 
were the shades you heard most 
generally mentioned as the best 
examples of the lighter calf-skin 
trend. 





TONY 


and BR OWN 


Another oft-repeated statement from 
salesman to buyer was—‘‘We’re us- 
ing the genuine TONY BROWN and 
TONY TAN in these shoes, and you 
know there is nothing better in 
calf-skins.”’ 


Theconfidence which TONY Leathers 
inspire is a selling asset which is 
freely acknowledged by all shoe- 
wise men. 












TONY CALF LEATHERS 


Reg. U. S. Pat. Of. 


RED TAN 
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P. A. HENRY & CO. 
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Steady Improvement in the 
Brooklyn Shoe Situation 


BROOKLYN—Slow, but steady 
improvement in business is reported 
by most of the manufacturers in 
the Brooklyn shoe districts. Ad- 
vance orders, while not large, are 
coming in from a wide variety of 
sources and business now on the 
books is sufficient to keep most of 
the plants in operation for a month 
or six weeks. It is hoped that by 
that time advance bookings will be 
large enough to justify full time 
operations in all factories here. 
During the late spring and summer 
dullness most of the plants here 
were reorganized to some extent, 
making for greater efficiency. In 
most cases the reorganization has 
been aimed at increasing the effi- 
ciency of the working forces and 
planning for more even production. 
The fact that styles are trending 
toward simple patterns gives con- 
siderable help in this direction. 

Probably the biggest develop- 
ment in the Brooklyn field is the 
steady increase in welt business. 
For several years the welt business 
in Brooklyn has been very much 


limited. With the advent of the 
light weight, closely trimmed welts, 
however, there has been a strong 
return to welt shoe making here. 

As the fall season develops here 
it is becoming more clearly estab- 
lished that no one style or type of 
shoe is likely to lead in popularity. 
Although patterns are more sim- 
ple there is a wide variety of style 
which includes all the well known 
types, from plain oxfords to rather 
fancy strapped shoes. Plain oxfords 
as yet have not developed much 
strength, but many of the manufac- 
turers here expect them to increase 
in popularity as the season pro- 
gresses. 

Strap effects and gorings still 
provide most of the business here. 
Gorings appear to be growing 
stronger as the season progresses. 
The most popular type is the front 
goring with cut-out multiple strap 
effect over the instep. Side gorings 
are in rather limited demand. In- 
stead of gorings some manufac- 
turers are now using small cord 
elastics. 





Good Response to New York 
Summer Clearance Sales 


NEW YORK—The middle of 
July found the New York retail 
shoe trade experiencing the usual 
summer dullness which is not ex- 
pected to show much change before 
the opening of September, which 
usually inaugurates the fall season. 
The retail merchants here are now 
devoting their efforts to cleaning 
up the odds and ends that are still 
in stock. Occasionally, in a window 
display of sale shoes in fairly high 
grade stores one sees pointed-toed 
footwear that bears the earmarks of 
fashions of two or three years ago. 


The summer clearance sales here 
are being fairly well patronized in 
the higher grade stores, but have 
not been as successful in the lower 
grades as many merchants had 
hoped. Practically all of the Fifth 
avenue stores are running sales and 
the policy this year has been to re- 
duce all shoes to a flat price, which 
for shoes that formerly sold up to 
$30 a pair is around $10.50 to 
$14.50, with a few of the more ex- 
clusive shops setting a price of 


$16.50 for almost every shoe in 
stock. 


Whites in Good Demand 


In the clearance sales, whites are 
sunning strong. This,. according to 
several merchants, is due to the 
fact that weather conditions were 
poor early in the season and by the 
time women were ready to buy 
their white shoes, the sales already 
had started. 

On the question of fall styles, it 
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is generally felt that while plainer 
types of shoes are on the boards, 
there may be considerable variation 
in these types. The merchants in 
the high grade field generally plan 
to a rather plain shoe, fairly deeply 
cut in the shank without cut-outs, 
or at most very small ones, as a 
good seller. Neat goring patterns, 
cut high, but lightened with strap- 
pings across the instep also look 
good, and oxfords also are com- 
manding increasing attention. It is 
hoped that blacks will lose some of 
their popularity. 


New Miller Factory 


With the concrete walls poured 
and roof and floors in place the new 
Long Island City factory of I. Mil- 
ler & Sons is nearing completion 
rapidly, and, according to present 
plans, actual factory operations will 
be begun in the new plant by No- 
vember 1, at least. The new factory 
will replace the concern’s present 
plant in Long Island City as well 
as the establishment on Carlton 
avenue, Brooklyn. The present 
Long Island City plant will be dis- 
continued as soon as work in the 
new plant is begun, but discontinu- 
ance of the Brooklyn plant prob- 
ably will consume a period of six 
or seven months afterwards, so as 
to disturb production as little as 
possible. 


The new plant will have a capac- 
ity of 30,000 pairs of turns and 
light welts per week, compared with 
a combined capacity of the two 
plants here of 12,000 pairs a week. 
Thus it is seen that the new fac- 
tory will more than double the 
firm’s present output. 

The building now nearing com- 
pletion is of concrete construction, 
six stories in height, covering a 
solid block just off the Bridge Plaza 
in Long Island City. There are sev- 
eral rest rooms, lunch rooms, show- 
er baths and other conveniences for 
the employees. 





Satisfactory Trend to the 
Retail Trade in Rochester 


ROCHESTER—Retail shoe mer- 
chants generally report business 
fair with the demand for merchan- 
dise holding up better than last 
year. Stores that are featuring 
clearance sales report good business 
and footwear at regular prices is 


moving in fair volume. Many styles 
are being featured in women’s foot- 
wear and sales cover a wide range 
of patterns. The public is buying 
practically everything in stock and 
merchants feel that July will clean 
up broken lots without drastic price 
reductions. 
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Plan Shoe Department 


B. Forman & Co., one of Roches- 
ter’s leading women’s specialty 
shops, will open an exclusive high- 
grade women’s shoe department 
early this fall. Plans for the addi- 
tion of a shoe department have been 
considered by Mr. Forman for some 
time. 


To Open Shoe Store 


The Nisley Company of Spring- 
field, Ohio, is altering the store at 
19 Clinton avenue South, and will 
open an exclusive women’s shoe 
store at that location on August 14. 
This company which was recently 
incorporated in Columbus, Ohio, 
plans to open four exculsive shoe 
stores before September Ist and 
the Rochester store is the first to 
be completed. Other stores to be 
opened at once will be located in 
Kansas City, Mo., Louisville, Ky., 
and Buffalo, N. Y. 





Upholds McCallum Claim 


Northampton, Mass., July 22— 
The McCallum Hosiery Company of 
this city has been granted a favor- 
able decision in its opposition to 
registration by the Concordia Silk 
Hosiery Company of a blue stripe 
in the welt of silk stockings as an 
exclusive trade mark. 

In addition, the evidence clearly 
established the fact that the use of 
stripes or bands of different colors 
at various points on the welt of 
stockings is, and has been for a 
peribd of years, common trade prac- 
tice among a number of the lead- 
ing hosiery manufacturers. 





Open a Portland Branch 


J. M. Sprague, sales manager of 
the Chippewa Shoe Manufacturing 
Company of Chippewa Falls, Wis- 
consin, announces the opening of 
its branch office in Portland, Ore- 
gon, to facilitate service to the 
Pacific trade. The new branch will 
be located at 45 Fourth street and 
will be under the management of 
C. M. LeValley who has traveled 
the north Pacific states for this 
company for 19 years. 

The annual sales convention has 
just been held at the factory in 
Chippewa Falls and the salesmen 
on their way to their territories 
with the new Chippewa line. The 
Los Angeles branch is now located 
in larger quarters with P. J. Gross 
in charge. 
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Seattle 


(Continued from page 89) 
sold better than any of the colors 
and a good volume in all styles is 
reported. The trade in general de- 
mands very low prices on sandals 
if they are to be moved. The gen- 
eral attitude seems to indicate that 
the style is wanted to some extent 
but that it is impractical to pay 
even a fairly good price for it. 

A large number of local buyers 
are in the market this month and 
were in Boston during the shoe 
style show. Shops represented in 
the east at this time include: Bax- 
ter & Baxter, Turrells, Shuarts, 
Wallin & Nordstrom, Eggarts, the 
Boston Shoe Shop and others. 


Satin Trimmed with Gold 


One of the styles that is taking 
exceptionally well at present is 
black satin trimmed with gold kid. 
This combination is particularly 
favored for evening wear and to 
some extent for afternoon. Medium 
high heels with elaborate strap ef- 
fects and very low cut-out side 
effects in the sandal effect sells well 
for evening in these materials and 
more substantial styles in the same 
effect are chosen for afternoon 
wear. 

Two-tone effects have been in 
good demand, alligator and lizard 
being used much as a trim. 





Did This Ever Happen to 
You? 


Boston, Mass.—“If it isn’t one 
thing it’s another,” said the stock 
clerk, as he looked through the 
gloom. “I sent out a pair of pretty 
strap pumps for Miss Cinderella to 
try on. They were delivered to her 
home by mail. Apparently, the 
store across the way did likewise, 
for Miss Cinderella returned both 
pairs, but she mis-mated the shoes, 
and put one of Crispin’s shoes and 
one of our shoes into the carton 
that she sent back to us.” 

“It’s a long day,” says the 
clerk, “that shows no tangle to be 
straightened out.” 





Stitchdown Specialties 


Salem, Mass.—The Miller Shoe 
Co. is making specialties in stitch- 
downs. For instance—a line of 
school shoes that look like welts, ox- 
fords with crepe soles for college 
girls, white buck oxfords with 
white soles for summer, and first 
step shoes with non-slip soles. 





Goal Daby Shoe 
Donne Ciaichuotl” 


SEND FOR CATALOG 


NEW YORE GFFIKA Sto fiFTH ave, 








Oe POSNER's 
scITmC 
SMOES b STOCKINGS 
FOR INFANTS .CHILDREN 
AND YOUNG LADIES 
DR.A.POSNER SHOES. INC 


ob tS 140 W. BROADWmY 












Soft Soles and Moccasins 


Ask your Jobber for our 
We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shee Co. 


ROCHESTER, N. Y. 


“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 

















AShoe for Boys 
That Wears 





















Marston & Tapley Ce, 
[Bonita Shoe £ Baby 








MANHATTAN FINDING CO. 
* 107 Duane St., New York City 
“KOM-F rut ARCH “SUPPORTS 
Shoe Soeee re Supplies a every description 


for information! 
We carry be * fall line of Gym and Ballet 








Slippers in stock 









































































T. W. GODSO: F. E. JONES, Treas. 
Ww. G. ONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 


















a« C Largest Manufacturers 


in the World of 
Blach Glazed Kid 


Surpass LEATHER @ 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK 
T ries at D ik ~\ Maas. 











COATED, GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet. Rubber Soling 
8. F. CHAMBERLIN 
184 Summer St. 
BOSTON 


~_—_ 





Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 


















EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


11 BROADWAY 
New York City, N.Y. 
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Hides from India 


Washington, July 24—The United 
States is the third largest purchaser 
of tanned hides and skins from 
Madras, India, the center of the 
South Indian export trade in these 
products, taking 29,074 corges 
(corges containing 20 pieces) dur- 
ing the first quarter of 1924. The 
British Isles ranked first in the pur- 
chases made during this period, 
consisting of 197,625 corges, while 
Japan ranked third, taking 48,178 
corges, consisting mostly of tanned 
sheepskins. The largest single item 
imported by the United States was 
raw skins, amounting to 8,000 
corges, while goatskins in the 
amount of 2,660 corges were im- 
ported ; sheepskins, 1,673; calfskins, 
879; and cowhides, 795 corges. 





Maine Merchants’ Outing 


Portland, Me. July 23—The 
Maine Retail Shoe Merchants’ Asso- 
ciation held its annual “Tap Day” 
recently. About 100 attended the 
event which was held at Westcus- 
togo Inn, Yarmouth, Maine. A shore 
dinner was served. President T. 

‘Henry Black presided. 

An excellent sports program was 
presented. Grover C. Hanson was 
chairman of the sports committee 
and was aided by Paul Merrill and 
James A. McFaul. The party in- 
spected the new plant of the Sporto- 
casin Co. at Yarmouth. 

More than 65 cases of shoes were 
contributed to the Near East Relief 
drive by the Portland shoe mer- 
chants. 





Colored Linings to Continue 


Philadelphia, July 25—It has 
been predicted in some quarters 
that with the expected vogue of 
black stockings in fall, shoe manu- 
facturers would turn away from 
using colored kid for lining pur- 
poses and use black. Laird H. 
Simons, president of the William 
Amer Company, this city, however, 
holds a different view. He thinks 
that the trade is very well pleased 
with the striking contrast of shoes 
with black outsides and light lin- 
ings and believes that the prac- 
tice of making them in this 
manner will continue. 





New Shoe Stores 
Barnett & Williams, Tuscaloosa, 
Ala. 


Cunino Bros., 182 So. 
street, San Jose, Cal. 


First 
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Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 

No. 7300 Satin in these 
Siocon Oud a 
ie, ose, 

Bae Tess B. Biss, 
an 
Send for’ Price List 

NEW ENGLAND SLIPPER CO. 


{c~nom Street - -  Woreester, Mass. 











FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 
NORTHEASTERN SHOE CO.. Inc. 


Auburn St., Chelsea, Mass 
Boston 6 Office, 139 Lincoln Street. Room 212 











MEN’S TURN SLIPPERS 


Retailing $3.00 to $7.00 








PPERS for M WOMEN 
~ ERS CHILDREN 
Bedroom and house 
SLIPPERS in a wide 
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noted fer quality 
FRANK H. PFEIFFER CO., Inc. 
24 Washingten Square Worcester, Mass. 














Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Ladies’ Fashioned Heese 
THAT Age"s SUPERIOR™ 
New York O 388 Fifth Ave. 














J. R. BEATON COMPANY, Inc. 


33! FOURTH AVE., NEW YORK 
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Specialists in Embroidered Trimmings 
for Feit Slippers, Booties and Moccasins 


ond patented peepees- Xo Sat Guiltiog 


in Senay styles and designs 
SWISS-AMERICAN EMBROIDERY WORKS 
241 Bergenline Ave., W. Hebsken, N. J. 














ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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TOLMAN PRINT, 


and Pripgt most of Them 
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April Shoe Production 
Shows a Decrease 


The Department of Commerce 
states that the production of boots 
and shoes in April, 1914, based 
on reports from 1121 manufactur- 
ers representing 1243 factories, 
amounted to 27,921,064 pairs, as 
compared with 28,864,463 pairs in 
March, 26,831,908 pairs in Febru- 
ary, 31,867,776 pairs in April, 1923, 
and 26,851,512 pairs in April, 1922. 
Comparative figures for January— 
April show 110,114,591 pairs pro- 
duced in 1924 and 128,748,341 pairs 
produced for the same period in 
1923. 


The April production included 
6,705,477 pairs of men’s shoes 
(high and low cut leather), 1,662,- 
387 pairs of boys’ shoes, 9,361,276 
pairs of women’s shoes, 3,453,334 
pairs of misses’ and children’s 
shoes, 2,392,524 pairs of infants’ 
shoes, 677,915 pairs of athletic and 
sporting shoes (leather), 892,803 
pairs of shoes with canvas, satin 
and other fabric uppers, 1,825,827 
pairs of slippers for house wear, 
and 49,521 pairs of all other leather 
or part-leather footwear. 





Air Cooler For Shoes 


Salem, Mass.—An air cooler for 
shoes, has been invented by Frank 
Ballou, and he has asked for 
patents on it. His invention pro- 
vides for a sock lining of leather 
and porous rubber. When worn in 
a shoe, this sock lining compresses 
and expands with the motion of 
the foot, and pumps air in and 
out of the shoe. Furthermore, this 
sock lining makes a cushion for 
the foot, for it readily conforms 
to the shape of the sole of the foot. 
It makes a cushion heel seat, too. 
The device may be fitted into most 
any shoe. 





New Florsheim Store 


Dayton, O., July 23—A new Flor- 
sheim store is to be opened by the 
Baynham Shoe Co. at Fourth and 
South Ludlow streets about Sep- 
tember 1. 





Appointed Selling Agents 


Boston, Mass., July 24—The 


Moore Leather Company of 95. 


South street has been made selling 
agents for Green & Hayes, manu- 
facturers of white and colored 
sheepskins of Peabody, Mass. 













IN-STOCK 

BLACK BALLET SLIPPERS {| 

Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 11} to 2 
Ladies $1.40 
Sizes 2} to 8 
ees * SHOE FINDING Cos EG. 

7 Duane St., New York, N. Y 











BALLET SLIPPERS IN STOCK Bik Cab. Sots 


toe, 844 child's 
to i —_— 8 











sy otis Kid, 
Medium Box, 
84-7, $1.40. 
Bik. Vici, Hard 
toe, 8-8, $2.85 
FERGUSON BROS. co. 
2121 Washi St., Mass. 








BALLET SLIPPERS IN STOCK 
(Made by Ballet Specialists) 


Style +' + Glazed 
Kid, Soft T 

6-11 11 $2 a 8 
1.30 1.35 45 
Sch warts & . tas. 





241 No. llth Street - Philadelphia, Pa. 
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Only on» exclusive agency in a town 











No matter what policy you may 

pursue in selling to the shoe trade, 
less, you need the 

Boot and Shoe Recorder 
ALL THE TIME 














Lange in New Location 


New Brunswick, N. J.—Lange’s 
Strand Shoe Shop recently moved 
to 354 George street. Individual 
chairs of mahogany harmonize 
with the mahogany fixtures and at- 
tractive walls. Plans are being con- 
sidered to make the children’s de- 
partment one of the best in the 
state. Mother Goose wall paper with 
rhymes, raised chairs for the little 
tots; even musical chairs, will be 
used. Mr. Lange is considering in- 
stalling a chiropodist parlor in. the 
rear. 





D. Sacks Buys Store 


Springfield, O., July 23—The 
Kirby Shoe Co. recently sold out to 
D. Sacks, who will operate the store 
under the same name and policies. 
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Showing Lasts as They 
Should Be Shown 


4 * HE many visitors at our Boston No ordinary pullover styles were shown. 

salesrooms during Style Show Week The shoes presented were complete— 
all agreed that we have given the shoe 
trade a long-needed service in presenting 


the newest New York shoe styles right 
on the last, and thus leaving nothing to idea of how each new shoe will look on 


linings, counters, box toes, heels, every- 


thing but the soles—giving a perfect 


guesswork. the new last best adapted for it. 


These Styles are to be Displayed at Other United 
Last Offices. Be Sure to See Them when 
They are in Your Vicinity. 


These new shoes and lasts are going the rounds of our various offices, where we cor- 
dially invite you to inspect them, and thus get the most accurate possible style and 
last information in correct combination. 


Other new shoes are constantly coming to us and thence going out over our office 
circuit, so that you will always find the timeliest kind of New York style information 
embraced by this service. 


United Last Company 


Headquarters — Boston, Mass. 


FACTORIES SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 
NEWARK HAVERHILL 212 Essex St. 


LYNN AUBURN 
CHICAGO = _ ST. LOUIS 
NEW YORK MILWAUKEE 


NEW YORK 
1402 Bush Terminal Bidg. 


CINCINNATI 
803 Sycamore St. 
Affiliated Company 
United Last Company, Ltd. PHILADELPHIA 
Montreal 331 Arch St. 
with Branch Office at Toronto 











Dealer Influence is secured thru advertising in the Boot and Shoe Reeorder. 
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Wisconsin and Philadelphia Hold Outings 


H. M. Rogers, President of New York Travelers, Reports on Association Activities 


These are the days when the vari- 
ous state and city associations of 
the N. S. T. A. come together for 
their annual outings. Travelers en- 
tertain buyers and other members 
of the allied trade;; they meet so- 
cially, not to talk business, although 
the latter invariably follows. For 
all recognize that good fellowship 
and good will are essential parts 
of the fabric of trade and in order 
that a traveler may successfully 
sell his customer, it is a good plan 
to get better acquainted with him 
outside of the shoe store and spend 
a few happy hours together some- 





where “in the great out-doors.” 

The boys of the Badger State 
held their annual picnic on July 11, 
at Silver Lake, some 32 miles out 
from Milwaukee. John Kowalski, 
who travels for Beals-Pratt Shove 
Co., assisted by President Max 
Tenscher and Secretary S. W. John- 
son, were in charge of activities. 
Some fifty of the boys were in at- 
tendance. The trip to the Silver 
Lake was made by automobile. “Old 
Sol” was most propitious and the 
weather was of the very best va- 
riety for outdoor festivities. 

There was a fine sports pro- 


Group of Boston Shoe Travelers, Visiting Buyers and members of the Trade Press “Lined 


gram, of which baseball was a 
prominent feature. There were 
seven innings, and the score 11 to 8. 
Prizes were given by the A. H. 
Weinbrenner Co., Freeman Shoe 
Mfg. Co., Excelsior Shoe Co. and 
Ideal Shoe Mfg. Co. “Lew” Becker 
showed that he was a good winner 
as did also Messrs. Bertler and 
Neubaer, who excelled in the “pis- 
catorial art.” 


“Philly” Plays Ball 


The Philadelphia Shoe Travelers 
held its annual outing on July 16, 
on the grounds of the Philadelphia 





Up” before dinner at the 24th Annual Outing of the B. S. T. A., Norumbega, July 16, 1924. 


The lady in extreme foreground is Mrs. R. E. Burney, wife of Proprietor, Burney Shoe Co., 
San Francisco. R. E. Burney is the big man at extreme right, front row. 
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A permanent fied black ie 
—for all light colored shoes 


Try REPCO on any light colored 
shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 

There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 


—" Shoe stores, repair shops and findings dealers 


“a 
| 
: 
REPCO DYE selling or using Repco Dye find it a profitable 
: 
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a 
a itoring black, all kinds of russet, tan investment and an excellent trade-builder. 
tather sh 
WELL _DiREcTIONS the sate 8 Suggest Repco Dye to your customers as a 


~ dry. nly, whe 4 
<e my Mead oe kn Doane OOo means of getting longer wear out of their light 


IMPORTANT on *, 
can to stand open any longer = ae 
however, evaporation takes place aoe 

& little ‘wood or denatured slcobeh 


colored shoes. 


» If 
“many, sj 


3h, UNITED € 
Sf REPAIRING machin 


COMPANY 
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Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 
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Rifle Club. The events of the day 
included baseball, bowling contests, 
races and other sports. The period 
immediately preceding the ball 
game was an exciting one, as the 
travelers were placing big bets on 
their nine, and the rumor was cir- 
culated that they were going to put 
in a National League pitcher. Con- 
sequently, every strange person 
who entered the grounds was close- 
ly questioned. Meantime, the “non- 
pros” were game and “fell to fast 
and furious” practice with banners 
flying high of “We are going to 
beat, or bust.” At 1.30 P.M., a deli- 
cious dinner was served. Approxi- 
mately shoe travelers, retail shoe 
merchants, manufacturers and 
wholesalers, were present. 


New York President Visits Hub 


H. M. Rogers, President of the 
Boot and Shoe Travelers’ Associa- 
tion of New York, with New York 
office at 130 West 42nd street, who 
travels New York City, Brooklyn, 
and part of New Jersey for the 
L. B. Evans Sons Co., came on to 
the Hub to attend the Boston Shoe 
Style Show and the B. S. T. A. out- 
ing at Norumbega. President Rogers 
took occasion to “wave the associa- 
tion flag” and urge increased state 
and national membership. This he 
did most successfully in his fine 
talk at the postprandial exercises 
of the splendid dinner, one of the 
most pleasant features of the Bos- 
ton Shoe Travelers’ annual outing 
of July 16. 

Mr. Rogers told all about the 
fifteenth annual outing of the New 
York Boot and Shoe Travelers’ As- 
sociation, held at Glenwood Land- 
ing, L. I. on July 10. He said that 
this outing was one of the most en- 
joyable which the association had 
ever had; he spoke of the delightful 
two hours’ sail up the Sound, the 
incident of the thunder shower, 
which only added to the real exhil- 
aration of the event; the sumptuous 
repast and then the sail back to New 
York. “It was a day not to be for- 
gotten,” said President Rogers, and 
its pleasant remembrances will long 
be shared not only by the boys, but 
by the shoe manufacturers present, 
as well as some of the big buyers 
throughout the Metropolitan terri- 
tory. 

“The outing of the Boston boys 
is practically a repetition of our 
New York outing,” said Mr. Rogers; 
“there should be greater numbers 
avail themselves of these _ get- 
togethers. And I would urge a 
larger attendance at association 
meetings. 





FRANK. L. FITZPATRICK, Jr. 


Chairman of the Philadelphia 
Shoe Travelers’ Association’s 
Outing of July 16, 1924 





Edwin Clapp Entertains 
Buyers 


Combining business with pleasure 
many shoe men from the West and 
the South make trips to New Eng- 
land during the summer months. 

Previous to and during the Bos- 
ton Show the following shoe men 
were visitors at the factory in East 
Weymouth, Mass., of Edwin Clapp 
& Son, Inc.: S. Kranzthor and wife 
of El Paso, Texas; Edward E. 
Batty and wife of Atchison, Kan- 
sas; Henry Schwartz and wife of 
Chattanooga, Tenn., who has sold 
Edwin Clapp shoes since 1879; 
George N. Geuting of Philadelphia; 
George Wendt of Memphis, Tenn.; 
H. H. Suther and wife of Charlotte, 
N. C.; DeWitt C. Davis and wife of 
Los Angeles. 


“Jack” Jester Takes to 
Tennis 


In the “Merry Month of June,” 
the many friends of “Jack” Jester, 
who travels Dixieland for the 
Moore-Shafer Shoe Mfg. Co., 
and the Mackey Shoe Co., learned 
of his accomplishments as an eques- 
trian. Having proved his thorough 
knowledge of horses and horse 
back riding, Genial “Jack,” having 
thereby added many new friends 
and admirers to his already long 
list, is anxious for new fields to con- 
quer. 

“Jack” has ever been fond of 
athletics and after reading of the 
many victories which the Ameri- 
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cans have recently won ’cross seas 
in the Olympic games, he has deter- 
mined to qualify for the next inter- 
national contests by becoming a 
tennis expert. 
Sample Table Practice 

It is said that the reason he hit 
upon tennis was because he could 
practice this game, all by himself, 
between sales, right in his sample 
room. At any rate, the Marbridge 
Buildings, Room 845, has been the 
scene of much action athletic-wise 
of late. Here the observant citizen 
may note a zealous worker, his fin- 
gers bound with tape, for protection 
against hard knocks. And not only 
does “Jack” practice tennis on his 
sample table between sales, but 
golf, as well—and all of this, so it 
is understood, so as to be an expert 
in his “side,” as well as in his main 
line of shoe selling. 


Lamb with Collins & Staples 


O. W. Lamb, known to the trade 
as “Old Man Lamb,” has recently 
joined the salesforce of Collins & 
Staples and will cover Ohio for his 
house. He will have a sample room 
in Cleveland and Akron, and two 
assistants. He will cover his terri- 
tory by auto. 


James A. Lawrence Has 
“Tdeal” Line 

Captain James A. Lawrence, 
known to everyone in the trade as 
shoe manufacturer and salesman, 
made arrangements, recently, to 
represent the children’s, boys’ and 
growing girls’ line of the Ideal Shoe 
Manufacturing Company of Mil- 
waukee. He covers the big cities for 
this house. Mr. Lawrence showed 
his line at the Essex Hotel, Bos- 
ton, during Style Show week. He is 
shortly to establish headquarters in 
“The Hub.” 


Rice Reports Improved 
Business 

Marcus Rice, sales manager for 
the Krohn-Fechheimer branch of 
the United States Shoe Co., left 
Sunday, July 13, for a trip East. 
He attended the Boston Show, and 
will visit all the Red Cross dealers 
in the East. He recently returned 
from a trip from the Southwest. 
He reports that business has shown 
a great improvement in the last 
few weeks, and that retail mer- 
chants are beginning to place sub- 
stantial orders for fall. While in 
Cincinnati he has added some new 
patterns and styles to their Red 
Cross line. 
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Aztec Calf 


A Gallun Quality Leather 
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ANNOUNCING — 


Zwo Timely (olors 
Bonnie Brown CNo. 8) 


A new shade successfully developed 
to meet the insistent call for a 
brown color that would satisfy and 
sell. 


Coppertan CNo. 23) 


is a subdued orange shade with just 
enough red influence to give the 
lively effect that is always desirable 
in shoe leather. 


THESE TWO COLORS WILL BE TOP-NOTCH SELLERS 
is a vegetable tanned, smooth finish leather— 


comparatively free from ribs and veins. Shoes 
Aztec Calf made from this leather can be finished with 


either high or medium lustre as may be desired. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC. H. A. ELY, MGR. 11 EAST STREET, BOSTON 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Better Than Ever 


THE HELMHOLZ SALESMEN ARE SHOWING A FALL LINE 
THAT’S BETTER THAN EVER BEFORE. 


PATTERNS AND LEATHERS ARE JUST RIGHT FOR QUICK 
FALL SELLING AND THERE’S THE CERTAINTY OF PERFECT 
LASTING AND FITTING. 


ONLY THE BEST IS 
GOOD ENOUGH 
FOR HELMHOLZ 
SHOES FOR CHIL- 

DREN AND THAT 
SAME POLICY IS 
APPLIED TO MER- 
CHANTS WHO 
SELL THE HELM- 
HOLZ LINE. 


THE SHOE ILLUS- 
TRATED WILL BE 
INSTOCK SEPT. |. 


1427—Patent Leather Blucher 
Smoked Calf Trim. Flexible Sole 





























































ing Heel. 
Tears V. 104 Ten Lotus 
Blucher Smoked Calf Trim. 





HELMHOLZ SHOE Mrs. Co. 


HIGH GRADE SHOES 
FOR CHILDREN. 





MILWAUKEE WISCONSIN 








« Theyre Better Stitchdowns + 














BOOT AND SHOE RECORDER August 2, 1924 








Giving the Money’s Worth 


Footwear must last longer to meet 
the coming fall economy needs of 
ladies, or less and more durable 
colors provided. 











Thoughtful merchants are arrang- 
ing for the second element and 
providing ‘“‘neutral’’ colors, for 
these shades make the shoe last 
longer, too. 





Beaver-Racquet 
Piccaninny 
Stone Grey 
Bunny 





LEVOR 
GRAN AID 


QATO*L 


TANNERIES AT 
Gloversville, New York 


SALESROOMS 
New York, Boston, Chicago, St. Louis, Cincinnati 
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Getting Your Money’s Worth 


Before you can ‘give’? you must 
*‘get”’ your money’s worth. 


Our long experience in all depart- 
ments of our firm has taught us to 
get our money’s worth when buy- 
ing and tanning, and, in turn, per- 
mits us to give your money’s worth. 
This is emphasized in our present 
deliveries of 


Beaver-Racquet 
Piccaninny 
Stone Grey 
Bunny 


LEVOR 
GRAIN KID 
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Bates’ Fall Oxford Group 


O UR opening gun in the Bates Fall and Winter campaign is a well- 
balanced group of styleful oxfords for Men. They made a note- 
worthy bow at the Boston Style Show. 


i EWS 


Fw! 


The Bates “Shoes for the Occasion” plan of building and merchandising 
has brought out no finer single group than these stunning low-cuts repre- 
sent. They are just the right weight for cool and cold weather. They 
have just the correct proportions of the broader-toe lasts which hold style- 
supremacy this coming season. They are built with just the proper, attrac- 
tive patterns. 


MT the 


And they are im stock. 
Our service on them for 
quick sizing-in business 
for Bates’ dealers is top- 
notch, and will continue 
so throughout the season. 
You should get our “Bul- 
letin No. 2” that ilius- 
trates and describes this 
special group of low- 
cuts. 


New Fall Oxfords 
IN STOCK 


TOCK No. 035-B and its 
companion, Stock No. 
030-B, are among these hand- 
some Fall and Winter shoes. 
They are dependably built in 
our best grade—including solid 
leather counters, Oak soles, im- 


ported bleached calf quarter- oink te 7S 
linings, genuine bone-buffed ter” Last. Made of extra- 
sole finish and - Goodyear ~*~ | New walen of 
Wingfoot Rubber Heels. Their 
ready salability makes them 
quick-movers at Bates Agen- 


cies. 





v 
\ 


~ 


WIS 


NTF 


MINS 


——— 
« 


AVA SAI 


We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio showing seven 
groups of Bates “Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER ¢ - MASSACHUSETTS 
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King of Broad Toes 
2 
FAMOUS DUNDEE CALF 
FAMOUS “PAT” LAST 
Just one of a new Series of 
Stock Styles, that will create 


Sales and Profits 
from Now On. 











Ask for Samples and Circulars 
of our complete lines — Men's 
and Women’s to retail at 
$5.50 to $8.00 








IN STOCK 
August 15 





No. 530—Golden Dundee Calf 

No. 531—Imported Black Calf, 
Pat (129) Last; Jumbo Eyelets, 
Wingfoot Heels; B, C, D; 6 to 10 
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Wear Stetson Snappy Ties! 


THE STETSON SHOE COMPANY, INC. 
SOUTH WEYMOUTH, MASS. 


Sales Room—Fourth Floor, 136 Boylston Street 
BOSTON, MASS. 
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DARBROOK 


seam reyet tis up 

T. F. Leary Seat . a 
Henley & McGaghey—St. » Satin tie 
G. Fitzgerald —New York, N. Y. 
C. A. McDonnell —Philadelphia, Pa. 
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PPEARANCE constitutes perhaps the most 
important factor—certainly the one of first appeal in 


the sale of a shoe. 


Nothing contributes more to the appearance of a satin 
shoe than a lustrous surface. 


@ 


DARBROOK SHOE SATINS have lustre that is both 
pronounced and permanent, because the pure dye silk 
used is of the highest lustre; and because skilled weav- 
ing brings it out to the best advantage. 


@ 


DARBROOK SHOE SATINS used in the shoes you 
buy, therefore, mean certainty in the power of first 
appeal—appearance. 


SHOE SATINS 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue 
New York City 
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LADIES FINE TURNS EXCLUSIVELY LACIES FINE TURNS EXCLUSIVELY 
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| MAYFAIR 


“TRAVASO TURNS” ARE MADE IN THE ONLY EXCLUSIVE 
TURN SPECIALTY FACTORY IN SAINT LOUIS AND EMBODY ALL 
THE FUNDAMENTALS OF FINE SHOEMAKING WHICH APPEAL 
TO THE WOMEN WHO BUY SHOES IN THE BETTER GRADES. 


TRAVASO SAOE ComPANyY 


MANUFACTURERS 
1908 LOCUST STREET SAINT LOUIS 
ALONG PERILOUS PATHS WE Go HAND IN HAND WITH FASHION 
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Are Your 
W indows 
Doing Their 
Full Duty? 


Witiiiilildiltisi¢sddissihih 


VIZELLA ALAA hhh 


“ 
~ 


Five show cards selected from the June 
issue of the 16 window cards of the 
Recorder Show Card Service. 


‘ve them 
Unless JOU FtVe 4 The cards illustrated hit the nail on the head because they 


a “voice” they are touch the vital points of retail demand for June. They 

3 say the right thing at the right time. They present an 

loafing on their job appearance that.is in keeping with a well equipped and 

: neatly trimmed window. They fit into artistically designed 

of intelligent sales- mats, or frames, which are furnished as a part of this service. 

The cards are changed monthly. A set of neat price tickets 
manship. are also furnished monthly with this service. 
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A LESSON IN SHOE ECONOMY 
AND SHOE PRIDE 


“French, Shriner & Urner shoes are 

not the kind you have to replace 

every three or four months.” 
—Letter from a carpenter. 


CHANGING economic conditions and rising wage scales have 
made thousands of French, Shriner @& Urner customers in unex- 


pected quarters. 


Wearing their first pair has taught carpenters, masons and other 
artisans a lesson in economy and pride of possession that has made 
them forget cheap shoes forever. 


SOS. 


SMW 


Hundreds of such men can be drawn to and held fast to your store if 
you sell French, Shriner & Urner shoes. 


We maintain a stock department as an aid to our dealers 





FACTORY and SALESROOMS, 63 MELCHER ST., BOSTON, MASS. 
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Build Your Children’s Department 
With This Catalog 


Our new 1924-1925 catalog offers a most complete service for your 
children’s shoe department. In it are illustrated and described over 
200 styles carried in stock. 


Use our stock as you would your own. No need to make risky 
investments when you can order as the demand grows. 


Keep this 48-page style book handy for reference. Use it for profit! 
A copy is reserved for you. 


Write for it Today on Your Letterhead 


DR. A. POSNER SHOES, Inc. 


140-2 WEST BROADWAY 
NEW YORK CITY 
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Zo Our (ustomers &8 Friends 
tn the Shoe Trade 


O refute the many false and misleading rumors 

in circulation concerning the Thomson-Crooker 
Shoe Company, Boston, we wish to state that we are 
in no way whatsoever connected with, or interested in, 
any other shoe manufacturers. We do not make shoes 
for Jobbers. Our entire output is taken by the Retail- 
er and our gain has been so steady and sure, and our 
business relations so mutually pleasant and profitable, 
that we are not contemplating any change from this 
policy. 

Our factory has a capacity of 8,000 pairs daily and 
with orders from the Retailers keeping it running 
from fifty to seventy-five per cent. capacity every 
working day in the year. We have no idea in the world 
of going out and getting someone else to make our 
shoes. 


The liquidation of a shoe manufacturer, whose 
trade name was similar to ours, has given credence to 
the story that it was Thomson-Crooker Shoe Com- 
pany who was going out of business, but we have no 
interest in the said firm and the Thomson-Crooker 
Shoe Company is still doing business at the same old 
stand, 18-26 Station Street, Boston, Mass. 


THOMSON-CROOKER SHOE COMPANY 


C. R. THOMSON, President. P. HOWARD TARR, Ass#. Treas. 
J. M. THOMSON, Treasurer. E. H. CUSHING, Secretary. 
BUFORD H. JONES, Vice-President. 


18-26 Station St., Boston, Mass. 
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The “Hollywood” 


Our Own Exclusive 
Origination 
A PATTERN that has received un- 


stinted praise wherever shown. Al- 

though first displayed but two 
months ago, it has already gone into 
many of the finest shops in the country, 
and is still going strong. 


The “Hollywood” is but one example of 
this firm's ability to create styles that No. 525X 
In the following combinations: All are winners. Mr. A. Gorelick, one of 
patent, beige stitching; all tan calf; ’ “ A 
satin with ooze trim. Brass beadsYon Brooklyn's foremost designers, is devot- game as No. 525 except with front — 


he vhalioie ing his entire efforts to this end. as illustrated. Leather strips over goring. 


BARLIN BROS. 


Manufacturers and Creators 


11 EMERSON PLACE, BROOKLYN, N. Y. 
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Whitremore’s 


SHOE POLISHES ARE SUPERIOR 


It is well to remember that they are the finest polishes made and that the line 
covers every polish required for redressing any leather or fabric shoe. This 
fact is your guide in buying and guarantee of satisfaction in selling. For right 
now retailing we recommend— 
oe CREAM, for black, brown neutral and all colored smooth leather 
shoes. 

GILT EDGE, the old-time favorite that sells all the time, for black kid and calf 


shoes. 
FRENCH GLOSS, another favorite popular as the old-time songs and wears as 


well. 
OILY CREAM, something real smooth as a seller for black, white and colored 
shoes. Put up in tubes. 

DANDY RUSSET COMBINATION, especially for tan shoes. 

SUPERB PATENT PASTE, the first and last word in patent leather dressings. 
— CLEANER, the “big stick” in getting business. Colors for all suede 
shoes. 

GOLD DRESSING and Silver Dressing puts the sparkle into the gold and silver 
brocades. For the Paisleys we recommend—CLEANALL, cleans any colored 
fabric and will not stain or draw the colors. 

DYES, yes we have them. Handy, indeed, for use about the store or home. 
Black, brown, tan. “ 

Anything we have not listed—space is limited—that you feel the need of, 
write us regarding it, or refer to the guide of all shoe polish guides—Whitte- 
more’s Shoe Polish Chart. 


- If Unable to Obtain Them Through Jobbers, Notify Us 
WHITTEMORE BROS. (supericr Shoe Polish Since 1882.) CAMBRIDGE, MASS. 
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Copyrizht 1924, ty The Goodyear Tire & Rubber Co.. Ine 


Making It Easier For You 
To Sell Good Shoes 


You have a big advantage when you bring out a goo | 
pair of shoes made with Goodyear Wingfoot Heels. 


Your customer knows Goodyear Wingfoot Heels—and 
knows they are good. Accepts them asa sign of quality 
and good value in the shoes themselves. 


You, yourself, know Goodyear Wingfoot Heels are the 
best on the market—look better, fit better, wear better 
—and you can also give every customer this Goodyear 
Wingfoot Guarantee—on Goodyear Wingfoot Heels 
for years: 
GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other 
heels—a new pair free if yours do not 
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The Boston 
Show declared 
Black to be 
“the thing” for 
Fall. Thisand other fea- 


Style No. 2792 
Black Kid Betty Ove. turesare embodied Sesto No. 2988 
mitation ip, ~7 % 


Rubber Heel, D.'W in the styles shown here, n 
Style No. +. <amt in-keeping with the style — i 


trend and yet individually Style No. 2906 Same in Black Suede 


Rice & Hutchins’ creations. 
Four numbers are in stock 
for at once shipment. All 
are of the well-known Rice 
& Hutchins fine quality and 
are made on popular lasts. 
They are made to sell 
quickly at reasonable and 
appealing prices. 


Style No. “3 


Style No. 2904 IN STOCK NOW Pomp, Chet Lact Pitta ee te 


— Colt Clarice One-Strap Gavend D 
Zama Last, Plain Toe, isB eel, D wide. 
AT $3.85 


eal Louis Heel. D J 
Coves }*Syanieh Style No. 2900—Same in Patent 
$3.85 Leather. 


RIcE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U. S. A. 


Distributing Branches: 
Rice & Hutchins Chi Co. Rice & Hutchins New York Co. 
Rice & Fiitchins Ghovelaed Co. Rice & Hutchins St. Louis Shoe Co. 


lutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hatchs ns Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa, 
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Ask Your Customers What To Buy 


Why not? They Know a Lot About 
What They Want and What They 
Are Likely to Want in the Future 
















O WHAT degree can you get the con- 
fidence of the public? Can you get 
it to such an extent as to have your 
clientele assist you in selecting the 
right shoes at the right time? This 
is a problem that can be faced in 
July by frankly going to the cus- 
tomer and asking for information. 

Nearly every shoe store has some 
method of checking up what the 
customer calls for through “no 

sales slips.” These are of great value at the beginning 
of a season. If a dozen customers in a day should ask 
for black suede shoes it indicates clearly that the de- 
mand is worth considering, for a sale lost may mean 
a customer won by some other store. 





Getting Advance Information 


The information that the merchant gets from his 
clerk in this way becomes most valuable, but in these 
days of quick style, isn’t it true that the merchant 
wants to know in advance of the customer’s demand 
what type of shoes and what color will be interesting 
to that customer a month hence. 

The Boot and Shoe Recorder has time and time 
again demonstrated the value of questionnaires in get- 
ting merchant opinion. Why not use something of the 
same sort in going direct to the public? Why not put 
yourself in the position of visiting with your cus- 
tomers and asking them frankly for an “in the family” 
opinion ? 


Ask Your Customer Before She Asks You 


When the customer comes into the store, it’s pretty 
good evidence of his or her confidence in the man- 











agement, faith in the merchandise and assurance of 
service and this is sufficient to warrant the assump- 
tion that the customer is interested in your footwear. 
Therefore, why not ask that customer some of the 
questions that the clerk later would otherwise be called 
upon to answer? 


The Public Is Usually Frank 


Some of the larger stores ask customers very per- 
sonal questions on what they buy and where, and have 
been surprised to see the frank response from the 
public. A letter that you might send could be compara- 
tively simple and perhaps might be put in this form: 

“We would greatly appreciate having the views of 
some of our customers on footwear. We hope that you 
can spare a few moment’s time to answer briefly these 
few questions in order to help us in the service that 
we can render the community. We know that if you 
were in our store we could ask them with perfect 
freedom; and feel that your friendship for us will 
prompt you to give us by mail the information we 
need. Just reply to each of the questions and mail the 
enclosed card to us in the stamped envelope also en- 
closed. 

Here’s the Questionnaire 

1. How many pairs of shoes have you 
bought since September, 1923, to September 
1, 19247 

2. Did you buy more or fewer pairs to the 
corresponding period one year ago? 

3. Which do you prefer for fall—strap 
effects, oxfords, pumps, short-tongued co- 
lonials, gore effects? 

(Continued on page 31) 
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Let’s Have Fewer Clearance 


Seasons 


ERCHANTS collectively — drygoodsmen, 
Mieweters, haberdashers, and shoemen—are 
beginning to realize that January-February and 
July-August are clearance and cut-price months 
only because merchants have made them so. They 
have educated their customers to expect bargains 
and have made four months practically value- 
less as far as profits are concerned. By this sys- 
tem, one-third of the entire year is devoted to 
bargain selling. It is as if the merchant had said 
to the customer: 

“We can make enough money in two-thirds of 
the year to live on, pay expenses and make a fine 
profit for ourselves.” 

Is it any wonder that the public lacks complete 
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confidence in the merchant? Is it true that you 
can do business two-thirds of the year and make 
a profit compensating for the one-third lost? Cer- 
tainly the Harvard reports don’t show it and the 
weekly list of failures in the Recorder doesn’t 
prove it. 

It is time that more merchants did their busi- 
ness on a straight merchandising basis, buying 
only what they know they can sell, and cleaning 
up instantly when a line goes bad or is out of 
sizes. A daily clearance is preferable to a four- 
months’ disorganization of service. No store can 
afford to sell shoes over the bargain counter with- 
out fitting and continue to pose as a service sta- 
tion. The receipt of the price of the shoe is not 
the completion of the transaction by any man- 
ner of means. A wrong size bought at a bargain 
table does physical damage to the individual 
which often cannot be cured for ten times the 
cost of the shoe. Let the shoe store be the first 
one to step out with a “No Clearance” season 
platform. 





Make August Profitable 


HE month of August can be made both prac- 
tical and profitable. The merchants of St. 
Paul and the Northwest plan to start a Tan Shoe 
Week August 8. Many a merchant in a big city 
starfs a pre-season showing of smart fall shoes, 
in August, following the good example of the fur 
people. There are a hundred and one ways of 
making the month of August interesting to the 
customer, for there are state fairs, summer dan- 
ces, yachting parties, and all sorts of summer re- 
sort events, as well as the opening of the school 
season early in September. The majority of 
schools plan earlier openings because they are 
working on a ten-week shift and then giving 
students a week’s vacation. 
There are gathering signs of better times 
through better farm prices, all helping the mer- 
chant to start his fall season early at a profit. 





Be Careful of Dyed Shoes 


HEN high colored shoes fell down in public 

approval, many a merchant tried the use 
of dyes to make them black or brown. Many 
stores have suffered damages through the dyes 
leaking through to the hose after wearing. In 
some cases, perspiration has accentuated the 
troubles in this direction. Some stores have had 
serious complaints of blood poison with no lia- 
bility insurance to cover. To dye a shoe with an 
unknown stain is to court trouble. Extreme care 
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must be taken in changing shoes frum one color 
to another to prevent just these unfortunate hap- 


penings. 





What Is Consistency? 


HE chronic kick of the merchant is that cus- 

tomers do not stick, but shop around. Some 
of the time-honored customers of the store are 
seen buying their shoes in other shops, and the 
merchant wonders whether he is at fault or 
whether the times are wrong. 


Perhaps the self-same story might apply to the 
merchant himself. In many shoe stores which 
do not change their carton labels, these labels 
show an immense variety of items bought from 
nearly every manufacturer. There will be small 
lots from two to thirty-six pairs filling up the 
best section of the shelves, and a careful ex- 
amination shows that most of the good sizes are 
sold out. 


A new period of consistency is coming into the 
trade, for merchants are finding that it pays to 
deal with a house on more than one number, for 
connected and related lines of shoes have well 
thought-out systems of lasts and patterns, and 
the retail salesman can group in his mind the 
precise shoe needed for the type of foot before 
him. If you get a good line, stick to it and buy 
it across the board. 





Prison Shoes Again 


T is getting to be a great habit for state legis- 

lators to pass laws compelling state institu- 
tions to buy shoes made at reformatories and 
prisons. It would almost seem good business to 
keep prisoners employed and to use the commodi- 
ties in state institutions, but why the emphasis 
on shoes? We can see a good reason for the 
manufacture of auto plates, because state licens- 
ing. bureaus have the distribution thereof, and 
perhaps it is good business to make some of the 
cheaper uniforms and kitchen supplies. Out in 
Indiana, the experiment was tried of passing a 
law compelling state institutions to buy Indiana 
state reformatory-made-shoes. The law was re- 
pealed last year because merchants could sell 
the institutions cheaper and better shoes than 
the state could make, despite the state’s advan- 
tage in free labor. The merchant is a good busi- 
ness man and oftentimes shows the state insti- 
tution the road to economy by buying shoes 
through him as its purchasing agent. If you are 
in a community where such institutions are main- 
tained, “show them how.” 
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Have We Too Much Gold? 


ALF the entire world’s supply of gold is now 
H held in the United States, according to The 
Mechanics and Metals National Bank of New York, 
which places the total held within this country’s 
borders at $4,500,000,000 as compared with $2,- 
784,000,000 at the opening of 1921. Discussing 
this vast accumulation, the Bank says, in its Au- 
gust business review: 


“With so much gold drawn to our shores from 
the old-world nations, the American people have 
felt, in a national sense, a large measure of pride 
in the mounting strength given by its ownership. 
It is very often heard that America has at last 
placed itself securely on the world’s financial 
throne. But there is another side to the picture. 
The gold that has poured in upon us has unbal- 
anced the world’s credit organism. It has built up 
a surplus here that holds a possible menace for us, 
while it has created a shortage elsewhere that 
holds serious possibilities for others. The foreign 
gold supply is so thinly scattered that practically 
all other countries, having departed from the gold 
standard ten years ago, have failed to return to 
it. 

“The truth of the matter is that the gold which 
we imported has poured in upon us so fast that it 
has given us an excessive banking strength; a 
strength far beyond our immediate domestic 
needs. We now have the power to support a credit 
expansion that is far greater than any .banking 
system ever boasted. An excess of credit is a 
temptation to expansion, and expansion that is not 
controlled leads to inflation. 


“Looking ahead, then, this nation has, in the 
matter of its credit relations, a three-fold prob- 
lem; first, how to utilize the gold it now possesses, 
without having it disrupt its finance and business; 
second, how to free itself from that part of the 
gold it does not require nor wish to keep; and 
third, how to equalize the gold flow in order that 
the world’s exchanges may again become nor- 
mal.” 





Classifying Shoe Stores 


S the shoe store subject to this classification? 
First, the high-grade store with a limited 
clientele; second, the medium-priced specialty 
shop with style footwear; third, the volume sell- 
ing store, appealing to the customer with price 
first and style second; and fourth, the specialty 
shop catering to those having foot troubles and 
needing corrective attention, At any rate, this is 
the line-up sent to us by a man who visits many 
stores in many places. 
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Top—The queen on her 
throne—Thomas G. Plant Co. 
exhibit at the recent Boston 
Style Show. 


Center—How Laird, Schober 
& Co. arranged their sample 
room in the Hotel Biltmore, 
Los Angeles, during the recent 
convention of the California 
Shoe Retailers’ Association. 


Below—Nettleton display at 
convention of the International 
Association of Display Men, 
held in Buffalo, N. Y. 
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Top—tThe Wilo kids them- 
selves—C. D. Kempner Leather 
Co. models at the Boston Style 
Show. 


Center—A shoe of flowers 
from the June Flower Festival 
held in Geneva, Switzerland. 


Below—Another exhibit at 
the California convention — 
that of the F. E. Adams Shoe 
Company. 
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Trend of Styles In Men’s Footwear — 


—_—_— 






































































































































SHOES FOR GENERAL WEAR SHOES FOR INFORMAL EVENING WEAR 
Types Lasts Heels Colors Leathers Types Lasts Heels Leathers 
ADLER SHOE CO., Med rT ight P 
50/50 Brogues Low jum Tans Brigh . ‘ Conservative atents 
New York, N. Y. Oxfords and | Conservative 0% Finished — and 8/8 Lightweight 
Boots and Custom Ru Blacks Calfskins xfords Custom “Blacks 
and Grains 
R. H. FYFE SHOE CO., [7 Oxfords i Scotch Grain Lightweight 
= Medi se) | gt Oxfords | Broad Toe 7/8 Dull © 
Detroit, Mich. 30% Boots English Moor Calf Patent Colt 
M. F. MURRAY, Mostl Shorter Low pe Calf 
F Medium A Oxfords |Conservati Patent 
Wilkes Barre, Pa. Oxfords fare | fa Black Grein — ’ 
A. B. CRANDALL, Medium Med. Brown 
French Black a Plain Bal. | Med. French = 
Des Moines, Ia. Wider Brogue Cordovan 
Black Calf 
P. A. BERGNER & CO., Brogue Med. Tan | Black Calf Oxtord Med. Width Black Calf 
70% Oxfords Flat Flat 
Peoria, Ill. Semi-Brogue Black Patent Pat. Oxfords |Conservative Patent 
with tips 
CHAS. D. ALLEN, Oxfords French Tans Calf Patent 
and 8/8 Browns Oxfords 8/8 and 
Oklahoma City, Okla. High Shoes Straight Black Kid Kid 
Heavy 
O. G. FELT, Black Calt 2 Calf 
roan Rrogues 8/8 witigdium al Med. Round | Med. Low 
Manchester, Vt. High Shoes Brown Grain Patent 
A. G. WINTER, Broad Toe Low Black Plain Toe Patent 
% Rubber ish Last Medium 
Newport, N. H. Oxfords hans Tan ‘lords Gun Meta 
VeryLow and : Medium Low and 
J. SLOBODIEN & BRO., | 59% Oxfords} Brogue ["Htad | Light and Calf Oxfords | Modified Broad | Black Cal 
Perth Amboy, N. J 50% Lace | Feesch | | nabber T Black | soctsh Grai Tin” | Presch | Rubber’ Pa 
th Amboy, N. J. u op rain tent 
vie =e pls ee ie roan Med. Vamp| Lift 
70% Russia : 
H. L. DAVIS, 60% Oxfords} Comb. 40% Black | "Grain" | Black Russia 
40% Bals. | Fullor | Flat Rubber| 40% Tan | Smooth Full Toes Flat 
(No Address) 75% Russia Square 20% Brown 30% 3oft Box Bal 
Kid or Kang "i 
Hea 
T. E. MOSELEY CO., Tan Smooth Calf Dull Calf 
Oxfords Brogue 8/8 and Oxfords Med. Toes 8/8 
Boston, Mass. - Black Some Some Patent 
Scotch Grain 
om eames ae 
IKE KEMPNER, 85% Oxfords| Broad Toe Helf Rabber an Viking 90% Oxtords 7 75% Rubber Kid 
Little Rock, Ark. an Some Custom Last | 10% Leather | Darker Tan Lad ara 10% High | Semi-English| 25% Leather Patent 
(Flange Heel) Black 
uve rr £ *rshades} Calf 8/8 (not too 
MABLEY & CAREW CO., | 55% Oxfords Rroqee Type ao fd nae Scotch Grain — Modified wide) Patent 
. eae Kid English 
Cincinnati, Ohio 45% High |Short’r Vamp| Rubber Brown High Shoes Rubber Gan Metal 
2 Top Lifts | Gun Metal | Patent Top Lifts |. 
R. E. SAGER Wider Ti Three-eyelet| Medium 
. E. . ‘oe d 
Bals. Shorter Light Tan Ties Plain Toe Gun Metal 
Green Bay, Wisc. Vamps 
Oxfords 
Oxfords Round Black Black Calf 
a Sea. and 8/8 Oxfords | Medium 8/8 
Portland, Maine Bals Wide Toe Tan Patent 
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' 
Types Lasts Heels Materials Types Lasts Heels ' Soles Colors Leathers 
ADLER SHOE CO., 
Lightweight Patents . Brown Calfskins 
Cc Le ; ight Sport Sport Spring Crepe and Elk New York, N. Y. 
A, — a itn Patterns Broad Sq. om Tan Buck 
R. H. FYFE SHOE CO., 
Oxfords bear 7/8 Patent Colt] Oxfords Brogue 8/8 Crepe Med. Tan | Grain Calf Detroit, Mich. 
Oxfords : patent, M. F. MURRAY, 
Conserva- i 
Shoes tive and Calf Wales Bean, Ba. 
Plain T, A. B. CRANDALL, 
am ioe 
Lace Oxford| Med. French Patent Des Moines, Ia. 
Tan |Norwegian| P-A- BERGNER & CO., 
85% 85% 75% 
Oxfords Dress Flat Patents | Oxfords | Brosue Flat Heavy Light | Russia Peoria, Il. 
Pumps CHAS. D. ALLEN, 
- Plain Toe 8/8 Patent Oklahoma City, Okla. 
Cc O. G. FELT, 
H Brogu Broad a if 
Oxfo . Rubber Brown G Manchester, Vt. 
Cate Pee A. G. WINTER, 
7 Oxford ish: 2 4 Calf 
Button xfords | English Toe Crepe Med. Tan al New _N.H. 
All Leather Calf 
A Med. Toe Top Patent y -- Toe Very Broad Heavy Light and Suaeth J. SLOBODIEN & BRO., 
jain Toe ords Brogue Flat : jum 
and Tip | French | Some | Black Calf| Blucher p . —_— Ta | Gm Perth Amboy, N. J. 
Rubber 
| Onfords Flat or Crepe Light Tan H. L. DAVIS, 
Oxfords Full Toes Flat Few Black | (Pinked or | Square Toes} Spring Rubber or and Russia Calf, 
Few Gores Calf 'wo-Tone) Belting Sole} Smoke (No Address) 
Norwegian 
Dull Calf Leather Tan _| with Cord- T. E. MOSELEY CO., 
Oxfords Med. Toe 8/8 Oxford Brogue 7/8 ovan Trim ; 
(Plain Toe) |Some Patent! Some Crepe |Some Black} Some Boston, Mass. 
Smooth Cf. 
Tan 
Plain | Round Toe Patent Broad and| Spring | (1) Crepe | Light Tan| Calf IKE KEMPNER, 
Leather Calf Oxfords | Round Toe and (2) Rubber Elk 
Oxfords /|Custom Last Cordoven Custom Last| Flat Rubber! (3) Leather White Buck Little Rock, Ark. 
. Wide - Tan with 
Medium 8/8 Patent with yese Crepe and | Contrast- | Tan Calf | MABLEY & CAREW CO., 
Oxfords Narrow Ri Oxfords in Toe ubber Some ing Some 
Plain Toe | Top Lifts | Gun Metal Top Lifts | Leather Trim | Norwegian Cincinnati, Ohio 
Soft Toes 
Leather 
Medium Some Black R. E. SAGER, 
Lace Oxford} Medium Patent Oxfords to Wide ition Calf 
Plain Toe Square Toe t Med. Tan Green Bay, Wisc. 
weight) 
Plain Toe Gun Metal Round Rubber | Russia Calf Calf McDOWELL & BLACK, 
Oxfords Medium 8/8 Oxfords and Spring or 
(light welts) Patent Wide Toe Crepe Black Grain Portland, Maine 
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SHOES FOR GENERAL WEAR SHOES FOR INFORMAL EVENING WEAR 
Types Lasts Heels Colors Leathers Types Lasts Heels Leathers 
rV 
F. P. MEYER, oan B= (1) Black |(1) Black Calf (1) Bench Calf 
Danville, I and (For young Flat . Ligpeweishe Medium 8/8 
ne , Blucher | men short, (2) Medium (2), Bright Custom (2) Patent 
wide toes) Tan ished Calf 
: Brogue Types Light and 
. W. WILLSON, Oxfords » Calf Oxfords |Med. English Dull Calf 
ve : Boots should] (From med. | Square 7/8 Med. Tans (Plain 7/8 
Boston, Mass. be pushed) a... Blacks Strong | Some Grains |Conservative)| Semi-Brogue Some Patent 
ITTS SHOE CO., Broad and Flat Medium Calf Oxfords . Black 
a 6 aes Oxfords Rubber Light and Med. Toe | S*faight and 
Columbus, Ohio oes Heels Shades Scotch Grain Boots Black Calf 
ETTE SHOE CO., ‘lords— j ‘edium Russia 
LAFAY S oe soled — Low \~—— Oxfords Narrow Low Patent 
Woonsocket, R. I. Black Calfs 
Oxfords | “Rngiieh Median, Calf Black’ Calf 
SHOE CO., i i 
ee abae, | Beye | Ruler | Beown. | gt | Ostend ed 
by some 
eagaee, Sa Round Toes Light 
HOE CO., Boots ; Black Patent 
RESESSH © Medium | Broad Flat Mostly Calf | Oxfords | Semi-English| Broad Flat 
Huron, S. D. Oxfords Few Tans Black Calf 
EPHSON Medi se x Medium Tan Calf 
SON, jium— wai ‘an 
DAVED 1. J08 % Oxfords Short As Before of Leather Oxfords and As Before Grain 
Trenton, N. J. Vamps Russia Black Russia Full Leathers 
and Grain 
et — at Med. Brown Pa weigh Brogues Pa 
. IRCE, ‘ ‘ ; am » , we 
one Per Cent Staples— As is Tan and and _-- Medium As is 
Providence, R. I. of Staples Bals, Plain Light Tan Dull Calf and Wide Dull Calf 
in Black Styles 
ESCHLER & CO ee | oe Lightweight | _N Small Pater 
- co., ; n arrow tent 
pacer = «Wider fn Young Meats] 50% Black Boerded and | “Plain Tos] French Lasts| “ens” | us pweigh 
. en's} oe tweight 
anda “Oxfords Cat Kihreich 
Oxfords 65% | French Brogue| 75% Tan 
MORSE & HAYNES CO., | Boots 35% |for youngmen| 7/8 and 8/8 "0 Black Plain Toe : Patent 
for young men vative| ‘ Flange 5% Patent and Oxfords Medium 8/8 and 
Springfield, Mass. ( ite for | Types for ‘or young Tan Calf Dull Calf 
ler men) ler men men 
- on Wide Toes 65% Light Calf for Medi 
VANCE SHO ee Light Low Ligh men edium Black Calf 
Oxfords | Brogueeffect| Flange Tan Shade Tan Kid and} Oxfords Weight Low Flange and 
Gadsden, Ala. for young Rubber 35% Black |Blackformore| - Roomy Toes Kid 
men conservative 
70% Oxfords | Broad, Med. : and , 
Cc. LUDEBEUHL, (Oct. and Nov. a Same Height| Med. Tan Tan Calf Oxfords Plain Toe Black Calf 
About 30% |Med. Narrow 95% 60% | Black and and and 
Pittsburgh, Pa. Oxfords in |Square effects} Rubber Top | 40% Black Tan Kid Boots with Tip Kid 
December a Plain Toe Grains 
McDOWELL SHOE CO., Oxfords Medium Brown Calf Kid 
7 Toes and mS and and Oxfords Medium Low lig htwaaght 
Albany, Ore. Boots Modi Black Cordovan Calf 
Oxfords Boots. 
WwW. I. STRYKER, heavy Medium Tan, Black Calf for Patents 
stitchi and Broad and ng men Oxfords Plain Toes Regular 
Omaha, Neb. not so much | Square Toes Flange Brown for Dull Calf 
Pertorating 
low and " Boarded Small Custom 
GEO. W. GEUTING, Oxfords 65% Light Oxfords | Semi- Heels— Black Calf 
Boots 35% | Broader Toes | 699, Robber | 65%. Tan —- Wide Boghien Rubber and| Patent 
Philadeiphia, Pa. Plain, Fancy so Leather| 35% Boots Types Wood- Eid 
CALIFORNIA SHOE a 
RETAILERS’ ASS’N Lightenight 
Los Angeles, Cal. Black 
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Types Lasts Heels Materials Types Lasts Heels Soles Colors Leathers 
pi F. P. MEYER, 
tent Crepe Tan Calt 
Oxfords Medium | Low Heels Oxtords Brogues Wide Danville, Il. 
(Plain Toes)| Round 2 ie Leather | Elk Color} Elk 
oe ( Tan 
1) Crepe L 
Conserva- | Medium 7/8 Patent | Oxfords | ®f0gue2"4 lL ow Rubber|(2) Rubber | Grain cat W. W. WILLSON, 
tive English : 3) Leather Boston, Mass. 
Toes " " 
Some Elk 
Boots 50% 
© | ased. Teo | Onodncl alee A. C. PITTS SHOE CO., 
Oxfords 50% Straight Columbus, Ohio 
Narrow Black LAFAYETTE SHOE CO. 
aes lew Oxfords | _ Wide Double | Medium | Russia ’ 
Square Calf Soft Toes Soles Shades Woonsocket, R. I. 
te Medium Es Ten THE SHERRON SHOE CO., 
Pisin tent Oxtords | Brogue Low Medium Cc Red Calt Memphis, Tenn. 
H . * An i An i 
Oxfords | ‘ unting | enciut bd day thing | “om | ROBINSON SHOE CO., 
tates i=. tent heavy woot | Broad Flat | you from |, Start the | Bull Hide Huron, S. D. 
® | war dance | Deer Skin 
Patent ; Cal DAVID I. JOSEPHSON, 
Plain Toe | Medium Low Oxfords Asis Asis ae. r 
Oxfords Dull Calf Leather Russia Grains Trenton, N. J. 
Patent Patent Sasing Rubber GEO. E. PEIRCE, 
Cloth Top | Med. Toe As is ith Black | Oxfords Bevel Grains 
Buttons | Gown Top wee | co | te Providence, R. I. 
Patent - | Plain Toe Tan Calf WESCHLER & CO., 
Plain Toe | Medium Patent Oxfords | 2nd Wing | wedge Heels ph. . aa 
Oxfords — Z. ag Elk _ Erie, Pa. 
— _Spring Crepe = Calf | MORSE & HAYNES CO 
n ” 
Large Vv Some Black 
Perforations ye gall i Bink | in White Springfield, Mase. 
on Tip few White 
Present 
ish chould VANCE SHOE CO., 
pases | Mellow | tow | Pavone [nee 
Oxfords Plain Toe through fall Gadsden, Aia. 
Patent and |For October Cc. LUDEBEUHL, 
95% Oxfords| Plain Toe Low Dull Finish | few Golf 
Gun Calf Pittsburgh, Pa. 
Modified Rubber Calf McDOWELL SHOE CO., 
Oxtords | ‘Low Toe 8/8 Patent | Oxtords | Med. Toe| 8/8 ond Tenant 
Leather EL Elk Albany, Ore. 
ol R Patent eae eee ~ Caf W. 1. STRYKER, 
Oxfords Plain Toe egular ium Fla: Crepe an 
All Leather | pull Calf Round Toes “oe | Leather Dootch Omaha, Neb. 
n 
Plain Toe 
Oxfords ; In Small eS Golf All Lasts Calf GEO. W. GEUTING, 
= Custom tent Shoes— Broad All 
Cloth Tops | | Wide All Types | Brogues Heels Rabber | All Colors |G. i, Philadelphia, Pa. 
Oxfords 
in Custom | Low Heels | Patent and CALIPOREA SN 
Light Welts| ygedium | (Shapely) Lightweight NO REPORT ON SPORT FOOTWEAR = 
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- Up the Ladder 


“Future Shoe Store Manag 


of Achievement 


ers’’ Next 


Ladder Club Subject 


der Club,” an interesting subject for 

retail shoe salesmen has been selected. 
What’s ahead of the great army of fitting 
men; practical ways for preparing the store 
salesman for the more responsible duties of a 
store manager and other ideas having to do 
with making better opportunities, will be dis- 
cussed in a thorough way. “Future Shoe Store 
Managers” is the subject. 

We all know that time and a change of cir- 
cumstances go together to make opportunities 
—but not for those unprepared. The store 
salesman who has made the best of his exper- 
ience at the fitting stool; the man who has 
ever been alert to observe the duties and re- 
sponsibilities coming under the scope of the 
man above him—he’s the type that will have 
the call at the opportune time. 

It is not enough for the salesman to go along 
day after day, month after month, just 
doing tht things coming into his little sphere. 
It’s true he is gaining valuable knowledge in 
shoe fitting and styles, but unless he is grad- 
ually qualifying himself to step into the shoes 
of the manager, he’s not doing enough. 

The alert salesman should be constantly 
observing the duties of the manager. Today, 
one of the most vital problems concerned with 
operating a shoe store is judicious buying, 
particularly where women’s shoes are in- 
volved. If the salesman watches carefully the 
trend of sizes the natural result will be he 
will readily form in his own mind a size 
schedule. Below is a size schedule used by a 
large women’s store in the East. It is based 
on a 60-pair lot. The same schedule is em- 
ployed when any type of shoe is bought, 
whether it be oxford or strap. 


“JOR the August 11 meeting of “The Lad- 


—__—_—_—_—_——Sises—___-— 
Widths 2% 3 8% 4 4%5 5% 6 6% 7 7% 8 Total 
A a ait ae ee 6 
B 23 te tS 238 a 
Cc ‘i 2s 2 2s 3s = 
D ae. 2) Bt A 15 
60 


The size schedule might be splendid for 


one locality and yet prove a disappointment 
elsewhere. However, it’s worth analyzing— 
draw one up for your store and bring it up 
before the meeting. It will give the salesman 
a chance to think about the duties that go with 
a buyer’s position. 

In discussing the subject: “Future Shoe 
Store Managers,” there is a broad field to 
cover. A brief outline follows: Salesman’s 
experience necessary before assuming charge 
of store, knowledge of buying, ability to lead, 
ability to take command of an executive’s 
responsibilities. 

A Place to Broadcast Ideas 

If your store is not a member of “The Lad- 
der Club” commence with the next meeting. 
The plan is easy to follow and you and your 
salesmen can derive, like hundreds of others, 
a great deal of benefit. “The Ladder Club” 
was organized to allow shoe store salesmen to 
exchange their experiences in open forum 
style. The results derived will work toward 
the end of making better salesmen, increas- 
ing turnover, broadening the personal knowl- 
edge of each salesman concerning merchan- 
dising problems, and establishing a more in- 
timate relationship among the sales force. One 
sound and constructive idea is worth broad- 
casting to your sales force. Each salesman, 
no doubt, possesses some valuable knowledge 
pertaining to merchandising problems. 





Application for ‘Ladder Club”? Membership. 


“‘Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent cooperativn. 
Signature 
Address 
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By Faith We Shall Live 
(Written by J. Langley, St. Paul.) 


We should preach faith in the shoe business. The world needs faith, 
faith between citizen and citizen, between group and group, between 
nation and nation. Faith is the giving of substance to things hoped 
for. It makes men work. The man of faith is a human dynamo in 
his community. His general attitude toward his fellow man should be 
one of trust. A mutual confidence is the only one in which human 
happiness can thrive. The shoe retailers of America, if characterized 
by faith, are a tremendous power for good. 


Faith in your industry should be the message of this committee; 
Faith in your fellow retailer; Faith in your public men; Faith in 
groups whose interest at first seems opposed to your own; Faith in 
America; Faith in the retail footwear industry. The retail footwear 
industry was founded in faith. America was founded in faith. Ameri- 








cans must live by faith, and we are Americans. 





St. Paul Leads the Way in Plan 
for ‘“Tan Shoe Week’”’ 


selling events of the year have 


. . OME of the most successful And on the Next Two Pages 


Mr. Langley is the young and 
progressive president of the North- 


been those developed by co- We Show How Other Mer- western Association and believes 


operative selling campaigns among 


that there is no greater factor in 


the shoe merchants in their com- chants Can Do the Same merchandising than the unity of 


munity. We have shown how suc- 
cessful National Sandal Week was with a group of 
shoe merchants in Ohio. 

We are now pleased to emphasize an opportunity 
for a Tan Shoe Week and give full credit for the 
idea to J. Langley of St. Paul, who is president of the 
Northwestern Shoe Retailers’ Association, covering 
the state of Minnesota, Montana, North and South 
Dakota, Northern Iowa and Wisconsin. He has urged 
upon all merchants in these states to fall in line with 
what is going to be done in St. Paul the week of 
August 18th. 


Tan Shoes in Every Window 

A well designed plan of opening the pre-season with 
tan footwear is under way. All of the stores will fea- 
ture in their windows tan footwear and will supple- 
ment it with advertising and general publicity. Every 
clerk will preach tan shoes in hopes of selling new 
ones to those wearing black shoes and another pair to 
those wearing darker shades. 


Utility Footwear Week Last Year 

Last year Mr. Langley was the instigator of the 
Utility Footwear Week which moved thousands of 
pairs of laced oxfords at a time when the public was 
not particularly in the market for those types. 

St. Paul went white on May 20th and, despite the 
weather, got the public interested in white kid shoes 
for summer wear. 


purpose of a group of merchants in 

the same town. Read at the top of this page his creed. 

It is characteristic of the man that he lives it and 

that, by living it, he has so completely gained the 

respect and confidence of his competitors as to make 

them willing to follow his lead in these co-operative 
movements. 





London Company Leases Large Area 


New York, July >—A lease involving about $1,000,- 
000 has just been taken by the London Shoe Company 
on a store room at 252-254 West 125th street, that 
will give this company, which conducts a chain of 
men’s shoe stores here, one of the largest retail shoe 
establishments in the city. The new rooms, which is 
only a short distance from the company’s present store 
on 125th street, the main shopping street in the Har- 
lem section, has a depth of 100 feet and a street 
frontage of 50 feet. A selling room also will be con- 
structed in the basement. 

Alterations are now being made and the most mod- 
ern shoe selling equipment will be installed in the new 
store. The company’s present store in this neighbor- 
hood has been cramped for some time, both the main 
floor and basement selling rooms being insufficient to 
take care of the crowds on a busy day. 

The company also announces progress on its new 
store in Newark, N. J., which will be opened about 
September 1. 
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Sandal Week Successes Suggest Further Adoption of the Plan—Another Method 


numbers, gains prominence once 
more. What one merchant can’t 
do alone can be done by a town’s mer- 
chants, however. The experience of 
merchants who combined efforts in a 
Sandal Week in various parts of the 
country proves that. 


T HAT old bromide, strength in 


The Big Business of Creating Demand 


It is a big proposition to create de- 
mand. Merchants for years and years 
have known that, and it is only in 
recent years that the profitable side of 
demand has been given sufficient 
attention. 


In times gone by it was left to one merchant to 
conceive an idea. Immediately this one merchant 
“sprung” it on the public, others hurried to follow 
suit by displaying the same kind of goods at prices 
lower than the originating merchant’s. As the mer- 
chandising ball grew larger, as each merchant operat- 
ing in the particular field affected entered with his 
competition it soon reached a size where operations 


automatically stopped. an 


Built on Men’s Tan Shoe Week 








Ta ShoeWeek,{ 
1th.to 1zth. 








Cooperati 
Store m 














FIG. A. 
For identification of store taking 
part in plan. 





The line of loss was 
reached too soon. It was 
a case of in and out as 
quickly as possible be- 
fore cost became greater 
than profit, and the real 
peak of demand was 


: 
= 
= 


Weck al eight 





probably never reached. 
Co-operative effort goes 
at the big business of 
creating a big profitable 
demand in a big way. 
Earnings come in pro- 
portion to the amount 
invested, whatever the 
commodity invested in. 
Furthermore, there isn’t 
any reason in co-opera- 
tive selling for getting 
out from under before 
all possible profit is 
taken. 


Preparations Made 
Openly 
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Cooperating Members of Mens Tan Shoe Week 
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merchant is likely to oe 
take up the idea too late 





FIG. B. . 
Each merchant displays his leading style. Each gets equal name display. 





to profit, and no merchant will see a 
good idea debauched before anyone 
has a chance to profit. If an idea 
meets with the approval of the mer- 
chants of a town that idea must be 
worth the town’s indulgence; it must 
be worth a proper amount of pub- 
licity, it doesn’t make any difference 
whether it is men’s tan shoes or 
women’s ballroom slippers. In this 

article men’s tan shoes are taken be- 
' cause that seems a logical article, both 

from the wearers’ and merchants’ 
point of view. 

The great thing to do is to settle on 
one thing in committee and push that 
thing to the limit in money and enthusiasm. 

If a merchant comes out with a “Great Tan Shoe 
Week” in newspaper space, 140 lines on two columns, 
the greatness of the idea will not register, except on 
those who happen to be in the market for such shoes 
and those who know that particular advertiser. 

If a “Great Tan Shoe Week” occupies 300 lines on 
eight columns with the endorsement of all the town’s 


shoe merchants, it is 
like hearing the same 
bit of news from several 
persons on your way 
down to the store in the 
morning. 

There is no secrecy 
in co-operative advertis- 
ing; nothing is “flashed” 
on an unsuspecting pub- 
lic or merchant. Every- 
thing is open; everyone 
is encouraged to talk; 
thus interest and en- 
thusiasm is built up 
around a subject that is 
logical enough but which 
if handled differently 
would amount to little. 

If .buying tan shoes 
seems to be the thing 
that everyone is doing, 
then why not do it, rea- 
sons the reader of co- 
operative advertising. 


Every Merchant Benefits 


The supply of pros- 
pects is usually enough 
to go around. It isn’t a 
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question of taking the normal demand of a day or a 
week and attempting to divert the bulk of that de- 
mand into one’s own doorway. It is rather making 
what is a normal demand produce a record-breaking 
demand. 

By the time a person has seen an overpowering full 
page advertisement in the paper, gotten off a trolley 
car to be met with a window display of the shoes 
advertised and further on down the street come upon 
another window display 
he has received several 
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whole thing. It is suggested as the banner under 
which the march of selling is made. In the advertising 
and in the merchants’ windows it establishes a con- 
nection that is valuable. 

In this the tan shoe is designated as the daytime 
shoe and the wording, “Co-operating Store” brings 
to mind the co-operative advertisement. 

The local show card writer may be relied upon to 
work up a suitable series of such cards for display. 

It is in the working out 
of such details that 





impressions and he may 
need just that to really 
consider buying. Finally 
he purchases. The last 
merchant on his way 
gets the sale started by 
the others. For every 
one traveling this man’s 
way there is another 





inamens Tan Shoe h 


proper co-operation and 
“push” becomes possible. 


The Make-up of Adver- 
tisements 


The _ advertisement 
layout in Fig. B is for a 
full page size. The head- 
ing, “Men’s Tan Shoe 





traveling the other, so 





The Daytime _ 


Week at Eight Blank- 
town Stores,” explains 
itself. Each merchant 











the rule works both 
ways. Everyone benefits, SN 
but what is more im- Saad 
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displays one leading 
style. Each merchant’s 
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impressions have really 
created a buyer— one Address 





illustration to be of 
same size; and they may 

















who ordinarily would 
not have purchased. 

In a week’s time the 
peak of selling power of 
this one appeal will be 
reached, and it is time Add ress 
to change or wait until 
another common inter- 
est again draws the 























Puxchase Tan Shoes 





Cooperative Sid,ro 


be very large ones in 
such space. 

At the left of the ad 
a space is left for mer- 
chants’ editorials on the 
basis of the idea, what 
preparations have been 
made for the event, the 
conditions that warrant 
the purchase of a pair 


























at Stores Displaying 








co-operating merchants —— — 
together. During the — — 





of tan shoes by every 
man, etc. 








week no one is forced 
out because of price- 
cutting. The benefit of 
continued effort rolls up 
a satisfactory volume of sales in a town. 


A Natural Question 


Where to begin, is a natural question to such a 
promising procedure. 

It’s simple. Let prices be the regular ones of the 
store. Then display in at least: one window nothing 
but the shoes advertised. Put the advertisement in 
the window and display the official sign adopted for 
the occasion. Put forward every reason for one’s 
owning and using the shoes being specialized in on 
the occasion. Suggest them to every customer whether 
they come into the store to purchase them or not. 
Treat them in such a case as the extra pair sale. The 
co-operating merchants will decide what may be made 
in the way of special offerings by the individual mer- 
chant. 

Any local problems may be worked out to the satis- 
faction of ll. 


The Men’s Tan Shoe Plan 


In Fig. A is shown a symbol. This, while unim- 
portant in itself lends an air of authenticity to the 


FIG. C. 
The Photo of each store for News Interest. 


Copy something like 
the following could be 
used for the editorials: 

Mr. Jones says: 

In the shoe business one must anticipate demand. 
One must sense the coming of a style’s popularity and 
be ready; yet the general demand must not be over- 
looked. To give service plenty of sizes on every worth- 
while style must be carried. Still, it is not all a matter 
of selling. The proper wearing of shoes must be con- 
sidered—so many tans, so many blacks, so many sport 
shoes, the three being considered a fair complement 
of footwear for the average man during a season. As 
this is figured out on a minimum basis for each wearer 
it means that unless these three styles sell fairly 
equally somebody is doing without shoes that they 
really need for economy's and satisfaction’s sake. 
Many of our men customers know by experience that 
frequent changes of shoes double the life of each pair. 
Others do not think about it at all and it is for the 
latter that I personally wish to make this reminder— 
a pair of tans and a pair of blacks at least, one for 
daylight and one for dark and the economy of it will 
pay. . 

Mr. So-and-so says: 
(Continued on page 31) 
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St. Louis Fashion Pageant to be Held 
August 7 to 20 





August 2, 1924 





Program Designed to Show City’s Importance as Style Center— 
Shoe Firms to Exhibit 


as well as buyers from Mexico and South 

America, are planning to make their market 
trip to St. Louis between August 7 and 20, so that they 
may attend the spectacular Fashion Pageant. 

The Pageant is now in its eighth year of steadily- 
growing popularity. Although its underlying purpose 
is to demonstrate St. Louis’s importance as a fashion 
center for women’s wear, 
its style presentations have 


M ERCHANTS from all over the United States, 


Theater, whose stage is 150 feet wide, in which to 
give the Pageant, the producers have been able to 
allow free rein to their imaginations. The result has 
been a spectacle of grandeur and beauty. 

Tickets to the Pageant are being reserved for out- 
of-town customers by the St. Louis manufacturing 
and wholesale houses, and special railroad rates from 
a large section of the country have been obtained. 


Program in Two Parts 





been so skillfully blended 
with diverting features that 
it proves to be at once an 
education in assured styles 
for early autumn and an un- 
excelled entertainment. In 
one evening the cream of 
women’s styles offered by 
the entire St. Louis market 
will be presented to visiting 
buyers on the Pageant run- 
way. 

That every garment, and 
every accessory to be shown, 
may measure up to the high- 
est standards of beauty and 
material, and that it may 


Company, 





Shoe Exhibitors at the Fashion 
Pageant 


The following St. Louis shoe wholesalers 
and manufacturers will exhibit: Hamilton- 
Brown Shoe Co., Br.wn Shoe Co., Roberts, 
Johnson and Rand Shoe Co., Peters Shoe 
Friedmann-Shelby Shoe Co., 
Moore Shoe Company, Travaso Shoe Co., 
Brauer Bros. Shoe Co., Pedigo Weber Shoe 
Co., Johansen Bros. Co., Johnson, Stephens 
and Skinkel Shoe Co., John Meier Shoe Co., 
Central Shoe Co., McElroy-Sloan Shoe Co., 
Capitol Shoe Company, W. H. Lampe Shoe 
Company, Shoe Specialty Manufacturing 
Co., Boyd-Welsh Shoe Co., Samuels Shoe 
Co., and Wohl Shoe Co. 


A division of the program 
into two parts — Woman 
Unadorned and Woman 
Adorned—keeps the audi- 
ence’s interest centered on 
matters of feminine apparel 
throughout ‘the show. The 
bit of pageantry in which 
the nations of the world 
bring clothing to adorn an 
undraped figure standing on 
a bright sphere will prove 
effective. 

In the first modeling of 
garments, the mannequins 
will emerge from a huge 
peacock setting. An ingeni- 








conform to the very latest 
dictum of style, separate 
committees, composed of manufacturers, will pass 
upon each garment, hat and shoe entered. After the 
acceptance of each garment by the proper committee, 
it will be given to the shoe house responsible for 
making footwear to harmonize with it, and to the 
millinery house which is to design an appropriate hat. 


An Aid to Buying 

With the choice offerings of the best St. Louis 
ready-to-wear houses unfolded in friendly competition, 
visiting merchants will not only receive impressions 
and inspiration valuable to them in the coming fall 
selling season, but will be able to penetrate to the 
heart of the style situation so that their buying can 
be more ably directed. 

Merchants who may stage style shows this fall are 
sure to receive a wealth of valuable suggestions by 
viewing this production. The pageants of previous 
years have aided innumerable retail merchants in 
planning their own show. 

The entertainment features will be staged in mag- 
nificent settings,. through which singers, dancers, 
actors and acrobats go their way. Color, motion and 
sound will be marshalled to cast their spell over the 
audience. With the great St. Louis Muncipal Open-Air 


ous lantern curtain is used 
for the second modeling; for 
the third, a great circle, used in grotesque scene 
proceeding, and for the fourth, a beautiful Spanish 
arch is to be provided. 

Two of the main scenes of the production will be 
the Chinese and Spanish numbers. A riot of color, 
dancing and music will be blended to form a spectacle 
of enchanting beauty in each of these scenes. They 
typify two of the featured style motifs for the coming 
season, 

Undoubtedly one of the most amusing parts of the 
entertainment will be that in which the lingerie maker, 
the tailor, the shoemaker and the milliner display the 
products of their art in a grotesque competition. 





Tea Wagon Display Used to Sell Buckles 


Ben Weber of The French Bootery, San Antonio, 
Texas, to make the selling of buckles easier for his 
salesforce and at the same time do it in a high 
grade way, in keeping with his type of store makes 


use of a tea wagon. 
If buckles are to be purchased, or even shown, 


the tea table affair is wheeled to the customer’s 
chair. There displayed under a glass cover are all 
the buckles. 
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The Co-Operative Idea in Advertising 


(Continued from page 29) 


You men will find the reason for this Special Shoe 
Week right in your own wardrobes. If each pair of 
shoes in your closets has a mate in another pair, then 
you've got the right idea. You never wear the same 
pair twice in succession, especially in hot weather. You 
get real foot comfort and style. But if your pairs do 
not run in couples then you need a pair of the tans 
shown on this page, and now is the time to get them. 

Taking layout C for example 

The photos of co-operating stores at the top of this 
advertisement and a general talk on the plan in addi- 
tion to the descriptions of styles illustrated. 

The copy to run something like this: 

The united efforts of the merchants in this adver- 
tisement have been toward supplying the best possi- 
ble values in tan shoes. 

Buying has shown itself to be entirely too one-sided, 
and to get the best out of one’s shoes it is necessary 
to have several pairs in use at the same time, alter- 
nating between them. 

The expected volume of sales in this drive for better- 
appearing shoes for men has resulted in some rare 
bargains being put forward, but this is not a sale in 
the usual sense. 

Tan shoes ARE PROPER AND NEEDED FOR 
WEAR NOW and the man who takes advantage of this 
opportunity of adding much needed shoes to his ward- 
robe will never again wear one pair of shoes until 
they are gone before changing. 

As said before, it is simple. Concerted action rather 
than overwhelming thoughts starts the public mind 
along the lines desired. 





Ask Your Customers What to Buy 
(Continued from page 17) 


4. Are you interested in the new shades 
of tan? 

5. In black what is your preference— 
patent, satin, suede, kid? 

6. Are you wearing white shoes at home 
the year around? : 

7. Do you call for a certain size, and 
what size is it? 

8. Have you a pair of orthopedic or cor- 
rective shoes in your wardrobe? 

9. When do you expect to buy your fall 
garments and in what colors? 

10. Are you interested in heavy weight 
shoes for winter or in light weight shoes 
for winter? - 


Try It in August 


We have given just the substance of a general ques- 
tionnaire to the customer. You may want a different 
set of questions in your community. Why not try the 
stunt of a letter to your customers some time in 
August? 

Take a thousand names from your mailing list and 
try the experiment. The customer will not consider 
you impertinent, but will in many cases be appre- 
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ciative of your interest. We would like to see this 
feature tried out in all parts of the country and if 
enough merchants respond, will be only too glad to 
make up a blanket chart of the topics and answers so 
that it may be nationally helpful to merchants else- 
where. 

If the Recorder may ask the question, are shoe 
stores in communication with their customers enough; 
do shoe stores ever write anything other than selling 
arguments? 

It is easily possible to get practical, pertinent data 
for the entire industry to study from information re- 
ceived from questionnaires. 





Wisconsin Convention Opens August 12 


Fond du Lac, Wis., July 30—Constitutional changes 
of minor importance and revision of the terminology 
of the entire constitution of the Wisconsin Shoe Re- 
tailers’ Association have taken place on the eve of 
what promises te be the greatest convention yet held 
by state shoe merchants. A committee consisting of 
A. T. Jenkins, Milwaukee; W. C. Schaefer, Wausau; 
and Joseph Langenberg, Appleton, met with Harry 
Lucas, state secretary, at Appleton, on July 20, and 
rewrote the constitution of the association. Among 
the changes effected was one which introduced a new 
class of membership, honorary members, to be con- 
ferred upon prominent shoe merchants who have left 
the business. This and other changes will be presented 
to the state gathering for action at the big annual 
meeting, August 12-13. 

Between 250 and 350 of the most progressive shoe 
merchants in Wisconsin will gather at the convention 
headquarters, Moose Hall, in Fond du Lac, and will 
listen to one of the finest programs yet presented 
before a state convention. A. C. Egelhoff, Fond du 
Lac, is general chairman of the convention committee. 
He is assisted by M. Fitzsimmons as assistant chair- 
man and treasurer, and Charles Jang as secretary. 
Other members of the committee are Otto Egelhoff, 
Herman Berger, William Gleus, E. Mayer and Harry 
Lucas. A. E. Atkinson will have charge of the year 
book. 

One of the really big events of the convention, how- 
ever, is being afforded the visiting merchants through 
the courtesy and generosity of the Fred Rueping 
Leather Co., one of the largest tanners of upper leather 
in the country, and the Menzies Shoe Co., an active local 
producer of men’s shoes. These two progressive firms 
will promote a big banquet for the visiting shoe mer- 
chants on August 12. Sam D. Nichols, president of 
Menzies, Norman Adams and Fred Rueping of the 
Fred Rueping Leather Co., will have charge of this 
end of the work. 

On the.formal program which is filled with educa- 
tional topics of a live and active nature, Sam Davis, 
field secretary of the national association, is the 
outstanding feature. Fond du Lac has four excellent 
hotels, the Retlaw, Palmer, Calumet and Erving. 

Officers of the Wisconsin Shoe Retailers’ Association 
for the past year were Richard Sager, president; Wm. 
Gleus, first vice-president; W. F. Schumacher, second 
vice-president; Harry Lucas, secretary-treasurer. 
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Retail Salesmen 


Wanted 


| A Splendid Opportunity 
This Style at $3.50 | for the Right Men 


IN STOCK NOW 


as well as 5 others 





HEAPENED shoes come 

home to roost. : : 
Especially is this true in the | weg me oe a 
case of men’s shoes, particu- 
larly nowadays, when§men 
are more keenly critical than 
ever. 
Weber Union Made Shoes for 
men never change their stand- 
ards. They continue always to 
be the same reliable superior 
values to retail at $5 to $7.50. 





Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 


New York Office: 1828 Broadway, Marbridge Bldg. 
H. Harris, Rep. 


J. C. PENNEY CO., Inc. 
Wa. Mia Dollding St Low, Mas 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Repeat 


Customers 


THE 


are 


BACK:BONE OF YOUR BUSINESS 





SEE THE OTHER 
SIDE OF THIS PAGE 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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.Bring Repeat Customers, 





ARCH REST shoes give you absolute assurance 
of a strong and substantial repeat-customer 
business, consequently a steady profit. 












After years of manufacturing this line, the fea- 
tures of quality, fit and style are so clearly har- 
monized, that it now stands as one of the most 
attractive propositions in the entire shoe field. 


Arch Rest Shoes are made in black and 
brown kid oxfords and strap effects over 
combination lasts. Also patent leather and 
white cloth for comfort and dress. 12/8 to 
14/8 heels. A complete in-stock se is 
maintained for the convenience of Arch 
Rest Dealers. Write for catalog. 






Se Irving Drew Co. 


PORTSMOUTH OHIO 
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~in America’s Style Centers ~ 


Nicollet Avenue 
The Style Center of 
Minneapolis, Minn. 


MONG the tests to which we like KAFFOR 
KID put is that of the reputable shoe 





manufacturer. 
KAFFOR KID meets the color requirements Style No. 28651, made 
° of KAFFOR KID, by 
of style in Morro Brown, Arab, Tan and The Selby Shoe Company, 
Black Portsmouth, Ohio. 


KAFFOR KID because of its light weight 
nature and extremely fine grain is ideal for 
proper background of refined -patterns. It 
gives richness to the shoes’ dressy appearance. 
It combines the good features of Kid and 
Kangaroo. It gives the dress shoe mellow- 
ness, and enough softness to assure comfort, 
yet retain its shape. 


Shoe merchants can have their specifications for “The Story of Leather” 
KAFFOR KID in fine dress shoes for men, will be mailed on request 
women and children met by the largest and best 
of the leading shoe manufacturers. 








The shoe illustrated on this page is from the line 
of The Selby Shoe Company, Portsmouth, Ohio. 







et Gh tn 





i tier 


aoe : . nee Sacre a 4 ee aie) ioe a = ‘e s Ree : ‘ 2 
OE) I) ee a 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 





BOOT AND SHOE RECORDER August 2, 1924 Au 





Out of the 
“Price-Hunting’’ Class 


m ~*~ 6, we Se 4S et Oe 


N times of uncertain buying it is the product of known 

value that retains the confidence of the buying public. 
Unbranded goods, or goods of uncertain value, are the first 
to suffer from decreased demand. The article that has estab- 
lished its value, and a real sense of the quality behind its 
trademark, scarcely feels the fluctuations that prove so 
dangerous to less-known goods. 


In millions of homes, there is no other felt®slipper known 
but Daniel Green Comfys. These millions make a steady, ‘Nig , | 
unchanging market, whose sense of loyalty and whose true 
appreciation of Daniel Green value has placed their busi- 
ness beyond the fluctuations of price. This is one reason 
why so many thousands of dealers stickJunswervingly and 
loyally to Daniel Green Comfy Slippers. 


Here is an eye-opener! Ask your own sales people how 
many sales they are losing on Daniel Green Comfy Slippers, 
because you are out of sizes. 


Daniel Green dealers are placing their orders now because 
they know that Daniel Green prices will not change, nor 
does the factor of price affect their salability. We shall be 
glad to hear from you concerning your requirements for 
fall and winter. 


Daniel Green Felt Shoe Co. 


General Offices —Dolgeville, New York 
[Sales Offices baie 
116 East 13th Street 10 High Street 
New York City Boston, Mass. 
189 West Madison Street 
Chicago, Ill. 
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Best Sellers in Cincinnati 


CINCINNATI—Reduction sales 
on shoes are being held generally 
here and are in full swing at the 
present time. Some of the stores 
commenced their sales about the 
middle of July, but the majority 
held off until the week commencing 
July 21. The business being done 
during these sales is generally very 
satisfactory to the retail merchant. 


White Sales Holding 

Demand for white is still holding 
first place with black patent 
leathers and satins running about 
neck and neck for second place. 
White shoes with colored hosiery 
are much in evidence, the hosiery 
matching the gown, and shades of 
blue and yellow seem to be pre- 
dominant. 


Band Plays at Potter’s 

The Potter Shoe Company was 
entertained by the Filipino band 
from the Steamship Leviathan re- 
cently. The orchestra spent a few 
days in Cincinnati and played at 
the Potter store, Thursday after- 
noon, July 24. 


Irwin Making Changes 

The Irwin Company, at Fifth 
and Race streets, is remodeling its 
store, putting in new display win- 
dows in the Fifth street side. It is 
holding a sale at the present time. 
The shoe department has offered 
some strap slippers in patent 
leather, white kid, and black satin 
at $3.95 per pair. 


Annual Outing 
The Shoe and Leather Club held 


its annual outing Saturday, July 
26, at Cody’s farm, about 12 miles 
out of Cincinnati, near Erlanger, 
Kentucky. Many of the trade from 
adjoining cities, such as Columbus, 
Portsmouth and Huntington, jour- 
neyed to Cincinnati to enjoy the 
program. 


Send Out Circulars 

Many of the stores have sent 
out with their statements this 
month a circular on “The Returned 
Goods Evil.” The circular reads: 
“The Returned Gods Evil. Pub- 
lished in the interests of the con- 
sumers of this community. Cincin- 
nati stores, members of the Retail 
Merchants’ Association, have found 
that a startling amount of mer- 
chandise is being returned by the 
purchaser for one reason or an- 
other. This growing tendency to 
return merchandise puts an unnec- 
essary burden on the public, by 
increasing the cost of doing busi- 
ness, adding to the retail selling 
price of articles consumed by their 
customers. 

“Goods returned seldom come 
back in as perfect condition as 
when sent out, and ofttimes re- 
quire a mark down with a resulting 
loss to the merchant. Many times, 
a loss of sale results by an article 
being out of stock. Will you not 
co-operate with the retail mer- 
chants by making a more careful 
selection of the articles bought? 
Buy wisely and buy well, and help 
reduce this uncalled for waste of 
returned merchandise.” 





In Milwaukee July Proves 
Satisfactory in Stores 


MILWAUKEE—Although busi- 
ness in Milwaukee shoe stores is 
showing some let-up as a result of 
the vacation season, the majority 
of merchants seem fairly well satis- 
fied with business for the month 
of July. Those, who do not find busi- 
ness ahead of last July, report that 
they expect to come out about even 
with the same month in 1923. 
White shoes for women were 
pushed during July by the major- 
ity of stores and local stocks are 


being cleared out with considerable 
success. Black satin and patent con- 
tinue to sell in large numbers and 
have been next to whites in impor- 
tance during July. Special sales of 
white shoes are being held, espe- 
cially by department stores, while 
shoe stores have been featuring 
their July clearance sales. Canvas 


shoes are being offered at unusu- 


ally low prices. Kid has been pre- 
ferred in white footwear this sea- 
son, and reduced prices on canvas 
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Whites and Blacks Are 


—_ are necessary - ‘secure ac- 


tion. 

Plans are now being made to 
feature fall shoes about the middle 
or the end of August. At a few 
stores some fall lines are already 
on display, but the majority will 
wait until later in the month when 
they will get more action on the 
new lines. 


Men’s Business Slow 

Men have shown some interest 
in the July clearances and in many 
cases took advantage of the reduc- 
tions in price, but men’s business 
has not been particularly brisk dur- 
ing the summer months. There has 
been little action on white and 
Palm Beach canvas shoes for men 
but the majority of stores were 
prepared for only a small business 
in this line. Sport shoes for men 
have been moving slowly. 


Economic Conditions 

General business in Milwaukee is 
still dull, according to a report of 
R. E. Wright of the commercial 
service department of the First 
Wisconsin National Bank. Accord- 
ing to his report, leathers, shoes 
and hosiery are still slow, as. not 
much future business has opened 
up for fall and winter. Iron and 
steel foundries are much below 
their normal operation; farm im- 
plements are about even with 1923; 
and automobiles are showing a 
trend toward improvement. Knitted 
outerwear has done a good business 
during the first half of the year 
and does not seem so dull as other 
textiles. Out of 50 factories report- 
ing employment conditions each 
month, four have shut down, six 
report no change, sixteen have in- 
creased their force, and 24 have 
decreased the number of employees. 
A decrease of more than 2,000 is 
noted from June 1 to July 1. As 
some of these layoffs are only tem- 
porary, the decline is not so great 
as it appears. 


Buying White Hosiery 

Demand for colored hosiery con- 
tinues in Milwaukee stores and will 
probably hold good throughout 
August. White hosiery is in de- 
mand for wear with white shoes, 
although pastel shades are also be- 
ing used for this purpose. 


Hosiery Suggestion 
“A shoe store is the logical place 
to buy hosiery,” reads a statement 
recently carried in an advertise- 
ment of the Walk-Over shoe store. 
This statement was used to call 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to. fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 





SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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attention to a special offer in hos- 
iery during the July clearance sale 
of the store. The offer included “a 
beautiful variety of hosiery in all 
new shoe shades for summer in silk 
chiffon.” 


Successful Sale 

July clearance business at the 
Caspari & Virmond shoe store has 
been far ahead of that of other 
years, according to a statement 
made by A. B. Caspari. “We have 
had the best clean-up this year we 
have ever had,” Mr. Caspari stated. 
“So many merchants are complain- 
ing about business this month, but 
we have done a very good business 
on our sale which is way ahead of 
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other years. And that was done 
without advertising.” 

This store fastened large posters 
in the window announcing their 
semi-annual clearance and _ suc- 
ceeded in drawing a good business 
in this manner. 


Fall Display 

The Walk-Over shoe store ar- 
ranged its first fall display in the 
windows of the store during the 
last week in July and the begining 
of August. The display was made 
up of street shoes for general wear. 
Tan calfskin was featured in this 
early fall collection, being devel- 
oped in plain pumps, oxfords and 
a few straps. 





In Chicago Summer Sales 
Go Along Satisfactorily 


CHICAGO—The continuance of 
c!e.srance sales in shoe stores forms 
tue most outstanding feature of the 
retail situation. Retail shoe mer- 
chants have done well in cleaning 
out odds and ends and slow-moving 
models during the time that re- 
duced prices have been in effect. 

Whites and black materials are 
the leaders in women’s lines. White 
hosiery and other light shades are 
being worn extensively, in con- 
trast to black shoes. This vogue has 
greatly stimulated the popularity 
of black shoes for many weeks. 


The Returned Goods Evil 


As a measure to do something 


definite to curb the returned mer- 
chandise evil, several shoe mer- 
chants of the loop district got to- 
gether during the week and dis- 
cussed the subject. Several ex- 
amples of people taking advantage 
of stores by returning shoes were 
cited. 


Outing at Elmhurst 

The Shoe and Leather Associa- 
tion held its annual outing at the 
Elmhurst Golf Club at Elmhurst, 
Ill., a suburb of the city. A golf 
tournament was held and it proved 
to be the most interesting of the 
sport features. Other entertaining 
events were staged. 





Industrial Conditions Good 
in Colorado and District 


VDENVER—An optimistic atti- 
tude toward business conditions in 
Colorado is the way shoe merchants 
of this section are viewing the sit- 
uation at present. Mining condi- 
tions in the state have improved. 
The sheep man has prospered dur- 
ing the last two years. In every part 
of the state, building activity is on 
the increase. More than $8,980,000 
is to be spent on schools and col- 
leges in the next two years. The 
Moffat tunnel, progressing through 
the range, is responsible for a new 
feeling of state optimism, and it 
has attracted national attention to 
Colorado. In Denver the Public Ser- 
vice company reports that 23,000 
people have come to Colorado in the 


last five months, bringing Denver’s 
population to 313,000. Also one of 
the important influences is the dis- 
covery of a large quantity of oil 
in Colorado. Farm crops also are 
promising and indicate record crops 
this year. 


Whites Are Stronger 


Retail shoe merchants report a 
very good sale on women’s white 
shoes. slack continues to sell readi- 
ly also, but white took a spurt in 
popularity during the month just 
past. The late spring this year and 
the slow coming of summer held 
back the sale of white footwear con- 
siderably. 


Four Newark Stores 

The Newark Shoe Stores Com- 
pany recently opened a new store, 
making four of the Newark stores 
here at the present time. The new 
store is located at 835 Sixteenth 
street. The other stores of the firm 
are at 909 Fifteenth, 1015 Sixteenth 
and 1544 Larimer streets. On the 
opening day of the new store a pair 
of silk hose was given to every pur- 
chaser of a pair of shoes. The new 
store sells shoes for men and 
women. 


Learner’s Incorporates 


The new Learner store, which re- 
cently opened at Fifteenth and Wel- 
ton streets, has incorporated under 
the name of Learner’s Inc. The firm 
is incorporated with a capital stock 
of $50,000 and the incorporators 
are as follows: J. L. Learner, Simon 
J. Heller and S. M. Goldberg. 


Shows Pumps 


The Broadhurst-Young store re- 
cently featured the Charvert pump 
with its small, ribbon-covered instep 
gore. This shoe is selling in black 
satin at $12.50 and in white kid at 
$13. 


Tober Store to Close 


The Tober Shoe Company will 
soon close its store at 1521 Law- 
rence street. The building has been 
sold. Another location will be se- 
cured. 


Mahler with Meier Co. 


St. Louis, July 29—Frank A. 
Mahler has associated himself with 
the John Meier Shoe Co. as assist- 
ant to the sales manager of the firm, 
A. W. Meier. Mr. Mahler has had 
many years experience in selling 
women’s shoes, more recently as 
sales manager of the Tweedie Foot- 
wear Corporation, and is well and 
favorably known to the shoe trade 

Mr. Mahler’s services were ob- 
tained to assist in launching the 
women’s lines which will be added 
to the men’s lines of this fifty-year- 
old house. 








Kwass Made Manager 


Bluefield, W. Va., July 29—J. I. 
Kwass is now manager of the 8S. 
Aaron store here, succeeding S. 
Aaron, who directed the store pol- 
icy for 31 years. The firm sells 
men’s, women’s and children’s 
shoes. An extensive building cam- 
paign is going on here and busi- 
ness is on an upward trend. 
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[LITTLE JOURNEYS, TO AND FROM FAMOUS PLACES | 























= 
| Beacon Monument (State House)—Beacon Monument stands on the site of 
| what once was Sentry Hill, where a beacon was set to warn the surrounding towns of threat- 

ened danger. It was rebuilt twice and a small fort built on the site which is now replaced by 
| a monument to the patriots who fell at Bunker Hill. Bull Dog, Vim and Ever Grip, our 


three famous brands of rubber heels, are monuments to years of experience in making 
rubber products. 


| BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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White Stocks in St. Louis 
Are Nearly Cleaned Out 


ST. LOUIS—The third week of 
clearance sales for most of the shoe 
stores here turned out better than 
was expected. One manager attrib- 
uted this to the fact that many of 
the stores started their sales later 
than the majority, and thus helped 
to some extent to keep sales interest 
up. Weather was favorable. 

Hand-to-mouth buying and the 
practicability of holding over pat- 
ents and satins for early autumn 
selling have allowed most stores 
greatly to decrease their cut-price 
offerings in the July clearances. 
Whites and colors and broken lines 
in the general stock have been 
pushed vigorously, as no fears 
about patents and satins are held. 
As a result of cautious purchasing, 
retail merchants found themselves 
at the beginning of the sale period 
with a rather low amount of close- 
out stock on hand, and this has been 
cut down satisfactorily. 

Popular-priced stores will prac- 
tically close out their white stocks 
by the first of August, while the 
more exclusive shops expect to do a 
good business on whites for some 
time at regular prices. Some stores 
have sold the last of their colors. 


Dark Hosiery Shades First 
More and more stores have no- 
ticed the trend toward subdued 
shades in hosiery. Black, gun metal 
and gray sales are mounting. Some 
stores expect a good gray season. 
A demand for the week that ran 
to 70 per cent patents and 30 per 
cent satins developed at one popu- 
lar-priced store. 
The call just now, of course, is 


for shoes at a very low price. One 
high-class store is featuring some 
lines at prices much lower than is 
its regular policy, and has been suc- 
cessful in cashing in on the cheap 
shoe demand. 

The call runs all to tans at most 
of the high-price men’s shops, 
while something like a 30-70 ratio 
for blacks and tans is found at the 
medium and popular-priced stores. 
In a normal year, the demand would 
have been five per cent for blacks. 
Sport combinations are doing a 
good business. At two men’s shops, 
a medium fold toe was selling well, 
and was believed to be an even 
better bet for early fall selling. 


Many New Stores 

The number of new shoe stores 
opening up in St. Louis this sum- 
mer has been a surprise to every- 
one. In the downtown central dis- 
trict alone three or four exclusive 
shoe shops for women and one 
orthopedic shop have opened just 
lately, and boardings here and there 
announce the opening’ of two or 
three more by the first part of 
August. 


Hosiery Tables A Magnet 

Two or three tables for hosiery 
specials are kept constantly in 
front of the hosiery counter of Sen- 
senbrenner’s. These tables, accord- 
ing to G. H. Conrad, manager, have 
been successful in drawing many 
customers to the hosiery section 
where a suggestion from the shoe 
salesman would have been disre- 
garded. 





*s 


A group picture of a holiday celebration and banquet given by the Shoe 

Retailers’ Association of Cienfuegos, Cuba. This gathering is a progres- 

sive group of retail shoe merchants and believe in getting together and 

exchanging merchandising ideas on retail shoe selling. Photograph pro- 

vided through the courtesy of F. Doll of F. Doll & Co., selling agent down 
there for the McElroy-Sloan Shoe Company of St. Louis. 
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Annual Fall Styles 


Incoming orders for fall have 
allowed St. Louis manufacturers to 
make more authoritative state- 
ments about shoe styles that will 
prevail for the coming season. 
Medium short vamps—2% to 83 
inches—are getting the business. 
Preference in heels seems to be for 
14/8 and 16/8 in strap numbers, 
and 8/8, 10/8 and 12/8 in such 
less dressy numbers as Southern tie 
oxfords. Some 17/8’s are called for. 
A full round toe is used with the 
lower heels, usually, and medium 
round toes with higher heels. The 
moderately rounded toe is the popu- 
lar style. 

Strap pumps are expected by 
most manufacturers to carry 75 
per cent of the business on numbers 
to be sold on up into October. One- 
strap models wlil predominate, but 
a brisk trade will be done on two 
and three-strap styles. Quite a few 
of the two-strap numbers have one 
of the straps permanently sewed 
up. Few buckles are used, buttons 
being preferred as strap fasteners. 

It is true that a tailored era is 
at hand with its simpler styles, but 
women still want strap and novelty 
effects. The models with gored ef- 
fects come second in importance to 
straps. 

Tie oxfords and novelty tongue 
oxfords run next to gored models 
in popularity. High-cut ties, with 
large side cut-outs and silk laces, 
can practically be classed with 
strap effects. In the popular-priced 
lines pumps are practically dis- 
pensed with. In some better lines 
they account for as much as 20 per 
cent of the business. 


Black Season Ahead 
A 75 to 80 per cent black season, 
with patents and satins in the fore, 
is anticipated. Satins may slump as 
the season advances. A strengthen- 
ing of black suede has been noted, 
but sales of black kid are low as 
this material runs up the cost of a 
shoe more than 50 cents. Light tan 
calf has not lived up to expecta- 
tions. 





John Meier Company Will 
Exhibit 

The John Meier Shoe Company 
is going to show its line of women’s 
shoes at the Fashion Pageant which 
is to be held here between August 
7 and 20. A list of other shoe man- 
ufacturing and wholesale shoe 
firms which will exhibit was printed 
in the Recorder issue of July 12. 
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Man — It Doesn’t 
Sound Reasonable 


(But It’s a Fact Just the Same) 








T the Boston Style Show one shoe salesman brought an- 
other who carries a competing line to our Booth and told 
him in our presence how COFFEE WILO ELK shoes had 
sold to his trade. ‘“You ought to have it in your line” he said. 





This very unusual occurrence tells you even more 


strongly than we could the hold that COFFEE 
WILO ELK takes on those who once try it. 


COFFEE WILO ELK 


is the most ideal leather for children’s shoes 


because it fits perfectly into the demand for a bit 
heavier style of shoe through its natural softness 
combined with wear sss a2 2 


The 17 WILO ELK 
COLORS include: 
Red, White, Blue, Green, 
Coffee, Chocolate, Light 


Smoke, Log Cabin, Beige, 
Siver Gry, Dark Gry.  C, D. Kepner Leather Co. 


Dark Smoke, Cocoa, Pearl, 
Olive, Tangerine, Black. 139 South Street, Boston, Mass. 


Sole Selling Agents C7T%) Leathers 
' as 7 2a 


10 Spruce Street, New York —BRANCHES— No. 401 Metropolitan Bidg. 
Milwaukee, Wis. 


308 Leather Trades Bidg., St. Louis, Mo. 











Dealer Influence is secured thru advertizing in the Boot and Shoe Recorder. 
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Briskness Noticeable in 
Survey of White Business 


AKRON-CANTON—Midsummer 
shoe sale volume is about the same 
as the corresponding period a year 
ago, and despite the industrial de- 
pression prevailing in this section 
of the state, business for the retail 
shoe merchant will compare favor- 
ably with that of a year ago. Al- 
though the weather has been wet 
and cool, and whites got away to a 
bad start, sales have been brisk in 
the past two weeks and prospects 
are good for a big white season. 
Patents continue to be a big factor 
in the women’s trade and black 
satins and kids also are selling 
well. Buckles continue to be in 
favor. 

Warmer weather stimulated the 
men’s trade, and according to lead- 
ing merchants the average sale is 
10. The demand is for lightweight 
tan oxfords. 


New Harrington Company 


Formation of a new retail shoe 
firm at Canton is announced. It will 
be known as the Harrington Shoe 
Company, which was incorporated 
for $10,000. Incorporators are R. R. 
Harrington and Harry Nusbaum. 
Nothing definite as to where the 
firm will maintain its store has 
been announced as yet. 


New Shoe Department 


The Stern and Mann Company, 
largest exclusive women’s ready-to- 
wear store, Canton, announces the 
completion of its new half million 
department store building. An up- 
to-date shoe department for women, 
misses and children will be added 
with several other departments. 





Satisfactory Shoe Buying 
in Salt Lake City Stores 


SALT LAKE CITY—There is a 
healthy tone to the retail shoe busi- 
ness. Sales are ahead of a month 
ago, and generally are ahead of last 
year. A few firms have made sub- 
stantial gains. Although here and 
there some merchants report black 
satins and patents to be leading, 
the majority of the principal shoe 
firms in the city say that white 
footwear is in greatest demand 
right now, with blacks taking sec- 
ond place. More white shoes have 
been sold this year than last and 
the demand is mostly for kids. Box 
heels are most popular on white 
shoes. 


Alexander with May Co. 


G. E. Alexander of the May Com- 
pany of Denver, Colorado, who has 
been in the shoe business all his 
life, is to head the new shoe de- 
partment of the Paris Company on 
East Broadway. This department, 


which will cater to women and chil- 
dren, will be opened on September 
1. Other departments are to be 
added, it was stated. The store will 
also have a new front. 


Mid-Summer Sales 


Many stores are holding mid- 
summer sales. There seems to be a 
marked similarity in the price re- 
ductions. There has been no radical 
slashing of prices, an indication of 
sound economical conditions pre- 
vailing in this section. 


Tew in New Position 

E. S. Tew, one of the best-liked 
men in the shoe business of this 
city and for several years with the 
shoe department of the Auerbach 
Company, has become associated 
with the Christensen Shoe Co., this 
city. He was manager for Auer- 
bach for a short time. 





Marked Improvoment in 
Minneapolis Shoe Stores 


MINNEAPOLIS—Following an 
expected slump after the Fourth of 


July, the retail shoe business here 
picked up noticeably in the latter 
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part of the month and has been un- 
usually good. Merchants who have 
been conservative, expressed them- 
selves well satisfied with the trend 
and were optimistic about pros- 
pects. With good crops in prospect 
all over the Northwest, the outlook 
in the Northwest has taken on the 
first favorable aspect it has had in 
three years. There has been a great 
deal of hoping and not a little 
bluffing toward prosperity, but the 
situation really does look better 
than heretofore. Farmers are re- 
ported to be considerably cheered 
by their chances and confidence has 
begun to permeate all lines of busi- 
ness. 


What's Selling to Women 


Plainer types of shoes are con- 
tinually gaining in favor. The low- 
heeled, wide-soled patent pump is 
popular. All patents, as a matter 
of fact, are selling well. Black kids 
are popular, too. One, two and three 
strap pumps are seen more and 
more and the extreme cut-outs are 
not so much in demand. Tailored 
oxfords are going well, and most of 
the shops report a decided turn 
toward the oxford among the 
women. They are calling for the 
mannish types, with low heels and 
squarer toes as well as for the 
tailored kinds. 

The white shoe business here has 
not been very good this year, some 
merchants declaring they have sold 
fewer than in recent years. The 
lateness of the season is given as 
the reason for this. 


Sorenson Co. to Move 


The Sorenson Shoe Company is 
getting ready to move into its new 
quarters at 510 Nicollet avenue. 
This is in the seven-story Medical 
building which the company re- 
cently purchased. Manager C. A. 
Kress announced that the company 
expects to be located in the new 
quarters by September 1. 


Market Week 


Retail merchants in all lines will 
be guests of Minneapolis and St. 
Paul jobbers and manufacturers 
during Twin City Market week, 
August 4 to 9. A large number of 
shoemen from all points of the 
Northwest will look over the stocks 
and are expected to place orders. 
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NOTHING DOING! 


Will we take back SUEDETONIC, BUCKANEER, 
BAGOFBUCK, or BROADWAY STICK when the pres- 
ent vogue of suede shoes is past? 





WE WILL NOT! 
WE WILL NOT!! 


NOT!!! 


EXAMINE OUR SUEDE CLEANERS WHEN YOU 
RECEIVE THEM 


We will not take suede cleaners back, even if the 
quality is claimed to be poor, unless the claim is made 
within 5 days after receipt of goods 


We can see in the future a time coming when someone 

is going to be the one picked out as the goat on these 

suede colors that go out of style, but we do not intend 
to be The Goat 


GEO. J. KELLY, INC. 
LYNN, MASS. 


MANUFACTURERS OF 


CHAINLIGHTNING 


The Lynn Whiterightoff Patentrep Whiteheeledge Bagof 





a 














———— —- 
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Stock Clearing Programs 
in Order at Fort Worth 


FORT WORTH—Without excep- 
tion every shoe store in Fort Worth 
has participated in a general stock 
clearance program, with its attend- 
ant cut in prices. Feature advertis- 
ing, some unusual stunts and special 
window displays have marked the 
sales period. 


Consolidation Sale 


The Goodspeeds put on a big con- 
solidation sale prior to the consoli- 
dation of their two stores, The 
Famous and the Goodspeed Bros. 
store. 


Two Pairs for $5 


Moore-Benton have called their 
sale, “The Money Rasing Event” 
and have been selling two pairs of 
shoes to most of their patrons, get- 
ting $4.95 for the first pair and 
five cents for the second. 


New Kinney Store 


The southwestern headquarters 
for the G. R. Kinney Shoe Company 
is now located in Fort Worth. The 
Kinney store which took the Walk- 
Over Shop’s old location was opened 
about Easter and has done an un- 
usually good business. 


White Strong Material 


White has been the best selling 
material this summer season. San- 
dal effects have taken well with 
younger girls and young matrons. 
White kid is most popular. The shoe 
stores that have a good line of 
cleaners report a very good busi- 
ness in this line. Very few colored 
sandals or colored trims have been 
sold in Fort Worth. Some of the 
merchants have expressed some sur- 
prise over the great number of calls 
for black satins during the sum- 
mer season. 

The children’s departments and 
stores report activity during the 
barefoot season in sandals. 





Steady Trade F eature of 
Des Moines Shoe Situation 


DES MOINES—tThe past few 
weeks have seen a nice volume of 
business in local retail shoe stores. 
Although there has been no great 
rush of business in any particular 
week, volume has been steady from 
day to day. 

The white shoe business has not 
been up to standard. This is because 
of the unusual weather experienced. 
Rainfall has been considerably 
greater this year than any other 
year in the past ten years. 


Patents and Satins Lead 


The greatest demand in women’s 
footwear continues to be in black 
patent and satin. High colored kid 
shoes, summer oxfords and sandals 
have not measured up to expecta- 
tions. However, little loss will need 
be taken as merchants did not stock 
heavily in red, greens and blue foot- 
wear. 


Men’s Styles for Fall 


In men’s lines, the tendency is 
toward heavier footwear for fall in 


tan shades. Tan is very popular now 
and is expected to continue so. 
Grained leather is good. Broad toes 
are popular and are expected to be 
better than ever this fall. 


Wiltsey with Harris-Emery 


C. E. Wiltsey on July 1 became 
the buyer of the shoe department 
of the Harris-Emery Department 
Store. He is now visiting the east- 
ern markets of Boston, Brooklyn 
and Philadelphia and will return by 
the way of Chicago nad St. Louis. 
Scott Wiltsey is now in full charge 
of the Wiltsey Shoe Store. 


I. S. R. A. Meeting Aug. 11 


What is anticipated as one of the 
biggest meetings in years is the 
south sectional meeting of the Iowa 
Shoe Retailer’s Association to be 
held August 11 in Griswold, Iowa, 
in honor of Ira Welch, the secre- 
tary of the I. S. R. A. who has been 
a faithful and efficient officer. 
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Wilos on Ball Field 


Danvers, Mass., July 31—The C. 
D. Kepner Leather Co. is repre- 
sented on the baseball field by a 
team going under the name of the 
Wilos. The club defeated the St. 
Joseph nine of Salem in a game 
for the championship of Essex 
county recently. 





Haiti Receives U. S. Tanned 
Skins 


Practically all the tanned skins 
and hides imported into Haiti come 
from the United States, and the 
retail dealers usually purchase these 
items direct from American houses, 
says Consul Dunlap, reporting to 
the Hide and Leather Division, De- 
partment of Commerce, from Port- 
au-Prince. Imports of tanned hides 
and skins in the fiscal year ending 
September 30, 1923, amounted to 
55,741 kilograms, valued at $151,- 
484. In previous years. small 
amounts of these imports came 
from France, but the amount in 
the past few years has dwindled, 
and now amounts to practically 
nothing. 

Haiti is also to some extent an 
exporter of hides and skins, the 
largest item exported being goat 
skins. In the fiscal year ending Sep- 
tember 30, 1923, Haiti’s exports of 
goat skins amounted to 126,209 kil- 
ograms, valued at $72,240, most of 
which went to the United States. 
The export of cattle hides in the 
same period, however, was consid- 
erably less, and only amounted to 
7,284 kilograms, valued at $1,478. 
Though the production of cattle 
hides was a little larger than the 
amount exported, the remainder 
was used in the country for various 
purposes. 





English Shoe Manufacturer 
in International Yacht Race 


Among the contenders next Sep- 
tember in the six-meter yacht races 
to be held at Oyster Bay, Long 
Island, will be George Haldinstein, 
a well-known shoe manufacturer of 
Norwich, England. Mr. Haldinstein. 
writes the Boot and Shoe Recorder 
that the elimination trials have 
been held and that England will be 
represented against America by 
four yachts which will be brought 
to this country on board liners and 
given two weeks to limber up for 
the races in this country. 
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ue FIT and ease of slip on are added to style and 
appearance by the judicious use of elastic gore in the 
latest shoe models. 


The above illustration shows how 
Perugia of Paris uses a concealed gore. 


EVERLASTIC, Inc. 


CHELSEA 1107 BROADWAY 
MASS. NEW YORK 


MAKERS OF HUB GORE 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








August 2, 1924 


Good Response to Sales 
in the New York Stores 


NEW YORK—Sales continue to 
occupy first place in the attention 
of New York retail shoe merchants. 
Response to the sales has been 
fairly steady in most cases, and ex- 
ceptionally large in others. They 
are beginning to drag a bit now 
and not much change is expected 
before the first of September, 
which will mark the starting point 
of the fall season. 

In the sales, as they have pro- 
gressed so far, there has been a dis- 
position of the retail merchants not 
to break prices violently. Extremely 
low prices have been rare and have 
applied only to particular styles 
that have definitely passed out of 
the picture. In this respect, the sit- 
uation differs from last year when 
there was a general rush to close 
out all stocks because of the sudden 
style changes. The new fall styles 
are merging in nicely. with the 
stocks already on the retail mer- 
chants’ shelves, and therefore, there 
is not such a strong incentive to 
clean out everything in the store. 


Imported Shoes Slow to Move 


Demand for foreign-made shoes 
appears to have suffered a severe 
set back here. Some merchants, who 
had been handling foreign made 
shoes, have given them up. In men’s 
shoes, particularly, the foreign 
merchandise craze has about run 
its course, and it is common gossip 
that one of the largest. users of 
English-made shoes would like to 
rid itself of a large order that has 
not yet been delivered. 


London Store in Newark 
to Open Soon 


The first Newark, N. J., store 
of the London Shoe Company, and 
the sixth in its chain in the Metro- 
politan district, will be opened 
shortly after Labor Day. The new 
store is at 140 Market street, oppo- 
site Bamberger’s department store. 
Alterations now being made in the 
premises include the installation of 
a bronze and marble front with an 
ornamental cove in the vestibule, 
leading into the store. Both outside 
and inside indirect lighting will be 
used. Inside, the lights will be 
placed on the tops of the settees 
and will be reflected down by the 
white ceiling. 

About 100 chairs will be installed 
on the main and basement floors. 


The new store is 18 feet wide and 
has a depth of 65 feet. Stock 
shelves will accommodate about 
6,000 pairs of shoes. The windows 
will be carried out in circassian 
walnut and travetine and the gen- 
erale architectural scheme will be 
Gothic. H. C. Zolotoffe, now in 
charge of the company’s Nassau 
street store, will be made manager 
of the Newark store. 


Shoecraft Shop, Inc., Harry Ros- 
enthal, president, is opening an- 
other Fifth avenue store about the 
middle of August. The new store is 
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at 431 Fifth avenue, a store 
basement, 23 by 100 feet. It is 
cated between 338th and 39th 
streets, directly across from Lord 
& Taylor’s department store. The 
new store will replace the old Shoe- 
craft store, formerly located on 
88th street, off the avenue. This 
store was given up about February 
1, this year, and selection of a new 
location was deferred until the 
present time. 

Shoecraft’s present store is lo- 
cated at 714 Fifth avenue, between 
55th and 56th street, one of the 
farthest north shoe stores on the 
avenue. In the store on lower Fifth 
avenue a cheaper grade of shoes 
will be carried than in the upper 
Fifth avenue shop. 





Brooklyn Factories Are 
Busy with Rush Orders 


BROOKLYN—Shoe factories, in 
most cases, are busier than they 
have been in more than a year. 
Within the last three weeks there 
has been a rush of delayed orders 
into the factories that in some cases 
threatens to put a strain on pro- 
ducing facilities for the time being, 
at least. This is a welcome change 
to most of the producers here, for 
it had been frankly admitted for 
several months that business was 
decidedly poor. 

Most of the orders coming into 
the factories at present are for 
shoes to be delivered between now 
and the end of September. A few 
factories are almost sold up for the 
latter month and may soon ad- 
vance delivery dates to October. 

The improvement is general 
throughout the Brooklyn district, 
but appears to be stronger among 
the large and medium-sized pro- 
ducers than among the many small 
manufacturers with which the city 
is dotted. The small producers, in 
most cases, have been subsisting on 
the quick style changes for steady 
business, and now that the style 
situation has taken a turn toward 
more stabilization, the smaller units 
are not faring so well. 


Patents Less Complicated 


In any discussion of styles it 
must be borne in mind that so far 
as Brooklyn is concerned, the trend 
toward simpler patterns has not 
meant the elimination of fancy 
soles. The demand here is still for 
pretty footwear, with a certain 


amount of ornamentation. Patterns, 
however, are less complicated, and 
good taste, rather than mere 
novelty is the ruling factor in new 
patterns. More attention is being 
paid to fitting qualities and good 
wear. 


_ §$traps and Gores 
Strapped models, gorings in com- 
bination with straps and a few 


small-tongued Colonials usually 
with gores, comprise the bulk of 
the business, so far as patterns are 
concerned. A few apron effects are 
going through the factories and the 
demand for oxfords, both fancy and 
plain, is growing stronger. 


Black Is Leading Color 

Black is still the predominant 
color with brown second. Black 
patent, kid, calf, ooze and satin 
are used in about equal quantities, 
some manufacturers reporting a 
leadership in one, while others are 
running stronger on some of the 
other mentioned materials. Brown 
ooze is being used to a greater 
extent than brown or tan calf, 
although several of the manufac- 
turers, particularly those having 
welt departments, are running 
quite strong on the penny brown 
calf skins. 

Beading effects are becoming 
more popular. Beads on the rubber 
inserts in goring shoes and on the 
straps and vamps in some of the 
strapped models are being used 
more liberally. 
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Black Satin and Patent 
Strap Pumps 


In Stock 








SIZES AND WIDTHS 
No. B 318 . er. deiixin ct eS 2 $5.65 
a a ee 4% to8 
Black Satin Strap Pump, Black Ooze la tccewrorercukes ot 4 Patent Leather Strap Pump, 258 Last, 
Trimmed, 358 Last, 12/8 Wood Cuban apap ategete Saekeet 3% to8 14/8 Spanish Celluloid Heel. Turn. 
Heel. Welt. e shah ovat eaaseacies 4 
Diisecstdkevadeesa cae 2% to8 
Terms: Net 3@ Days 














C. P. FORD & COMPANY 


INCORPORATED 
New York: Marbridge Bldg. ROCHESTER, N.Y. 








The Old Dependable Cake atin, 
Dressing for White Shoes 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 





43 North Third Street ‘ - Philadelphia sean ce 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manufacturers 
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Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Philadelphia Factory Trade 
Now on a Steadier Basis 


PHILADELPHIA—tThere has 
been a slight improvement in fac- 
tory trade here. There has been no 
big increase in the amount of busi- 
ness being offered, but orders for 
both immediate delivery and for 
fall are coming in more steadily. 
There is said to be a strong call for 
whites. In canvas it is concentrated 
largely on strap effects while in 
kid there is a call for tongue 
effects with front gores. There is a 
continued demand for patents and 
black and brown suedes are selling 
in fair volume. One factory reports 
good demand for pony cuts in low 
shoes for immediate business and 
in high cuts for fall. This factory 
reports that these were its best 
numbers last year and that it looks 
as though there would be a run on 
them again this year. 


Current Business Better 


Dun’s review of local business 
conditions says that trade seems 
to be improving slightly, with a 
noticeable increase in activity dur- 
ing July. The report states that 
manufacturers of men’s clothing 
are noticing a better tone, and the 
shoe trade is said to be doing satis- 
factory business for this time of 
the year. 


Trend Toward Side Gores 


The trade is getting tired of front 
gores and will swing over to side 
gores shortly in the opinion of 
C. R. McClellan, Philadelphia rep- 
resentative of A. J. Bates & Co. 
Black suede is expected to be good 
in fall. White is in demand for 
evening slippers. 


Forster’s Special Sale 


In a recent special sale at his 
Manayunk store, Albert Forster 
offered a lot of shoes at $2.95. In- 
cluded in the materials represented 
in the lot were red kid, blue kid, 
gray calf, gray and airedale suede, 
patents, white linen, white nubuck, 
black suede and black satin. The 
patterns included sandals, one- 
straps, two-straps and oxfords. The 
heels included baby French, mili- 
tary, low, sports and Louis. Both 
of the Forster stores are closed 
every Wednesday afternoon during 
July and August. 


Joint Advertising 

Harper’s Shoe Shop in Frankford 
recently did some joint advertising 
with other shops in the same busi- 
ness block. Their advertisements 
were grouped under the head of the 
“Margaret Street Business Block,” 
an arrangement which gave these 
shops unusually good display. The 
other three firms whose advertise- 
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ments were grouped with Harper’s 
were a fur store, a bicycle shop, 
and a men’s furnishing store. 


Featuring White Sale 


Gimbel Brothers recently held a 
sale of approximately 20,000 pairs 
of women’s white shoes at $2.95 
and $4.95. The materials included 
kid, buck, nubuck, eve cloth, duck 
and white with color. There were 
cross bars, side gores, step-in 
pumps, ankle straps, instep strapes, 
and oxfords and sports shoes. 





Lynn Receiving Orders 
for At-Once Deliveries 


LYNN, MASS.—Improvement in 
business, reported in late July, con- 
tinues in early August. Salesmen, 
who followed up prospective cus- 
tomers of the Boston style show, 
have booked good orders. Alto- 
gether, the volume of business on 
the books is larger than for some 
time, and the factories are active. 

Most of the shoes now being 
made are for immediate delivery, 
and are for September sales. 
Buyers are keeping closer to their 
requirements than ever. Some 
Lynn firms have not yet taken 
up October and November busi- 
ness. Styles will show some changes, 
when this later fall business is 
taken up. 


Orders for Immediate Delivery 


A number of manufacturers are 
emphasizing the statement that 
present business is of the imme- 
diate delivery sort. While Lynners 
are proverbially quick on deliv- 
eries, yet they never knew such cir- 
stances as those of these days when 
buyers are placing orders scarcely 
more than 30 days ahead of their 
requirements. Fortunately, the 
styles in popular demand are of the 
sort that can be made up quickly, 
and the factories are equipped for 
rapid production. 

A new and interesting feature of 
the present situation is the en- 
deavor of some makers of better 
grades of footwear to get away 
from popular novelties, and to pro- 
duce a class of footwear that is dis- 
tinctive for its quality. 


Prevailing Styles 


Predictions that Lynn styles 
will be plainer have failed. Lynn 


shoes are more beautiful than ever. 
Most all of the business lately 
booked is on novelty shoes. There 
is, however, a strong undercurrent 
of conservatism, which is influenc- 
ing style making more or less. 

Patent leather continues’ the 
leading material. Some firms are 
cutting 50 per cent of their shoes 
of this shiny stock. Black suedes 
have gained of late, and are having 
a race with satins for second place. 
Blacks are stronger than for some 
time. Even dull calf and kid is used. 
Tan shades of calf and kid are 
being cut for some shoes for imme- 
diate delivery. But the larger devel- 
opment of the tan shades is ex- 
pected later in the fall run, when 
shoes are made for October and 
November. 

In lasts, there is quite a variety 
of shapes of toes and heights of 
heels. Short toe and high heel ef- 
fects are much wanted by the New 
York trade. Besides, there is the 
new development of low heel styles 
by makers of welts. Speaking of 
welts, one Lynn shop ran on welts 
only the last week in July, after 
running for years on McKays and 
welts. Orders booked by another 
firm, during the same week, all 
called for welts. 

Patterns show more new styles 
of the slender type, button fastened. 
There are more gore styles, ‘both 
the beaded gores, the gores being 
in the front of the shoe, and side 
gores. Some new anklette patterns 
are being tried. A few plain pumps 
are selling. The most interesting 
novelty is probably the novelty ox- 


fords, with lattice fronts. 
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BLACK SUEDE BRACKEN SUEDE 


To make a rich jet black suede Introduced by Hygrade and now 


is one of the most difficult tasks acclaimed throughout the trade 
in tanning. as the sensation for Fall shoes. 


HYGRADE announces with HYGRADE’S BRACKEN is 
pride the achieving of a jet a most luxurious, pure rich 


black suede which holds its brown shade. 
jetness under all conditions. We will be pleased to sleilt 
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Samuel Shapiro 
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TANNERY, PEABODY, MASS. 


BOSTON OFFICE 31 SOUTH ST. 
GEO. F. WELDON, MANAGER 
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More Activity Prevails in 
Brockton Shoe Factories 


BROCKTON—The men’s shoe 
manufacturing situation here and 
throughout the South Shore dis- 
trict is decidedly more encouraging 
than for many weeks. Many con- 
cerns have received more orders 
within the past few weeks; several 
firms are operating on much larger 
scales than heretofore and there is 
generally a very optimistic feeling 
that the trend is toward a busy 
period. 

Two of the largest firms in the 
district, the George E. Keith Com- 
pany, manufacturers of Walk-Over 
shoes, and the W. L. Douglas Shoe 
Co., are busier than for some 
time. Other concerns have taken a 
brace and are increasing their pro- 
duction to meet the demand for im- 
mediate delivery on orders. Indica- 
tions point to a greater production 
in factories for the immediate 
future. 


Mulvihill a Director 

Philip Mulvihill, who was re- 
cently made a director of the Rice 
& Hutchins Corporation, for years 
has been superintendent of the 
Rockland plant. The plant at Rock- 
land is now turning out its normal 
production of 2,000 pairs a day. 


Shoe Shipments 

During the week ending July 26, 
there were 9,357 cases of shoes 
shipped from Brockton. Compared 
with the same week a year ago, 
there was a gain. Total shipments 
for the year to date are 266,287 
cases, but this is not considered up 
to expectations. Manufacturers are 
confident that the last half of the 
year will swell the figures. 


Walk-Over Field Day 

The annual field day of the Walk- 
Over Club, which includes a mem- 
bership of employees of the Geo. E. 
Keith Company, was held July 26. 
Several thousand people attended 
and enjoyed an entertaining pro- 
gram. The club stages the event 
annually and it is regarded as one 
of the most important outdoor 
summer events here. 


In New Factory 

The Murphy, Osborne Shoe Co. 
of Rockland, Mass., which recently 
moved from Abington, is manufac- 
turing in its new home, formerly 
the Fred Thompson plant. The firm 
makes a good line of boys’ shoes. 





Good Orders Booked on 
Style and Orthopedic Shoes 

Among the _ exhibits which 
aroused the interest of shoe buyers 
at the Boston Style Show was the 
booth of Alden, Walker & Wilde, 
Inc., of East Weymouth, Mass. Two 
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lines for men were displayed to ex- 
cellent advantage— Torrey shoes 
featuring the high lights of style, 
and Matrix shoes exemplifying 
comfort and good looks. The Matrix 
shoe has distinct comfort features 
which aroused a great deal of in- 
terest. The orders which were 
booked lead the makers of those 
shoes to have a very encouraging 
outlook for fall and winter busi- 
ness. 





Good Buying at Sales in 
Most Boston Shoe Stores 


BOSTON—Clearance sales are 
still going on in almost all of the 
shoe stores here. Some concerns 
held off until the last week in July 
before opening their price-reduc- 
tion events, but they are now going 
on and in most cases will extend 
into mid-August. 

There have been no violent price 
slashing policies followed by any of 
the stores, and there is generally a 
satisfactory feeling concerning the 
response that has characterized the 
buying. Merchants are taking ad- 
vantage of the psychological frame 
of mind of the people who are look- 
ing for low-priced merchandise, by 
placing odds and ends and slow- 
movers on sale. 

The vogue for black materials 
has not been curbed. Patent is still 


in great demand, particularly in 
the medium-priced and low-priced 
stores. White stockings and other 
light shades are being worn with 
black footwear. All-white patterns 
in kid are popular, mostly in strap 
effects. 

The men’s trade continues along 
the same channels. Light tan 
shades are selling better than 
black materials in oxford patterns. 


Walsh’s Semi-Annual Sale 

William J. Walsh, proprietor of 
the Walsh’s Arch Preserver Shoe 
Shop, 236 Boylston street, has 
been conducting his semi-annual 
mark-down sale during the past 
two weeks. A neat advance notice 
was issued to patrons announcing 
the event. 





White Shoe Season on a 
High Plane in Atlanta 


ATLANTA—In spite of a long 
siege of hot weather, sales continue 
to be fairly brisk with the Atlanta 
retail shoe merchants, while travel- 
ing salesmen covering the south- 
eastern district state business also 
is running on a fairly satisfactory 
basis for the smaller town mer- 
chants as well. The volume of pres- 
ent business appears to be some- 
what better than during the first 
three weeks of July last year. 

The primary demand of recent 
weeks has been for whites and 
practically all of the larger mer- 
chants report the white business 
the best it has been in the past 
three or four years. 


The Wholesale Trade 


Jobbers in Atlanta, Nashville, 
Knoxville, Birmingham, New Or- 


leans and other larger wholesale 
centers of the Southeast report a 
fair volume of business in fall 
goods, and quite a good business in 
orders for immediate delivery. Still, 
there is considerable room for im- 
provement in the jobbing trade, 
and August is expected to exper- 
ience a considerable increase over 
July volume. 


Merry-Go-Round in Chil- 
dren’s Store 
The All-America Shoe Store, 63 
Whitehall street, Atlanta, one of 
the Rice & Hutchins stores, includ- 
ing principally the Educator line of 
juvenile shoes, has installed a 


merry-go-round for children. It has 
proven an effective method of get- 
ting the children and parents into 
the store. 
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What Dr. Darling Shoes Will 
Do for You 


Suppose you buy a run of sizes and widths on 
just one style, namely the Black Kid, Dr. 
Darling Arch Support Oxford, as illustrated. 
Size it up from our stock every week or two. 
Sell the shoes at a fair margin. At the end of 
the year your profits will surprise you as they 


Style B-604—Price .... .....s2....$425 have quite a few merchants who now reorder 
Black glazed kid. 12/8 Cuban heel. Rubber 

top lift. Perforated tip. Perforated lace stay. regularly. 

&-Iron edge: arch supporting counters. Steel 

spring arch supporting shank. Willard last. 


A d f fort. AA, 4%-9; A, 4-9; . s 
B, Lb r G80 Dae, 88. *; Write for complete Catalog of Dr. Darling In- 


Style B-606—Price Glued Kia ~S Stock footwear. Style with Comfort. 


SHERWOOD SHOE CO. : Rochester, N. Y. 


ORIGINATORS OF QUALITY McKA YS 
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YOU WILL PROFIT | “% y i 
By celling Cinderella Suede Sticks 0 cr HP xX 
which are made in over fifty shades, . 























ground of solid colors. They will 


thoroughly clean and recolor nappy 
leathers. This package is easy to ee) ) (( 
use with its suede brush and handy buffer. —= -- 


Wire Suede Brush and Felt Buffer can be bought 
If you “looked in” at the 


separately for only $2.00 per dozen. | 6 ‘Essex” during Boston Show 
Week for a man, you probably 


YOU WILL WANT found him there. What a crowd 


Cinderella White Kid Cleaner, the fastest moving hie ta cee, wae i the 


high quality package on the market. Makes friends ping there! “So 

and keeps them too, because hotel is the ‘Resear , sae = 
it thoroughly cleans and re- have thought,” — and that’s 
glazes yellow and worn white right. Everything is first class. 
kid foo Rates lower. 


Why not use these Cinderella : The Essex Hotel Co. 
GOOD WILL BUILDERS to J.J.McCarthy, Pres. T.A.MecCarthy, Treas. 
increase your customers’ sat- 
isfaction? 

Produced by 


EVERETT & BARRON CO. 
Providence, R. I. 


Makers of highest quality 
footwear finishes 
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A policy of the firm in its mail 
advertising is to direct all letters 
to the children themselves, which it 
has been found accomplishes better 
results than addressing the letters 
to the parent. 


Wins Back Customers 

Pollock & Berg, a well known 
shoe and clothing store in Atlanta, 
recently employed an unusual and 
effective method of winning back 
the trade of customers who had al- 
lowed their charge accounts to be- 
come inactive, and remain so for 
several months. A letter was pre- 
pared, written in pen and ink, with 


a black border around the edge of 
it, looking exactly like a mourning 
letter that one uses when there has 
been a death in the family. The 
envelope in which the letter was 
sent also carried a black border. 
The letter called attention to the 
fact that the customer allowed his 
account virtually to die, and earnest- 
ly solicited his account again. The 
copy was then made into an engrav- 
ing, and several hundred of the let- 
ters were printed. Each was filled 
in with pen and ink to match, ad- 
dressed personally to the customer, 
so it was impossible to tell that it 
was not a personally written letter. 





Shoe Store’s Expansion 
Due to Quality Policy 


ROCHESTER — Several chain 
shoe stores opened here during the 
past few months and with the 
opening of each store local shoe 
merchants have wondered about 
the effect of the new competition, 
especially as the chain organiza- 
tions are featuring low-priced mer- 
chandise. 

A leading shoe merchant, located 
near one of the newer chain shoe 
stores, was discussing the effect of 
this competition with the Recorder 
representative and stated that in his 
opinion chain store competition was 
not the serious problem that most 
merchants thought it to be. Accord- 
ing to this merchant, when the new 
store opened he was afraid of the 
new competition and wondered how 
to meet it. At first he felt that cut- 
ting prices and lowering of grades 
might enable him to meet the new 
competition and maintain his 
volume. 

Instead of following this plan, 
however, the merchant decided that 
selling quality footwear and giving 
quality service would enable him to 
meet the new competition better 
than by lowering the quality of his 
merchandise. According to this 
merchant, the results obtained fully 


justify this move and instead of los- 
ing business he has been able to 
increase his business and his vol- 
ume is greater for the first seven 
months of 1924 than it was for the 
same period last year. 

The salesmen of this store are 
making special efforts to fit every 
customer properly and the sales- 
men are instructed to make adjust- 
ments cheerfully and willingly, and 
this policy is building business for 
this store in spite of all competi- 
tion. 


Guinivan Is Manager 

Frank A. Guinivan, well-known 
shoeman, who has recently been as- 
sociated with E. P. Reed & Co., has 
been selected by the B. Forman 
Company as manager of its shoe 
department which will be opened 
about September 1. Mr. Guinivan 
will be assisted by Weiland S. 
Jones, who has recently been asso- 
ciated with C. E. Shields of Shields 
Boot Shop. 

Both Mr. Guinivan and Mr. Jones 
have had considerable experience in 
the merchandising of high grade 
women’s shoes and plan a shoe de- 
partment, featuring high grade 
merchandise. 





Good Season on Buckles 
in Most Baltimore Stores 


BALTIMORE—July sales are 
now occupying attention here. Fair 
weather resulted in increased sales 
in the retail shoe business here, the 


past holiday business being stimu- 
lated for the most part by general 
clearance sales now being held in 
nearly every shoe store. White 
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shoes are still in the lead, all-white 
models being entirely in favor. 


Big Run on Buckles 
Patent leather shoes are second 
in popularity. Opera pumps are 
very good today, especially with the 
better shops. Buckles are much in 
demand, in fact one of Baltimore’s 
largest and finest shops reports 
that buckles have sold better this 
season than they have for the past 
four years. A wide range in prices 
of buckles prevails. They can be 
purchased in several shops any- 

where from $1.00 to $65.00. 


Medium Priced Shoes 

The shoe departments of Cahn’s 
Quality Shop at Baltimore and Lib- 
erty streets and 116 E. Baltimore 
street, are being managed by James 
F. Lanahan for Robert Berberick’s 
Sons of Washington, D. C. Prices 
at these stores range from $6.00 to 
$10.00. 


Straps and Oxfords 

The Clement & Ball Manufactur- 
ing Co. is occupying a new site at 
330 N. Front street and has in- 
creased its floor space from 12,000 
square feet to 25,000 square feet. 

Fall orders now being received, 
and are coming in greater numbers 
than last year. Among the styles 
ordered are one, two, and three 
strap pumps, as well as oxfords, All 
shoes with this house are showing 
a conservative trend. Black suede 
and satin are good, with patent 
predominating in fall orders. 
Pumps are being made up with 13/8 
and 14/8 Spanish and Cuban heels. 
Oxfords with the Cuban heels are 
most popular in the 10/8, 13/8 and 
14/8 heel. 


Elinoff’s Stock Ideas 


J. A. Elinoff, secretary of the 
local shoe merchants’ association, 
and joint proprietor with Milton 
Gardner of the Elgar Shoe Shop, 
101 West Lexington street, states 
that it is the policy of his store to 
clean the shelves of old stock once 
a month. Excess stock is disposed 
of by sending it to a shoe depart- 
ment in a ladies’ ready-to-wear 
shop, owned by the Elgar Shoe Co. 
The latter shop sells for the most 
part, fancy shoes. Mr. Elinoff re- 
ports business is good. 


Business Is Good 
Frank Zimmerman, proprietor 
of the shoe store at Park ave- 
nue and Sartatoga street, opened 
the store about a year ago, 
id 
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Lynchburg 


LYNCHBURG—The __ continu- 
ance of warm weather in this sec- 
tion has been a great stimulus to 
the white trade in retail shoe 
stores. White kid is the most popu- 
lar material. Colleges have con- 


cluded their programs until fall, 
which means many retail shoe Stock Dept. 5 


stores lose out temporarily. i 
Lynchburg women are continu- Is At Your Service 


ing to wear white and other light | THE STETSON SHOE CO. (Inc.) 
“Ask the Man Who Wears Them” colored stockings with black pa- South Weymouth, Mass. 
tent leathers. 

Black patent leathers and black 
satins are meeting with a strong 
demand. 


Men Prefer Wide Toes 

For the men, merchants report 
broad-toed shoes in blucher effects 
remain popular, especially with 
the younger men and those in col- 
lege. These shoes are in light tan 
and are supposed to carry out the 
scheme of the college trouser with 
its wide legs. The whole combina- 
tion gives a swagger effect that is 
much liked by Lynchburg youth. 















































Factory Output Slackens HENRY LILLY Co. 
A slight slackening in output 88-90 Reade St. New York 


among local shoe factories is seen AUCTION TRADE SALES 
and several have declared holidays of 


of a week or more. SHOES AND RUBBERS 


Every Wednesday and Friday 

















Bell Store’s New Home 
The Bell Shoe Store is staging PULLMAN TRAVELING SU 


a huge removal sale preparatory better” than ever In Cantity and fit 
to entering its new store nearer .OMMerr “Pudiman 
the main business section of the MOLAZED Kt yD $18.00 
city. sche. Bisham arme 
The new store will be one of M. GUSTIN CO, 
the largest in the state, according wisn 
to Manager W. H. Cofield and will 
be complete in every detail. 
Shelves, counters, show cases, all 
in modern design, will be features 
in the new store. A special jobbing 
department will be installed for 
locally made shoes. 


With Norfolk Company 
NETTLETON H. D. White and W. T. Miller, ce 
Shees of Worth | 22! crown in the retail shoe field 9% : 
A. E. NETTLETON CO. et Sainent of Aaed & : WHERE TO BUY 


| Syracuse, N.Y., U.S. A. Brownley, Inc., a department 
MENS FINE SHOES EXCLUSIVELY shore. 





























HOWARD & FOSTER CO. Syracuse MANHATTAN F = You oor co. 


' ’ SYRACUSE—Retail shoe mer- ializin 
Men’s and Women’s Welts chants have their eyes turned to the “KOM-FUT™ AR = | SUPPORTS 
Address all Genseentactions to the fall in the hope of business im- Shoe Sess re Supplies of of ouny Gupesigtion 
MASS provement. The winter, spring and We carry « fall line liacor 
enoc : * summer seasons have not been the Stgpese ie 
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FASHION FOOTWEAR 
Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn s pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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Colcerd & Walker, Inc. 
. TURN FOOTWEAR 


For Women 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
ALL THE TIME 
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for Shoe Merchants 



























best experienced in years. Many 
stores here have been conducting 
sales but these have not increased 
business to the extent which had 
been hoped. The sale of whites has 
not been big, due to the long cool 
spring. Colors are selling slowly. 
Preference is largely in whites and 
patent leathers. Suedes are in little 
demand. 





Sport Oxfords 


The Poehlman Co. is featuring 
white and two-tone sport oxfords 
for men. 

The Park-Brannock Co. is featur- 
ing a general line of whites and 
patents for women. Other stores ad- 
vertising are cutting prices in order 
to move summer stock. 





Fairbairn with Hunter’s 


Thomas H. Fairbairn, for nine 
years with Hunter’s, has been ap- 
pointed manager of the shoe de- 
partment at Bedell’s. He has been 
succeeded at Hunter’s by J. H. Ros- 
enblatt of Hartford, Conn. 





Miller Joins Besse-Sprague 
Roy Miller, formerly of A. B. 
MacCormack’s, is now head of the 
Besse-Sprague shoe department, 
succeeding Newton D. Mann. 





Factories Dull 


Shoe faciories here are operating 
on a smali scale. Nettleton’s, the 
largest in the city, manages to keep 
operations up to capacity, but other 
places have either cleaned up on all 
work and awaiting new orders, or 
are temporarily suspended. 





Annual Outing 

Shoemen are very interested in 
the annual outing to be held this 
summer, probably at Oneida Lake. 
Thomas A. Fairbairn was appointed 
chairman by Ernest N. Park, presi- 
dent of the local club. The date for 
the outing has not been fixed. 


A. F. MeGovern to Be 
Married 


Cincinnati—Arthur F. McGovern 
of the McGovern Shoe Co., Logan, 
Ohio, will join the ranks of bene- 
dicts on August 7. The bride to be, 
Miss Philomena Ambrose, of Lo- 
gan, Ohio, is a graduate of Trinity 
College, Washington, D. C., and for 
the last year has been with the 
National Scout Headquarters of 
New York, N. Y. The wedding will 
be held at St. John’s church, Logan, 
Ohio. 
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SEND FOR CATALOG 
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greeters 


FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A-POSNER SHOES, 


L420 Ww. BROAOWRY 


Soft Seles and Moccasins 


Ask r Jobber for our 
We DO NOT sell 
the retail trade. 


Newceomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 


“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 





























AShoe for Boys 
That Wears 























In Stock—Soft Soles 


\lso new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 

“Nu” Baby Shoe Co. - - East Lynn, Mass. 








Where to Buy 
Wanted Styles 


““Recorder”’ free for the 
asking. Write and tell us what 
you would to e 
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F. E. JONES co. 
FANCY COLORS 


MAT KID 


95 SOUTH STREET BOSTON, MASS. 
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CREBSE & COOK CO. 
Tanneries at Danverspert 95 Seuth St., Boston, Maas. 
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Sides 


Beggs & Cobb, Inc., Boston, Mass. 
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PAIR IN A 
DISPLAY BOX 
Robert E. Mille: 
INC, 
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New Steigerwalt Store 


Another boot shop of rare dis- 
tinction was added to Philadelphia’s 
growing list in mid-July when the 
Steigerwalt people opened their 
new store at 1528 Chestnut street. 
The new shop is but one block west 
of the premises just vacated, which 
had been occupied for 10 years, and 
just slightly more than five blocks 
west of the spot where the busi- 
ness was founded by W. H. Stei- 
gerwalt almost half a century ago. 
The new quarters of this store 
are well located, beautiful in ap- 
pointment, and sufficiently large to 
take care of a growing business. 
The westward movement of this 
store is in keeping with the shift- 
ing center of the city’s fashionable 
shopping section. 

The building which houses the 
new store and is owned by its pro- 
prietors makes a very striking ap- 
pearance. Of white stone, marble, 
and brass, the store-front forms a 
striking contrast with the more 
dingy walls adjoining. 

The entrance to the store is 
through a spacious arcade flanked 
on either side by large brass show 
windows, divided by small parti- 
tions about a foot high into three 
sections each. 

Once inside the store the visitor 
finds a pleasing combination of 
walnut finish and blue and tan 
rugs. Immediately on the right are 
several show cases while opposite 
them on the left is a deep recess 
occupied by the hosiery and orna- 
ment counter and by the hosiery 
stock room behind. At the far end 
of the lobby formed by the show- 
cases on the right and the hosiery 
department on the left is another 
showcase containing men’s golf 
hose. Beyond this lies the main 
part of the store. 





A Bell Store Model 


Lynchburg, Va.—The Bell Shoe 
Store of 1109 Main street is build- 
ing a new “home.” It is the inten- 
tion of this concern to make this 
new store a model for a chain sell- 
ing shoes at $7.00 and under. The 
height of the new model store will 
be 14% feet; the length—front to 
partition, 80 feet; the shelving— 
single, height, 7 feet, 4 inches. The 
walls will be painted in a bluish 
green effect, with border of darker 
shade; the ceiling will be white; 
the floor of maple, natural finish; 
the runners and rugs are in taupe 
shade with black figures; mahogany 
fixtures. 
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OR SuPPERS Ae 


dll syler made of Dometic and 
Imported Satin Brocadevand Metal Cloth. 


$2.20 per pairandup 
ra M GUSTIN Co 





NEW YORK 








Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
Seft-Sole SLIPPERS 
fer the Entire Family 

No, 7300 Satin in these 

Ecc Bice Gud hae 

ose, 

Lavender, B. Blue, 

ee and Pink. 





FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
ROMEOS, EVERETS and OPERAS 


Sold enly in case lots 
NORTHEASTERN SHOE CO.., Inc. 
S4 Auburn St., 


Boston Office, 139 Lincoln Street. Room 212 








2121 Wash. 
St., Boston, 


Ss 
Retailing $3.00 te $7.00 








PPERS for M WOMEN 
Serre CHILDREN 
Bedreem and heuse 
SLIPPERS in a wide 
variety of styles and 
prices. 
SATIN SLIPPERS 
noted fer quality 
H. PFEIFFER CO., Inc. 
Worcester, 











Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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IUK HOSIERY M! 


Erie Ave. & Amber St., Philadelphia * 
anufacturers o 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR” 
New York Office, 358 Fifth Ave. 





Open Harrisburg Office 

Harrisburg, Penn., July 30— 
Owing to an increased demand for 
the “Star Brand” and Poll-Parrot 
lines here, Roberts, Johnson & 
Rand announce the opening of their 
sales office in rooms 16 and 17 of 
the Masonic Building at Third and 
State streets. 

Clarence N. Cahill, who joined 
the “Star Brand” organization 
early this year, will have charge of 
the office as well as surrounding 
territory. 
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J. RK. BEATON COMPANY, Inc. 


33! FOURTH AVE., NEW YORK 
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Specialists in Embroidered Trimmings 
for Felt Slippers, Booties and Moccasins 


New, novel, low-priced copyrighted, de- 
signs and patented process. Also Satin 
Quilting im fancy styles and designs. 


Swiss-American Embroidery Works 
241 Bergenline Ave., W. Hoboken, N. J. 














ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 
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Good Sales on the Deat- 
ville Sandal 


New York, July 30—Has 
the Deauville or  braided- 
leather sandal come to stay as 
a summer proposition? This 
is a question that is being 
asked in shoe circles here at 
present. There is some evi- 
dence to indicate that this 
type of shoe is becoming in- 
creasingly popular. 

Good sales on this particu- 
lar style have been reported 
by several of the more exclu- 
sive merchants. It sold well in 
white and bright colors such 
as blue, green and red. In 
some cases two colors have 
been combined. One enterpris- 
ing Fifth avenue shop has 
now introduced this sandal in 
men’s footwear. The sandal 
for men was made of light tan 
leather; was cut fairly high 
and fastened with a small 
buckle. 














Looking Ahead 


Shoemen, discussing. the outlook 
for late summer and fall business, 
are very optimistic almost without 
exception. Most of the principal 
southern crops this year have a 
larger acreage than last season, 
with the cotton acreage from six to 
seven per cent greater, and cotton 
prices, as well as other agricultural 
prices, holding up to a high level. 





Comparative Sales 


The gross volume of business 
during May and June, shows up 
much better compared with last 
year’s volume than does May alone, 
for though the retail merchants are 
buying in less quantities and more 
often than usual, the gross sales 
are not so much less than they were 
last year as the above figures would 
indicate. 





BALLET SLIPPERS IN STOCKB*. aM chia’ 


Bik. yut. Hard 
toe, 8-8, $2.85 
FERGUSON BROS. CO. 





2121 Washington St., Boston, Mass. 








[BALLET SLIPPERS 
(Made by Ballet Specialists) 
Style Bi0! Bik. Glazed 
Kid, Soft Toe 
6-11 11%-2 2%-8 
1.30 1.35 1.45 
Schwartz & Herder, Inc. 
Mfrs. of High Grade 
Athletic Shoes 


241 No. llth Street Philadelphia, Pa. 








BALLET SLIPPERS in Stock 


Black and Pink Satin, Black Kid officially adopted 
as the best made professional toe and ballet slipper 
in America by International a ane < of 

cing. res 


froin 6 small to 
ane in all 
PANE W'S *: aoe. sEight 4 ~~ 








aun one exclusive agency in a ‘Ges 





Fred Craig Buys Store 


Sioux Falls, S. D., July 30—Fred 
Craig recently purchased from the 
Neiderhiser-Earl Co. their shoe de- 
partment located at the Hagen & 
Gill store. Mr. Craig will conduct 
the department under the style of 
The Bootery. He will carry high 
grade lines of women’s shoes. 





The Neighborhood Shoe 
Store 


Cleveland, O., Aug. 1—Joe Op- 
penheimer, well-known shoe mer- 
chant, is of the opinion that the 
neighborhood retail shoe store is 
going to grow in favor here as the 
city increases in population. The 
down-town district always will have 
a great percentage of trade. Thou- 
sands of pedestrians always have 
occasion to be in the down-town 
district, but as the residential dis- 
tricts become a greater distance 
from the down-town sections, it 


. will be increasingly harder to make 


the long trip. Then the neighbor- 
hood store grows in favor. 
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In all walks of life, experience teaches 
‘‘Nothing takes the place of Leather”’ 


N the entire range of footwear, from the heavy work 
shoe to the dainty slipper, there has never been any- 
thing to take the place of sole leather. 


This fact is being shown to millions of people throughout 
this country, through newspaper advertisements, moving 
pictures and printed matter, which will create a demand 
for shoes with superior leather soles and heels. 


We are the world’s largest tanner of sole leather, and able 
to meet all demands of the trade. 


The United States Leather Company 


New York Chicago Cincinnati. St. Louis Richmond 


The United States Leather Co. of Mass. 


Boston 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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How to Sell More Pairs 
Shoe People Should Set a Good Example. E. A. Terhune Has Made 48 


the first installment of a serial 

article by Frank J. Weber, an 
honorary president of the N. S. 
T. A. It is being continued in the 
following paragraphs: 

“We could counteract this evil 
by all hands—retail shoe merchant, 
retail shoe salesmen, shoe manu- 
facturer, shoe wholesaler, and shoe 
traveler, all working together, with 
every one of us making it a point 
to wear light weight shoes in sum- 
mer, heavier ones in the fali—still 
heavier ones in the winter—and 
moreover shoes that befit the occa- 
sion. Let us make it a practice to 
walk as much as possible. And let 
us all talk and call attention to the 
fact that we are wearing the right 
shoe for the right occasion and sea- 
son, and that we believe walking 
is conducive to health. 

“Let the retail shoe women set a 
good example for women customers 
in. the above direction, by demon- 
strating that they believe in the slo- 
gans—‘The Right Shoe for the Oc- 
casion’ and ‘Walk and Be Healthy.’ 
The average woman’s shoe ward- 
robe has more shoes than that of 
men, but women might be educated 
as to the inconsistency of wearing 
satin slippers for business, when a 
leather oxford would be more ap- 
propriate. 


Start Fall Season October 1 


“We shoemen can, by concerted 
movement, make the man who in- 
sists on wearing a pair of heavy 
weight shoes in the summer just as 
ridiculous as if he wore a felt hat 
or a fur cap in the warm weather, 
and vice versa. For surely, it is bad 


I N the issue of July 12 appeared 


Semi-Annual Trips 


taste to wear a light weight sum- 
mer oxford, with a heavy overcoat 
and felt hat in the winter. If a man 
insists on wearing oxfords in the 
winter, they should be of heavy 
weight. In summer, light weight 
oxfords and not high shoes, should 
be worn. If we can sell a big per- 
centage of men’s high shoes, start- 
ing October 1, will increase the 
number of pairs sold, for oxfords 
taken off in the fall will not appeal 
to a man in the spring, nor will 
high shoes taken off in the spring 
look well in the fall. 





E. A. TERHUNE 


Who travels in Pennsylvania, 
West Virginia, Virginia, North 
Carolina .and .Kentucky .for 
Reynolds, Drake & Gabell Co. 
“Ed” has made 48 semi-annual 
trips to the Southland. 


“Reflect for a moment on how 
you feel when discarding a straw 
hat for a felt hat, or a felt for the 
straw. It’s dollars to doughnuts 
that the reader of this article does 
not use either again for good wear 
—you follow the custom of every- 
one else and purchase a new straw, 
or felt, as the case may be. 


Shoemen Should Lead the Way 


“Every man in the shoe business 
should commence wearing a pair of 
high shoes about October 1 to 15; 
talk high shoes for fall wear; trim 
his windows with high shoes so that 
high shoes are featured; put pla- 
cards in the window, announcing 
that the high shoe season is at hand 
—I believe then that men outside 
of the profession will fall in line. 
But if 90% of the men and women 
connected with the business wear 
shoes contrary to the seasons, shoes 
that do not suit the occasion, and 
if they do not walk as much as pos- 
sible “for their health,” and adver- 
tise that they do so, we cannot get 
very far in our education of the 
public” 


- EK. A. Terhune Home 


E. A. Terhune, who covers the 
South for Reynolds, Drake & Ga- 
bell Co. has returned to Boston 
from a nine weeks’ trip through 
Pennsylvania, West Virginia, Vir- 
ginia, North Carolina and Ken- 
tucky. “Ed” has a forty years’ 
acquaintance with the shoe trade 
and knows practically everybody 
in shoedom. He has been cover- 
ing the South for twenty-four 
years and his last trip makes his 
forty-eighth. He is a big favorite 
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Aztec Calf 


A Gallun Quality Leather 


























ANNOUNCING — 


Zwo Timely (Colors 
Bonnie Brown CNo. 8) 


A new shade successfully developed 
to meet the insistent call for a 
brown color that would satisfy and 
sell. 


Coppertan CNo. 23) 


is a subdued orange shade with just 
enough red influence to give the 
lively effect that is always desirable 
in shoe leather. 


THESE TWO COLORS WILL BE TOP-NOTCH SELLERS 


is a vegetable tanned, smooth finish leather— 


comparatively free from ribs and veins. Shoes 
Aztec Calf made from this leather can be finished with 


either high or medium lustre as may be desired. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F. GALLUN & SONS, INC. H. A. ELY, MGR. 11 EAST STREET, BOSTON 





























Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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with his customers, as they have 
long recognized “Ed’s dependabil- 
ity and get good results from his 
advice merchandising-wise. His 
visits to his trade are looked for- 
ward to by the merchant with 
much pleasure as “Ed” can al- 
ways be depended upon to tell a 
good story and appreciates a joke. 

He believes in unusual selling 
stunts. One which he “pulled off” 
on his last trip was to prepare 
a big sign 22 x 8 inches, read- 
ing—“Say It with Orders.” This 
he carried around with him and 
when this sign was not traveling, 
it was tacked up on the front door 
of the hotel where the Reynolds, 
Drake & Gabell Co.’s line was on 
display. 


New York Boys’ Outing 


The committee that had charge 
of the New York Boot and Shoe 
Travelers’ “outing” this season 
showed that they knew how to give 
their guests the best of everything 
that goes with one of their “old 
time affairs” for which they are 
“noted.” 

Sports, baseball, buyers’ race, 
and the “fat-man’s” race, followed 
by expert pitching of quoits, and a 
tip to the world. Some golf players 
—the shoemen. 

Buyers from all parts of the 
country were among the Travelers’ 
guests, and many of the “old 
timers” among the shoemen were 
present. 





“ED” DESCHAMPS 
In charge of the sample room 
of the Thomson-Crooker Shoe 
Co. at 222 Essex street, Boston. 
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The Cahill Shoe Co. salesmen grouped before plant in Cincinnati. Snapped 
during recent convention. Reading left to right, lower row: George 
Gregory, R. J. Patrick, J. G. Coleman, V. C. Olsen, Harry Cahill, C. A. 
Magnuson, F. L. Walters. Middle row: Chas. G. Puchta, W. L. Cahill, Uric 
Randolph, T. D. Cahill, John A. Hach, L. B. Cahill, Jr. Upper row: George 
Schuette, H. F. Stevenson, Chas. S. Faxon, B. W. McKeown. 





“Ed” Deschamps in Charge 

“Ed” Deschamps, veteran shoe 
man in service, though not in years 
—and certainly not in looks—is in 
charge of the Thomson-Crooker 
Shoe Co.’s salesroom, opened within 
the last few months at 222 Essex 
street, as an added service to buy- 
ers visiting the Hub. 

And “Ed” has many callers—for 
he has a wide acquaintance with 
shoe people, as well as with shoes, 
themselves. He has been with the 
house of Thomson-Crooker for a 
great many years, starting in at 
the shoe game when a mere boy. 

It has been said of “Ed” that he 
knows every cobblestone, large and 
small, throughout old New Eng- 
land, and this is undoubtedly true, 
for he has traveled this territory 
for the past twenty-one years. 

“Ed” is regarded as a good style 
picker. When asked his opinion as 
to what would be the best bets for 
fall, he said—patent leather, then 
black suede, with a good sprinkling 
of tan Russias. He is now booking 
many orders on a new pattern in a 
black suede gore, with a center 
beaded strap, 12/8 heel. 


J. T. Mitchell Is Dead 

J. T. Mitcheli, Indiana salesman 
for Stern Auer Co., for more than 
25 years, died on July 20 while 
visiting his son at Menominee, 
Mich. He was buried at Charleston, 
Ill., his birthplace. Mr. Mitchell was 
68 years of age. 


JOE KALISKY 


Kalisky a Fisherman 


Joe Kalisky, past president of the 
Chicago Shoe Travelers’ Association 
and mid-Western representative of 
Thompson Bros. & Co., recently 
went “a-fishing.” Joe usually fishes 
for shoe orders, but this time, on 
the theory that “All work and no 
play makes Jack, or Joe, a dull 
boy.” he took his annual two weeks’ 
vacation. “Joe” is as expert at the 
rod and line as he is at footwear 
selling. The picture herewith shows 
his catch of July 5—twenty bass 
and one pike. The pike weighed 54% 
pounds—the bass ranged from 1%4 
to 23%4 pounds. “Joe” writes from 
Chetak, Wis., in the “Big Woods” 
district, “Here on my vacation— 
and catching fish galore.” 
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“Revised ‘Prices 


New Keds prices were announced on August first. 


Our broadside, displaying the complete line of 
Keds, has been mailed to every shoe dealer in 
the country. If you have not received your copy, 
write to the branch or wholesale distributor from 
which you order your Keds. 


A Keds salesman is on his way to you with 
samples. He will show you the new styles, and 


the latest developments in the established favor- 


ites. This new Keds line is the greatest achieve- 
ment in canvas rubber-soled footwear. 


United States Rubber Company 


Keds 


REG.U, S. PAT. OFF. 


August 2, 1924 
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Sone were reaver 
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Drop in Price of Canvas Rubber-Soled 
Footwear for 1924-1925 


HE Keds price list for 1924- 

1925, issued by the United 

States Rubber Company, and 
regarded throughout the shoe and 
rubber industry as a measuring 
stick, has been issued and became 
effective August 1. The new list 
shows an appreciable decrease in 
the entire Keds line, averaging 
about 16 per cent. For instance, the 
“Comet,” a man’s basketball shoe, 
a year ago was quoted at $3.00 
and the new price list places it at 
$2.60. About the same proportion- 
ate reduction follows all through 
the line. 

Of particular interest 
addition of seven new crepe 
rubber-soled Keds patterns. The 
new models include: “Crepe Sole 
Comet,” a basketball shoe with 
vulcanized crepe sole, lace-to-toe, 
one-half inch crepe sole, uwun- 
bleached white duck upper with 
loose lining; “Blazer,” a vulcanized 
crepe sole lace-to-toe shoe; “Spar- 
tan,” vulcanized crepe sole shoe, 
lacing to the toe. 

“COMET”—A basketball shoe, 
upper of unbleached white duck. 


with strong duck. Laminated sole 
from toe to heel. Extra, black 


shank on the inside of the foot. Brown athletic 
trimming with ankle patch, double foxing. 
Nickel eyelets. Backstay. Brown toe cap. 
Stronaty a Peltex™ insole. Men's, 
$2.60; Boys’, $2. 


MaTEOn’—-A | lower. -priced basketball shoe. 
Unbleached white duek, black athletic trim- 
ming. Extra, b ebo 


is the 


non-slip sole, 
loose lined 
-inch thick 


"8, $2.25; Boys’, 
» $1.90; Women’s, ong 
“FIELDAY”—A lace-to- shoe. Smooth, 
gray suction sole. Extra denible strong duck 
and black athletic trimming, toe cap, 
~~ ot ankle pa’ 


Youths’, $1.55; Little ‘Gente #1. 45. 
“MERIT’—Sturdy brown athletic trimming, 
ankle patch, double foxing, brown rubber toe 
cap, tough, resilient red suction sole with a | 
li lining. “Feltex” insole. Men’s, 
$1.45; Youths’, $1.85; Little 


“STRIDE” —Lace-to-toe Black 
athletic trimming. a a — and toe 
cap. White or brown d a. Dee pe — fe 
gum and frictioned — i ex- 
tends to an, Ss 7 ——_ i — R 
suction soles. eyelets. lin 
“Feltex” insole. Men's, ed bor. $1.85 ; 
Youths’, $1.40; Little Gents’ 25. 

“SPURT”’—Lace-to-toe ky Heavy = 
or brown duck. Black athletic trimming, ankle 
patch and toe eet Double a, Thick 





athletic trimming and ankle 
rugated soles. “Flyer” is 
tion holes unless 


rubber toe cap. Double foxing. Nickel eyelets. 
“Feltex”’ insole. gp 3 $1, 15; Bove, Fi. 05 ; 


to-toe, 
carries a crepe sole -inch thick protecting 
the bottom of the foot and giving added 
springiness and extraordinary floor grip. The 
upper is made of heavy unbleached white - omy 
with loose lining, brown athletic trimmi: 
double foxing, large double toe cap, ankle 
patch, back stay and extra, black ebony toe 
strip extending around toe and reaching 
to the shank on the inside of the foot. Made 
with ventilating eyelets when so ordered. 
“Feltex” insole. Men’s, a ay Boys’, $2.75. 
“EUREKA”—A Ilace-to- crepe sole shoe 
for outdoor sports, with upper of heavy un- 
bleached white duck, loose lining, black leather 
eyelet stay, back stay, and ankle a. Black 
double foxing, nickel in- 
sole. Men’s, $2.60; Boys’, $2.35; Youn $2.15. 
“BLAZER”’—A new ‘vulcanized crepe sole 
lace-to-toe shoe made with upper of unbleached 
white duck or brown duck. lining of 
pliable duck. Black athleite trimming, 
back stay, black double foxing 
of vulcanized crepe. 
“Feltex” insole. Men’s, $2.00; Boys’, $1.85; 
Youths’, $1.70. 
“TRIUMPH”—A crepe sole style. The up 
is made from heavy bleached white duck. 
The outsole is vulcanized crepe 
Lickness. 
Boys’ s 
.  “Feltex” $2.15, 
ewe og © Boys’, bal $1.95, “oxford $1.80 ; 
"bal oxford $1.7 


Wome: $1.90, 

“SERVICE ACE"—An oxford  iesigned par- 
ticular sole has ex- 
treme m grip on any 


-  eeteex™ nes Man’ 8, $2.15. 
= —s shoe for women. 


The wu is made 
2 lined, black 
leather trimming, black "double foxing, and 
toe cap. Durable vulcanized crepe sole. “Fel- 
tex” insole. Women’s, $1.85. 

“SPARTAN”—Lace-to-toe shoe with vul- 
canized ¢ Unbleached white duck 
upper or duck upper with brown 

athletic trimming and & J a. ~’ brown 
double foxing and gum toe “Feltex” in- 
sole. Men’s, $1.45; Boys’, $1.35;  Fouths’, $1.25. 

“RAMPART’—An untrimmed sole 
shoe, with upper of bleached white due duck and 
white foxing. Made =. bal ood oxford. “Fel- 
tex” s-s Men’s, bal $1.30, oxford $1.15; 
Boys’, bal $1.15, oxford $1.00; Youths’, bal 
$1.05, oxford 90¢. ; Women’s, bal $1.15; ox- 
ford $1.00. 

“MINERVA”—Lace-to-toe shoe for women. 
Made of heavy, bleached white duck “with pearl 
gray heen loose lining. Gray suction sole, 
gray double foxing and gray rubber cap. 
“Feltex” insole. Women’s, $1.60. 

“PASTIME OXFORDS”—For women’s 
athletics. Made of high qu uality special mer- 
cerized white flexible fabric. Gray double —_ 
ing, loose lining, 
trim, well-fitting P ate 
only. “Peltex” insole. Womens ‘8, 


1,45. 
“CHAMPION BAL”—A low-priced Keds. 
bo black or brown duck. White and brown 
with white corrugated sole. Black made 
—~ black sole. “Feltex” insole. Men’ s,. $1. a 


women’s 


lack made with wae © sole. 
; ; Youths’, 
kote 80c. ; 
Brown “Champio' 
Ee, with red 


well. 
SS = white or brown 

pliable k, loose prised White corrugated 

rubber sole. Foxing + up well over toe. 
“Feltex” Ls =| n’s, bal $1. 145, 
$1.30 ; a 
bal $1.20, oxford 
$1.10, oxford 965c. ; am, bal $1.8. oxford 
$1 1.15; Misses’, bal $1.20, oxford $1.06 ; Ch 


so ordered. 
i ee on snug, 
lasts. 


oxford 
nal 92-28. ¢ ‘oxford $1.15; Youths’ 
ittle Gents 


dren’s, bal $1.05, oxford 90c. “Yachting” will 
be furnished with smooth “Navy” sole when 


so ordered. 

“COMBAT”’—A sturdy work shoe. The steel 

ont fibre shank gives an arch . Sapper. Made 

vy brown duck. Loose lined with heavy 
arill, High brown rubber foxing and double 
toe cap, heavy red sole and heel. Men’s made 
blucher—Boys’, Youths’ and Little Gents’ Bal 
pattern. One width. ‘sr insole. Loose 
lining. Men’s British, $1.75; Boys’ British, 
$1.65; Youths’ British, i 6; Little Gents’ 
(Heel Lift), $1.30. 

“UNIVERSAL BAL”—White or brown 
duck with white corrugated sole and fiush 
heel. Combination fibre shank which firmly 
supports the arch of the foot. “‘Feltex”’ insole. 
Men’s, $1.85; Boys’, $1.25; Youths’, $1.15; 
Women’s, $1.25 Misses’ Nature, $1.15. Brown 
“Universal Bal” will furnished with red 
soles when so orde 

“UNIVERSAL OXFORD”—Same construc- 
tion and materials as the ‘Universal Bal.” 
White or brown duck with white corrugated 
soles. Combination fibre shank which firmly 
supports the arch of foot. “Feltex”’ insole. 
Men’s, $1.25; Boys’, $1. 15; Youths’ $1.05; 
Women’s, $1.15; Misses ” Nature, $1.05. Brown 
“Universal Oxford” will be furnished with red 
soles when so ordered. 

“DIANA”—A women’s lace-to-toe athletic 
shoe, Made in white duck with white sole or 
black with black sole. The sole is flexible and 
durable. a og -. ae. ‘eae sole. 
“Feltex” insole. $1.00 

“HOME SLIPPER. Fos household wear. 
Made of black duck lined with white drill. 
Carries instep strap. Black rubber foxing with 
a featherweight black rubber sole and 1. 
One principal feature of this shoe is the com- 
—— fibre shank. “Feltex” insole. Women’s, 


tS oTUS”—S lish heel pump for women. 
Made from white duck with instep strap. 
White corrugated rubber sole. White bow 
Flush _ heel. Combination fibre shank. Fur- 
nished only on the Dorset last (round to 
“Feltex” insole. Women’s Strap, $1.17; Misses’ 
Strap, $1.05. 
Y LOU”—Suitable for growing 
dren. White duck with smooth white 5. 
sole and special white “Feltex” insole r- 
eee a ong = Ins' strap. White 
Loose ing. omen’s, $1.45; 
Misses’, mg. 80; Children’ s, $1.15. 
PINAFORE”—A cross-strap 





Women’ 8, 85c.; Misses’, 

“REGENT” ‘No. 4183—-Men’s —~ canvas 
oxford, vulcanized crepe sole, corded tip, 
destructible soft box toe. A new English last, 
No, 11. Men’s, er 

“REGENT” No. 4211—Women’s white can- 

vas oxford, vulcanized crepe sole, white buck 


tip strap nad trimmi bevel breasted 
rubber heel. indestructible box box toe, No. 18 Me- 
dium last. Women’s, $2.00 

“REGENT” No. 4216—Women’s white can- 
vas oxford, vulcanized crepe sole, white buck 
* tk y trimming, bevel breasted ¢ 

indestructible box toe, No. 

growing girls’ last. Women’s, $2.60. 

“REGENT” No. 4291—Women’s white can- 
vas strap sandal, white smooth sole and white 
flush heel, white buck tip strap and a 


ankle patch and 
toe cap. Nickel eyelets. Has a red rubber sole 
with special corrugations to to withstand epvere 
service. Pelton insole. Men’s, $1.05; Boys’, 
be. ; Youths’, Little Gents’, 80c. 
“SPEEDER” *C'Snseders” are not Keds)— 
Like the “Hummer,” but made lace-to-toe. 
White or brown duck uppers, brown athletic 
trimming, ankle patch and brown rubber toe 
cap. The red rubber sole on this shoe is made 
with suction "helen. “Feltex” insole. Men’s, 
pg .05 ; Boys’, 95c.; Youths’, 85c.; Little Gents’, 


“ROVER” (‘‘Rovers” are not ate) —-Tiade 
bal, oxford and strap pump. Made in white 
canvas uppers with gray , brown wu 

ith sole, and black uppers with 
sole. Seeere of durable duck. Corrugated sole 
of very good wearing ities. 


; Boys’, 
65c., oxford B5c. ; _ aa, 72c., 
inl ee bal 9g ‘ord 55c.; 


oxford Soe 
Strep on hae Misses’ Strap 
Pumps, 58. ; ildren Gees Pumps, 538c. 
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ou can stretch shaes Arey 
on Repco Stretchers. 


VERY shoeman knows that great care 
must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 
The regular, easy action of Repco Stretcher elimi- 


nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. - 


BEER ERE REE & 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


P 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowrn to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 
J. K. KRIEG COMPANY 
39 WARREN ST., NEW YORK 
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“Getting More Hosiery Sold Right’’ 
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LITTERED HOSIERY COUNTERS 
ON AUGUST AFTERNOONS 


EAN the cash till has been ringing steadily, and the aisles are 
cluttered ankle deep with empty IRON CLAD boxes. Al- 
most like a picture, isn’t it? 

However, it is and will be a reality in thousands of stores during 
August and September, where Mothers are fitting their youngsters 
for school with what they have learned is the best wearing and best 
looking Hosiery in America .... IRON CLAD. 

Just for an example, and to back up our above statement, we 
want you either to ask to have an IRON CLAD salesman call or drop 
us a postcard and say “Please send us a box of IRON CLAD No. 
17 and No. 98, that we may compare them with the children’s 
hosiery we have in stock.” 

No. 17 is a Black, peeler lisle with a fine No. 98 is a Black, fine ribbed Misses’ mer- 
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ribbed leg, TRIPLE KNEE and Double’ cerized style with double sole and 4-PLY eo, 
HEEL and TOE. 
6, 6% . ? wert TT Te Te 
Sf Pe ree 
ae coreaeeevennerr c 
. 9, 9%, 10 ere 
» 9%, 10 No. 98 W White, sizes priced same as 
10%, 11, 11% ls Black, No. 98 AB African Brown, sizes 
No. 17 AB, same in African Brown, sizes priced same as Black. No. 98 L Leather 
priced same as Black. Grey, sizes priced same as Black. 
COOPER, WELLS & CO. 
250 BROAD ST. ST. JOSEPH, MICHIGAN 
~— 
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5) The Sheerest of, Zi R oughened for Wear 


Announcement 


We respectfully beg to announce that we have, 
on July first, been granted United States Letters 
Patent No. 1,500,026, which covers an im- 
proved chemical process for the treatment of 
silk hosiery for the purpose of strengthening 
the fabric. 


We will make every effort to enforce our rights 
against any and all infringers of this patent and 


so announce. 


Lansdale Silk Hosiery Co., Inc. 
LANSDALE, PENNA. 


Sole Selling Agent: 
A. L. ULLMAN, 267 Fifth Ave., New York 


°Dubbelife ‘Jtostery 
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Announcing our 
“Diploma Girl” Line 


ot POSNER 
HOSIERY 





ys v 


- They're Full Fashioned 
Fust Like Mothers” 


A long felt want has been filled! 

A new development in the Misses’ field has created a 
demand among girls, from 12 to 17 years old, for a full- 
fashioned, and also a mock-seam silk stocking, “just like 
Mother’s,” only manufactured to fit the slender limb. 

Ready deliveries in these numbers, in a variety of popular 
colorings, and in attractive packings. 

Here is the Fall’s greatest hosiery value and opportunity. 
Write or wire for samples, specifying whether you wish full 
fashioned or mock seam. 


DR. A. POSNER SHOES, Inc. 


142 WEST BROADWAY - - NEW YORK CITY 





Write for our new Fall Hos- 
iery Catalogue, listing our 
“IN-STOCK” styles — from 
Infants to Growing Girls and 
Boys. 
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The Only House Specializing in Children’s Hosiery Exclusively 
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View of 
the entrance of the 
Washington ,D.C., 
Stetson Shoe Shop. 
Note the artistic 
window display of 












Interior view of the luxuriously fitted Stetson Shoe Shop of Washing- 


ton, D.C. Notice the commanding position of the hosiery display cases 





at the rear, and at the center of each side of the room. Only McCallum 
Silk Stockings are sold in this exclusive shoe shop. 


A hosiery line that sells 


to seven women out of ten! 


Two years ago the Stetson Shoe Shop, 
of Washington, D. C., adopted the 
McCallum policy of concentration. 
Read what Mr. Kramer, Manager, 
writes about the success of this hosiery 
sales policy: 


U 


“TT is a pleasure to sell such a 
fine line of merchandise as 
McCallum. We have unusual success with 
this line of merchandise, and have not 
found it necessary to use any other line in 
conjunction with yours. 


“Almost 70% of our trade purchase their 
hose in our shop, and I can attribute this 
wonderful figure only to such fine hosiery 


as McCallum are capable of producing. The 
McCallum name gives confidence to our 





hosiery. 


sales force, and is well receiver 
by our trade.” 


You, too, will find everything 
in the McCallum line that a suc- 
cessful hosiery department needs, 
from the popular priced styles 
that retail at $2, to the fine lace 
insert stockings that sell at $100. 

Dealers who have adopted the McCallum 
concentration plan have increased their sales 
—sometimes as much as double. You 
should be able to do the same. 

Write today, without obligation on 
your part, for details of the McCallum 
Introductory Order, and the new descrip- 
tive price list of Fall Styles. 


McCALLUM HOSIERY COMPANY, NORTHAMPTON, MASSACHUSETTS, U.S.A. 


HIS Callum 


Jus T KNOW 
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THE CORTICELLI SILK COMPANY 136 Madison Ave., New York; 373 West Adams St., Chicago; Sixth & Sycamore Sts., Cincin- 
1314 Washington Ave., St. Louis; 68 Essex St., Boston; 109 West Redwood St., Baltimore; 1211 Arch St., Philadelphia; 278 Post 
San Francisco; Fourth & Jackson Sts., St. Paul. 
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A DEPARTMENT OF THE Boot AND SHOE RECORDER 
207 South Street, Boston 


Obstinate Women Continue to Prefer 
Light Shades of Hosiery 


HE probable color trend 
in silk hosiery continues 
to exercise the bright 


minds of the market. It is a very 
fruitful subject for discussion, 
and there are as many different 
opinions as there are different 
colors—which is going some. 
For some unexplainable reason a lot of people in 
the market got it into their heads last spring that 
women were going to turn from the light shades 
recently in vogue, and go in for black and other 
sombre hues. Apparently the women of the coun- 
try were kept in ignorance of this revelation, for 
they have worn little if any more black and dark 
colors this spring and summer than they did a 
year ago. The market is still talking about the 
end of nudes and a return to dark colors during the 
coming fall. But itis apretty safe bet thatconsumers 
will continue obstinate in their preference forlighter 
tones. 


Manufacturers Still Showing Light Colors 


That manufacturers who have the knowledge 
and ability to anticipate color trends fairly ac- 
curately are of the same opinion is shown by the 
range of colors they are offering for fall. These in- 
clude the nude, beige and sunburn shades, as well 
as grays, browns and black. It is pretty generally 
agreed that the rosy nudes have had their day, and 


Even for Fall It Is 

Doubtful Whether Dark 

Shades Will Show Gains 
of Any Magnitude 


certainly they have been rela- 
tively neglected during recent 
months. But they are appearing 
among the new colors offered by 
some smart houses, and it is clear 
enough that they are not yet out 
of the running—at least . for 
evening wear. 


Some Nudes Still Good—Paris Says Pale Shades 
Generally speaking the French nude, beige and 
sunburn tints have been the best colors this season, 
and they are quite likely to continue so for fall. 
It is not impossible, in fact, that there will be a 
noticeable increase of interest in nudes of the paler 
cast. Thesecontinue to exercise astrong hold on the 
favor of smart French women. Very little else in the 
way of hosiery colors, according to all reports, is 
seen in Paris or the exclusive French resorts. And 
while Paris does not always dominate the mode on 
this side, there are strong reasons behind all Paris 
fashions which usually operate over here also. 

The Recorder has more than once pointed out the’ 
reasons why nude hosiery has such an appeal to 
women and why it is bound to continue in favor. 
These reasons have nothing to do with passing 
fashion. They are aesthetic and psychological. Or, 
to put it more plainly, nude hosiery appeals to 
women because it is dressier than other colors, 
because it blends more harmoniously with dif- 
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ferent shoe and costume colors, and, last but not 
least, because it lends additional lure to the 
feminine leg. The writer knows personally several 
women—not fashionable women, but women of 
sensitive taste—who gave up wearing nude hosiery 
some time ago because it had become so com- 
mon, and who are beginning to wear it again 
because they cannot find anything else they like as 
well. 


What's Good in Tans 


It is a safe bet that nudes will continue in favor. 
Of course, there is a wide range of nude shades, 
varying from a very pale flesh to deep sunburn. 
It is a question which of these will predominate. 
As already mentioned, the rosy nudes seem to have 
lost ground. Possibly the reason for this is that 
the rosy tint tends to fade out after repeated 
washings, leaving the stockings a sort of dark 
white color. At least this is an objection which the 
writer has heard from many women. The indi- 
cations seem to favor the paler flesh tints and the 
sunburn shades. Some of the favored colors in the 
tan range, such as tanbark, airedale, tortoise and 
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racquet promise well for fall also. Browns are 
problematical. It may be said, however, that the 
tendency is toward the chocolate browns rather 
than the reddish browns. 


Light Grays for Evening 

Grays are also problematical. They have been 
very good this season, and they appear prominent- 
ly among the new fall colors. But gray is not 
usually a good fall color. For evening wear, of 
course, lighter grays are good. But for day- 
time wear it will probably be found that the 
demand for gray will tend toward the very dark 
shades, such as taupe, cannon and similar tints, 
which in sheer hosiery produce the effects of a very 
sheer black. Gun metal is quite good at present, 
especially in sheer lines, and with the other very 
dark grays it will probably go well during the 
coming season as an alternative to sheer black. 
For evening wear, of course, a variety of light 
colors will sell as usual. Among them prominence 
is indicated for both pale and rosy nudes, as well 
as the delicate pastel tints, of which there are many 
delightful variations being put on the market. 


Noticeable Improvement in Demand 


for Hosiery 


ONDITIONS in the silk hosiery market dur- 

ing the last month have been rather contra- 
dictory. There has been on the whole a noticeable 
improvement in demand, while at the same time 
prices have been lowered. And the lower prices, 
strangely enough, have not been responsible for 
the improvement in demand. Buyers continue to 
order hosiery for immediate delivery as they need 
it, and the increased demand that developed during 
the last month was due apparently to an im- 
proved retail business. 


Increase Not Large 


It must be said, however, that the increase in 
demand has not been very great. For several 
months now the hosiery market has been going 
through what may be described as a slump. And 
the volume of business is still substantially below 
normal. The encouraging thing is that there should 
be an improvement at a time the market was not 
looking for it. Most market authorities did not 
expect to see any particular improvement before 
October or November. They still feel that August 
and September are likely to continue slow. But 
there is decidedly more optimism in the air than 
there has been for a long time. 

There are very good reasons for this optimism, 
quite apart from conditions in the hosiery business 
itself. It is becoming more and more clear that we 


are approaching another period of genuine pros- 
perity. All signs point that way. Money is very 
cheap. Open market transactions on commercial 
paper in New York recently have been done at 
3% per cent—the lowest figure in ten years. The 
Dallas Federal Reserve Bank has reduced its dis- 
count rate from 4% to 4 per cent, and reports from 
Washington indicate that a further general re- 
duction of Federal Reserve rates is near at hand. 
Such cheap credit facilities are a powerful stimu- 
lus to business activity. 


Agricultural Conditions a Stimulus 


But this is only one of the favorable factors in 
the situation. Even more encouraging perhaps is 
the recent rapid rise in the prices of wheat, corn, 
hogs and other farm produce—for agricultural 
depression, particularly in the grain regions, has 
been a retarding factor in general business during 
the last few years. There has been improvement 
also in other directions. Iron and steel—always an 
important business barometer—are noticeably 
stronger. So is the stock market. Stocks of manu- 
factured commodities in the hands of both mills 
and distributors are light. Added to all this there 
is very good reason to believe that the troublesome 
German reparations question is at last on the eve 
of settlement, and the effect of this on our markets 
would be very stimulating. For these and other 
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Novelty woolen hosiery for fall made on hand machines 
and imported into this country by Kramer Bros. 


reasons the business world is coming to the con- 
clusion that a revival of prosperity is at hand. In 
fact, it is the belief of some competent authorities 
that we are about to enter the greatest period of 
prosperity this country has seen for many a long 
year. 


Stocks of Silk Hosiery Fairly Cow 

Under such circumstances the hosiery market is 
naturally optimistic. And there are additional 
grounds for optimism in the situation of the mar- 
ket itself. There are three main reasons that make 
for weakness in any commodity: Overproduction, 
failure of demand, and a substantial decline in raw 
material. The silk hosiery market has suffered 
much from over-production, but there has been 
a pretty general curtailment in recent months, 
with the result that the market is in reasonably 
clean shape as far as supplies are concerned. 

Consumer demand for silk hosiery shows no 
signs of failing. It has fallen off during the last 
few months. There are two good reasons for this. 
One is that the spring and early summer weather 
was very unfavorable. Another is that the months 
of July and August normally bring a great in- 
crease in outdoor activities and a corresponding 
decrease in the call for the dressier types of hosiery. 
Thousands upon thousands of women spend the 
summer months at camps and farms and lakeside 
and seashore bungalows, where there is little if 
any need for replenishing their stock of silk hos- 
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iery. So that the comparative slackness of demand 
during the summer has no.unfavorable significance. 
On the contrary it helps to assure a renewed 
demand in the fall. 


Raw Silk Market Stronger 


The third important factor of raw material 
prices promises to be a source of ‘strength to the 
market during the coming months as it has been a 
source of weakness in recent months. The steady 
decline of raw silk during the spring and early 
summer was an embarrassing thing for manu- 
facturers. It brought with it a natural pressure for 
lower hosiery prices, while at the same time it lent 
additional uncertainty to the outlook. But the 
decided upward turn of the raw silk market lately 
has put manufacturers in a very favorable position. 
Apparently they gauged the situation accurately, 
for they bought freely at the bottom of the mar- 
ket, and the higher the market goes now the more 
strongly they are intrenched. It is altogether 
probable that the market will go higher rather 
than lower. In common with many other com- 
motidies broad silks have taken a turn for the 
better, and improved buying by broad silk manu- 
facturers is bound to strengthen the raw market. 
Furthermore there is always a tendency for dif- 
ferent basic markets to rise or fall in sympathy 
with one another, and the higher levels being 


(Continued on page 75) 
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Mock seam artificial silk and wool from the line of the 
Brown Durrell Co, 
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Store of the F. E. Ballou Co., Providence, R. I., where men’s hosiery is featured 
and sold in volume 


He’s Selling More Men’s Hosiery Every Day; 
And Here’s the Reason Why 


RADUAL expansion has marked the men’s 
(5 hosiery department of the F. E. Ballou Co. 

of Providence, R.I., and is the most promi- 
nent feature associated with the management of 
the men’s and women’s hosiery section of this 
house, one of the leading shoe stores in a city of 
250,000 people. 

Although volume of sales of men’s hose does not 
measure up to women’s at this enterprising house 
at this time, the management has applied some 
sound and stimulating merchandising ideas which 
have added a great deal of impetus to men’s 
hosiery sales. Frank E. Ballou, president and 
treasurer, is firmly convinced that he’s got his 
men’s sales humming along at a promising rate. 
He’s sure that in the near future his men’s hosiery 
demand will equal women’s. 


How He Started Doing It 


Before citing some of the merchandising policies 
which have been incorporated into the Ballou 
hosiery department, it is well to consider that Mr. 
Ballou before taking hold of this problem had the 
advantage of 44 years of shoe store experience to 
his credit. For almost half a century the name of 
Ballou and shoes have been synonymous in 
Providence. 

A few years ago Ballou’s hosiery department 
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wasn’t progressing as fast as the owner desired. 

Salesmen were inspired to greater sales efforts 
by the offer of a four per cent commission on 
hosiery sales. 

More effort was exercised in arranging displays. 
Men’s hose are conspicuously placed on top of the 
show cases as well as in the interior and in window 
trims. 

By concentrating on about five good lines, men 
gradually became familiar with the quality they 
preferred. This lead to frequent repeats and the 
building-up of a steady hosiery trade. 

Neckties, scarfs, garters, handkerchiefs were 
added. They all helped in a suggestive way by 
being prominently displayed to influence the men 
to buy accessories. 


A U-Shaped Show Case 


The Ballou hosiery section is well arranged. It is 
directly behind the main entrance approached by 
two large doors. Men’s and women’s hosiery are 
carried on opposite sides of a U-shaped case, which 
extends about 20 feet into the center. The men’s 
section faces the men’s shoe department; the 
women also have easy approach because of similar 
arrangements. 

Popular prices are 35, 50 and 75 cents. A good 
silk hose at $1.15 is carried. The 35-cent grade is 
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lisle and sells at a three-for-a-dollar combination. 
Good success has been enjoyed with the 75-cent 
proposition, a silk sock. 


Good Sales on Golf Hose 


The Ballou store has done very well this season 
with men’s golf hose. They are carried in smart- 
looking patterns of fairly conservative shades. 
They were marked up at $3.50 for the early part 
of the season and commanded a good sale. Now 
they are being “cleaned out” at $2.2 

“Of course it is obvious that ‘volume of sales in 
the hosiery department should run about parallel 
to the volume of shoes. The percentage of men’s 
hosiery sales should correspond closely to the per- 
centage of men’s shoes sold,” is the way Mr. 
Ballou explained the fundamental he applies in 
bringing up his men’s trade. “We do not do as 
much business on men’s hosiery as we do on 
women’s, but I’m sure we can bring this up to an 
even thing: The primary task is for the salesmen 
to realize that it rests with them to swell the 
volume. Men are easy hosiery prospects. The 
trouble with a great many men’s hosiery sections 
is due to the fact that the salesmen neglect oppor- 
tunities to sell their hose. They’re too intent on 
making the shoe sale.” 


Buys Close to His Needs 


“We buy fairly close to our needs rather than 
far in advance. I think it essential to buy judi- 
ciously rather than be too heavily stocked with 
merchandise,” commented the president in ex- 
plaining some of the secrets behind his success. 
“Men buy their own hosiery when they purchase 
new shoes. That is the most opportune time for 
salesmen to ‘strike while the iron is hot.’ It is 
an easy matter for the salesman to reach over and 
take a pair of hosiery from the men’s section, and 
match it with a pair of shoes just 
purchased by the customer. 

“It has been my experience 
that men are quite reluctant to 
enter a shoe store merely to buy 
a pair of hosiery. Therefore it be- 
hooves shoe merchants to empha- 
size to their salesmen the impor- 
tance of moving men’s hosiery by 
suggesting that men match their 
shoes with hosiery at the time_of 
purchase.” 


Displays Hose on Top of Case 


One of the best methods used 
here in swelling the volume of 
men’s business is very simple, yet 
effective. Attractive looking men’s 
hose are shown on top of the show 
case in regular hosiery boxes. A 
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“Men are easy hosiery prospects,” 
says Mr. Ballou. “The trouble is 
that most salesmen neglect their op- 
portunities to make a sale.” 
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customerin approaching the men’s shoe section can- 
not escape meeting this display. It is directly in his 
path and all that he has to do for inspection is to 
pause in his path and examine the merchandise. 
This plan has met with good results. 

Harold Ballou, son of the founder, is now mana- 
ger of the store and has given a great amount of 
attention to the management of the hosiery sec- 
tion. Ballou’s do a five time turnover in their 
hosiery section and are looking forward to making 
this a bigger feature in their shoe business. In 
number of pairs sold, hosiery outranks shoes; 
probably a little more than two to one. 





Obstinate Women Continue to Prefer 
Light Shades of Hosiery 


(Continued from page 73) 


reached by raw silk ‘and raw wool are likely to 
have an additional stiffening effect on raw silk. 


Merchants Fustified in Buying 


For all the reasons above enumerated it is clear 
enough that retail merchants are justified in 
operating confidently on the present market. 
There is absolutely no danger of anything occur- 
ring to cut the market from under their feet. On 
the contrary the probabilities are that purchases 
can be made more favorably now than later on. 
As the fall season advances there is apt to be a 
tightening up both of prices and supplies. Prices 
now are about $2 a dozen lower than they were a 
year ago—taking a standard 11-strand, 38-gauge, 
20-inch boot as a basis. And the prospects for a 
big business on silk hosiery this fall are much 
better than they were a year ago. General condi- 
tions are more promising, consumers will prob- 
ably have more money to spend, the atmosphere 
of a business revival will encourage 
freer spending. Altogether the 
outlook is very bright for the mer- 
chant who will take his courage 
in his hands and go out to meet 
prosperity half way. 

There is no particularly out- 
standing feature about current 
demand in hosiery. Favor is pretty 
well divided between full-fashioned 
and seamless sorts. Good lines of 
seamless hosiery are in demand 
owing to the very low prices at 
which they can be sold over the 
retail counter. For the same reason 
there is a strong interest in lower- 
end full-fashioned goods, and 
seconds or irregulars of the better 
qualities are still being sought. We 

(Continued on page 81) 
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Good Profits in the Sale of Men’s 
Half Hose 


Staples Sell Faster Than to Women; 
Fewer Sizes and Styles Are Needed 


ESPITE all arguments which may be 
1) advanced to the contrary, there is no 

reason why a shoe store should not-carry 
men’s hosiery and achieve as great a volume in 
pair sales as they now do in women’s. In fact, the 
problems presented in the merchandising of men’s 
footwear are fewer in number and easier to solve 
than those involved in selling women’s. For one 
thing, there is not the wide style range and there is 
a decidedly larger call for staples. Furthermore, 
there are fewer sizes to contend with. 

One merchant in Boston, handling a medium to 
high grade of men’s shoes in a store not more than 
15 feet wide and 40 feet deep, during the month of 
June did a gross men’s hosiery business of nearly 
$250 on a stock of less than half that amount. 
Another made a gross profit sufficient to pay for 
half the month’s salary of his one retail salesman 
assistant. 


How to Buy—At First 


But just how do they do it and how can you go 
and do likewise? 

Generally speaking, if you are green at the game, 
it is better just at first,and until you feel the ground 
more solidly under your feet, to buy from a nearby 


take shoes ranging from six to ten as measured by 
the shoe store size stick. 

There is no argument, either about the colors 
which men prefer. There are just about four of 
them which can be classed as fast sellers and these 
four are black, brown, gray and blue in about the 
order named. You will want these, probably, in 
lisles to retail at 35 cents or three pairs for a dollar; 
in a fifty-cent lisle of better grade; in a fifty-cent 
artificial silk mixture to retail at the same price; 
in a full-fashioned silk with lisle sole and cuff or in 
all silk, perhaps, to retail at $1.00 or maybe $1.15 
or even $1.25, depending on the class of your trade. 


Sixty Percent On Staples 

This takes care of your staple wants and, if your 
business is average, unless you are catering 
exclusively to the young men about town, it 
will probably contribute 60 per-cent of your sales 
volume. 

Then come the fancies which are a high style 
proposition and which need not be stocked in suc 
a wide range of colors and patterns. 

The first remove from staples to fancies is found 
in the drop stitch pattern, although this is not 
being touted, at least in light lisles and all silks, as 
a good number for fall and 





wholesaler or manufacturer 
who carries merchandise on 
the floor and from whom you 
can size in as you need to. 
Farther along in the game, 


Safe and Sane Men’s Hosiery Stock 
for Beginners 


Lisle (4 doz. pairs each of 10 to 11% at $2.75 


winter. Nevertheless they 
have been heavy sellers this 
summer in plain colors and 
are expected to hold over 


you will be justified in buy- 
ing from anyone from whom 
you want to buy provided he 


has what: you want. The ad--|} 


vantages of the first method 
are obvious. Your stock in- 
vestment is low; it is easier to 
get a new number to replace 
one which may have gone 
stale; and easier to size in. 


Best Selling Sizes 


The concensus of opinion 
seems to be that four sizes 
are sufficient. With men’s 
hose from 10 to 11% inclu- 
sive you can fit feet which 
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per dozen in black, brown, gray and blue). $22.00 
Lisle (duplicate of above in sizes and colors at 

GT I sitccccacceccssisencssons S600 
Artificial silk plaited (duplicate of above at 

$4 per dozen) 
Pure silk (lisle sole and cuff—duplicate of 

above at $8 per dozen) 
Silk, wool and cotton mixture (4 dozen at $8 

per dozen) ’ 
All silk and wool (4 dozen at $9.75 per dozen). 39.00 
Fancy wool (one dozen each of three styles 

at $8.25 per dozen) 
Fancy wool (one dozen each of three styles at 

PU PP I + 60 oh caeccteensonsvices 


Grand total 
This, (of course, is for fall and winter selling and 
prices quoted are average for the grades represented.) 
Golf hose may be substituted for one of the fancies 
if desired.) 








until next spring and sum- 
mer. 


Fancies for Fall and Winter 


Drop stitch patterns, how- 
ever, may be found in heavier 
sport lisles, in worsteds, in 
wools and in silks and wools. 
Other patterns include the 
vertical stripes of contrasting 
colors and the round stripes, 
also in contrasting colors. 
Frequently a checked effect 
is given to these round stripe 
patterns by the addition of a 
vertical drop stitch. 

Printed effects also have 


(Continued on page 81) 
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May was merry enough in the Gotham 
plants—June was the greatest month we 
have ever had. 
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A far better month even than Decem- 
ber, 1923, when the demand for Gotham 
Gold Stripe Silk Stockings touched a 
point we thought possible only in our 
imaginations. 
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The signal thing about this surpassing 
June, when many Gotham departments 
worked day and night, is that it occurred 
during a general depression of the hosiery 
business. 
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Ordinary events cannot affect extra- 
ordinary stockings, yet ‘‘silk Stockings) 
that Wear’ do not defy the law of supply 
and demand. 
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Demand for thern proves both the law 
and their quality. 
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GOTHAMSILK HOSIERY CO., Inc. 
389 FIFTH AVENUE 
New York 
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“ACCORDEON RIB” 


The Hose That Is Full Fashioned 
and Seamless Combined. 


Accordeon Rib Hosiery is scientifically constructed. Note how the 
foot is made separate'y, as distinguished from the straight-up-and-down 
leg and foct of the seamless hcse. The elastic Accordeon rib is 10 
times stronger than any plain reinforced knitted fabric. Made in a 
beautiful blended tone effect, harmonizing with the double elastic top. 
Made in sizes 9 to 12; packed in % doz. in attractively 
illustrated bex. A detailed explanation cf t'.c features cf 
this hose pack with every pair. 

Silk and Lisle 

Lot No. !|—B'ack and White 

Lot No. 3—Blue and Black 

Lot No. 4—Red and Black 

Lot 61—Brown a-d Whie 

Lot 65—Grey and White 


and many cther combinations. 


The HIRNER HOSIERY CO. 
ALLENTOWN, PA. 
Sole Selling Agent 
ROBISCHON CORP. 
389 Fifth Avenue 
New York 
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Built Like a Shoe 


THE NEW 
HURNER THE NEW 
oT HURNER 


43 Foes Fasmronen ; Foor exacr sare 
; 


IN MRITTING WTF 


406 AT RIGHT Aneel MNITTED WITHOU 


Lec ® 
of Bat ARCH vet, 


BUILT JUST LINE A SHOLE 


&O OF Tu8t 
MAKES Tretm™ 
TIGHT AR DUN 
mS TEP OF rt 

OMLY A MHEEL- Treats 

wry THE FEET 

WANG AT AN 

ANCLE OF 

45 or cares 


Something New! 


The large illustration 
shows the Hirner Ac- 
cordeon Rib Hose in 
Blue and Black. Silk 
and Lisle. Lot No. 3, 
$11.00. 
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Absolutely the Only Line 


of its kind Madein America 


These Scotch Plaids are not printed or extracted, but 
are genuine ingrain. They keep their rich, attractive 
coloring after wear and washing. Made in a wide 
variety of patterns and color combinations. 


907—Lisle Tan body, 706—Liele and Silk Grey 
White and Brown plaids.$7.75 body, Lavender and 


hoe 
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908—Lisle Grey body, 
White and Red plaids. . 
709—Lisle and Silk Blue 


Black plaids 
7.75 1005—Silk Grey 
Red and Black plaids. . 


$9.50 
11.00 


1007—Silk Silver body, 
Dark Green and Black 


11.00 
Light 
body, dark Tan plaids. 


Lot 1008—Silk, same as cut—Price $11.00 
Lot 1014—Silk, same as cut—Price $11.00 
Let 505—Silk and Wool, same as cut—Price $13.00 


Many Other Combinations in Silk and Wool 


The HIRNER HOSIERY CO. 
ALLENTOWN, PA. 


Sole Selling Agent: 


ROBISCHON CORP. 
389 Fifth Avenue 
New York 


HOSIERY 


body, White and Black 
plaids 9.3 

701—tLisle and Silk Tan 
body, White and Black 

11.00 











No. 505 No. 1008 No. 1014 
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HOSIERY 


Steady Growth in Sales 


ROBABLY the greatest This is as important to you 


reason for the steady as it is to us. It enables you 


to 


growth of Gordon Hosiery carry quality merchandise that 
sales is the fact that once a is readily sold without resort- 


man or woman wears Gordon’ ing to “bargain sales” 


or 


stockings they will always “mark downs,” thus insuring 


wear them. greater profits. 
The continuous national advertising of 
Gordon Hosiery enhances the value of the 


Gordon name as well as the name of the 
merchant who offers it. 


BROWN DURRELL COMPANY 
Gordon Hosiery - Forest Mills Underwear 


New York , Boston 


11 West 19th St. 104 Kingston St. 
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been good numbers and the so-called jacquard 
patterns as well. 


How to Check Up Local Demand 


Space is too limited to describe in detail the 
range from which selection may be made. In case 
of doubt as to what numbers to buy, it might be 
advisable to check up on your local haberdasher 
shops and department 
stores and thus get a good 
line on what the men of 
the town are buying. Better 
still, have your salesmen 
take note of the styles 
most frequently seen on 
the feet of the men who 
come into your store for 
shoes. 


Here’s a Model Stock 


For the sake of the man 
who has never handled 
men’s hosiery and, to 
some extent, for the sake 
of those who have but who 
are not overly familiar 
with the average prices 
at wholesale of various 
grades we have sketched 
at model stock of staples 
with three or four numbers 
in fancies which taking 
the country as a whole, 
might well be said to — 
represent a minimum 
stock. Certainly, there is 
not much money involved. 
Selling men’s hosiery is 
no different than selling women’s hosiery. A 
certain amount of concentrated sales effort 
must be put behind it. Many merchants offer in- 
ducements to their sales force in the shape of an 
extra commission. Many other merchants also in- 
struct their salesmen to show hosiery after com- 
pleting their shoe sale—hosiery which goes well 
with the shoes just bought. In many instances, 
this method of salesmanship can be made to pay 
big dividends in the shape of a three to six-pair 
sale. It is no uncommon thing for merchants to 
sell three times as many pairs of hosiery as they do 
shoes; and almost invariably the stock turnover is 
much greater than it is in shoes. 


Big Turnover Is Common 


In fact, stock turnovers of from six to twelve 
times a year are common occurrences in communi- 
ties served by nearby wholesalers or manufactur- 
ers with stock on the floor for immediate shipment. 
It is even possible in cases where orders are placed 


An all-wool, men’s half hose with hand embroidered 
two-color diamond pattern effect. Shown by courtesy 
of Taylor &§ Watson 
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well in advance of the date on which they are to be 
placed on sale for the reason, as pointed out before, 
that much of the men’s business is done on staple 
numbers which carry a minimum mark-up but 
move fast and with a minimum sales effort. 
Hosiery in the window, of course, is a prime 
requisite, and with neat price tags attached. 
When you receive a new pattern—something 
that’s sure to arouse the 
interest of the men who 
appreaciate smart-looking 
hosiery, place it in your 
window. Soon you'll estab- 
lish a reputation for hav- 
ing the best in men’s hose; 
if you’re consistent about 
this. 


Obstinate Women 
Continue to Prefer 
Light Shades of 
Hosiery 


(Continued from page 75) 
haven’t yet gotten out of 
the period of bargain prices 
in retail selling. Too many 
retailers are still trying to 
get volume by the low 
price route. But reports 
| from many of the better 
| retailers indicate that this 
| phase is nearly over. 


For Many Bargain Sales 


Retail merchants have 
hurt themselves by this 
stressing of bargain prices.They are beginning to 
realize this. They are beginninig to realze that the 
way to build business is by educating consumers to 
appreciate quality and service, not by deliberate!v 
encouraging them to seek lower-priced merchan- 
dise. Quality and service are the foundations on 
which practically every solid, profitable business is 
built. Every merchant who is trying to build up a 
successful hosiery department should keep this 
firmly in mind. Your customer will not remember a 
month from now that you sold her for $1.25 a pair 
of stockings that were supposed to be worth $2 or 
$2.50. But she will remember a month from now 
and many months from now if you sold her a pair 
of stockings that were not worth the money she 
paid you for them. And she will remember also if 
the stockings were good value, if they have given 
her satisfactory service. Don’t sacrifice possible 
good will for the sake of catching the loose change 
of the bargain hunter. Let your competitor do 
that, if he wants to. (Continued on page 89) 
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No. 3785 
Full-fashioned all-silk chiffon, 
very sheer, even weave—with 
“inner foot” of English lisle 
—in a!! wanted colors. 

$14.50 Doz. 




















Introducing 


For Men, Women and Children 


Underwear 
For Men and Boys Only 


A 





A Special Chiffon 


with the “inner foot” 


~ built for dancing 


Now, for dancing—and other strenuous wear, we offer 
a specially-made Chiffon silk stocking. 


It’s different in two ways. First, the foot. Outside it’s 
silk from heel to toe—to be worn with the extremely 
low slipper. But inside, we have woven an invisible in- 
ner sole, heel and toe of very fine lisle, to make it wear 
as well as it looks. 


Next, each delicate silk thread of the filmy chiffon fabric 
is smoothed by an exclusive process. Take this stocking 
in your hand. Feel its perfect smoothness. There are no 
tiny whiskers to catch and pull and start “runs.” 


Although it is new, an instant public response has already 
given this unique chiffon outstanding popularity. 


Feature the Allen A Chiffon for Dancing, this Fall. It’s 
the latest creation from producers cf fine hosiery for 
over two generations. 


COMPANY. KENOSHA. WISCONSIN 





























|[Rkote ALLEN 


Issue of August 2, 1924 








— ~ = 


ow An 6) ie 7 


<_qna 3S ee @ 




































Boot and Shoe Recorder 


Eighty Per cent of MacGregor’s Shoe Customers 
Also Buy Hosiery 
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eA Several-Pair Sale Is Not Unusual When Proper Suggestion Is Used 


shoes at MacGregor’s, Reading, Pa., buy 

hosiery there als strong arm 
methods, for this is a high- class store, but by sug- 
gestion only. 

Most of the selling of women’s shoes is done by 
girls. The women of this town prefer them to the 
men clerks. One young lady who has the knack of 
selling nearly every customer, told the secret of 
her success: 

‘Every one who comes in I show them hosiery: 
not just a pair of stockings, but I tell my custom- 
ers that here is the hose to d/end with that shoe.” 
Note the word blend—not match—for the real 
secret lies there. Continuing she said, “In selling 
black shoes I find out what kind and color gown 
my customer is intending to wear the shoes with 
and frequently sell several pairs of stockings of 
various shades.” 


Visible Stock a Big Help 


An accessory not found in many hosiery depart- 
ments is fancy gaiters for : 
the women that retail 
for $1.00 a pair. An aver- 
age of a gross a month 
are readily sold here. 
Reading has many hos- 
iery mills manufacturing 
high grade, full-fashioned 
goods, but the town mer- 
chants find no unfair 
competition here. A few 
of the mills sell a very ° 
limited number of pairs 
of stockings each month 
to their employees, others 
sella few seconds only to | 
employees so that the | 
condition that exists 
in many manufacturing 
towns of factories doing a 
retail business is not here. 
On the other hand, wom- 
en know the economy of 
buying good hosiery so 
the better grades have a 
ready sale. 
The idea of having a 


hoes per cent of the customers who buy 











Full fashioned silk and aehes the. Brows Durrell Co. 
line 


visible selling stock, Mr. MacGregor believes to be 
a big factor in his getting a ten times hosiery turn- 
over. Of course, the girl in charge of the department 
is given considerable latitude in the selection of 
colors and sizes, but the whole selling force, also, 
is taken into confidence. Maybe that is one reason 
they say “blend” not “match.” 


Golf Hose for Winter 


The sale of golf hosiery in this country is in- 
creasing in direct ratio with the number of men 
who wear knickerbockers—not in ratio with the 
number of men who play golf because there are 
twice as many men wearing knickers as there are 
playing the ancient and royal game of the Scots. 
And they wear them during the winter, too, for 
hiking, out-door sports and even for loafing around 
the house over the week-ends. Here’s a market the 
surface of which has only barely been scratched. 
Better begin to look around your community, 
figure out the number of men who wear knickers 
and then buy your golf 
hosiery accordingly. 


Wool Socks for 


Tennis Players 


Have you ever tried 
stocking a few pairs of 
heavy weight white, all 
wool half hose for men for 
summer selling? Go to 
any tennis club and you 
will see that, almost in- 
variably, the players are 
wearing heavy weight 

| wool socks which keep the 
feet in better condition 
than lisle or silk during 
the match. Suggest them 
when you sell canvas 
rubber-soled footwear for 
tennis and outing pur- 
poses. 

Ordinaily out-of-doors 
men prefer heavy hose 
with their sport or ath- 
letic footwear. 
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IT’S ALL ABOUT 
One Gwenty “ive 


That Marvelous Thread Silk Stocking at $Q.75 


It’s sweeping everything before it and proving that the right stocking at the right price can 
be a gold mine for the store who knows how to get the most out of a good thing. One 
Twenty Five may pass as a full-fashioned stocking, but it’s not and we don’t suggest that 
retailers feature it as such. Any woman can see that the exquisite pure thread silk is the 
best and that shaping so perfect must be knitted, not steamed in, and any woman knows 
that if she wants service and beauty equal to this and wants it guaranteed, she must pay 
more or buy One Twenty Five. There you have the story. It is the outstanding hosiery 
value today filling the big gap between the cheaper stockings that sell on price only and 
the higher priced stockings that move slowly on account of price. Thus it attracts the 
bulk of the volume and profits. 

It’s a money maker and a pres- 

tige builder. 


Here’s a Real Guarantee 


Every inch of silk is guaranteed 
against runs or irregularities— 
not merely guaranteed against 
runs that start above the knee. 
Tops full flare and reinforced 
with mercerized yarn, as are toes, 
-soles and heels. Knitted on a fine 
gauge 288 Spring Needle ma- 
chine. 
All Fashionable Shades 


Autumn Fawn Pipe 

Beige Dawn Mandalay, 
GraniteGray Peach Moonlight 
Fog Edgemere' Black 
French Nude Tan White 
Cinnamon Jack Rabbit and others 


Ray-Mond Hosiery Co. 


138 FirrnH Avenue 


NEW YORK CITY 














FASTEST SELLING NUMBER IN STOCK 
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Full-fashioned silk and wool in a variety of two-tone Men’s novelty half hose in a variety of coloring from the 


effects from the line of the Raymond Hosiery Co. 


HE Hosiery De- 

partment at L. 

Slesinger & Son, 
216 N. Charles Street, 
Baltimore, is considered 
one of the finest depart- 
ments of its kind in this 
city. The department is 
prominently located at 
the entrance of the store 
on the right, facing the 
elevator. Customers must 
pass through the depart- 
ment before they can en- 
ter shoe departments and 
other parts of the store. 
The hosiery therefore is 
so displayed as to attract 
the eyes of all entering 
the store. 


In order to stimulate 
sales in the hosiery de- 
partment, salespeople, es- 
pecially those of the shoe 
‘departments, are given 
21% per cent on all hosiery 


line of the Welborn Yarn Co., recently amalgamated 


with the States Hosiery Co. 


Sales Boosted by Commission Offer 


Novelty golf hose for men in three color effects from the 
line of Sudbury & Co. 


sold through their sug- 
gestions to customers. 
The hosiery at this 
store is kept before the 
public by frequently ad- 
vertising through the 
newspapers, as well as by 
window display. Most of 
the shoes in the windows 
are arranged attractively 
with hosiery to match. 
This is also done in the 
departments. 


Miss May McCann, 
buyer of hosiery for L. 
Slesinger & Son, states 
that she does not buy far 
in advance of the selling 
season, as she is fre- 
quently in the market. 
Buying is confined to 
comparatively few manu- 
facturers, this shop using 
its own transfer. In this 
connection it is interest- 

(Continned on page 89) 
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of the Season 


A Sensational 
Dollar Seller 


FOR YOUR LOCAL PAPER 


A small ad, 4 inches deep, fea- 





turing ‘“‘Country Club” at the at- 
tractive price of $1.00 will bring 
many customers to your store. 
Cut out the following ad, give it 
to your local newspaper and 
watch the results. 





The Talk of the 


Town 
“Country Club” 


Extra fine Gauge 


HOSIERY 
00 


Combining silk and a new process 
art that gives a beautiful sheen, 
a delightfully soft wearing tex- 
ture, and unusual durability. Artis- 
tic embroidered stripe right below 
the welt prevents runs. 


YOUR NAME HERE 





“Country Club’”’ is the sea- 
son’s most unusual seller— 
a dollar feature that has 
out-distanced anything of 
its kind. 


Made of a combination of 
silk and new process art, 
22”’ boot fine gassed mer- 
cerized lisle top, which gives 
exceptional elasticity and 
fine texture, better fitting 
qualities and very soft feel 
to the leg. 


“Country Club” can’t be 
beat for wear. 


An artistic stripe of con- 
trasting color is embroi- 
dered below the extra long 
welt, preventing runs. An- 
other feature is the new 
Star Kist marking through 
the foot and ankle similar 
to full fashioned 


—Price $7.85 
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The STAR KIST LINE 


No. 2—PUTUNDA (Registered) For wearing under- 
neath Chiffon or Sheer Hosiery. Made of Wool and 
Cotton, light in weight. Heels and toes made of very 
fine 4-ply lisle yarn 





No. 1—Same as No. 2, 34 length 


No. 64—Fancy stucco,stitch, silk and art, ravel, 20” 
boot > $6.75 


aay 
No. 69—Plain stitch, light weight, silk and art, 22” 
Se 2. Gr ali gt eh ook co Duan sat eid bho $6.75 


No. 98—Plain Chiffon. Pure Japan silk. New Star 
Kist foot. 22’ boot 


No. 100—Silk and Art Artistic panel front and deco- 
rative designs in 3 patterns, 22’’ boot 


No. 100/A—Same as No. 100, but unprinted. . . $7.75 
All Star Kist numbers are extra fine gauge. Put up 
in very attractive boxes. Beautiful color cards and 


display cards furnished to dealers with first shipment. 


24-hour delivery service after 
receipt of order at the mill. 


The STAR KIST HOSIERY COMPANY 


Reading, Pa. 


Sole Selling Agent 
ROBISCHON CORP. 
389 Fifth Avenue, New York 
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Ribbed All the Way to the Toe! 


“California” is the name of the per- 
fect sport stocking for women. It is 
made possible by a newly perfected 
machine which knits the ribbing all 
the way down to the toe—an essen- 
tial feature with low cut shoes and 
sandals. It is a new achievement in 


hosiery manufacture. 


Like all Arrowhead Hosiery “Cali- 
fornia” is Ankle-Clinging. A stocking 
with trimness of line—with style— 
with truly remarkable wearing qual- 
ities. Its reasonable price will appeal 
to your customers as strongly as its 


newness and beauty. 


Send in your order now for “Califor- 
nia.” You will find it easy—profitable 
selling. Women know Arrowhead 
Hosiery. It is consistently advertised 
in the leading magazines. Stock the 
complete line including hosiery for 
men, women and children in pure 
silk, artificial silk, cotton, mercerized 


and worsted. 


RicHMonp Hosiery Mitts, Inc. 
. “California”—a mercerized, ribbed sport stock- 
Established 1896 ing. Colors: Black, White, Cordovan, Beige, 
CHATTANOOGA TENNESSEE Grey, Peach, Amber, Sand, Khaki, Racquet. 


For All the Family 


Arrow 


Ankle-Clinging Hosiery 





MUNN 
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The Keene Co. Walk-Over store of Columbus, Ohio, has taken advantage of every bit of 

available space for its windows, and consitently shows hosiery by matching shoe colors 

in both men’s and women’s lines. A well-arranged case confronts the customer as he 
approaches two doors, where hosiery and shoes are displayed. 


Sales Boosted by Commission Offer 
(Continued from page 85) 


ing to note that in the department hosiery can 
be purchased to match every shoe in the shop, 
including men’s, women’s and children’s. 

Among women’s hose, chiffon is the leading 
eller, the following colors prevailing: atmosphere, 
natural, almond, white, gun-metal, black and light 
grey. Prices range from one to six dollars per pair. 
A medium weight silk, with reinforced lisle top and 
foot is also very popular. Here, too, the above 
colors predominate and sell at $2.00 per pair. 





H osiery Business Better 


The volume of women’s hosiery sold in Detroit 
shoe and department stores is increasing with the 
changes in color demands from black, for general 
wear, to light shades. Shoe dealers who have in- 
stalled hosiery departments have made good 
during the last two or three years, the past spring 
season having been exceptionally good. 


Obstinate Women Continue to Prefer 
Light Shades of Hosiery 


(Continued from page 85) 


Getting back to the market, it remains to be 
said that there continues to be an active demand 
for infants’ and children’s goods. Children’s seven- 
eights hose are one of the bright spots in the mark- 


et. There is also an active call for fancies in men’s 
half hose. Plaids, checks and stripe effects in silk, 
artificial silk, and combinations are selling very 
well. Plain mercerized lines in staple colors are 
wanted also. There is relatively little interest in 
lisles, due to the high prices quoted by foreign 


manufacturers. 


How to Make Your Windows Pay 


Several large shoe stores, located here and there 
in the bigger cities, attribute a good measure of 
their success in selling hosiery to the fact that 
window trims always show “fresh” patterns. Of 
course, the average store doesn’t receive new 
hosiery so often that it can dress its window trims 
with new hosiery displays at too frequent intervals. 
But the main thought of the plan is sound—just as 
practical as the idea of not allowing shoe displays 
to grow “‘stale’’ and repulsive by lying on show too 
long. 

Interest in your hosiery generally is aroused as 
the result of customers observing your interior 
and window trims. True, men and women buy 
from necessity, but in this age of stylefulness in © 
both men and women’s hosiery, the store that 
keeps abreast with the vogue, commands most 
attention. Timely displays of new and neat-look- 
ing models is one excellent way of creating interest 
—it also develops into a factor in impressing ycur 
trade and prospective customers with the fact that 
your store is always abreast of the times. 
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e Had The 
ight Idea! 


The Peerless Hosiery Dyeing Company takes your depreci- | 
ated stock, old colors, sun-faded, counter-soiled, re-dyes the | 
hosiery and returns it to you ready for immediate sale. 






































Don’t discount hosiery because it isn’t as fresh as it once 
was. Let us dye it in the fashionable and seasonable shades. 





The cost is small—the profits to you are certain. Other 
merchants have found our service unequalled. Try us with 
a sample dozen. ) 


Peerless Hosiery Dyeing Co. 


Pleasantville, N. J. 














——o—=— 8 ee ee a 











& 








Flostery Display Fixtures “The Place to Sell Hosiery 


Is the Shoe Store” 
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= preach that text to an audience of over the ‘ 
1: 10,000 attentive shoe merchants. 
' 1 bone 
: The sown seed is growing with i . soun: 
i" rapidity. All over the country shoe merchants a 
are putting in hosiery departments. Each 4 Ti 
month the idea grows bigger. 
= 5017 — 
So we say to you—the place to sell hosiery | &-- 
easily, is to the shoe merchant. f n8— 
dipped. 
For the Window, Counter and Showcase The Boot and Shoe Recorder, through i! per dos 
this Hosiery section, offers a direct approach o 1see— 
Metal and Wood Display Fixtures to the most responsive group of hosiery pure di 
a ¥ ° buyers in the country. per doz 
Papier-Mache and Wood Limbs. ROS 


Write for Illustrated Folder 


J. R. PALMENBERG’S SONS, Inc. 
63-65 West 36th Street, New York 


Founded 1852 
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“Onyx” @ Hosiery 


1924 
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STYLES For FALL DELIVERY 


Boot and Shoe Recorder 


If you have not yet received 
your copy of this booklet, 
send for ii without delay 





The “Onyx” Fatt Catatoc is Now Ready 


It is a ready reference book of the soundest 
values in staple and fancy hosiery. 


It is a guide to the selection of a Fall Line 


for immediate delivery. 


It is a handy means of filling in gaps in 


stock during the season. 


It is illustrated with photographs of newest 
patterns in sport and fancy stockings. 


“Onyx 





4 


Reg US Pat orice 


It inc'udes a complete color chart of the 
newerand more fashionable Fall hosiery 


shades. 


It contains a number of order blanks for 


your convenience. 


It offers you the means of keeping in 
constant touch with America’s greatest 


Hosiery House. 


Hosiery 


> - 
iP 

< 
’ 


INCORPORATED 


Manufacturers 


CHICAGO PHILADELPHIA BOSTON 


Ss 


1107 Broadway 


New York 


BUFFALO SAN FRANCISCO LOS ANGELES 


A 
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Make It Easy For 


In passing on the street—people must 
slow up as they come near your win- 
dows before they can turn and enter 
your store. 

By stopping them with attractive dis- 
play, the first suggestion that will in- 





duce the desire to purchase has been 
No. 2807—Double Top Shoestands made. 


You have gained their ATTENTION, and as 
you wish them to retain a favorable impres- 
sion of your merchandise, think then, how your 
merchandise is displayed. If it is placed in the 
proper line of vision—just where the eye 
naturally drops when looking in the window, it 
is easy for people to grasp the good points of 
your merchandise. 
By avoiding flat display and securing eleva- 
tions in the proper line of vision, the value of 
your window displays will soon be proven. 
Good reliable window display equipment at- 
tractively designed and properly made pays 
We hove haem shaking seliihte. dlintar eget 

e have n making reliable display equip- 
1 ‘ah wee i ment for progressive stores since 1886. 


Our latest shoe folder may contain a 
few suggestions of value. All designs 
illustrated in Fixture Book I. Yours 


The Chippendale Design for the asking. 


No. 2810—Window Tabie | No. 2814—Plateau 


28 
18 ins. high, 12 x 24 ins. top No. 1912—Card Holder 12 ins. high, 12 x 24 ins. top 











No. 2808—Plateau 
8 ins. high, 10 x 18 ins. top 


Hugh Lyons & Company 


Lansing, Michigan 


SALESROOMS 
New Foy 32d St. nied. 
No. 2813—Bench Chicago—21 - Jackson 
Boston—52 Chauncy St. 
18 ins. high, 12 x 24 ins. top, 8 ins. arms — iN Botaw St. 
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DAVIES — 


Genuine 
arce SUPPORT Sk° & 


BLACK KANGAROO 
IN STOCK 


B-C-D-E Widths. Sizes 6-11. $4 25 


We will make up BROWN KAN- 
GAROO in multiples of 12 pairs to a 


width in 4 to 5 weeks’ time. $4 85 


Again the supremacy of DAVIES shoes 
asserts itself forcibly in this new styleful 
shoe of GENUINE KANGAROO. 


It is an exceptionally good value—one 
that will win scores of new friends for 
your store. 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 
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present 


The MAG-WAY girl 


featuring 
The rent: 


Mac LAUGALIN - CONWAY SHOE CO. 
LYNW -MASS 


WOMENS HIGH GRADE NOVELTY FOOTWEAR. 


DIBTISBOBS 
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You know that perspiration 
of the feet causes 75% of 
the damage to all footwear 


of having at least two pairs of shoes for every- 
day wear and to use Miller Ventilated Shoe 
Trees, you will eliminate the majority of complaints. 


I you will educate your customers to the benefits 


Shoes worn alternately and kept on trees will wear 
longer—hold their shape better, and the linings will 
not become worn and irritating from a sweat-soaked 


and soiled condition. 
Catalogue and 


Full I ti th , | 
. aes” ensues Why not make Miller Shoe Trees the agency by 
which you can sell your customers more shoes? Not 
only will your profits be greater, but your customers 
will be better satisfied with their shoes. 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


BROCKTON, MASS. 
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The Man who has a 
very 7 definite prefer- 


ence for comfortable 
footwear 2 2? insists on 
shoes with? 


LACING HOOKS 


Sisk for shoes with lacing hooks 
Tr 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION | 
Selling Agents 


Dealer Influence is secured thru advertising in the Boot and Shee Recorder. 
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For shoe advertising you consider the “ Recorder” first as a 
matter of course. But shoe merchants buy furniture, electric 
lighting equipment, floor coverings, draperies, show cases 
and a hundred and one other things. Tell your story to the 
progressive shoe merchants of the country through the ad- 
vertising pages of the “ Recorder.” 


RECORDER RECORDS 


Apvertisinc carried in the twelve 
months ending May 31: 

Boot and Shoe Recorder . 5283 pages 
Nearest Competitor. . . . 3604 pa; 
Percentage of and Shoe Recor 
lead over nearest competitor 46.5%. 


BOOT and SHOE RECORDER 


107 SOUTH STREET, BOSTON 
‘Wire for our nearest representative 


CHICAGO NEW YORK ST. LOUIS 
189 W. Madison St. 127 Duane St. Leather Trades Bldg. 


CINCINNATI PHILADELPHIA ROCHESTER 
626 Powers Bldg. 


Seeond National Bank Bldg. Suite 1240, Widener Bldg. 
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for the place where 
the most wear comes! 


First Five Years Ago—First Today 


ment. During the past five years many manufacturers 
of high grade shoes and many manufacturers of wood 
heeis have been using USKIDE for toplifts. 


USKIDE, since it was first placed upon the market 
five years ago, has maintained a leadership in its field 
that has never been successfully disputed. 


The quality of USKIDE is right. This has been 
proved on thousands of shoes during the past five 
years, first as a sole, then as a toplift. Today there is 
no question of USKIDE superiority in the minds of 
any who have used it. USKIDE quality simply can- 


not be denied. 


Remember USKIDE is not new—it is not an experi- 


And your customers know about USKIDE. Thou- 
sands have experienced its super-wearing and com- 
fortable qualities. 


Insure the good name of your shoe by using a toplift 
that has successfully met every condition of the finest 
shoemaking. Specify USKIDE and you are sure of 
having the Ideal Toplift. 


United States Rubber Company 


1790 Broadway 


New York 


Sole and Heel stocks in following branches: 


Cincinnati 
New Orleans 


New York 
Los Angeles 


St. Louis Portland, Ore. 


San Francisco 
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Allover Patent 
IN STOCK 
814-11 11%-2 
$2.50 $2.75 
Less 5% 


CHICAGO GIRL SHOES are distinguished by 
smart, tasteful styling plus clean, careful shoe- 
making. A broad selection of DeLuxe patterns. 


Write or wire for samples, prices and lerms. y # | 
CHIGIRL SHOE Co. x Br Crscond en 
Main Office - camenan Madison Street / : \ HOLLE VDE re) 


Sy, 


Makers of modish footwear for misses and growing girls. Bs HOT O Té ge) 








CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell's Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell's nationally advertised boots and moccasins 


is sure of mighty profitable business. 


RUSSELL’S 


“IKE WALTON” ““APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
ported waterproofed veal with choicest of genuine moccasins for camp and 
long-wearing Maple-Pac Soles. outing wear. Shaped to natural lines. Made in 
Staunch as a boot, yet flexible chocolate and gray elkskin with rubber or 
as a moccasin. flexible, sturdy Maple-Pac Soles. 


Write for Catalog and Dealer Discounts 


The W.C.RUSSELL MOCCASIN CO. 
927 Capron Si., Berlin, Wis. 
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S/bCKZCASE “4 American poy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che 





Fine Calf Leathers 


Manufacturers of 
Velvetta Calf— 


Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 











| 

As a sturd support for the ankles of} 
and as a fully venti-} 

the Ventilated Foot |} 

. Well known] 


Make stock off 
children's shoes} 


GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.”” Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is — oe pad. the bright light pad vy cw facts takes its 

uyers no longer find it necessary to grope 
a the im 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 





MENZIES SHOE CO. 
Fond du lac, 


Wis. 
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“Clifton” “ 
GEM DUCK 


FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 
Used with our wet process it produces a 
perfect innersole, as it is easily formed in 
and hugs the lip providing strength where 


strength is most needed. § 


“CLIFTON” COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” 
specialties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 
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GREELEY BOUDOIRS 4 


are recognized as being 

different than _ ordinary 

boudoirs. They appeal to the 
discriminating. Only 

the very best materi- 

als enter into their 

construction. They not 

only look good but 

they are good. Sample 

or Ask re rere 

‘ tyles in stock. Prompt 

Lanter os aukber beste deliveries. 
If your jobber cannot supply you, write us. 


4 A. W. GREELEY, Haverhill, Mass. Be 


Tn Black or Colored 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per 


issue: 

Space 1 time 7 times 13 times 26 times 52 times 
iiweshe dot $5.00 $4.00 a 74 $3.00 $2.50 
“ge a 10.00 8.00 6.00 5.00 
Re owsakid 15.00 12.00 10. 5 9.00 7.50 
SSR 20.00 16.00 14.00 12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


SALESMEN—YOU GO-GETTERS!. 


who have established business on recognized men’s lines—And who want a 
GOOD SHORT LINE OF BOYS’ SHOES. 
Application for following states desired :— 
ALABAMA NORTH and SOUTH CAROLINA MARYLAND 
FLORIDA VIRGINIA EASTERN TENNESSEE 
GEORGIA WEST VIRGINIA EASTERN KENTUCKY 
Our line consists of 12 styles, unbranded, carried in stock in all widths, high and low, 
21% to 6 run, to retail at $5.00. 
All shoes full grain calf uppers and trim, overweight oak soles cut from bends, all 
leather construction. 
Commission paid on or before 10th of the following month. 
All applications confidential. This is a live wire organization, therefore, we want 
good men only. 
Address E-947, care Boot and Shoe Recorder, 189 W. Madison St., Chicago, III. 





























SALESMEN WANTED by manufacturers of WANTED—Salesman for a line of popular- GALESMAN for New York, New England 
infants’, children’s, misses’ and growing priced women’s novelty Turns and Mc- and Pennsylvania to sell infants’ and chil- 
girl's turns, welts and McKays. In-stock prop- Kays. New England territory. Address E-944, dren’s McKays. May have it as a side line. 
osition. Samples now ready. 6% commission. care Boot and Shoe Recorder, 207 South Street, Liberal commission. Address K-671, care Boot 


South and West opened for a real salesman. Boston, Mass. and Shoe Recorder, 127 Duane St., New York. 
Address E-942, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


ALESMAN WANTED—We require a = 
road salesman with established trade 
men’s fine goods in Minnesota, North ont 
South Dakota. Alsv one in Chicago and State 

of a a -  — for oo right A M t Sh D 

man. ress, giving references and ‘éxper- al 

|e ¥ A. Packard Company, 60 South essage 0 oe e ers 
reet, Boston, 


Sey Massachusetts Who Wish to Sell Shoes “On 


and ——— hs England. Short line of 
thirty en’s arch support and 
flexible arch Kb, retailing at five dollars. the Roa 
—_ kept in Boston. Liberal commission id 


. Address E-948, care Boot and Shoe 
Recorder, 207 South Street, Boston, 






































YNN MANUFACTURER of women’s me- A manufacturer of a well-known line of men’s 
ton. Cleveland “Chicago, Cincinnati Pica: gos is seeking additional salesmen. 
staples and novelties and features a fine line He believes that shoe retailers, because of their knowl- 
a Ss a oe ote. edge, experience and point-of-view, are particularly well 
oe ree - 7) Ay! i equipped to successfully sell shoes to other retailers. 
E-945, care Boot and Shoe Recorder, 207 Only men who have demonstrated their ability to manage 
th Strest, Boston, Mass. their own stores will be considered. Unless you are at 
ae og pe A by ~~ Jb yy —— least a part owner in some “going” retail shoe business it 
tories in Pa. and N. J. Ours is a com will be useless for you to write us. 
group of shoe. manu acturers, Good territory For further particulars addr 
and opportunity ~F right men. Applications particulars address 
Baltimore, Ma. oe ee E 949, care Boot and Shoe Recorder 
gm ay hn Rg elon 207 South Street, Boston, Mass. 





shoes. sagen. prices and discount right. Orders 
filled 100% with quality shoes and prompt 
- + Ean, 6% commission. Only men with 
established following of good retailers con- 
sidered. Address E-946, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 
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SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 








A Side Line that will pay 
you $500 to $1500 a year. 


We want one real shoe salesman 
in each state to sell a profitable 
side line to retailers—not shoes— 
but linked up with the shoe busi- 
ness—Our name may give you an 
idea. Get in touch with GEO. M. 
RAND, Tolman Print, 183 Essex 
St., Boston, Mass. 





SALESMEN WANTED 


Brooklyn, New York State, New Jersey, 
Connecticut, Rhode Island, Fonnertvente, 


lished trade only. Drawing account and 
commission. Give peiesemees. ddress 
K-669, care Boot and Shoe Recorder, 127 
Duane Street, New York. 





THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
die West for experienced salesmen, 
with established trade, to sell women’s 
novelties and staples in stock, on 
straight commission. Give full details 
and references in first letter. Address 
564 Atlantic Ave., Boston, Mass. 











A Side Line That Offers You 
A Chance to Make Real Money 


A short, snappy line of men’s oxfords—made in Brock- 
ton to retail at $6.85 (or $7.00, optional). 


Made by a long established, successful and amply financed shoe 
manufacturer. 


This Proposition Is Unusual in Many Respects. 


Six basic samples representing the best brains of our organiza- 
tion (the cream of a long line of lasts and patterns) enable you 
: to offer your customers the best selling styles of the minute. 


You will be backed up with real sales co-operation if you are a 
“producer.” Six per cent commission will be paid, but no draw- 
ing account will be allowed. 


We are desirous of making connections only with salesmen 
competent to give our house the representation it has a right 
to expect. 








)XCEPTIONAL Opportunity for salesmen to 

earry well-known, popular priced line of 
turn boudoirs (leather soles) in quilted satins 
and colored leathers. Ballet slippers, both soft 
and hard toes. Gymnasium slipper, and strap 
sandal. In stock. Profitable repeat mail-order 
line. Liberal commission. Address E933, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





W ANTED—Experienced salesmen who cover 
Indiana, Illinois, Kansas, Missouri and 
Rocky Mountain states—to carry our complete 
line of Juvenile Shoes, Soft soles, First step 
and Spr ow Turns, Flexible Welts and 
Stitch Downs. Al numbers carried in stock. 
Can be carried - non-conflicting line. Lib- 
eral commission. New fall samples ready. Give 
_ particulars and references in application. 
. H. Freeland, Inc., Rochester, N. Y. 


Conditions in the trade are such that many able salesmen are 
now considering the advisability of taking on a side line. Such 
men will find it to their advantage to get in touch with us imme- 
diately, providing they are now selling a non-conflicting line 
on such a basis that a side line is permissible. 





A willingness to give us in your first letter the name of your 
present employer will count in your favor. It will also be to 
your advantage to send us as complete details regarding your 
present line, sales, etc., as possible. Address E-948, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





Wan ONLY EXPERIENCED MEN to 
carry side line. Infants’, Child’s and 


a. .-_C., 8. C. 
Ala., Miss. , Tenn., Ill, Ind., Iowa, N. Y., 
Pa. "Suniehe 43 1% Comm. In stock proposition. 
Lines ready be 1. State experience, quali- 
fications and references in first letter. Schuyl- 
— = Co., formerly F. C. Gerber, Orwigs- 
urg, Pa. 


SALESMEN WANTED 





Salesmen wanted to Ke! medium priced 
line of Gowns © Misses’ and Chil- 
dren’s and "ieee and Children’s 





meed salesmen and with I 

be ve established trade 
in beth territories on both which 
be turned over to ne les 


w connection. Samp! 
simately "| be ae first. Pall 
strictly confidential. Address 

Box E923, care Boot 


and Shoe Recorder 
Eutehing Co., 207 South Street, Boston, 

















Western Pennsylvania--Ohio 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 











WANTED — to represent GALESMEN WANTED: To carry manufac- 
factory line of men’s high-class dress welts, 6 turer’s snappy and ooeter poten’ mn ot 
per cent mont acraight Must have at least 6 children’s stitchdowns. clusive or side-line. 
—y limit between 33 and 45. Arkarsas, California, Wisconsin, Iowa and 
that can list of accounts sold in the Northern Texas. Pride Shoe Company, 1627 





of references required, none other need apply. 





salesman to show, as 4 

Edmonds Shoe Company, Milwaukee, Wis. wit ape a _ ee 
popular-priced women’s support shoes to 

Se CATE to pet premier preted retail at $5.00 and $6.00, also novelty shoes. 
line 1-6 “steps ee OF Oa Se Se en 


shoes of merit, in connection with line ime quae ot . References 
handling; fifty styles in stock, 7 per cent com- Westoott AL oe Re N. Mar .tote 
mission Give references, how long sold present 











OCCASINS—Wanted res; ible salesmen 
ws annual , ete. Elam Shoe Mfg. Co., with established i t high 
ag line of moccasins in New England, New 

ork, Iowa, and ether H 








an ANTED—Experienced salesman 
line now handling. Address care Boot yi Men’s Medium Price Dress Welt 
and Shoe Recorder, 207 South St., Boston, A ag J selling at $3.40 to $3.60. 


i 
9 


ieken & Sons, Dubuque, Ia. 
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SALESMEN WANTED 


FOR RENT 








ANTED—Real salesman for state of Pennsyl- 

vania, one who is acquainted with buyers of juve- 
nile footwear. We stock the following lines in all sizes 
and widths: Kewpie Twins Stitchdown, Kewpie Twins 
high-grade welts, our Feature Line of National Park 
Outing Footwear, our boys’ high-grade welts. Our high- 
grade novelty footwear we make to order in flexible 
McKays and lightweight welts, wood or leather heels, 
for the growing girls’ and young women’s trade. In re- 
plying state age and lines handled the last five years 
with your shipments the last twelve months. Man will 
have to live in territory. All communications confiden- 
tial. Juvenile Shoe Corporation, Cathage, Mo. 














HELP WANTED 


WANTED 


An experienced shoe designer and pattern 
maker. State experience and salary de- 
sired in first letter. Address E-950, care 
Boot and Shee Recorder, 207 South Street, 
Boston, Mass. 














POSITION WANTED 


Ce. PRODUCTION AND QUALITY MAN. 
had eightee teen years’ 
sensual houses i 





an experienced man who is energetic, indus- 
trious and ambitious. Best of references fur- 
nished. Address E-952, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








MANAGER WANTED 


a MANAGER WANTED for shoe fac- 
making men’s shoes for the retail 
pal must thoroughly understand all office 
— ae credits and cost accounting. 
ee to E-914, care Boot and 

Shee ‘Reon r, 207 South Street, Boston, 








LINE WANTED 


SALESMAN with large following in the 
Southern states would like to connect with 
Stitchdown and felt slipper manufacturer. 
Address K-670, care Boot and Shoe . 
127 Duane Street, New York. 


poy COAST SALESMAN open for line. 
have handled one line successfully for 








past ten years. Owing to liquidation of my 
I must look for a new connection. Stand 
well with the best buyers and can sell shoes to 
the right le in the righ 

references furnished. Address 

and ous Recorder, 207 South Street, Boston, 





ey. SALESMAN for line 
f shoes. Covers Pennsylvania and New 
Seuew. Has large following among better 
class merchants who buy good shoes and pay 
their bills. Wants A line for coming season. 
Best of r d. Address E-955, 
care Boot and Shoe Recorder, 
Boston, Mass. 








Resident shoe buyer thoroughly experi- 
enced in the market with highest ref- 
erence, open for three or four live wire 
accounts on salary basis, references ex- 
changed. Address E-926, care Boot and 
Shoe Recorder, 207 South Street, Bos- 
ton, Mass. 











EXPERIENCED SHOEMAN, | thirty-three, 
fifteen years experience, desires ition 
as assistant to proprietor of good store 
= —— sized as, —, in middle or 
ar es' Experien vertiser, window 
trimmer and ean furnish 
as to character, habits and abili 
ployed as assistant in store or. 
ganization in large city, but dusives to leone 
in smaller place. Address E-953, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


. Now em- 


OR RENT—One of best corner rooms in 
K Springfield, Mo. Size 20 x 60. Five or ten 
vets Bide. rental. Address J. Joseph, 





FOR RENT 


ax Crowe & Co., 














Rawow. VIRGINIA: paeeraeee Saaep fee 
gi - —- of - largest depertmer 

tween 

stores. Gordon E. Strause, 7th Broad, 

Richmond, Va. 


Oooo 
BUSINESS OPPORTUNITY 








MR. SHOE MANUFACTURER 


Are your manufacturing conditions 
satisfactory? If not, come to Park- 
ersburg, West Virginia. You will 
have an abundance of intelligent 
labor, ninety-eight per cent Amer- 
ican born, free from strikes and 
labor trouble, electricity for power, 
coal and natural gas for fuel, good 
shipping facilities to the great dis- 
tributing centers, ample banking 
capital, highly satisfactory living 
and social conditions. A city that 
will take a helpful interest in mak- 
ing your business a success. This 
invitation is extended for our mu- 
tual benefit. 


BOARD OF COMMERCE 
Parkersburg West Virginia 











AGENCY WANTED 


AGENCY WANTED—Ma' 
with showroom in oy York, is 
exclusive line of men’s, ladies’ and chi 
for representation in — York = 
eastern states. Address K-668, care Boot and 
Shoe Recorder, 127 Duane Street, ot. New York. 








FOR LEASE 











ASSISTANT SUPERINTENDENT or 
man, in 5 





To Lease— Shoe Department 


A leading department store in a fast growing south- 
ern city of 175,000 desires to lease its shoe department 
to reliable people. No stock to buy. This store does a 
business of nearly two million. Address E-954, care 
Boot and Shoe Recorder, 207 South Street, Boston, 
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MISCELLANEOUS ae ma RS Ba 
“VARNUM” CASH PAID 
SIZE STICKS KIRSCH-BLAGHER CO, Inc 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply ? 


THREE STYLES 
No, 1, 2, 3 
English, French, American 
Standard Measures 







Trimmings. Makes an 
“= fixture for the store, 
H wearing and useful 
j Write Us Direct if Your Dealer 
Frank W. Whitcher Co. 
Manufacturers 




















“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The only nipper 
made which is just 
the right shape to cut 

insid 


**Manchester”’ 
Trade Mark Reg. U. S. 
Pat. Off. 





Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 
Boston, Mass. 161 W. Lake St. 
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Winpow DISPLAY FIXTURES 
ASK FOR CATAL OG 
THE OSCAR ONKEN CO. 


11 WT. 4t™* ST. CINCINNATI,.O 




















Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York City 
Phone Spring 5160-5161-5162 








622-624 , New York, N. Y, 
poy ans Re 








Ww 


obey rick cd, poy Mohave cash price 
‘ae 
BROOKLYN PURCHASING SYNDICATE 


PNGIG Beoedwag, Broativa 


Phone Stagg 1757 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
8 BROADWAY, NEW TORK, WT. 








wean New York Cit 
‘e also purchase 
goods, etc. thing, hate furnishing 














New Advertising Agency in 
Lewiston, Maine 


Lewiston, Maine, July 29—Ray 
T. Mills, for some time advertising 
manager of Lunn and Sweet of 
Auburn, has established an adver- 
tising agency under his own name 
in this city. Prior to going with 
Lunn and Sweet, Mr. Mills had 
charge of advertising for the Hart- 
-man Shoe Co. of Haverhill and has 
had, besides, valuable advertising 
experience with the Emerson Shoe 
Co., of Rockland, Mass., the Near 
East Relief, the National City 
Bank of New York, New York Uni- 
versity and the Butterick Publish- 
ing Company, also of New York. 





Shuclean not Shudian White 
Kid Dressing 


Through an error in set-up our 
readers were misinformed regard- 
ing a white shoe dressing recently 
advertised in the Recorder ‘by 
Whittemore Bros. We desire our 
readers to know that Shuclean is 
the dressing which it was intended 
to bring to the trade’s attention in 
the advertisement, and that there 
has not been any new dressing by 
the name of “Shudian” added to 
the Whittemore line. 





INDEX TO ADVERTISERS IN THIS ISSUE 
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The genuine Diamond Brand 
(Visible) Fast Color Eyelets can 
be identified by the two tiny 
raised Diamonds on their 
celluloid surface. 








Look for the Diamond 
Trade a Mark 


Diamond Brand (Visible ) Fast 
Color Eyelets have genuine 
celluloid tops that never lose 
their color and that actually 
outwear the shoe. 


Men’s and Women’s Goodyear Welt Oxfords 

for summer wear are stylish and correct when 

finished with visible eyelets. Always insist on 

Goodyear Welt shoes with Diamond Brand 
(Visible) Fast Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 





3 
JE N32 


—— 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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High Powered Patterns For 
Early Fall 


4687—All Black Satin, 2 Bar Cut 
4261—Black eatin, Black Suede trimmed, Beaded Gore, a Turn, 12/8 covered 4259— Satin, Black Suede 
imitation Turn, 16/8 full covered Spanish Cuban heel. A-C $4.50 imitation Turn, 16/8 full covered Spanis 


heel, A-C ; ; $4.00 4689—As illustrated, All Patent Leather. heel. A-C b4 
4262—As illustrated, A-C $4.50 = illustrated, All Eutent Leat 


c 54.00 
A-C $4.00  4686—As illustrated, All Black Satin, 16/8 0 -.- iustrated, a Ae sient 


4263—As illustrated, Patent Leather, Dull full covered Spanish heel. A-C...... $4.60 Leather Collar. 
Calf trimmed. A-C .. $4.00 4688—-As illustrated, All Patent Leather, 
16/8 full covered Spanish heel. A-C.. $4.66 











A selection of styles that 
are absolutely the last word 
in novelties. Wefhave them 


first. 


IN STOCK 


for Immediate Delivery 
Patterns that Sell Extra 
Pairs for You. 4907—Patent Leather, 1 Bar Cut Steel 
Gore, imita’ 


; ; Beaded tion Turn, 18/8 covered 
4905-—All Patent Leather, imitation Turn, T ee re {916 As” illustrated Black Satin e400 
13/8 covered Cuban hele, A-C $4.35 a = Suaie Grtnenel. ‘ 
4906—As illustrated, Black Satin, Suede 25 cents per lees in 4911—As Ee Black Suede, Patent 
trimmed. A-C $4.35 36 pair lots of a number. Leather trimmed. A-C $4.60 
References required on new 

accounts. 


4690—Patent Leather Hand Braided Strap, 
imitation Turn, 12/8 covered Cuban heel. 
A-C $4.50 
Leather trimmed. A-C $4.50 
$4. 




















aa aren, LY Black Suede trimmed, 
4698—All Patent Leather, ee Turn, imitation 8 covered Cuban heel. 
12/8 covered Cuban heel. A-C $4.50 A-C . $3.90 
4699—-As illustrated Black Satin, Black 4271—-As 
Suede trimmed. A-C $4.50 A-C ... 
4700—As flustrated, Black “Suede, Patent 4269—. 
Leather Perf. Collar. A-C $4.50 Ac. 


4697—As illustrated, Light Russia oy 4267—As illustrated, ‘All ‘Black Kid. Ac, . 
4.50 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


PACIFIC COAST BRANCH, 135 BUSH STREET, SAN FRANCISCO 
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“HILDA” 


An “Adora” product that reflects ease 
as well as elegance. 
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HIS shoe is made of black satin with mat kid 

trimmings. The last has a toe, not so wide as the 
extreme, but of medium proportions and yet full enough 
to answer all style requirements. In all patent leather, in 
the new brown oozes, in black ooze, trimmed or un- 
trimmed, or in brown satin, it is particularly good. 
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F. E. Adams Shoe Compan ny 


Seabrook, N. iss 


BOSTON ' 
215 Essex Street Chicago Bidg., Room 810 


CHICAGO 








Pacific Coast — Geo. R. Rule New York — Frank Harris Southern States — Ernest and Harry White 
New England — Louis Bonin Chicago District — Frank Parker Eastern States — Frank Law 
Middle States — Chas. Reedholm 
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Vol. 85, Ne. 21. the Boot and Shoe Recorder Publishing , 207 South 
ter April 15, 188%, at the Post tay Mass., under the act of Congress of March 1879. 
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Pliable 








Will Not Crack 





Wrinkle Proof- 


1X months ago after manufacturing and 

service tests had been completed, the 
Armstrong Cork Box Toe was offered gen- 
erally to the shoe manufacturing trade. 
Already 70 companies are using it in the soft 
toe shoes that they manufacture. 

Why? 

These shoe manufacturers are not anxious 
to take up every new idea that comes along, 
and before they would really use the Arm- @ 
strong Box in their lines, they thoroughly 
tried it out. 

They found it was superior to any soft box 
they had been using. Tests proved to them 





Jeather Edge 


Resilient 


Moisture Proof 


Why 70 Manufacturers Are Already 
Using the Armstrong Soft Box Toe 


that it would remain pliable and resilient 
even under the most adverse conditions. It 
did not wrinkle or bunch together as did 
other soft box materials. Neither would it 
absorb moisture and perspiration. It did not 
become hard, brittle, and crack. It has a 
feather edge so that it can be worked into 
the toe of the shoe without producing a ridge 
across the toe. 

When these 70 shoe manufacturers saw 
that the Armstrong Box filled the bill in 
these respects they began placing their orders 
for the Armstrong Box Toe. 

That is why. 


ARMSTRONG CORK COMPANY, Shoe Products Division, Lancaster, Pa. 


Armstrong | 
“r& Cork Box Toe 








wveater Influence is secured thru advertising in the Boot and Shoe Recorder. 
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FOR EARLY FALL 








REG. U. S. PAT. OFF. REG. U. S. PAT. OFe 


Fashion’s latest decree is 
toward that refined simplicity 
of lines so beautifully expressed 
in Radio Ties. 


Ever increasing orders received 
from coast to coast justify 
your faith in these patterns 


and assure the popularity of 
Radio Ties. 


Pattern 125 


Specifications 
To Order Only - - Quick Deliveries 
Light weight Goodyear Welt--Kid 
Linings, 8/8 Leather Heel, with 
Rubber lift if desired. Made up in 
Units of 6-12-18 or 24 pairs to each 
width -- 214/8 AA to D. 


Minimum Order Accepted 
On Any One Style — 36 Pair 


SUGGESTED UPPER LEATHERS FOR 
PATTERNS 125 AND 126 


Full Grain Black Calf 


Full Grain Light Tan Calf| Al] $3.85 - beac een 


Full Grain Brown Calf 
Sterlings Patent Colt LESS DISCOUNT 





Samples of Shoes Illustrated on Request. 


BRANDED OR PLAIN 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
MANUFACTURERS - - CARTHAGE, MO. 


~ 








“The ‘Going’ Colors 
are unquestionably your 


TONY BROWN and TONY TAN” 


I anybody has his finger on the pulse of 
what the best stores are selling it’s the 


man who said the above to us. 


But beyond their color “rightness” TON Y 
BROWN and TONY TAN are selling in 
volume because most shoemen know the 
sales influence of the Tony name. 


“TONY” has never yet been rightfully ap- 


plied to a leather that has not upheld the 
Creese & Cook reputation. 


TONY CALF LEATHERS 


Reg. U. 8. Pat. OF. 


RED > a BROWN 








CREESE & COOK COMPANY _ iis: 


% Wing! 
Counter, 
and D, 5 


95 SOUTH ST., BOSTON BEM SN , MASS. WB. 3. 
Vite PON (Medium 
w/z ae} Same as 
P. A. HENRY & CO. i. sizes anc 
706 Broadway, Cincinnati, O. ¢ x7 
Leather Trades Bidg., St. Louis, Mo. 


Dealer Influence is secured thru advertising in the Boct and Shoe Recorder. 
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These Hug- Tite Ankle Oxfords 
Now IN STOCK 


No. B-307—Biack Boarded Calf Lace 
Oxford. Soft Toe; Full Vamp, % 
Wingfoot Heel, A-Grade Full Grain 
Counter, Frat Last; In stock B, C, 
and D, 5% to 11 


$4.00 
No. B-306—Brown Boarded Calf 


Lace Oxford, same as No. B-307; In 
stock same sizes and widths 


$4.00 











“Best at 
the Price’”’ 











No. B-303—Black Boarded Calf Plain 
Toe Blucher Oxford, Flexible Box Toe, 
% Wingfoot Heel, A-Grade Full Grain 
Counter, Frat Last; In Stock B, C, 
and D, 5% to 11 


$4.00 


No. B-304—Smooth Brown Calf 
(Medium Shade) Plain Toe Blucher. 
Same as No. B-303. In Stock same 
sizes and widths 


$4.00 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee, Wisconsin 
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Shoes by courtesy of 
PINCUS & TOP14s 
13 Lexington Av. nue 
Brooklyn, N. | 
Made of Vode j 
Color A Havana Brox 
Quarter Lining, C 
Champagne 





Shoes by courtesy of 
PINCUS & TOBIAS 
13 Lexington Avenu 
Brooklyn, N. Y. 
Made of Vode Kil, 
Color B Golden Brows 
Quarter Lining, Color I! 
Airedale 











Braz 


100 € 
New } 


70 Nort 
Philac 
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All Agree on Browns for Fall 


No one can make a mistake in in combinations of brown VODE 
ordering brown kid shoes for Fall KID. 


in dark and medium shades. For adding a touch of real finish 


Solid color brown shoes are a good '° such shoes, there is nothing like 
beautiful contrasting linings in 


safe investment. delicate shades of VODE KID. 


But the retail shoe merchant who F fect: . 

or e ectively carrying out this 
knows the extra profit advantage plan, a broad range of VODE 
which unusual and artistic shoes (Colors affords you safe and sure 
afford him will prepare with shoes support. 





We recommend for Fall the following “Vode Kid (0lors 


Color 11 TAN Celor 88 BRONZE Color 170 ORIENTAL PEARL 
Color A HAVANA BROWN Color 114 HAZEL BROWN Color 51 CHAMPAGNE 
Color B GOLDEN BROWN Color 112 APRICOT Color 17 AIREDALE 

Color 70 JACK RABBIT 


cA decided finishing touch to the shoe—quarter linings 
of Brown shades, Gray, Champagne and White. 


The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices Agencies 
100 Gold Street Chicago Cincinnati 
New York, N. Y. 8 a = bps 
ontrea ochester 
Less a “~4 and all leather centers 
iladelphia, Pa. of the world 
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thing but soles. 


You are invited to share in this newest United Last Service. 


The styles shown are not ordi- 
nary pull-overs, but complete in 
every detail, counters, box toes, 
linings and all, in fact every- 














“This Is the Way We Like 
to See Them’’ 


4 "praiabd voices the general impression which our new service — 
showing the latest New York styles right on the newest lasts — 
is making with buyers. 







It has remained for the United Last Company to first give buyers 
the absolutely accurate proof of just how a prospective shoe style 
will look on the last —a service which they evidently appreciate. 


Moreover, since the styles are 
the newest and from the best 
New York designers — they are 
in themselves a source of latest 
and best style advice. 


New styles are constantly being received, and then sent over the 
circuit of United Last offices and branches. 









United Last Company 





FACTORIES 
BROCKTON ROCHESTER 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 

NEW YORK MILWAUKEE 








Affiliated Company 


United Last Company Ltd. 
Montreal 
with Branch Offiec at Toronto 


Headquarters — Boston, Mass. 































SHOW ROOMS 


BOSTON 
212 Essex St. 





NEW YORK 


1402 Bush Terminal! Bidg. 


CINCINNATI 
803 Sycamore St. 


PHILADELPHIA 
331 Arch St. 






















Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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Lrophy Lros. 
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Phyllis 


Confidence 


( saneme confidence in the future is apparent. Orders are being 


placed with more assurance than for some time past. 


The fact that business is coming to us more freely shall in no way change 
our attitude towards those all important elements of careful work- 
manship, selection of worthy materials, and positive style which 
make Brophy Bros. Modish McKays in every sense Honest Shoes. 


i 


It will be our pleasure to explain why others are placing confidence in the 
Brophy Line of 


Quality Shoes—Popularly Priced. 


UAHA AUC TETL 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG, 
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251-255 FOURTH AVENUE NEW YORK 


(St! Francis Hotel, San Francisco, Cal.) 


BOOT AND SHOE RECORDER 
FROM COAST TO*COAST—wherever fashionable 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 


women assemble—Shoes of CEDARCLIFF SATIN are 


an outstanding evidence of good taste and refinement! 
Dealers everywhere are impressing this fact upon the 
minds of multitudes of shoppers—to such an extent that 
fastidious women are demanding that their dealers sup- 
ply them with shoes of CEDARCLIFF SATIN. 


CEDARCLIFF 


-_-ee eee ee eee ee eee a ae a ae ait ate ate ate ae an nae a’ 


SHOE SATIN: 


The CEDAR CLIFF SILK COMPANY 


ee ee ee ae 
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QUALITY.—-STYLE : FIT: AND: SERVICE} 














For Immediate Delivery 








The above style, in Patent Leather, is now 


In Stock 


Made according to the Gregory & Read Standard 


No. 630—Carries 13/8 Wood Cuban Heel 
$4.40 . 


In 36 Pairs on a width, 25 cents a pairless ~ 
A—4%-8, B—34-8, C—314-7 


Terms—5%—10 days— 





Gregory & Read Company 
eMakers of Womens High Grade Shoes 


MASS. Bcston Sales Office 
10 High Street 
Rocm 735 
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THE LAST WORD IN PATENT LEATHER 





Letters Like This 
| Tell You Most About 


OUR NEWLY PROCESSED 


DONKEY COLT 


July 14, 1924 





Tolman, Dow & Co. 
Boston, Mass. 


Gentlemen: 


We hope you may be able to make us regular ship- 
ments of the Patent leather which we have been getting 
from you, which we find to be very satisfactory; and 
we trust that you may be able to keep us going by 
securing leather in sufficient quantities for our use. 





We want to compliment you on the last shipment 
of Patent Leather we received from you. It was 
elegant leather, jast exactly suitable for our re- 
quirements and making the kind of shoes that 
we want, and it also works very satisfactory in 
every way. 








Name of Writer 
Given on Request. 











Tolman, Dow & Company 





Greater New York - Rochester, N. Y. 
New Castle Leather Co. Leathers That Bring Re-orders Mz. Charles L. Kick 
Louis. 


Street 
174 Lincoln Street, Boston, Mass. 


Cincinnati, ~ a me i La’ _ 
Mohr-Holters Sales ° General epresentative Continental Europe . 5 Fitzgerald 
202 E. 7th Street Kew Goatie Eaathor Corn tleedigemttonn Teta tuaes 1602 Locust St. 











Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 

















Only Ramsey’s 
Take the Place of 


Jamies 


The Stitchdown that Stays SOLED! 


They WEAR! 


Good Insole 

Good Outsole 

Good Welting 
Good Uppers 

Good Counters 
Good Workmanship 
The Soles Stay On 





They GANNOT RIP! 


Outsole Double-Stitched 


(Patented Process) 


Upper Double-Vamped 





J. ? an$ers 


™ BLlaasy: ae ) , 
+ Shey Cantit RiP They CAN BE RE-SOLED! 
THEY CAN BE RESOLED fl a ee 
No Metal 


RAMSEY’S, Nothing to break cobbler’s 
347 Rider Ave., needles 
New York Triple Stitched. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recordas. 
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RO-CORD Soles are comfortable, flexible, durable, A. R. Mueller Co. 
water-proof and skid-proof. They prevent the burn- ” 358 Fourth St. 
ing sensation of the feet common to solid rubber soles for Milwaukee, Wisconsin 
the built-in cord fabric in “Gro-Cord” soles is a non con- 
ductor of heat or cold. “Gro-Cord” Soles are built ‘like oo 
cord tires and will give cord tire wear. 1627 Locust St. 


Se. Louis, Mo. 
Ask the next salesman to show you “Gro-Cord” bottomed . 
shoes for men — women — and children. Available on A, C. Morand Co. 
k—dress — i i 304-6 Sacramento St. 
wor. ' and sport shoes—to fill an ever increasing San Foeaciico, Cab 


“Gro-Cord” soles and heels are to be found on shoes of wage | og Co, 
every kind. No manufacturer’s line is complete without Bidieo, Man. 


them. 


The Lima Cord Sole and Heel Co., Lima, Ohio 


q (TR RAKLL AE LLL LLL ALARA AAA 
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7ire 
| Wear 
In Every Pair... 
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The history of shoemaking records types of shoes 
which have been created, enjoyed a period of useful- 
ness, and were finally dropped. Turn shoes survive 
the centuries of footwear transformation and are 
today the pre-eminent type for profitable merchan- 
dising. All new lasts and patterns distinguish the 
W. & D. line of turn shoes for this season. The 
patent gore one strap above shown, is one of the 
leaders in our line. It is made over the popular N.Y. 
last and carries a 16/8 full Louis heel. 


Witherell&§ Dobbins Company 
Haverhill, Mass. 


Boston Office, rr0 Lincoln Street 
a te 
The W. & D. Line of turn s Pf ad in 
the Chicago market by \ 
Harper Kirschten e Co.» 
In the Boston market by The Hub Shoe : 
In the Philadelphia market by the 4-4 
Brav Shoe Company ; 
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A Plant Devoted to Producing Leathers 
of Repeated Quality 


ORE and more American shoe 

manufacturers and retailers are 
learning the wisdom of standardizing on 
certain leathers which have proved their 
undeniable value over a long period of 
years. 

We take pride in the number of such 
firms for whom EVANS LEATHERS are 
constantly the standard. 

In making EVANS LEATHERS we 


have developed certain finer adjustments 
of tanning and finishing processes, which 


| John R. Evans & Company 


CAMDEN, NEW JERSEY 
(Branches in all Leading Shoe Centers) 


result in an unusually high average of re- 
peated quality which our customers find of 
great value in maintaining constant leather 
excellence in their shoes. 

Shoes made from EVANS 

LEATHERS this year will give 

the same service as those made 

from them last year. 

Shoes made from them next 

year will give the same service 

as those made from them this 

year. 
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K VE believe the Evans Plant to be the most 
highly organized and best systematized tan- 
lection of individual tanneries practically under one 
roof, yet each one devoted only to the manufacture of 
one particular EVANS BRAND and nothing else. 


Each unit has its own specialized heads and opera- 
tives, and works independently of every other unit. 
At the same time, all are closely concentrated to- 
gether for the limit exercise of economy in buying and 


hing organization in the world. It is made up of a col-. 
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AMERICAN 
INTERLOCKING 
SHOE STORE CHAIRS 


The Edward Friedman Shoe 
Store, 119th St. and Third Ave., 
New York, illustrated above, is a 
good example of the roomy 
appearance and comfort in seat- 
ing that can be attained through 
the use of AMERICAN IN- 
TERLOCKING SHOE STORE 
CHAIRS. 


Because there is no waste space 

between chairs, they seat seven 

people comfortably in the spate™ 

that would otherwise be required 
4 for six. 


\ Write for Catalog. 


“AMERIAN Siam (an 


noon Gees Wet 40th St. to Bison 107i So Broad 8 








KINNER’S Shoe Satin is the standard 

among shoe satins, just as Skinner lin- 
ings have been standard among lining satins 
for 76 years. The extraordinary strength of 
this fabric is the Pesult of a careful study of 
footwear needs. 


Skinners 
Shoe Satin 


Skinner's Shoe Satins are 
36 inches wide and supplied 
in four different qualities to 
meet all the requirements 
of the trade. 


It is a distinct advantage to a merchant 
to be able to tell his customers that his satin 
shoes are made of Skinner's Shoe Satin. 
Every woman will then take their. wearing 
gay for granted and they will be easier to 
sell. 


‘Look for the Name in the Selvage”’ 


WILLIAM SKINNER & SONS 
Established 1848 


NEW YORK CHICAGO 


BOSTON PHILADELPHIA 


MILLS—HOLYOKE, MASS. 
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Boys’ Goodyear Welts 


Makers of Boy’s Shoes For Over Eighteen Years 


HARRISON SHOE COMPANY 


EVERETT, MASS. 
Boston Office: 
204 Albany Bldg. 


No. ar ht Tan Bal. All Leather, “Wingfoot” No. 82—Tan Calf Blucher. All Leather, “Wing- 
Heels. E Widths in Stock. —~— Heels. D & E Widths in Stock. 
8 6 


"$2.35 


Other grades in Goodyears, from $2.60 to $3.35, Also McKays in Stock from $2.00 to $2.35, 
Boys’; $2.15 to $2.75, Little Gents’. Boys’; $1.60 to $1.95, Little Gents’. 


Send for Price List of Complete Line 




















| 
! 
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“EVERYBODY'S TALKING 
ABOUT THE RIGHT STYLE, AT THE RIGHT TIME AND AT THE RIGHT PRICE—WELL, 
HERE THEY ARE—THE SEASON’S BEST—AND THEY’RE DANDY—FIVE AND SIX 
DOLLAR SELLERS—READY FOR DELIVERY AUGUST 15TH. 


No. 216—Black satin, black cous or ~ trim, wire 
strung, steel-beaded gore t-out quar- 

ter, imitation ee ~ rie full assted Spanish 
covered heel—A, . 34-8; C, 3-7. Price 


Ne. 217—As above, in black ooze calf. Price 
$4.00 


No. 214—All patent leather, fancy two button, 
cut-out strap, 13/8 box covered heel—fiexible 
McKay—A, 4-8; 8 8; C, 4-8. Price. $3.35 


No. 215—As above, in 14/8 full vem 
Spanish covered heel. Price $3.5 


No. 210—Black satin, black ooze calf trim, 
fancy cut-out ans with diamond cross “ 
ri re le McKay, heel—A. 
4-8; B, 3%4-8; 8-7. 


Ne. hestis 4 above, in ea black ooze calf. Price 


No. 212—All Patent leather, fancy strap, 14/8 
full breasted Spanish covered heel, imitation 
turn—A, 4-8; B, 3%-8; C, 3-8. Price $3.60 


Ne. 213—As above, in black satin with black 
ooze floating strap. Price $3.60 


Sold in lots of 18 pairs to a width 
No. 214 TERMS 7%—10, 5%—30 


$3.35 
MERSKY BROS. SHOE CoO., INC. 


Boston Office Manufacturers of Ladies’ Novelty Welts and McKays 
42 Lincoln Street 93-97 CENTER STREET, MALDEN, MASS. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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- Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 
porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingit when under weight of body. 


_Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 


experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Y 























“Nhe Shoe with the Grawhord 
Arch Supporting Shank 


ited Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 






Re ee FA 
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GLASS CALF 


Now:A National Name 


For Men’s and Women’s shoes 
of distinction. 


Made in TAN, BROWN, RED 
and BLACK. 


BARNET 


LYNN 
LEATHERS 


FOR FALL and WINTER 
shoes, GLASS CALF is the 
ideal leather. — 


It makes a friend of every 
wearer. 


JyS, BARNET & SONS, Inc.! > 


Tanneries Salesrooms, 75 South Street 


LYNN, MASS.) U.'S.cA\ - BOSTONMASS., U.S. A. 


CABLE ADDRESS “TENRAB”’ oe 
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cA WORD WITHA WORLD OF 
MEANING-TO BUYERS OF 
SMART SHOES FOR WOMEN 


Watk-Croft, 


SMART SHOPS FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
































RRS SANE SS 
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This advertisement appears in The Saturday 
Evening Post, issue of Aug. oth; in the 
Aug. issue of Harper’s Bazar; the Aug. 15th 
issue of Vogue and the Sept. Vanity Fair. 





The FOOT 
ARISTOCRATI 





In the interests of finer footwear fashions 
Robert H. Foerderer produced Vici kid 


For years there was need for _ fine footwear had at last been 
a more adaptable leather—a =‘ made. 

leather that would lend itself 

perfectly to any shoe pattern or 

color that fashion might favor. 











company 
world that the ideal leather for HH. Foerderer, Inc. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA 
Selling Agents: LUCIUS BEEBE & SONS, Bonon 
CeO seen = all pees of te etd 


VICI kid 





THERE IS ONLY ONE VICI KID --- THERE NEVER HAS BEEN ANY OTHER 


~ VICI 


Reg. U. S. Pat. Off. 














Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 








Vici kid in the 
new footwear fashions 





BREAD carefully the following issues of 
the leading magazines in national 
circulation—Harper’s Bazar, September, 
Vogue, September 15th, Vanity Fair, 
October and The Saturday Evening Post 
of September 6th. They indicate the 
important place of VICI kid in the new 
footwear mode. 






Manufacturers whose models serve to establish 
shoe styles—and retailers whose offerings repre- 
sent the best of the new season’s footwear 
fashions—are featuring distinctive models in 


VICI kid. 






The strategic position of this rich kid leather, 
with its wide reputation for consistent quality, 
makes it very important to remember that there 
is only one VICI kid. It is manufactured ex- 
clusively by Robert H. Foerderer, Inc. 


ROBERT H. FOERDERER, INC. 


PHILADELPHIA 
Selling agencies in all parts of the world 







Robert H. Foerderer, Inc., 
is the sole matiufacturer of 
the one and only VICI kid. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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q She walks in beauty,” 
AUDREY 


FASHIONED BY BRAUER 
MODEL X0584 
SMARTLY BUILT ONOUR 300LAST IN PLAIN 
BLACK SATIN WITH BLACK SUEDE FRONT 


AND QUARTER COLLAR, CARRIES 17-8 
SPANISH HEEL. 


MADE TO ORDER 


ALSO ON OUR 40 LAST WITH 15-8 HEEL IN 
VERY ATTRACTIVE COMBINATIONS. 


BRAUER BROS. SHOE @. *G'2h's 


FASHIONERS OF WOMEN’S NOVELTY SHOES 
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A Best Seller for Fall 


ON A NEW FRENCH LAST 
JUST INTRODUCED IN THE WEBER LINE 


EBER UNION MADE SHOES 
are not made merely to look well 
in the window. Customers find that they 
render a service on the feet, that out- 
shines their good looks. 
Here’s a brand new one that every young ee 


fellow will want the instant he sees it. Tan, Dundee Calt 
. Lace Oxford 
$5. 00—$7. 50 overweith Sole 


Weber Bros. Shoe Co. Pele, #0 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. 
H. Harris, Rep. 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES | 


The Frog Pond — 
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The F Tog P ond—tThe old swimmin’ hole” of young Bostonians, past and present. 
Originally a small marsh in Boston Common, it has conservatively preserved its homely name. 
The wisdom of keeping comfortable as possible is illustrated alike by the swimmers at The 
Frog Pond and the wearers of our high quality rubber heels—Bull Dog, Vim and Ever Grip. 


BOSTON WOVEN HOSE’ & RUBBER CO. Cambridge. Mass.| 
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CAMPAIGN, never to be for- 

gotten, was conducted from 
Canton, Ohio, some twenty-eight 
years ago. It became known as 
the Front Porch Campaign. 


@ While William Jennings Bryan 
toured the country with his Free 
Silver Message from one end to an- 
other, William McKinley received 
delegations from all parts of the 
United States, at his home at Can- 
ton. His talks to them were re- 
ported in the press everywhere. 
The results were a striking proof 
of the power of the printed word 
as against the old-time speaking 
campaign. 

@ Canton, Ohio, has again fur- 
nished striking proof of the power 
of the printed message. It was 
Kelly advertising placed before 
the people of Canton, both through 
the press and through direct mail 
that profitably sold $100,000 of 
merchandise the past few weeks 
for Harry H. Weiss. 


@ Unbelievable as it seems this 
stock inventoried only $15,000 at 
the outset of the sale. When 
$3,000 came in the opening day, 
Mr.. Weiss saw his opportunity to 
capitalize on the selling power of 
Kelly Service. 

@ He moved in stock from his sec- 
ond store and made arrangements 
with his wholesalers for immediate 
delivery of telegraphed orders. He 
kept a continual inflow of merchan- 
dise that was hardly out of the 
shipping cases before it was sold. 


@ He extended the period of Kel- 

ly Service several times and in this 

short time enjoyed a_ business 

greater than the store ordinarily 

does in a full year. The average 
NMuIntta Powis daily volume was $2,200. 


| @ You may be planning to close 
ve out during the summer or early 
~— oe fall—it may be you are figuring on re- 
ducing your stock so as to have the 
cash to buy in the new market and have 
ef room on your shelves to display the new 
lines to advantage 
@ Regardless of what your plans 
are, we have a special selling 
proposition which is adaptable to your 
situation and will be outlined without 
obligation to you on your advising us 
the size of your stock and what you de- 
sire accomplished 
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It’s now an assured fact that light tans will be 
on the crest of the wave this fall. Familiarize 
yourself now with the shades that will sell best. 
Rueping color cards are yours for the asking. 
The light tans of the most pleasing casts, in 
dyes that really hold their shade and don’t 
readily spot up, are found in: 


. ——_______ } 


Rueping’s SEMINOLE (alf 


(Mellow, close-grained, smooth calf) 
Color 33 Titian—golden tan 
Color 39 Cinnamon Tan 


—_— 


Rueping’s WINNEBAGO (alf 
(the finest, most popular boarded calf ) 
Color 14 Spa-T an—orange tan 
Color 17 Spice—light yellow tan 
Color 24 Ginger—real ginger color 

— 


Rueping’s RUE-SUEDE Calf is made in 
black and all colors 
-—— 


Write today for color cards 
from which to specify when ordering shoes 


FRED RUEPING LEATHER Co. 


FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, England 
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craw Deurrs- 


Mr. William P. Whitman 


President 


WHITMAN & KEITH CO. 
BROCKTON, MASS. 


‘“*JUDGE IT BY ITS USERS’”’ 
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Open Letter 


- 


To WILLIAM P. WHITMAN 


Mr. William Whitman, 
Whitman & Keith Co., 
Brockton, Mass. 


Dear Mr. Whitman :— 


We take a great deal of pride over the long list of shoe manufacturers 
who maintain a strictly high quality plane for their merchandise who are 
steady year in and year out users of New Castle HAVANA BROWN Kid. 


Whitman & Keith are among the very oldest customers we have, and we 
naturally infer from their long continued use of New Castle HAVANA 
BROWN Kid that you feel it has best met your standards of value, for which 
your shoes have so long been noted. 


The longer we continue to serve firms of your stamp, who well under- 
stand that there is no substitute for continued quality, the more thoroughly 
we realize our obligation to keep New Castle HAVANA BROWN Kid ever 
worthy of such confidence. 

Sincerely yours, 


NEW CASTLE LEATHER CO., Inc. 
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A permanent Jet black dye 
—for all light colored shoes 








Tex REPCO on any light colored 
shoe. It will turn the shoe to a positive 
permanent black of a smooth and 
glossy lustre. 

There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 





Shoe stores, repair shops and findings dealers 
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bean, cloring black, all kinds of russet. investment and an excellent trade-builder. 
leather shoes. : 





pe MARE WELL selene On che sree de Suggest Repco Dye to your customers as a 


mat te ly dy ane using. Clean 
rie ee Pll lagen Pag emt means of getting longer wear out of their light 
colored shoes. 


* 
_< stand open any nee et Oe 
ver, poration es 
ttle ease or denatured alcobel, «0 . 
Shy. UNITED 
Sf REPAIRING macHiné 
SCOMPANY 
S°08TON, MASS. 














For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 





BOOT AND SHOE RECORDER 























‘| OHANSEN 


| Footwear Fashions 


Very soon now the Johansen man who travels your part 
of the map will visit you. See him—do. He won’t waste 
your time, because he has a line of shoe styles that can 
add to every merchant’s knowledge of what’s new and 
what’s what for the season. Maybe you won’t need 
shoes,at the moment of his calling, but does your wife 
refuse to read her latest copy of Vogue or Ladies’ 
Home Journal just because she can’t buy every dress 
or hat she sees in it? 








We have one of the finest lines of the season, inter- 
esting from every angle of style, price, salability— 
can we be blamed for being eager to have you see it? 





Their style brings customérs into 
your store—quality brings them 
back 





Johansen Bros. Shoe Co. 
St. Louis, Mo. 














BOOT AND SHOE RECORDER 





August 9, 19 





fussssesssaneesees 


#5 





WINDSOR. 


FLEX~WELT 
PROCESS 











For a Big 


Business 





Le Gem 


MADE BY RICE & HUTCHINS 
INSURE PERFECT FEET 
FOR THE FUTURE 


Volume 











z 











Style 5836X (Little Gem Line)—Whole 
Quarter Tan Russia Calf Blucher Boot, 
/hite Welt. Chrome Flexible § ~~. 


Sizes 1144-2. Price............. 35 
Style 5836 Y—8 }¢-11 ey 
Style 5836Z—5-8 . 185 





Style 5502Y—Patent Colt with Mat 
Calf Top. Button Top. 

Sizes 5 }_-8 “ - 55 
Same, $502Z—2- 5 15 
Same in Brown Kid, Black Kii re 
Pearl Elk. Also in Blucher pattern in 
Russia Calf, and Patent Leather. 








4 5837—(Little Gem Line)—Pat- 
tt Leather Boot with Arrow Cut Out. 
White Welt, Blucher Pattern. 





SS Sarre ae $2.35 
Style 5837 Y—8 i. pop sbeseoss 2.10 
Style 5837Z—5 -8........... 1.85 


a 








: 


Style 5814—Patent Leather Quarter 
and Vamp, Tan Beaver U with 
Cut Outs. Windsor Flex Welt M x 


Sizes 11 44-2 

Style 5814X—8 -11.. ‘nga "00 
Style 5814Y—5 - 8.. 

Same in Cherry Tan with Smoke a 


pper. 
Style S811 —1114-2........... $2.25 
Style SB1IX— 8),-11.......... 1.95 
Style SOILY— S -8........... 


ERE are the very newest styles in children’s foot- 
wear—each one beautiful and novel, yet sturdy 
and serviceable. Such footwear, in the popular Windsor 
Flex Welt and Little Gem Lines is bound to appeal to little 
tots — because they now appreciate style in their shoes. 
And mothers will be glad to purchase such shoes at 
the real economical prices for which you can sell them. 
These shoes are priced right to enable you to do a big 
volume of children’s shoe business. And remember, 
your stocks should be ready for the opening of school. 
Place your order now. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, 


DISTRIBUTING BRANCHES: 


Rice & Hutchins Chicago Co. 
Rice & Hutchins Cleveland Co. 
Rice & Hutchins Atlanta Co. 
Rice & Hutchins Baltimore Co. 


U.S.A. 


Rice 
Atlas Shoe Co., 
Jos. I. Meany & Co., Inc., 


Rice & Hutchins New York Co. 
i Hutchins St. Louis Shoe Co. 


Boston, Mass. 
Phila., 
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The College Man Leads In Dress-Up 


A Change Has Come in His Apparel 
That Is Significant ‘In Shoes” 


Whatever may be happening to modi- Right in line with that idea is the universal adop- 
fy feminine characteristics through tion of English types of clothes, wide bottom trousers, 
bobbed hair and mannish clothes, there the smoking of pipes, a consideration of proficiency 
is this to be said—the girls have had in many sports instead of a specialist in one, for in 
it their way so long that NOW comes England, attention is given to the boy—and the girl 
a new wave of interest in real man- is much neglected. 





nish togs for men. We are just on the . A Shoe to “Fit In” 

point of a nation-wide consideration Abeite tie 2 di ted for full and 
of college and school attendance and the apparel and ready “oe Cemane & EC or full and roomy 
equipment therefor. clothing in woolens and tweeds and all the accessories 
that go with that change of garb. The shoe man has 


The best authorities in the men’s clothing game indi- . iggy , : 
cate that a complete revolution is taking place in the _ cppertanny to fall in line with what is called 
standards of apparel of the college man. For five years br ute” types of shoes. They are the smart looks ns, 
he has worn a sloppy hat, a frowzy sweater, non- full bs re styles on the Feeam bee gue order, and right 
deecript pants and.old shoes. It was the thing for the in line with the recommendations of the National 
allege boy to be so conspicuous by his disregard for Styles Committees for “lasts that are French, brogue 

and new short, full brogue. In leathers there are the 


| thi : . Ti ” 
ening Cat 1 stomped him an 0 “regular Seiow. highly finished calf, boarded plump weight calf and 
Snavviest D Coll M grained leathers. 
— ee eS ne These young men should be shown shoes that are 


We have it on good advice from these same outfitters “in the three shades of tan with a strong tendency 
of clothing to the college trade, that the snappiest towards lighter tan,” and the extra pair should be in 
dressers for the fall and winter ahead will be the young _ black. 
men going to colleges, academies and high schools. The point of greatest merchants’ interest today is 
What this means to the shoe trade is compara- that a change has come in men’s clothing of so marked 
tively easy to visualize. J. F. Teeple of Waupun, a degree that its influence on young men in colleges 
Wisconsin, very definitely says, “that retail shoe mer- and schools will be but the beginning of a bigger in- 
chants ought to seriously consider the development fluence for better dressed men in all lines of activity. 
of young men’s @nd boys’ business on the basis of All the publicity in the world would not move men 
making the United States a man’s land. The last ten to buy more pairs of shoes unless a change of clothes 
years American life has been organized for the girl. obligated such a move. It is indeed, significant that 
The American boy in that period has become a by- the college man is going to be well dressed. It is the 
product of the family. Plenty has been done for the biggest keynote for a new interest in mannish men’s 
girls, but scant attention has been given to the boys. shoes and mannish boys’ shoes. 
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Nothing is more valuable than the practical experience of men who invest their 
own money in footwear.—This is the first of a series of practical 
buying features to guide other merchants. 
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By Jesse Adler 
Adler Shoe Stores, New York City 


Vice-chairman, N. S. R. A. Styles 
Committee; President, New York 
Retailers’ Association. 


a four-inch vamp, broader than the brogue in the ball and waist, holds its shape, is an easy 

fitter and extremely comfortable. For the boys with the wide trousers it is a “Wow.” 

It has a little more toe spring and is particularly good in the tan leathers. I’ve bought it 
for my leader this,fall and winter. 


| is the last word in style for young men. It is short looking, smart and full-fitting. It has 


The Adler Shoe Stores are now fifteen in number and contrary to rumors, the organization is 
in search of more stores rather than wanting to sell any of them. We are all set to {nake men 
want more shoes. 


The well dressed young man is going to put the men’s shoe business on a real basis this fall, 
and this is the shoe to do the trick. 
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X\ for young men is strongly mas- ey 
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Whi Says Style Isn’t for Men? 


ural development that makes its logical place in 

every store catering to smart young men this fall. 
Years ago, following the high toe days, the trade de- 
veloped the receding last which was followed by the 
round English. After the war, toes started to widen 
and the Haig last appeared. 


4 HE change of lasts in men’s footwear is a nat- 


The development of the brogue was the most for- 
ward movement in substantial, comfortable footwear 
that American men have had in twenty years. Follow- 
ing the brogue came the call for the square, pointed 
last and the development of the French brogue. The 
extremeness of the new last gives a breadth of toe 
very similar to the old freak last of twenty years ago. 


The new, short, full brogue last has all of the fitting 
values in the ball of the brogue with a four-inch vamp 


which makes it look short and “doggie.” Some manu- 
facturers resurrected their old freak lasts and have 
tried to make a modification of it with the full, wide 
brogue bottom. 

These new lasts take plump weight of calf and grain 
leathers to perfection. They are simple in foxings and 
lines and practically without perforations. Stitchings 
help to bring out the details of the shoe. The Recorder 
was fortunate in the April 5th issue to be first to 
indicate the birth of the new last for men, and ex- 
plained how a merchant developed this unusually short 
wood to give snug fitting in the forepart of the shoe 
and to give plenty of room in the back and body of 
the last. So many men had been calling for short fit- 
tings that he resolved to give them the normal and 
necessary length between the heel and ball and a 
change of the forepart to give optically an appearance 
of shortness. 
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Are Shoes a Luxury? 


OW many pairs of shoes would you say con- 

stitutes a luxury in a woman’s wardrobe? 
Many a man has looked at a dozen pair of seldom- 
worn shoes and wondered if the “better half” of 
his family was not extravagant in that direction. 
Some time ago it was said, “the luxuries we can 
buy and do buy are not our disgrace, but our tri- 
umph.” The prattle of money spent for so-called 
non-essentials is thrown up to people so often 
that it becomes decidedly monotonous. 

We wouldn’t like to see an industry restricted 
to the process of supplying the minimum num- 
ber of pairs of shoes to the maximum number of 
human beings. Silk stockings and pretty shoes 
indicate that modern industrial system is capable 
of supplying more than the minimum amount of 
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such articles to the maximum | number of human 
beings. 

If more than $2,000,000,000 is spent for shoe; 
and hosiery, it indicates that one hundred anj 
twelve million people are enjoying some of the 
extra satisfactions that come in owning a pleas. 
urable article. We travel this way but once 
The only period of time we can place our hands 
on is now and if reasonable luxuries help us tp 
enjoy this life more, who can say we are spend. 
thrifts by indulging in them. The luxuries of 
yesterday are the necessities of today. The pur. 
chase of pretty shoes and fine hosiery is an in. 
vestment in life’s pleasant experinces which 
should be encouraged. The shoe man shoul 
make this part of his philosophy. 





Ideas Are Everywhere 


OW quickly a good idea germinating in the 

mind of an intelligent merchant spreads in 
its application the country over. A merchant in 
Dayton, Ohio, in talking at a convention, indi- 
cated that he had developed more business in his 
store, per person, by a little scheme of encourag. 
ing the clerks in extra sales. After the customer 
had been satisfactorily fitted in the pair of shoes, 
the clerk started in to suggest a companion pair 
of a different sort or a pair of hose, or a bottle of 
dressing—in fact, all sorts of accessories. The 
sales slips as they came in showed a perceptible 
increase due to this “extra suggestion.” 

A merchant in a large town took the idea 
home and some months later thought of it again 
and put it into application. We are telling the 
story of what the second merchant did in this 
week’s issue. Rumors of his success went out as 
far as the California convention, and considerable 
emphasis was put on extra sales by suggestion. 
We now give it a national distribution after proof 
“in the testing” that it increases the percentage 
of business per customer and what is more, gives 
to that customer better and more intelligent serv- 
ice. Why not try it yoursel? 





Waste in Production 


OW important the merchant is to his com- 

munity is evidenced in the great service 
undertaking annually staged in St. Louis. This 
Fashion Pageant, in the Municipal Open Ai 
Theatre, is the great feature of August, and is 
more than a splendid entertainment and educa- 
tion to visiting buyers. It has the civic endorse 
ment of the community and the artistic and con- 
mercial talent attempt to concentrate in one pro 
duction the spirit of that market’s industrial 
progress. 
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The theme of the St. Louis Pageant is art and 
industry and it is one of the greatest trade shows 
in the world. In friendly competition, manufac- 
turers, wholesalers and merchants in all lines of 
business show the pick of their wares for the 
coming season. It is an unusual opportunity to 
study what one community makes and sells and 
no merchant but what goes home with some in- 
spiration to the better display and distribution 
of his products. 

For several weeks now we have emphasized in 
the Recorder the development of civic interest in 
the merchant and his goods. Many small towns 
join in county fair displays, each merchant hold- 
ing to the theme of the occasion so that custom- 
ers for miles around can feel that here, indeed, 
s “open house.” Just as the Fashion Pageant is 
the show window of St. Louis, so, too, the small- 
town merchant week is the show window to its 
community. There is no greater influence for 
good in distribution than such collective effort 
in opening a fall season. 





Elimination of Waste 


ONSTANCY of production is something that 

the shoe merchant can help accomplish. 
There is a big wastage in the peaks and valleys 
of production. Just at present many factories are 
filled with rush business after a low period of 
manufacture. Happy is the factory that can show 
an average production week after week, fifty 
weeks in the year and so give a constant payroll 
and contentment to its labor. 

A study of waste through plant Secilidiney in 
the shoe industry has been made by Ethelbert 
Stewart, Commissioner of Labor Statistics, De- 
partment of Labor, in his comments upon “wast- 
age of men.” He has called attention to “shoe 
factories where the output per worker per day 
is two pairs of shoes, and we have factories in 
which the output per man per day is 12 pairs of 
shoes.” 

Commissioner Stewart states that a low esti- 
mate of average turnover for industry as a whole 
is 30 per cent, which means that probably 3,500,- 
000 men change jobs an average of once a year. 
As the average loss of time between job and job 
is two weeks, it means that 7,000,000 weeks are 
lost, which is described as “unnecessary and a 
pure wastage of men.” It is pointed out that a 
very large percentage of those who go to make 
the turnover change jobs two, three, four and 
sometimes ten times a year. This reduces the 
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number of actual individuals involved .but does 
not change the situation as to the industrial 
waste. 

Tracing the cause of discontent, Mr. Stewart 
reaches the conclusion that the trouble has its 
tap-root in the fact that workingmen wish to be 
considered a part of and not as an implement of 
society. The Commissioner says that the next 
cause of dissatisfaction is the feeling that their 
power and energies are being exhausted in incon- 
sequential and unnecessarily laborious toil. 

The solution of the problem offered by the 
Federal official is that “our only industrial, eco- 
nomic, political, social and moral salvation lies in 
being forced, if force is necessary, to reform our 
manufacturing and industrial methods upon a 
basis of human conservation and helpfulness 
rather than upon human deterioration and waste- 
fulness. 

“Nothing so demoralizes a man as to feel that 
he is being wasted. No man wants to be over- 
worked; no man wants to be driven; but every 
man, unless his whole moral fiber has been 
wrecked by our slipshod industries, wants to feel 
that he is putting forth the full measure of his 
ability, whether it is to think, make shoes, or saw 
lumber. This is a part of that self-respect which 
belongs to a man and which he is entitled to an 
opportunity to retain, through his own efforts. 
No standard of wages will justify a man’s loss 
of self-respect and no methods of industry will 
compensate society for undermining the morale 
of men.” 





He Gets What He Goes After 


T took a shoeman, long John Buckley of Hous- 
ton, Texas, to win for the city of Houston 
the great International Advertising Convention 
for 1925. 
America won the Olympics in Paris, but it took 
a shoeman to help win the greatest advertising 
convention for Houston in 1925. Many shoemen 
are now in attendance at the London convention 
and their influence was helpful in putting Texas 
over in competition with the wide world. 
Americans, with a keen interest in the uni- 
versal shoe industry situation, had a splendid op- 
portunity to compare the European progress with 
our standards. What’s more stimulating for a 
shoeman, or any other business man, than an ac- 
curate knowledge of how foreign countries carry 
on in industry? The insight thus obtained is in- 


valuable. 


“As prices of farm products go up, and prospects for crops are fair, business im- 
mediately improves,” F. M. Nebe, Nebe Shoe Co., Atlanta, Iowa. 
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Budget Saves Taxpayers Millions 


State Can Also Lift Tax Burden by Same 
Method, Says Gen. Lord 


By EDWARD F. ROBERTS 


gress as something which everybody approved 

of and nobody understood. The results of the 
Budget System, however, after two years of operation, 
are easy enough to understand when presented by Gen- 
eral Herbert M. Lord, Director of the Bureau of the 
Budget. 

Many millions of dollars saved to the American tax- 
payer, thousands of superfluous office holders sepa- 
rated from the public payroll, a new spirit of rivalry 
among government officials to see who shall spend 
least of the people’s money rather than the old idea of 
who shall spend most. This is a brief summary of the 
results of the Budget System to date as given to me 
by General Lord, when I asked him to explain what a 
budget meant, in the simplest possible terms. 

“There is nothing in the least mysterious or ob- 
struse about a Budget System,” said General Lord. “It 
simply means that we are applying to the biggest busi- 
ness in the world—The American Government—the 
ordinary principles of business conduct without which 
any ordinary firm or merchant will find themselves in 
the bankruptcy court in short order. It is a very sim- 
ple question of seeing that our expenses are not great- 
er than our income. For a hundred years before the 
introduction of the Budget System, that elementary 
rule of business, indeed of ordinary life, was ignored 
by the American Government, all parties being equally 
guilty. It took the 


T HE Budget System was once described in Con- 


ferent government departments submitted independent 
estimates every year to Congress with no supervision, 
and each one apparently trying to see what was the 
greatest amount he had the nerve to ask for. What 
that meant you may gather from the fact that between 
1890 and 1920 the executive department asked Con- 
gress for 23 billion dollars more than they got. Con- 
gress did its best, of course, to cut the estimates, but it 
had neither the information nor the machinery to 
judge accurately what the real needs of any depart- 
ment were and enormous waste was inevitable. 

“Under the new system the President alone is au- 
thorized to ask Congress for money and all estimates 
must come first to him. These estimates are first re- 
viewed by the Bureau of the Budget with the result 
that the Budget for 1925, which is now before Con- 
gress, carries a total which is $318,410,916.36 less 
than the amount requested by the different depart- 
ments.” 

“To what extent has the Bureau of the Budget suc- 
ceeded in reducing the number of government em- 
ployees?” I asked. 

“I don’t know that it would be possible to give any 
exact figures, but the number of superfluous employees 
that have been let out as a result of our investigations 
and recommendations is considerable, probably some 
thousands. At the present time the government employs 
about 100,000 more people than before the World War 

and while additional 





World War to bring 
us to our senses and 
the Budget System 
triumphed through 
the awakened intelli- 
gence of the leaders 
of both our great 
national] parties.” 

“What has been 
the concrete re- 
sult?” 


Concrete Results 


“The saving of 
large sums to the 
American taxpayer 
and a_ permanent 
check to methods of 
extravagance which 
would have wrecked 
any country less 
wealthy than the 
United States. Un- 
der the old system 
the holders of 48 dif- 





A Real Blow to Government Extravagance 


economies may be 
effected along this 
line it must be re- 


What the Budget 


_ System means in 


dollars and cents 
to the American tax- 


_ Fayer is explained 


in theaccompanying 


_ interview with Gen- 


eral Herbert M. 


_ Lord, head of the 


Bureau of the Bud- 


- get. General Lord 


Points out that the 


| heavy burden of 


State and city txa- 
ation could also be 
materially lightened 
if our local govern- 
ing bodies would 
follow the example 
of the Federal Gov- 
ernment and ob- 
serve thesimplerules 
of ordinary business 
in handling the tax- 
payer's money. 








membered that 
Many new govern- 
ment agencies have 
been created which 
are of a more or less 
permanent  charac- 
ter. Very large num- 
bers of employees 
are engaged, for in- 
stance, in such de- 
partments as_ the 
Veterans Bureau 
and the Prohibition 
Service, while the 
Internal Revenue 
Bureau and other 
agencies are still en- 
gaged upon work re- 
sulting from the 
war.” 


“If the Budget 
System has proved 
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such an excellent weapon for economy in the Federal 
Government will it not prove equally effective in the 
case of our various state and municipal governments?” 

“Unquestionably,” replied General Lord emphaticgl- 
ly. “It is a simple business principle which no e 
business man would think of ignoring in the conduct 
of his private affairs and any form of government 
which deals with the collecting and expenditing of 
money is ordinarily a business concern. If the prin- 
ciple of the Budget System were applied by our states 
and municipalities it would mean a very great reduc- 
tion in our burden of taxation. The Budget System 
also is an excellent check on corruption and waste due 
to inefficiency. There is one important element which 
must be borne in mind, however, if a Budget System 
is to be really effective. It must have a strong backing 
by the executive.” 

“Has the introduction of the Budget System by the 
Federal Government had any effect thus far on our 
state or local governments?” 


Wide Interest Shown 


“I do not know whether the example has brought 
any definite results yet but very great interest is be- 
ing shown by a number of the states and cities. We 
have had a great many inquiries as to our methods of 
operation and the interest has not been confined to 
our own people either. Several foreign governments 
have asked for information.” 


I asked General Lord what was the great source 
of waste in government operation which the Bureau 
of the Budget had uncovered and he replied promptly: 
“Lack of team work.” 


“As an example of what I mean,” he continued, “I 
might mention our foreign service. In the course of 
our investigations we found one foreign city—for in- 
stance, where we had nine representatives of nine dif- 
ferent agencies of the government. There was no co- 
ordination of effort, with the result that reports were 
being duplicated in the most extraordinary manner. 
There were four separate reports on finance, and in 
another case four separate reports dealing with the 
manufacture of a certain kind of paper. This situation 
was called to the attention of the President and an ex- 
ecutive order was issued last month which put a stop 
to such unnecessary duplication of effort.” 

No item is too small to escape the microscope of 
the Bureau of the Budget. As an example of the kind 
of scrutiny to which expense bills are subjected Gen- 
eral Lord mentioned the cost to the government for 
author’s corrections in proofs which amounted to 
$240,000 in 1920, a large amount of money to pay for 
a little better grammar or a little improvement in 
literary style. Last year this bill was cut to $164,000 
and, remarked General Lord, “we will bring the cost 
lower still this year if we split every infinitive in the 
language and commit every sin in syntax.” 

Epitor’s NoTe:—This is one of a series of articles in 
which some of the most vital problems at present be- 
fore the American nation are discussed by some of the 
best-known leaders of American industry and thought. 


(Copyright by U. P. C. News Service, Inc.) 
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Lost Sales of a Busy Day 


“To convey to the trade what the awful style 
eraze is doing to the retail shoe business, I had 
the experience of listing in one day these calls 
for shoes in this little town away up in the woods 
of Maine. 

A woman’s white kid oxford, French heel. 

A woman’s blue satin oxford, low heel. 

A woman’s plain gray canvas oxford, low heel. 

A woman’s black suede oxford or strap pump, 
with spring heel. 

A woman’s green bathing shoe (we are 100 miles 
from the sea). 

A woman’s blue cross strap canvas tennis shoe. 

A woman’s patent leather. oxford for 49c. 

A woman’s plain white canvas pump, without 
strap, cuban heel (tennis). 

A woman’s pearl chrome sport oxford, brown 
apron, fibre sole. 

A child’s size 7 shoe for 50c. 

“Styles are more numerous than sales. Who 
can render service when the minds of customers 
are so erratic?” 

B. E. ANDERSON. 

Anderson’s Shoe Store, 

Houlton, Maine. 











Shoe Salesman on Care of the Feet. 


It seems that in the fall of the year, the feet of 
many people give them the most trouble. Perhaps this 
is because during the summer months we have kept our 
feet less confined than during the winter when thicker 
and heavier shoes are worn. Pumps and tennis slippers 
are widely worn during the warm weather and perhaps 
the resultant expansion of the feet and ankles beyond 
normal, explain to a large extent the uncomfortable 
confinement of high shoes. 

The following information given by one of Chicago’s 
leading shoemen should therefore prove of interest to 
the trade as it embodies the advice which he gives 
to his patrons, who complain of autumn foot troubles. 

Should your ankles have swollen from being uncon- 
fined, let your first pair of high shoes be of the laced 
variety, so the pressure can be regulated. 

If the feet burn, spray them in the night and morn- 
ing with cold water, being sure to dry them thor- 
oughly. 

Should there be a tendency toward excessive per- 
spiration, a half-teaspoonful of powdered borac acid 
sprinkled into each shoe, every other day, and frequent 
change of hose, will work a relief. 

Select a shoe that fits your foot perfectly. 

Be sure your shoes fit your feet snugly at all points, 
but not tightly. 

If ankles and lower limbs continue to be swollen 
and uncomfortable after simple remedies have been 
tried, visit a good physician, as your trouble may come 
from affected kidneys. 

On the first appearance of foot troubles, seek the 
cause and correct it at once. 
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A Store Contest for Extra Sales by Suggestion 


Potter Shoe Co. Red Army Beats the Blue in Whirlwind 
Contest, Putting Extra Sales on 10,443 Sales Slips 


AKING extra sales 
by suggestion was 
made the basis of a 


remarkable store contest in 
the Potter Shoe Store, Cin- 
cinnati, Ohio. Harry C. Mc- 
Laughlin, general manager, is 
very frank in stating that the 
idea of dividing the store into 
a Blue and Red Army was not 
original by him, but came out 
of conversation at a conven- 
tion with a fellow retail shoe 
merchant, Lewis Miller of 
Dayton, Ohio. 

A general meeting was held 
by the store, and in the selec- 
tion of officers, J. P. Orr was 
made commanding general. 
The colonels were H. C. Mc- 
Laughlin and Miss Agnes 
Engelhard. The majors were 
Bent Orr, Harry Gordon, R. 
C. Walker and J. C. Kanouse. 
The company heads were then - 
selected for the Blue Army: 
Capt. Orr, Capt. Crowe and 
Capt. Dewan, with the Red 
Army having in com- 
mand Capt. Tomassese, Capt. 
Schweitzer, Capt. Beckman. 
This gave one captain for the Blue Army and one cap- 
tain for the Red for each floor. 

These captains proceeded to select their army by 
choosing sides like what is done in baseball. The bat- 
tle was scheduled for a month, and each week the 
standing of the armies and companies were printed 
in a bulletin called “Potter Pep,” a periodical with a 
punch. 

The scheme was for the Blues and Reds to fight the 
battle of business and to score the highest number of 
extra sales, the greatest per cent of dollars per sale 
and the largest per cent of customers sold. It was a 
fair. and thrilling fight. There were extra prizes to 
supplement the magnificent cup presented to the win- 
ning army, and which was to be engraved with the 
names of the winning organization. 


How Points Were Counted 


Each of the armies were to be given extra prizes of 
$15, $10 and $5 for first, second and third prizes re- 
spectively, determined on the basis of number of sales, 
dollars of sales and percentage of customers sold. The 
first and third item counted as two each and the dol- 
lars counted only as one in order to make it fairer for 
the downstairs and junior departments, where shoes 





Captains of the winning Blue Army, left to 

right—E. C. Orr, main floor; Miss Blanche 

Crowe, children’s department; Ralph Dewan, 
basement. 





don’t run so high in price. 
Each sales slip had to have 
“ upon it the original purchase 
plus the “extra” which came 
through clerk’s “suggestion.” 
There was something in it 
for everybody, as every sale 
carried a_ personal profit to 
the seller. Here is what the 
bulletin said on the final day, 
and it is such human interest 
copy that we give you a lot of 
it: 


Some “Pep” to This Copy 


“The first round is over. 
. . . Blues win on all counts. 
Yes, sir, it’s over. ... And 
the Blues have won. ... Ina 
fight that was as thrilling in 
spots as the Democratic Con- 
vention, the Blues have won 
on all counts—number of 
points, number of dollars, and 
percentage of customers sold. 
They haven’t had a walk-away 
by any means, but they have 
won. The Reds are offering no 
alibis. ‘We lost, that’s all 
there is to it,’ they say. But 
they add, ‘Wait ’til next time. 
We've learned some strategy in this contest that’s cer- 
tainly going to be poison-gas and death-ray combined 
for the Blues in our next set-to. In a fair field and no 
favor we came out on the short end of the contest, but 
it certainly sets us on edge for the next round.’ 

“The General Staff congratulates the Blues on their 
victory. It was a clean-cut, hard-fought contest and 
every member of the Blue Army can feel proud in 
having contributed to winning it. On the other hand, 
the General Staff commends the Reds on the sports- 
manlike manner in which they accept defeat. 

“Well, the Blues get the cup and the Reds get the 
K. P., which is fair exchange and no robbery, accord- 
ing to Captains Orr, Crowe and Dewan, although Cap- 
tain Tomassene, Schweitzer and Beckman ain’t quite 
so sure about it. Incidently, the cup is a very beauti- 
ful one, that will probably be on display in the store 
a day or two before the picnic. 

“On this basis, George Gasdorf cops the first Blue 
prize of $15.00 with a score of 633.87. Good work, 





George, you certainly deserve it. Right after George 


comes Ethel Rich with 555.54, which means that this 
lady showed some speed, too. This is worth $10.00 to 
Mrs. Rich. And to show that the girls can really do 
things when they get started, Mary Furlong takes the 
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third Blue prize of $5.00, with a 
score of 543.71. ‘Dinty’ Moore fin- 
ished an awfully close fourth Blue 
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POTTER PEP 


@ Perlodical with a Punch 





a little more effort, the sales force 
responded and “put the drive 
across.” , 








with 524.84; Morris Wenz is fifth “— 
with 512.37; and Blanche Crowe is 


sixth of the Blues with 436.84, Cap- Sores “ss 


tain Orr can certainly be proud of 
having produced all three winners. 
“The Reds have something to ‘+ 


Tessday, July 1, 190. i aan It’s the retail shoe merchant, 
The First Round is Over Blues Win on all Counts 


who is constantly thinking about 
increasing his turnover, who hits 
on the sound and practical mer- 
chandising ideas. 

The Potter Company holds week- 


bieed fer the BLUES 1 








shout about, .though, -in -Russell _——— ly-meetings- where- the problems of 
Foster, who takes the first Red .... SS She — a the sales force are discussed and 
prize with absolutely the highest “w= S00 ats = analyzed with good results. Now 
score of anyone in the store— Sess. i ‘ i and then a leaf torn from the book 
661.62. Fifteen seeds go to Russell ..o Smeets ne a0 are pe of a progressive concern can be 
to start a little garden. Loretta ==" = wa F incorporated advantageously. 
Beckman gets a reward for allher . , try, eae ve 

hard work by claiming the second ~“»=u ss ass = P 

Red position and $10.00 with a Ss. i oe a The Cinderella Stunt 
score of 511.04, afd Peter Denzer 20m smutn site ew = Echard Bros., retail shoe mer- 
takes a third Red with 422.17. SSS" ss s F chants of Alton, Ill, have .tried, 


Emanuel Cable is fourth, with 
400.84, and Otilda Leifheit is fifth 
Red with 370.75. It’s too bad that 
some of the heavy money people 
who didn’t get a place on the Blue weren’t on the 
Red side, but that’s the fortune of war, and we’re sure 
that everyone will admit the fairness of the method 
of selection and the personal worthiness of the 
winners.” 


Every Employee at the Picnic 


At the completion of the contest the store picnic was 
declared. So on Saturday afternoon Traffic Manager 
Betz had automobiles ready for everyone, and Kittie 
Brown, who runs the store restaurant, had complete 
service of supplies. At the picnic the bunch had games, 
eats and dancing and a general celebration. 

It was one of the best demonstrations of extra sales 
by suggestion that had ever been tried by a shoe store. 
The spirit of the contest was excellent, and even the 
public was interested in the efforts of the salespeople. 

The actual lead of the Blues over the Reds was 143 
customers sold and .70 in percentage of customers as 
against .27 for the Reds. The entire contest developed 
10,448 sales in the shape of extra effort by suggestion. 

The success of the Potter campaign is indicative of 
the power that lies in re- 
serve. in the minds of f 
leaders in the retail shoe 
merchandising field. Many 
of us fail to appreciate 
the far-reaching effect of 
our creative energy until 
put to a real test. Often- 
times we can cultivate the 
most insignificant-looking |. 
germ of an idea into valu- 
able accomplishment. In 
this case, the Potter Com- 
pany clearly proved that 
by persistently stressing 
the fact that extra sales 
could be made by all, with 











: 





This is one of the ways the enthu- 
siasm was kept at a high pitch. 
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A daily record posted in the store added rivalry to 
the contest. 


with a good measure of success, a 
novel scheme for cleaning oyt obso- 
lete and poor-sellirig merchandise. 
The type of shoes that are fre- 
quently moved at Dollar Day sales and sometimes at 
prices as low as 80 cents are given away. True, this 
means no financial income for the company, but be- 
cause of the effective scheme in giving the shoes away, 
great advertising value has been obtained. This is how 
Echard Bros. handles the situation: 

One shoe with a tag attached to it, reading “The 
finder of this shoe may have the mate free of charge 
by calling at Echard Bros., Alton, IIl.,” is wrapped in 
a box and placed somewhere about the town. When it 
is found the finder most always returns it to the store 
and secures the mate. Of course, it is often the case 
that the finder cannot wear the size, and many times 
the single shoe has been handed from person to 
person in a community. 

Sometimes Mrs, A. finds the shoe, but cannot wear 
it. She knows Mrs. B. has a small foot so takes it over 
to her. Echard Bros. just turns the shoes loose and 
lets the customers do the Cinderella stunt themselves. 
Some two to fifteen pairs of shoes are disposed of in 
different parts of the city once or twice a year. Many 
of the people who come in for the mate are not cus- 
tomers of the store, but 
often buy shoes. 

Mr. Echard has recently 
returned from an Euro- 
pean trip and says the 
high heel boots that are 
stickers on our shelves, 
are in good style in Ger- 
many. He suggests that 
merchants who have a few 
pair of these styles send 
them to German friends. 
The cost of a ten-pair lot 
would only be around 
$1.50, including insurance 
and the goods would be 
admitted duty free if 
marked “Liebesgabe.” 
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Style in Women’s 


Patterns Increased 


Turnover of Four Maine Stores 


I. Hillson Tells How He Developed 
His Business into a Store Group 
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Two of the four stores in the chain operated by N. Hillson & Son. The view on the left is the store at 
Waterville, Me. The Gallert store is also in Waterville. 


. HILLSON, proprietor of the Gallert Shoe Store 
I at Waterville, Maine, a prominent figure in the 

East in the retail shoe merchandising field, at- 
tributes the advance of women’s shoe sales nationally 
to the incorporation of more styleful features in all 
types of women’s models. 

I. Hillson, his brother Sam, and A. C. Labbe of the 
Quality Shoe Store, Augusta, Maine, operate four shoe 
stores in Maine, so that the former is in intimate 
touch with the retail shoe conditions. 

Some of I. Hillson’s arguments in favor of style in 
women’s patterns follow: 

“Styles have been the making of the shoe business. 
I remember when I started the Waterville store some 
twelve years ago, women wore boots in the winter and 
lace oxfords in the summer. On October 1 we put ox- 
fords away on the top shelf 
and started in to sell boots. 
We now sell five or six 
pairs of low shoes per cus- 
tomer at least every six 
months. 

“While there should be a 
better regulation of style 
‘traffic,, much can be ac- 
complished in that direc- 
tion by a little head work 
on the part of the joint 
styles committee in concen- 
trating on fewer styles— 
new styles there should 
certainly be, with the sea- 
sons, but not continually 
something new. 

“T believe that a country 
town wants just as up-to- 
date shoes and hosiery as 


This inviting-looking establishment is in Augusta, 
Maine. 


do city stores. We sell- to the people of Waterville 
exactly the same styles as the folks in Boston are 
wearing. 


Good Advertising Helps 


“Good, bright, snappy windows and retail ads help 
wonderfully; also national advertising. Advertising 
literature, in the way of folders and letters to cus- 
tomers, are aids to moving more merchandise. We do 
quite a mail order business. We send our customers 
two or three pairs to select from; these are sent at our 
expense on memo charge. 

“We keep a careful record of customers’ sizes and 
have made a specialty of trying to fit people properly 
in shoes at popular prices. Hillson’s stores being four 
in number can buy in large quantities and so get case 
lot prices. 

“We carry children’s 
shoes at our Waterville 
and Augusta stores, but no 
hosiery for children. Men’s 
and women’s hosiery is, 
however, sold at all of our 
stores. 

“TI believe in quick turn- 
overs. If a number is not a 
good one, we get rid of it. 

“Dollar Day,’ held in 
June, and in which all of 
the Waterville stores par- 
ticipate, is a good medium 
for hurrying along slow- 
moving stock. At the end 
of a season, all shoes which 
do not look good to us are 
given away to the Salva- 
tion Army.” 
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Thirty years ago, in - 
June, 1896, N. Hillson, the § 
father of I. and Sam Hill- 
son, founded the retail 
shoe store called “Hill- 
son’s” at the fashionable 
summer resort of Bar Har- 
por, Maine. The founder of 
the House of Hillson. built 
his business on a substan- 
tial basis. And with the 
mortar of good values, 
good service, and confi- 
dence in his merchandise, 
the elder Hillson succeeded. 
His success is shared by 
his two sons and A. C, 


Labbe. The parent link in the Hillson chain. Opened by 
N. Hillson at Bar Harbor in 1896. 


Four modern merchan- 
dising footwear marts now 
comprise the Hillson group. In chronological order 
they may be named as follows: Hillson’s, the parent 
store, founded at Bar Harbor, Maine, June, 1896, N. 
Hillson in charge; Gallert Shoe Store, Waterville, 
Maine, February 1, 1912, I. Hillson in charge; The 
Specialty Shoe Store, Waterville, Maine, 1922, Sam 
Hillson in charge; the Quality Shoe Store, Augusta, 
Maine, March, 1923,.A. C. Labbe in charge. 


Real Opportunity in Shoe Business 


“Yes, the shoe business offers just as big induce- 
ments today to the young, energetic, well-posted shoe- 
man as any of which I know. It is true that there are 
many more stores in the country than in the old days, 
but there are more people to buy shoes in 1924 than 
in the days of 1896.” 





Retail Conditions for June 


Washington, Aug. 7—Little change was noted in the 
physical. inventories of department stores and other 
retail stores during the month of June. Department 
store stocks decreased about five per cent as compared 
with May, which brings it down nine per cent from the 
high point in the year in April. Compared with the 
last few years, stocks are fairly high, according to the 
Federal Reserve Board. Reports received from twelve 
Federal Reserve Districts and compiled by the Federal 
Reserve Board here this week show that retail mer- 
chants have been reducing their stocks gradually 
and have been very conservative in buying. 

Making allowances for seasonal variations, retail 
sales went down three per cent in June. Actually they 
were down five per cent, but as June was a short 
month with five Sundays, the one working day lost 
would probably account for the variation. 

In an interview with the Boot and Shoe Recorder 
official, the Federal Reserve Board stated that the prin- 
cipal difficulties of the retail trade have been due to 
weather conditions which have held up sales throughout 
the country. This obstacle has also interfered with the 
wholesale and manufacturing end of the business. 

The Federal Reserve agents report evidence of fall 
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buying during June, but a 
note of conservatism was 
everywhere apparent. In 
other words, merchants are 
not stocking up heavily in 
anticipating of an autumn 
rush of business. 

It is significant to note 
that the mail orders have 
held up much better than 
department stores. In fact, 
the sales during June were 
one per cent larger than a 
year ago, indicating quite 
clearly that the country 
trade was better than city 
business. 

In the retail fields fault 
was found with the period 
of unfavorable weather. 


_ Three New Fall Colors 


New York, Aug. 7—Venetian Fuchsia, Shu 
Green and Burnt Russet are the three new fall ain 
which, like the famous Musketeers, have pledged their 
troth to Milady Fashion. Just launched at the Fashion 
Show of the National Garment Retailers’ Association 
in co-operation with the Textile Color Card Associa- 
tion, these colors are being enthusiastically sponsored 
by the trade. 

Venetian Fuchsia is a sumptuous violet-red, simulat- 
ing the beauty and spirit of art expression during the 
fifteenth and sixteenth centuries and made famous by 
the great masters of the Italian Renaissance. It is 
especially adapted to evening gowns and wraps in 
satins, chiffons, velvets and metallic weaves, and will 
be used in happy combinations with luxurious fur 
trimming. 

Burnt Russet is the glistening brown of autumnal 
foliage—when rich with the golden luster of sun- 
dipped orange fused with burnt tawny tan. This is 
an especially smart afternoon color and will be em- 
ployed not only in silken fabrics but in woolens. It 
will likewise be a leading millinery color. 

Shutter Green is a typical American Colonial shade 
—a green with soft-grayed tonalities, restful and in- 
viting. It is the smartest innovation for suitings and 
coats. It isa green that all women can wear, as it has 
none of the harsh tendencies which many members 
of the green family possess. The Textile Color Card 
Association has incorporated these three new shades 
in the 1924 Fall Season Card of America. 











His Volume Five Times Greater than 


in 1923 

M. C. Kelly of Chilicothe, Ill., reports his business 
has expanded to such a degree that his volume of 
sales for 1924 will probably be five times larger than 
last year. He has applied progressive and sound mer- 
chandising ideas in. operating his shoe department. 
He conducts his house in a small town, carries cloth- 
ing as well, but devotes most attention to his shoe 
section. 
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A Perpetual Inventory Will Aid You to 
Keep Investment at Minimum - 
Practical Method for Knowing to a Pair How Many Shoes on Hand 
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DATE TO BE DELIVERED 


Here is a perpetual inventory system for retail 
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shoe stores. It shows how to carry out this 








scheme. Sizes are filled in with pencil when the 
order is given and checked off daily in ink sim- 
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ilar to sample. The line used as the size be- 
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comes the dividing line between the month and 
day. The balance of pairs on hand in each 








width is then transferred in the respective 





























date—Form by L. F. Kunstman, The New- 
man Co., 5 North La Salle St., Chicago, Ill. 











keep at a minimum the company’s investment. 

It will make possible most readily the prepara- 
tion of profit and loss statements and balance sheets 
of the company. 

“Perpetual Inventory and Stores Control” is the 
title of a pamphlet issued by the United States Cham- 
ber of Commerce, and the following data is reprinted 
from it: 

“Perpetual inventory records are kept in various 
ways. Some prefer loose leaf books of the ledger type. 
Many others employ a perpetual inventory record card 
in sizes varying between 5 inches by 8 inches and 8% 
inches by 11 inches. The use of bookkeeping machines 
is being extended to the maintenance of perpetual 
inventory records to good advantage. 

“Work on the perpetual inventory record must be 
careful and correct. Neat records make for accuracy. 
Inaccurate records are costly. With figures in different 
columns, errors in addition and subtraction on per- 
petual inventory cards are easily made and especial 
care should be used to avoid them. 

“There is the necessity for a constant or periodical 
check of actual quantities of material on hand with the 
balance figures shown on the perpetual inventory rec- 


\ PROPERLY devised perpetual inventory will 


ord. This is accomplished in various ways which will 
be described later. 


Verifying the Perpetual Inventory 


“It is necessary and desirable to verify the figures 
as shown by the perpetual inventory records with the 
actual balances of stock on hand. This is accomplished 
in one of several ways. Some companies make it a 
practice to require that the storekeeper show on each 
requisition that he fills the balance of the stock remain- 
ing on hand after filling the requisition. This requisi- 
tion going to the perpetual inventory clerk enables 
him to check his balances with the balances as reported 
by the stock clerk. Oftentimes this method, however, is 
not a practical one because of the thousands of items 
involved and the inability of the stores clerk to deter- 
mine the balance on hand without going to the labor 
of making an actual count or of weighing the material 
remaining in stock. The plan does seem to be of value, 
however, in the case of certain items which must be 
watched especially closely. 

“Another plan is to have the stock clerk check the 
balances of a few items each day, recording the quan- 
tities found on a special form, which then goes to the 
perpetual inventory clerk for verification.” 
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The customer gets the lower part of the 

check;* the middle part goes to the 

cashier; and the upper part to the stock 
record keeper. 
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Attractive— Inexpensive 


BACKGROUND treatment out of the ordinary was put in recently 
A by MacGregor’s Shoe Store, Reading, Pa. It was simple, almost 
startling, and yet not offensive to the eye. Plain black paper was 
fastened to the background. Attached to this were white paper circles in 
a polka dot pattern. As far as one could see the window, the attention was 
attracted to the background. On coming closer to the window, the black and 
white shoes, placed checkerboard fashion, blended perfectly with the back. 
The close-up effect was good, for the back did not detract from the display. 


This store uses a card system instead of sales books. The sales card is 
shown at the left. When shoes come in, the three-part card is filled out with 
the proper stock number, size and retail price and put into the carton. When 
a shoe is sold, all the sales person has to do is to stamp a serial number 
under where it says “Sales Number,” fill in the customer’s name and 
address, and amount of money received. 

The customer receives the lower part of the check as a receipt. It also 
identifies the shoes in case of exchange or refund. The middle part goes 
to the cashier for her records, while the top stub is the record for the stock 
book. 
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There’s “Snap’’ to Chicago’s Shoe Store 


Advertising 


Some Interesting Shoe Ads that Recently Appeared in Chicago Papers 
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I. Miller runs sales only twice a year. . This fact is wisely driven home in 


the heading of this ad. 


HICAGO’S shoe stores and 
¢: departments are _ liberal 
users of newspaper space. 
In laying out their advertising, 
the general trend is to keep it 
“open” and avoid crowding—even 
in midsummer, when the copy lays 
principal stress on extra values. 
Plenty of white space is used and in 


the main well balanced. “Studhorse” 
type is conspicuous for its absence. 
Illustrations and typography gen- 
erally are planned to produce a 
light and airy effect, in keeping 
with a quality appeal. 

While most of the stores an- 
nounce reduced prices on certain 
groups of shoes, they do not quote 
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ridiculously low figures, but rather 
aim to impress the reader that 
these prices are considerably below 
the quality of the merchandise of- 
fered. Some ads are devoted to 
shoes with special comfort features 
at regular prices. 

It is noteworthy that hosiery is 
prominently featured in many of 
the ads. Hosiery items have proved 
strong leaders to draw the shoppers 
into the stores, as most people. are 
ready to buy hosiery at almost any 
time. This leads to the purchase of 
many a pair of shoes. 

Marshall Field & Company re- 
cently advertised a special selling 
of women’s white footwear at $7.75. 
The Hub has assembled the men’s 
shoes in three lots at $5.85, $6.85 
and $7.85. 

The word “bargain” seems to 
have been dropped from the adver- 
tising vocabulary of Chicago stores. 

With the coming of real summer 
weather, the merchants report a 
strong acceleration of sales. 
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Yes, there are some things to talk 
about besides price, as witness this 
ad of the Davis Dry Goods Co. 
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A real message is printed in the 
typical Chicago shoe store adver- 
tisement. Shoe merchants here are 
aware of the fact that the public, 
reading the newspapers, associate 
the character of the advertising 
with the type of merchandise 
handled. As a rule the most pro- 
gressive retail concerns very cap- 
ably “put across” effective adver- 
tising. It’s obvious that the retail 
house by consistently adhering to 
a well arranged advertising pro- 
gram in advising the public con- 
cerning its merchandise is doing 
something just as important as 
arranging neat window trims. 

All of these “ads” are remark- 
ably well balanced. They invite 
attention and arouse interest. The 
too-often repeated mistake of 
crowding too much reading data 
into the ad is not apparent. Each 
ad tells a specific message. 


An ad on women’s aber an ad on oneg ‘end an ad on nae "8 preance - 
AMERIC) we sau ar ae together, but separate and distinct ads. An O-G idea. 


re 


‘Women’s Smart Shoes’ 
and Hosiery 
FOR ONE WEEK ONLY.” 


Wolfelt’s is another house limited 


to two sales a year. The shoes in- — : ~~ . 
volved are assembled in five price Not iuardiingle low prices, but “real quality at a 1 fair price, wai 
groups for clearance. is the reasonable theme of this Hassel ad. 
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sented on the great 110-foot stage of the 
Municipal Open-Air theatre, and on the exten- 
sive runway over which the models promenaded 
through the auditorium, on August 7, the opening 
night of the annual St. Louis Fashion Pageant. 
Visiting merchants saw ninety-nine complete cos- 
tumes during the course of the four promenades. 
Every item of apparel had been blended skillfully in 
the assembling of each costume, so that the result was 
not only a liberal education in fall styles, but an 
informative demonstration of how related numbers 
should be merchandised to customers. 


\ BEAUTIFUL picture of fall styles was pre- 


Fall Shoe Styles 


Ninety-nine pairs of beautifully shod feet twinkled 
over the runway that evening, heralding the smart fall 
modes in shoes. Trim, simple styles, with cut-outs con- 
fined to the instep, gores in frequent evidence, novelty 
4 straps,,ties and brilliant buckles featured, were worn 
by most of the models. Black held sway, with patent 
and satin vieing for honors. 

The pageant, as an artistic production of the highest 
order—known internationally as the only event of its 
kind in the world—achieved another remarkable tri- 
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An illustration concerning the annual St. Louis Fashion Pageant, now being held. 


Styleful Shoes Play Prominent Part‘in 
St. Louis Fashion Pageant 


Thousands Attend Annual Summer Event — A Stimulus to Clothing 
and Shoe Industries 


umph with its opening this week. The vast dimensions 
of the Open-Air Theatre lent themselves well to the 
mighty scope and spectacularity of the show. 

As the runways extended far out into the audience, 
and were satisfactorily high, the showings of shoes 
were given prominence. Each model promenaded first 
on either the right or left division of the runway, and 
then on the other side. 

The Chinese scene which followed the first prome- 
nade was inspired by the Chinese influence in fall 
styles. It was laid in a marvelous cherry orchard, and 
opened with dances by a group of Chinese girls before 
a mandarin. The color effects were entrancing, espe- 
cially as they were heightened by the shadows in the 
lagoon, a large body of water which lay throughout 
the perfomance between the audience and the stage. 
A troupe of clever acrobats next performed their feats 
before the Chinese dignitary. 

As they conclude, the two great screens come to- 
gether, festooned with lanterns. The pages break 
through eight huge lanterns in the screen, to precede 
the models in the second promenade, which featured 
fall coats. Rough coat materials were prominent, many 
with a lustrous surface, and coat styles were long in 
silhouette. 
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This unique display was arranged by the Wulff Shoe Co. of Colorado Springs, Col., at a recent 
“Open House” event. In booths, artistically decorated, latest footwear styles and hosiery to match, 
were shown. More than:four thousand people visited the store during three days. 


Hold a Fall ‘““Open House’’ 


An Opportunity to Present a Pre-Season Display of Fall 
Styles in Your Store 


is the featuring of shoes on living models in the 

store prior to the opening of a new season. This 
stunt has been tried by many merchants in many locali- 
ties. Some have gone to the extent of building a 
runway and engaging an orchestra and spending con- 
siderable money in publicity, engraved invitations, etc., 
to make it a conspicuous introduction of new merchan- 
dise. Some merchants have hired ballrooms in hotels 
and made it a grand social affair. 

While this publicity feature is going on, not a single 
pair of shoes are sold and the store devoted the time 
to getting better acquainted with its trade. The 
Recorder has aided and encouraged many a store to 
hold such an event and no store is limited by either the 
smallness or largeness of its size in the holding of an 
August style show in preparation for September 
business. 


- HE most practical application of the style show 


Show Only the Shoes 


An excellent variation on the scheme of the style 
show is the use of a large portrait panel draped in 
velvet and with a spotlight behind so that the models 
walking therein reveal only their shoes, hosiery and 
the hem of the dress. This can be used in the store as 
an incidental feature of shoe selling and the display 
might well be made every afternoon from two to four 
with music “on the side.” 

We now come to a more practical development of the 
display of shoes as tried by the Wulff Shoe Company 
of Colorado Springs, Colorado. All of the merchants of 





the city joined together in a spring opening. Why not 
try something similar in your city in the shape of a 
fall opening? The merchants division of the Chamber 
of Commerce of Colorado Springs, lined up the mer- 
chants ®f the city and prominent citizens in making 
the spring opening a general city affair. 

Shoe stores, clothing stores, department stores and 
wearing apparel stores generally, co-operated and on 
specific dates, joined in publicity and store display. 
They brought to Colorado Springs the largest crowd 
that has ever been brought for that purpose in the 
history of the city. Here is what Frank F. Wulff says 
as he passes the idea on to other merchants: 


Miniature Booths Effectively Used 


“The display shown was unique in many respects, 
booths were constructed, artistically decorated, show- 
ing the very latest footwear styles. One row of our 
chairs were removed for the occasion, thereby giving 
ample room for the booths and the displays. Each 
booth was decorated with a distinctive style or color. 
The first booth showing an extensive line of white 
footwear, the second one all the latest models in black 
satin and black suede, the third booth, patents in all 
the combinations, the fourth booth was decorated with 
all the late shades of gray, tan and airedale and kindred 
colors. Another booth, showing sport models, and a 
booth showing corrective footwear of various kinds 
and a booth showing men’s footwear in both high and 
low shoes. One booth was devoted entirely to the 
display of juvenile footwear. (Continued on page 53) 
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This photograph is ample evidence to prove that the Fourth Annual Outing of the Bancroft Walker Co., South 
Boston, Mass., manufacturers of “Walk-Croft” shoes, was the most successful of all four. The entertaining 
event was held at Thompson’s Grove, Wilmington, Mass., on August 2. 


Be on Friendly Terms with the 


WHOLESALER the other 
A day remarked that his Credit 

Men’s Association meetings 
were unusually well attended, which 
he says proves that credits are more 
hazardous and the credit man feels 


Credit Man 


A true story of how Jones got 
into hot water and was put on 
his feet by a credit man who was 
on to his job. When the banker 
got hot under the collar the case 
looked hopeless. Later when the 


of the business and attempt to not 
only recover their investment in 
said business but save the debtors 
investment as well. An incident, a 
few years ago, is a concrete ex- 
ample of the work credit men do 
who are members of this associa- 





the need of association benefits 
which include or consist of an 
interchange of experience with 
accounts which come up for dis- 
cussion. 

Contrary to the general belief of retail merchants 
these meetings are not for the purpose of putting men 
out of business, but to prevent the retail merchant 
from putting himself out of business. The function of 
this association is constructive first, last and all the 
time and prevented only by worn-out and unapplicable 
legislation from conserving more of the assets of a 
defunct debtor. Strange how close the association is 
between debtor and creditor, until the debtor realizes 
his condition is such that he cannot meet his obliga- 
ions. Immediately he seeks legal advice to find out 
what? How much he can save for his creditors? No! 
How much he can save for himself. His entire nature 
is in a flash one of self-defence and acting on advice 
he offers to settle for 25 or 30 cents on the dollar 
because his attorney has convinced him that that is 
more than creditors would receive in bankruptcy pro- 
ceedings. 

In a Tight Pinch 

If on the other hand this retail merchant has con- 
sulted his largest creditor who would talk the situation 
over with other creditors interested, unless the situa- 
tion was hopeless these creditors would take control 


businesg might have been sold 
out under Jones feet the credit } 
man saved the day. 


tion. 


He Wants to Know All 


A western retail merchant whom 
we will call Jones came into St. Louis one day and 
complained to the credit man of one of the wholesale 
houses that he (the credit man) was investigating his 
(Jones) standing; ascertaining how much he owed 
and how he was meeting his obligations. The credit 
man denied this to be true but told Jones plainly that 
while he had not done this, yet he would do so if he 
felt like it. That is the right and duty of every credit 
man; to learn all he can about any account on his 
books. The result of this conversation was that Jones 
decided to pay up his account, some $1700, and quit 
buying from the house. Right here the credit man 
showed the caliber of men engaged in determining 
the financial and moral risk of the retail merchant by 
allowing Jones to pay off his account at the rate of 
one hundred dollars a week which amount Jones said 
he could easily pay, and after due time the account 
was paid up and closed. 

Several months passed before Jones again appeared 
to say that he had been misinformed and that it was 
another credit man who had dared to look up his credit 
and that he was sorry for the misunderstanding and 
wanted to reopen the account. This the credit man 
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Among the special guests were A. F. Bancroft and E. P. Walker, members of the firm. A varied sports program 
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for men and women was presented and suitable trophies were awarded winners. Dancing was enjoyed in the late 


afternoon and evening. Ralph Palmer was chairman of the general committee and was aided by E. Gehrke and 


G. Ray. 


refused to do, but the boss himself, for old time’s 
sake, did. 

Two years elapsed without incident and Jones’s 
orders were promptly filled-since the boss OK’d each 
order without hesitation, but in February of the sec- 
ond year the credit man became uneasy because Jones 
had not paid the house a dollar during the entire 
month of January. Calling attention of this. fact to 
the boss it was decided that the credit man visit Jones 
at his store and find out what he did with his money 
in January. This was promptly done and the credit 
man learned that Jones had turned over all of his 
receipts to one firm who, as he said, had him tied up 
with notes for the next three months. He also learned 
that Jones claimed a stock of $22,000.00 and owed 
$12,000.00. Inquiring where this stock was, Jones 
showed him what he said represented merchandise to 
this amount, but the credit man, knowing shoe values, 
decided in his own mind that Jones was a bankrupt. 
He felt that if Jones overestimated his stock, he under- 
estimated his debts, but aside from warning Jones to 
pay no one until he heard from him he returned to 
St. Louis to advise the result of his investigation to 
his employer and also to the firm having the notes. 
The result of this meeting was a demand on Jones 
that they, not Jones, take an inventory to determine 
for themselves how matters stood, but the day before 
the inventory was to be taken Jones appeared in town 
and admitted his actual condition; that he had a stock 
of $16,000.00 and owed $9,000.00 for merchandise and 
$6,000.00 to the bank; that the figures he gave on his 
signed statements for four years were false. 





Rhode Island Association Outing 
Providence, R. I., Aug. 7—The annual outing of the 
Rhode Island Shoe Retailers’ Association will be held 
at The Modoc Club, Wednesday, August 13. An enter- 
taining program has been arranged for the occasion. 
Many sports events will be held. 


Illinois Retailers’ Convention 

Peoria, IIl., Aug. 7—Plans for the Illinois Retail Shoe 
Dealers’ Convention, to be held here Sept. 15, 16 and 
17, are progressing. W. J. Crawford is general chair- 
man of the arrangements committee. 

Reservations are coming in in fine shape. L. S. Ab- 
bott, chairman of the hotel committee, states that he 
is working nights getting them lined up properly. 
The convention, coming at a most opportune time for 
both the traveling men and retail merchants, prom- 
ises to be by far the most successful yet held. 





An Effective Practice 

An inexpensive, but effective, way of impressing 
the customer that the shoe store is interested in prop- 
erly distributing merchandise, is demonstrated by a 
policy carried out by the Peacock Shoe Store of St. 
Louis. When a customer unwraps his shoes after leav- 
ing the Peacock store, he finds clean white tissue paper 
separating them from the outer wrapping of heavier 
stock. The cost of this practice has been small, and the 
concern reports that although insignificant it may 
seem, the practice has won the favor of the clientele. 


Hold: a Fall ‘‘Open House’”’ 


(Continued from page 51) 

“More than four thousand people visited the store 
inspecting the various styles and were exceptionally 
pleased with the arrangement of the footwear display, 
and from comments received we have reason to believe 
that it has helped in a large measure to familiarize 
the people of our city and community with the styles 
carried by us and what they may expect as a style 
trend for the present season.” 

Will you please let the Recorder know if you are 
making any co-operative feature in merchandising this 
fall? We may be of assistance to you in developing 
the general plan of holding “open house,” fall style 
shows and fall openings. 
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LOTUS CALF 


; BETAILERS who know the 
Ws) prominence which leather 
4 takes in the eye of the con- 


LOTUS CALF line. 


MECCA LOTUS CALF is a light shade 
of brown in a glazed and boarded chrome 
tanned calf leather. It will shed water and 
at the same time take an exceptionally 
high polish. Bearing the P. & V. trade 
mark guarantees it as a leather that will 
give the maximum in service and satis- 
faction. 


‘ MECCA LOTUS CALF quality can be 

k 
‘ane re a a World measured by the same standards that all 
Lotus full-grain boarded colored leathers 


} must meet. 


PFISTER & VOGEL | EATHER Go. 


StL AUERS, O hae PETE ADELEAIA, PA. ROCHESTER, N. Y. 
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Dealer Influence is secured thru adver tising in the Boot and Shoe Recorder. 
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The ‘Quality’ of the Marshall Shoe 
makes it attractive to particular trade. 


C. S. MARSHALL COMPANY 
Brockton, Mass. 


Makers of Men’s Fine Footwear 
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Creatas Values Ever 


Offered in Shoes Ma Made in the 
Brockton District 


IN STOCK 


H 300—P & V 108 Lotus Calf, 
French Brogue Last, Nat. Calf 
Lining, Storm Welt, Fibre 
Doubler, 9 Iron Back Sole. 
Wingfoot Flange Heels. Widths, 
B-C-D. Sizes 5%-11. 


Price $3.50 


H 400—Same in Gun Met. Calf. 


Our pictures portray the 


IN STOCK perfection of our lines. 


H 301—Rueping 33 Calf, New 
Brogue Last. Nat. Calf ‘Lin- 
ing, Storm Welt, Fibre Doub- 
ler, 9 Iron Back Sole, Wing- 
foot Flange Heels. Widths, 
B-C-D, Sizes 5%-11. 


Price $3.65 


H 401—Same in Gun Met. Calf. 


Brockton Shoe Manufacturing Co. 


BROCKTON, MASS. 
Boston Office and Sales Department, 117 Lincoln Street 


New York Office Steck Dept. Chicago, Til. San Francisco, Cal. Atlanta, Georgia San Antonio, Texas 
127 Duane St. PRS ta ~ 526 Pacific Bldg. 238 Peachtree Arcade 801 Russell Buiiding 
ladelphia, Pa. 


Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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STUDY CHIROPODY 


Learn this new, dignified, money making 
profession now 


Chiropody offers a splendid field for both men and women, especially 
those with shoe experience, to make big money in a high-grade, rapidly 
growing calling. The demand for Graduate Chiropodists is far greater 
than the supply. 

The Illinois College of Chiropody occupies a four-story building, and 
has an excellent faculty of physicians, chiropodists, surgeons, chemists 
and orthopedists. Day and evening classes. 

College has thoroughly equipped, modern laboratories and the largest 
foot clinic in America. Degree, Doctor of Surgical Chiropody, is conferred 
upon those satisfactorily completing course. 


11th Successful Year Send today for free catalog 


ILLINOIS COLLEGE ¢ CHIROPODY 


1327 N.Clark St. 
. CHICAGO Please send me ee oe rr de pan 5 your courses. 
EL: Ff Saunt NNEneNe En x 


0 Pe ee ea —hUhUlUlhdhlllU 
Have you previously made any study of the foot 
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Se representatives are now in their 
territories showing Cahill’s Catchy 
Creations. 


Write or wire for appointment No. 1115 


Made in Patent Leather with 3 
° adjustable Gore Beaded Strars. 
The Cahill Shoe Co. Also made in other materials. 
MANUFACTURERS 


Establish 1895 P 
stablished Electros sent free with orders on 


Cincinnati request 





THE QUALITY SHOE “gaye , SI) MARKET OF AMERICA 
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HE final hearing on Inter- 
changeable mileage, before a 
decision is rendered, will be 
held at St. Paul, Minn., on Aug. 25. 
It is an interesting subject to the 
National Shoe Travelers’ Associa- 
tion, and it is expected that several 
unsettled points will be covered in 
a thorough and clear way at the 
hearing. The N. S. T. A. will be 
represented at the hearing by of- 
ficers of the Northwestern Shoe 
Travelers’ Association. 


One Way to Win Orders 


“Many a window have I dressed,” 
says a salesman who travels in the 
small city circuit. “Many an eve- 
ning have I gone around to the 
Central Shoe Emporium and fixed 
up the window, while an admiring 
retail merchant looked on. No, I am 
not a window dresser. But if there 
is any way to please a customer, 
and to book his orders, I’m the 
salesman who is willing to do the 
pleasing.” 


George Hammann, Jr., with 
Portage 

George Hammann, Jr., covers 
Southeastern Ohio and Southern 
Indiana for the Portage Shoe Co. 
of Milwaukee. Mr. Hammann starts 
out August 15 with a complete line 
of men’s work and dress shoes. He 
is the fourth generation of a shoe 
family, his great-grandfather start- 
ing the making of custom shoes.in 
Cincinnati in 1845. 

His father, George C. Hammann, 
runs the oldest shoe store in Cin- 
cinnati at 1187 Harrison avenue. He 
specializes on the Hammann Shoe 
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Final Hearing on Interchangeable Mileage 
August 25 at St. Paul 


and Arch Supporter. The junior 
George has a wide acquaintance 
with retail shoe merchants. This 
friendship, plus his shoe ancestry 
and personal ability, augurs well 
for ‘his success as a member of the 
shoe traveling profession. 


Bob Emmett on Trip 

Robert Emmett, one of the ener- 
getic salesmen of the Watson Shoe 
Co. of Lynn, Mass., left early this 
week on a flying trip through the 
middle west. He carried a new line 
of novelties with him to show to his 
trade. Bob is of the vigorous type 
and is meeting with good results 
in his territory. 








G. R. DUNCAN 


Covers the Pittsburgh district 
for Lunn and Sweet, Inc., of 
Auburn, Me. 


Duncan’s Territory En- 

larged 

G. R. Duncan of Lunn and Sweet, 
Inc., of Auburn, Me., who covers 
the Pittsburgh district, is enthusi- 
astic concerning the fall outlook. 
He has been enjoying good busi- 
ness. 

Mr. Duncan has been in this 
Western Pennsylvania territory a 
short time, but he has certainly 
made a host of warm friends 
among the retail merchants and the 
other boys on the road. 

His standing with Lunn and 
Sweet, Inc., is evidenced by the 
fact that it has voluntarily in- 
creased his territory by giving him 
Northwestern West Virginia as 
well as some additional territory in 
the western part of Pennsylvania 
and Erie county in New York state. 


Garret H. Plowman Dead 

Philadelphia, Aug. 2—Following 
a long illness, Garrett Hynson 
Plowman, a well-known shoe sales- 
man, died at his home in Ridley 
Park last week. He is survived by 
his widow and four children. 


Homan on Trip 

Tom Homan, sales manager for 
the Homan-Hughes Company of 
Cincinnati, left on July 27 on a trip 
to Pittsburgh, Cleveland, Chicago, 
and Kansas City, and St. Louis. 
The salesmen,of this concern are 
out on the réad, and they report 
that business is satisfactory, and 
that they are receiving orders for 
fall delivery. 
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Our offerings of styles and values 
produce sales with profits. 


If New York Says 
“Jr's the Latest Style” 
We've Got It! 


Allen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston 
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A. R. MARTIN 


Who travels the Middle West 
for the G. Edwin Smith Shoe 
Co. 


Martin a Benedict 


A. R. Martin, who travels the 
middle west for the G. Edwin 
Smith Shoe Co. of Columbus, was 
married on June 29 to Miss Letta 
Flynne of San Francisco at Wood- 
lawn Cabin, Clare, Mich. 

Mr. and Mrs. Martin made their 
headquarters at the Hotel Ven- 
dome, Boston. They have been 
studying New England footwear 
fashions and also attended the Bos- 
ton Style Show. 


J ease Keith Visits 


Jesse Keith, formerly with the T. 
D. Barry Company of Brackton, 
Mass., now with the Emerson Shoe 
Company of Rockland, Mass., was 
a visitor in Boston during the week 
ending August 2. He had a chance 
to renew old acquaintances and get 
a “line” on shoe manufacturing in 
the East. 


Nathan I. Auer Is Dead 


Nathan I. Auer, who has repre- 
sented the Wm. Amer & Co. of Phil- 
adelphia, Sol Barnet & Sons of New 
York and the Hamilton Wade Co. 
of Brockton, Mass., died. July 19. 
Blood poisoning, following an oper- 
ation several weeks ago, for the 
removal of tonsils, resulted in his 
death. Mr. Auer was well known 
among the shoe trade in the Cin- 
cinnati and Ohio territory, having 
represented leather manufacturers 
in this section for many years. He 
was thirty-four years old, and his 
wife and daughter survive him. 


GEORGE B. FIELD 
Second Vice-President and Sales 
Manager of the S. J: Basker Shoe 
Co. He covers the jobbing trade in 

the large cities of the country. 





Of Interest to the N.S. T. A. 


Thomas A. Delany, national sec- 
retary of the N. S. T. A., received 
a note from R. F. Libby, past presi- 
dent of the International Federa- 
tion of Commercial Travelers, an 
organization with which the N. S. 
T. A. is affiliated, saying that the 
recent convention held by the fed- 
eration in Montreal was very suc- 
cessful. 

He reports a progressive cam- 
paign which will be launched con- 
cerning legislative matters which 
will be of great benefit to the or- 
ganization. Some of the subjects 
which will be considered include 
“Reduced Cost of Mileage,” “More 
Allowance on Excess Baggage” and 
“Repeal of Surcharge.” 


Briggs in New England 


Charles H. Briggs of Rochester, 
N. Y,, a live wire in the R. A. T. 
S. S., with his wife and daughter, 
is touring New England for the 
first time. While in Boston he met 
many of the boys and was a guest 
of Chris Briel. 


Maddy Reports Improved 
Business 


W. B. Maddy, who is one of the 
old and well-known representa- 
tives of the Sam B. Wolf Shoe 
Company, having covered for 
many years Virginia, Maryland 
and South Carolina, reports bus- 
iness in his territory greatly im- 
proved. 
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B. M. BREWER 


Brewer Joins Thayer Co. 


B. M. Brewer, for the past sev- 
eral years with the C. S. Marshall 
Co. of Brockton, Mass., has joined 
the N. B. Thayer & Co., Inc., of 
East Rochester, N. H. He is sales 
manager, and is well qualified to fill 
his new responsibilities. Mr. Brew- 
er has enjoyed marked success in 
the sales phase of the shoe in- 
dustry. 


Julius Altschul Salesforce 


William W. Arnoff, sales man- 
ager for Julius Altschul, Brook- 
lyn, covers the entire East, east- 
ern New York State and New York 
City, for this house. Mr. Arnoff 
has been selling the Julius Alt- 
schul line of misses’, children’s, 
grade turns and welts for the last 
six years. He states that 70 num- 
bers are carried in stock. 

M. Black covers Brooklyn, Rob- 
ert Reinhart covers New Jersey 
and Pennsylvania for this house. 


Foster Has Steady Business 


W. K. Foster of Wm. C. Foster’s 
Sons, who sells men’s leather stitch- 
downs to the jobbing trade, with 
Boston office at Rm. 206, 139 Lin- 
coln street, reports a good and 
steady business. 


Arthur Hickey’s Father Is 
Dead 


Arthur Hickey of Boston, well 
known to the shoe trade, is receiv- 
ing the sympathies of his friends 
in the death of his father, who 
passed away recently. 
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HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 



































Dealer Influence is secured thru advertising in the Boot and Shoe Recorder. 
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“Beautiful (eather for Beautiful. Shoes” 
(ARE & SCHMIDT & CO le 

. DETROIT MICHIGAN 
Tanners of the Schmidt Calf Leathers 
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& SCHMIDTS 
™ LEATHER STYLE LEADERSHIP 
is again pronounced 
in the new colors 
REDWOOD 2.2 GOLDENGLOW 
with their disappearing 
box board effect and 
bright velvet finish 
Adapted to the New Fall Styles 
for mens and womens footwear 
by the foremost manufacturers 


Also produced in smooth grain 

















































































































“ Beautiful (eather ner for Beautiful Shoes” 
(ARE & SCHMIDT & CO IN€ 
DETROIT MICHIGAN 
Tanners of the Schmidt Calf Leathers 









































All Schmidt Calf Gathers are full grain 
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Report Fair Shoe Demand 


ST. LOUIS—The more novelty 
shoes a woman has to buy to keep 
‘up with changing styles, the more 
‘she must make her money spread. 
That is why the shoe stores here 
note the increasing demand for 
“the latest thing—in something a 
little cheaper.” This demand was 
‘here this spring and this summer, 
and was pronounced during the 
July clearances, when women 
bought a fresh pair of shoes for 
late season wearing. Some of the 
stores went below their regular 
sale prices in making attractive low 
‘offerings, and drew crowds. 

It is understood that one St. 
Louis manufacturer of high-grade 
women’s novelties is planning to 
add a factory which will turn out a 
popular-price line of footwear in 
order to cash in on the tremendous 
demand for cheaper style merchan- 
'dise. 

The week’s trade in local retail 
stores was only fair for the ma- 
jority, rather poor for a few stores, 
and proved excellent only for the 
concerns which started their clear- 
ances in the middle of July. 


Gain Over July, 1923 

Trade for the entire month, how- 
ever, showed a gain over last July. 
stores reported an even 
break, while others reported gains 
of as much as 25 per cent. This was 
an excellent showing on the whole. 
The first two weeks, which marked 
the beginning of a month-long 
clearance sale for more stores were 
better than the second two weeks 
for them. 

The majority of shoe stores ended 
their clearances with summer 
stocks cut down satisfactorily. Some 
stores intend to put out fall offer- 
ings immediately, while others will 
continue to play their patents and 
satins and the general run of men’s 
shoes until September 1. 


Freer Wholesale Buying 

Shoe manufacturers report that 
advance orders booked during the 
second and third weeks of July were 
larger than the total for the four 
weeks immediately preceeding that 
period. There is a renewed interest 
in goods for future delivery, also. 
The change in weather conditions, 
and the improvement of crops in 
the face of an advancing market, 
are largely responsible for this 
stimulation of buying. 








Big Buckle Year 

Buckles, brilliant crystal 
buckles, to set off the reign 
of black this fall, are expected 
by local stores to be in for a 
good demand during the sea- 
son now beginning. They are 
the only type of extra orna- 
ment that will have much 
vogue, however. “When opera 
pumps are with us, buckles 
come in strong,” one retail 
merchant says: 























Swope’s Features Fall Shoes 

The big three-decked, oval-shaped 
display case in the center of 
Swope’s second floor women’s de- 
partment, which is used to feature 
new styles, was devoted to showing 
fall numbers recently. 

Cut-out straps and plain pumps, 
adorned with simple bows, some- 
times of leather, and with buckles, 
predominated. Many of the pumps 
had no cut-out, and the tailored 
vogue dominated. Satins had the 
biggest representation, with pat- 
ents second and a smart showing 
of calfskins that took a close third 
place. Vamps were medium short, 
and there seemed a_ tendency 
toward lower heels, especially in the 
models for street wear. Cut-outs 
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preferred the instep as their field 
of operations. 

Brilliant crystal buckles were 
featured. A novelty shown in the 
case which has proved a good seller 
is a pump with a self lattice-work 
toe and instep. French models pre- 
viously bought in this style lacked 
the solid leather base which sup- 
ports the otherwise frail lattice- 
work in this line, and makes it 
durable. 


A Hosiery Counter Idea 


The hosiery department of Sen- 
senbrenner’s is featuring a counter 
display of $2.98 stockings in rather 
bright colors, such as light salmons 
and greens, with a large price-card 
reading, “Hosiery in shades to 
match your summer dress.” This 
little stunt has created quite a bit 
of business. Customers frequently 
respond to ideas better than to mer- 
chandise. 


Myles’ Add Shoe Shop 


A women’s shoe department was 
opened on July 28 in the Myles Mil- 
linery Co. at 413 North Seventh 
street. It occupies the store’s main 
floor, a space about 35 by 50 feet, 
and has 60 chairs. A large hosiery 
department adjoins the shoe sec- 
tion. B.-M. Bartlett, formerly with 
the Shoe Mart, is manager. Wom- 
en’s novelty shoes at popular prices 
are featured. Mr. Bartlett reports a 
satisfactory business for the open- 
ing week. 





Favorable Trend Appears 
in Cleveland Retail ‘Trade 


CLEVELAND—Business in this 
city has assumed a more buoyant 
tone. This is on account of an in- 
crease in sales in all lines, and more 
favorable reports from banks and 
other institutions that have their 
hands on the business pulse. 

Makers of auto parts here have 
experienced an increase in orders 
in the last thirty days, and in the 
last two weeks there has been a 
decided pick-up. One of the large 
manufacturers of the city has taken 
on 300 additional employees in the 
last month. Although conditions ap- 
pear bright, there has not been a 
big increase in retail trade, but 
rather a slow and continual growth 
in the past 30 days. 


Sales Going Along Well 


Special sales are being conducted 
with good results. The inclement 
weather that prevailed early in the 
spring and until the middle of June, 
held back demand, so that mer- 
chants are able to make more than 
the average progress in these spe- 
cials. 

Black patents continue to be the 
leader with satins also selling well. 
Men prefer tans to black. The stock 
of white shoes has been pretty well 
disposed of, according to reports 
made by merchants. The white kids 
were the best sellers and this stock 
is down pretty well to the bottom. 


(Continued on page 78) 
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This merry throng attended the outing of the Vollman Lawrence Co., of Cincinnati, in July 


Clearance Sales Near End 
in Cincinnati Shoe Houses 


CINCINNATI—The month of 
July was the biggest month in 
the way of sales in both men’s 
and women’s shoes since April. 
The week ending August 2, how- 
ever, was not as satisfactory as 
the previous week, as this was 
the tail-end of the clearance sales, 
and most of the desirable merchan- 
dise had been already disposed of. 
The merchants are well satisfied 
with the business done during the 
sales. 

White footwear sold quite exten- 
sively during the sales, and very 
few of the merchants will carry 
over any white shoes. The white 
shoe business has been satisfactory. 


Fall Shoes Shown 


Stores have received some fall 
shoes and have displayed some of 
the styles. Most of the retail shoe 
merchants report plainer effects 
will be very much in demand in 
their higher grade shoes. In the $6 
to $10 class the call will be for 
straps in neat cut-out effects in the 
strap and in the quarters. Gore 
effects, both front and side gores, 
have lost none of their popularity. 


Smith Kasson Outing 

The Smith Kasson Co. held its 
annual outing at Madison Park, 
Saturday, August 2. Many contests 
were held. Prizes were awarded. 
Two baseball games were scheduled, 
one in the morning, between the 
two Smith Kasson teams, The Hen- 
pecks and The Sheiks. In the after- 
noon, the Smith Kasson team 
played the Pogue team. 


Weymann 42 Years a Shoe 
Merchant 

John J. Weymann of Lockland, 

Ohio, returned after attending the 

Walk-Over Dealers’ Convention at 


Brockton, Mass. Mr. Weymann is 
president of the Cincinnati Retail 
Shoe Men’s Association, and has 
been a Walk-Over dealer for 42 
years. He conducts a store at Lock- 
land. Ohio, and received one of the 
Walk-Over silver stars. 


Shoe Men Meet 
The Cincinnati Retail Shoe Men’s 
Association held its last monthly 





meeting at their camp on the Ohio 
river, on Sunday, July 27. The asso- 
ciation claims to be the oldest asso- 
ciation in the country, having 
started in 1905. 


Zell Custom Shop Opens 


A custom shoe shop was recently 
opened at 161 West 44th street un- 
der the style of Zell. The proprietor 
is selling both from stock and 
made-to-order and is handling high 
grade hand-made shoes. 





More Activity Is Evident 
in Pacific Coast Sections 


SAN FRANCISCO—The end-of- 
the-holiday season was marked by 
sales in many of the big down-town 
stores. Merchants’ opinions as to 
the results ranged from “fair,” to 
“very satisfactory,” with the latter 
predominating. The cool summers 
of San Francisco help to keep po- 
tential customers always present, 
for when the regular residents, who 
can afford a vacation, are away at 
beaches or mountains, there is 
usually an influx of visitors from 
the hot interior valleys, who come 
to be cool. 


Shoe Concerns Active 


The following shoe firms are tak- 
ing part in the “Dress up and Suc- 
ceed” campaign being conducted by 
the Retail Merchants’ Association 
of San Francisco: Sommer & Kauf- 
man, Inc., Frank Werner Co., 
Rosenthal’s Inc., Walk-Over Shoe 
Store, C. H. Baker, Hanan & Sons, 
Florsheim-Schaefer Shoe Co., Phil- 
adelphia Shoe Co., Regal Shoe Co., 
Gallenkamp Stores, Peters’ Bros. 
Shoe Co., Hamilton’s Inc., Edwards 
& Walters, Price-Pechner Shoe Co. 


Cantilever Store Moves 


The local Cantilever store of the 
Cantilever Shoe Stores, Inc., re- 
cently moved from its former loca- 
tion on the Arcade floor of the 
Phelan Building, to 127 Stockton 
street. This is a ground floor store 
in a desirable shopping location, 
between Geary and O'Farrell 
streets where a continuous stream 
of shoppers pass during shopping 
hours. The interior is prettily fin- 
ished in French gray, with com- 
fortable willow arm chairs and 
lounges, the upholstering being in 
the same restful color. There is a 
small but compact hosiery depart- 
ment. A. B. Champion is the mana- 
ger. 


Better Business 


Business has increased at the 
Ground Gripper Store, Powell 
street, near O’Farrell, since the 
business was moved from Market 
and Third streets, in the spring. 
The new location appeals to the 
women’s trade more than did the 
Market street store. 
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B. Katschinski Is 70 Years 
Young 


Bernard Katschinski of the Phila- 
delphia Shoe Stores was lured 
from his Market street store to a 
waiting automobile, recently, by his 
son, Al Katschinski. The date was 
the 70th anniversary of the founder 
of the firm who is known to all his 
associates and employees as “B. K.” 
Mrs. B. Katschinski arranged a 
surprise birthday party. Speeches 
were made by William Marks, Sam 
Bryer and Norman Eisner. “B. K.” 
is in his 45th year as a shoe mer- 
chant in San Francisco, and is still 
actively associated with his sons, Al 
and Harold, in the business. 
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The event was held at Lookout Grove, where an entertaining sports program was presented. 


Sommer & Kaufman Picnic 

The annual picnic of Sommer & 
Kaufman’s employees was held on 
July 27th, at Canyon Park, Contra 
Costa County, with good success. 

The firm is just finishing a very 
successful annual summer sale. 
August 5 was the 30th birthday 
of Sommer & Kaufman. 


Good Men’s Business 

The Davis Shoe Co. (Edwin 
Clapp & Son, Inc.), 29 Kearney 
street, is selling a lot of tan and 
black oxfords to its men customers. 
Black kangaroo is in demand, ac- 
cording to C. H. O’Brien, manager. 
“Business has been very fair with 
us,” he said, and they cater to men’s 
high class trade. 





Detroit Summer Stocks 
Reach a Low Status 


DETROIT—Reports show that 
the summer clearances have fairly 
well cleaned up the summer stocks. 
The first two weeks of the July 
clearance sales boosted business de- 
cidedly over the same two weeks of 
last year, but the latter weeks of 
the month have seen a considerable 
slow-up in the movement of shoes. 
On a comparative basis July of this 
year will show up well with that of 
last. 

Clearance sales and deeply cut 
prices have failed to move colored 
shoes in a satisfactory way. Mer- 
chants with normal stocks of grays, 
fawns and browns in the spring 
and early summer are still carrying 
larger stocks of these, in propor- 
tion, than of either blacks or 
whites. Whites have gone better 


than was thought possible by some, _ 


and stocks of these are fairly well 
sold out. 

Blacks continue to have the call 
in spite of the wonderful offerings 
made of colored shoes. In one large 
department a buyer said: “I could 





have done 90 per cent of my busi- 
ness in lines represented by a very 
small section of the store, that sec- 
tion in which the blacks were 
stocked. They have sold out clean; 
whites have done well, but colors 
are sticking to the shelves.” 


Kline’s Windows Attract 


At Kline’s a very attractive shoe 
display was installed with the 
Chinese motif throughout the en- 
tire setting of the display. A 
Chinese rug was placed on the 
floor, a Chinese screen was used as 
the background. Accessory decora- 
tions were brilliantly colored Chi- 
nese figures, Chinese lanterns, a 
Chinese parasol partly opened, 
lamps with Chinese shades, etc. 
Three beautifully carved round 
tables of different heights gave the 
display a gradual rise from the 
front of the window to the back, 
presenting every style on an in- 
clined plane of vision. 
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For Fall Selling 


Blacks are considered as 
the best prospective sellers 
for fall. Most buyers are sold 
on black patents and black 
satins. Brown satins are con- 
sidered dubious, although 
those who stocked a few of 
these for the past season be- 
lieve there is a coming de- 
mand for them. Russia calf in 
tan is expected to be a good 
seller, the usual order of best 
sellers being stated as, first, 
black patent leathers, second, 
black satin, third, tan Russia 
calf. 

Fewer patents, and those 
of a plainer type, are expected 
to receive the most favor, in 
women’s lines, while light tans 
and black calf, in the order 
named will be the favorites 
with men. 


























Novelty Shop Opens 


The Novelty Boot Shop has been 
opened at 1430 Griswold street, un- 
der the direction of N. C. and A. T. 
Amluxen, featuring women’s fash- 
ionable footwear at $3.50, $5 and 
$7.50. N. C. Amluxen was formerly 
merchandise manager of the wom- 
en’s departments of A. E. Burns 
Co., and A. T. Amluxen, who joins 
his brother, was formerly manager 
of the Regent Shoe Co., Omaha, 
Neb. It is the intention of the new 
firm to add other departments and 
stores in the near future as open- 
ings become available. 


Hardebeck with Baker Co. 


R. W. Hardebeck, formerly of the 
Petot Shoe Co., Cleveland, Ohio, has 
associated himself with the C. H. 
Baker Co., Detroit, store in a man- 
agerial capacity. 
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CH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


DE) 
contin 
trict, | 

















For She Sailored Costume 


The most exacting young women in your city will find untold 
pleasure and comfort in w earing ARCH RELIEFS with their 
tailored costumes this Fall. The styles and patterns are correct. 


These are shoes that will improve the business of any good store. 


No. 6005—In Stock, Black Kid 
Arch Relief Oxford, Goodyear 


Welt, 13-8 Rubber Heel. Com- 
bination Last. No. 13]. Price, 
$4.60 


No. 6004—Same as above, 


Brown Kid. Price.. 


$5.35 







































No. 6728—Black Kid Arch 
Relief Two-Strap Goodyear 
Welt. 13-8 Rubber Heel, Com- 
bination Last. No. 131. Price, 


$4.75 
No. 6727—Same as above. 
Brown Kid. Price....... . $5.50 


Write for full particulars. 
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No. 6011—In Stock, Black 
Kid Arch Relief Oxford. Good- 
year Welt. 12-8 Rubber Heel. 
Combination Last. No. 118 

Price.. . $4. 

No. 6010—Same as" “above. 
Brown Kid. Price........ $5.35 
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The RILEY SHOE MFG. Co 


COLUMBUS, OHIO 
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Summer Buying in Denver 


DENVER — Summer business 
continues good in the Denver dis- 
trict, according to retail shoe mer- 
chants in this section. General busi- 
ness conditions are good and the 
outlook ahead is bright. Total de- 
posits in the banks of Denver in- 
creased $7,645,346 between March 
31 and June 30. On the last call for 
reports of condition issued March 
31, total deposits in Denver banks 
were $159,411,663. On June 30 these 
had grown to $167,877,009. The rea- 
son for the increase is probably the 
general prosperity of the state, 
which is naturally shown in the de- 
posits of Denver banks, the mone- 
tary center of the state. Denver 
retail shoe merchants are prepar- 
ing to take care of an increased 
fall business. They expect business 
this fall to be ahead of the same 
period of last year. 


Tober Company Picnic 

Sixty employees of the Tober 
Shoe Company, Denver, recently 
enjoyed a picnic at Bergen park 
and Lookout mountain. The party 
made the circle trip of the Denver 
Mountain parks, stopping at Ber- 
gen park for luncheon, and returned 
late in the evening. 


Charles H. Jones Is Dead 

A long illness resulted in the 
death of Charles H. Jones, pioneer 
attorney and business man at his 
home in Boulder, Colo., recently. 
Mr. Jones came to Colorado in 1880, 
first practicing law at Silver Plume, 
later opening a retail shoe store at 
Aspen. At various times he also 
operated stores at Del Norte and 
Cripple Creek, Colo. 


Queen Quality Store Opens 
With the opening at 831 Six- 
teenth street, Denver, of the Golden 
Queen Quality Shoe store, a com- 
pletely equipped establishment has 
been added to the city’s retail firms. 
The local store is beautifully ap- 
pointed, and features principally 
Queen Quality shoes for women, 
although there is also included a 
splendid line of children’s shoes. 


Weiner Store to Close 
The Weiner Shoe Company, 1018 
Fifteenth street, Denver, and which 
is operated by Joe Weiner, is hold- 


Is on Fairly Good Basis 


ing a closing-out sale. The store 
expects to close soon. 


Fourth Newark Store 

The Newark Shoe Stores Com- 
pany has opened another retail 
store in Denver at 835 Sixteenth 


71 


street. The firm now has four 
stores in Denver, and all report 
good business. 


Adds Shoe Department 


The Neusteter Company, which 
has just completed a new building 
in Denver, and which does a large 
retail business in women’s wearing 
apparel, announces that on Septem- 
ber 1 it will open a shoe depart- 
ment in its new store. 





Tan Calf, Patent, Satin 
Are Materials for Fall 


MILWAUKEE—Shoe stores con- 
centrated on clearing out their 
stocks during the latter part of 
July and early August and have 
now succeeded in disposing of the 
greater part of their broken lots 
and white shoes in preparation for 
fall business. From the beginning 
of the month up to the present 
time, local stores have been coming 
out with new fall styles, featuring 
them in window displays and ad- 
vertising. These early displays are 
in the nature of advance showings 
in many cases as fall merchandise 
will not be pushed to a great ex- 
tent until fall wearing apparel be- 
gins to sell. Although styles and 
materials featured at these stores 
show some variety, the majority 
are playing up tan calf as a new 
note. 

Calf, Patent and Satin 

Tan calf, patents and satins are 
the three important materials for 
fall business at practically every 
store. At one store action on a col- 
lection of two eyelet ties of tan 
calf with flat heels and French toes 
was noted before their clearance 
sales were completed. Another store 
plans to feature plain pumps in 
high grade shoes, with buckles or 
bows. Tan calf with patent and 
satin was shown in strap effects at 
a department store, but the styles 
were much plainer than during the 
spring and summer. One store will 
feature satin, with patents second 
in importance, and suedes, kids and 
colored shoes taking positions of 
minor importance. 

Men have also shown consider- 
able interest in clearance sales and 
have been buying a variety of 
styles. Both black and tan oxfords 
moved rapidly during the sales, 
while very few boots were in de- 
mand fall styles for men which are 
now being shown, show little dif- 


ference from summer types. They 
are of heavier leather with wider, 
more blunt toes, and are shown in 
lighter shades of tan. Scotch grains 
and hammered leathers form an im- 
portant note in one early display. 


Shops Resume Work 


Business conditions in Milwau- 
kee took a turn for the better when 
employees of the Chicago, Milwau- 
kee & St. Paul shops resumed work 
after being laid off for about three 
weeks. Orders from Chicago had 
reduced the local shops to a skeleton 
organization. In normal times, these 
shops employ 5,000 mechanics and 
laborers and the order to resume 
schedules means employment for 
several thousand. 


Holds $5 Sale 


After offering reduced prices for 
their July clearance sale, the Walk- 
Over shoe store disposed of the re- 
mainder of their white shoes and 
all broken lines at $5. This sale 
proved very successful and left the 
shelves well cleared for the opening 
of fall business. Fall lines have 
been featured at the Walk-Over 
since the beginning of the month, 
and tan calf has been given special 
prominence. The store has been 
very successful so far with two 
eyelet ties of this material, with 
French toes and flat heels. 





Entertain Employees 


About 1,200 employees of the F. 
Mayer Boot & Shoe Co. spent a 
recent Saturday afternoon at Silver 
Beach where they held a picnic. 
Various forms of entertainment 
were provided for the picnickers 
during the afternoon and a lunch 
was served. 
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Mid-Summer Sales Near 
the End in Boston Stores 





BOSTON — Almost every shoe 
store in the city conducted clear- 
ance sales during the week ending 
August 2. The movement to clean 
out the odds and ends and white 
stocks is taking the form of a con- 
certed measure due to the fact that 
regardless of what store one enters, 
a clearance sale is going on. 

Here and there some new fall 
shoes in women’s lines are being 
displayed. Slender strap effects 
with lattice work in front, con- 
cealed gorings, oxfords and the tie 
oxford. Patent, satin and tan calf 
are popular materials. There has 
been no movement yet to push the 
fall models; the merchant seems to 
be more concerned in depleting his 
summer stock. 

Several of the larger stores re- 
port whites enjoyed a splendid call 
during the latter part of July. 
Weather has been ideal for white 
shoes. During the week the early 
part was featured by intensely hot 
weather, the kind that usually 
curbs the interest of women shop- 
pers because of its intensity. 

It has been a good season for 
blacks in women’s departments. 
Light-colored hosiery is just as 
popular as in spring, and is worn 
by a great many young women. 

The men’s trade is fairly good. 
Tan oxfords are selling better than 
blacks. The medium broad toe is 
enjoying good sales. Many men’s 
store proprietors cite examples 
where heavy types of oxfords have 
sold freely all summer. Scotch grain 
has been very good. 


W. D. Hanly Opens Store 

The W. D. Hanly Co., Inc., re- 
cently opened a men’s and women’s 
medium-priced shoe store at 9 
Avery street. W. D. Hanley, with 
many years’ experience in retail 
shoe merchandising, is manager. 
He was recently with the Boston 
Nettleton store. The new store is 
attractively appointed. The color 
scheme is gray and mahogany, and 
wicker chairs are installed. Mrs. 
W. L. Colson has charge of a hos- 


iery department, and Mr. Hanly is — 


aided in his men’s department by. 
Paul Siebert. 


Says He Could Not Find 
A 7-B 
It is easily possible, in a worthy 
attempt to achieve turnover, so to 
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deplete a retail stock that actual 
loss results. The Boot and Shoe Re- 
corder has pointed this out many 
times and yet last week a prominent 
official of one of the largest com- 
panies in the shoe trade reported 
that he was unable to find in any 
one of several of Boston’s best 
known retail shoe stores a size 7-B. 
The shoe he wanted was a conserv- 
ative, light weight tan oxford, 
almost a staple number. Not un- 
naturally he jumped to the conclu- 
sion that poor merchandising poli- 
cies were being employed by all the 
stores visited. 


Buys Tannery 


Rousmaniere, Williams Co., 
leather merchants, have bought the 
Lorraine tannery in Peabody from 
Salomon, Phillips & Co., merchants 


‘of Boston and New York. They 


have operated it under lease for the 
past two years, for the manufac- 
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leather. 
George J. Laemmle is manager. 


ture of Lorraine calf 


New Corporation 


Slater Shoe Co. was incorporated 
under the laws of Massachusetts 
recently with a capital of $70,000 
by Harry H. Aronson of Newton, 
Ida M. Wallerstein of Roxbury and 
Harold Hervitz of Boston. 


Eugene A. Hayes Is Dead 

Boston, Mass., July 10—Eugene 
A. Hayes, for more than 40 years 
associated with the shoe manufac- 
turing and leather industry, most 
of that period with Rice & Hutch- 
ins, died on June 17, at his home 
in West Somerville, Mass. 

Mr. Hayes, up to a few years ago, 
manufactured shoes in connection 
with Rice & Hutchins’ factories in 
South Easton, Mass., Troy street | 
factory, Boston, and the Warren, 
Maine, branch, all three factories 
of which have been discontinued. 
In recent years he has been con- 
nected with the purchase of leather 
and supplies, making his headquar- 
ters at 10 High street, Boston. 





More Activity in Factories 
in Philadelphia District 


PHILADELPHIA—One factory 
making shoes for children and 
misses has increased its production 
from 60 per cent of its capacity to 
100 per cent. Another factory re- 
ports considerable improvement in 
the buying for fall, and a third is 
busy getting out shoes for the de- 
livery in the latter half of this 
month. The first factory referred 
to is making a line of boots and 
oxfords in which tan, calf and pat- 
ent leather predominates. It reports 
that tan is more in demand than 
black, that patterns are rather con- 
servative, and prices unchanged. 
This firm feels very optimistic in 
that it is operating to capacity and 
most of its production is being 
made on order. 

One factory is making a lot of 
broguish oxfords for women. They 
are rather conservative, but have an 
abundance of perforations and 
stitching. Still another factory 


finds good demand for side gores 
and for front gores with small 
tongues. Light colored linings con- 
tinue popular. 


Trade Somewhat More Active 


Continued improvement in sales 
is reported by the trade here, ac- 
cording to the latest review of busi- 
ness conditions by Dun’s. The gains 
were for the. most part slight, 
though a very optimistic feeling 
about fall business seems to pre- 
vail. Among the lines in which im- 
provement was noted are manufac- 
turers of infants’ clothing, hard- 
ware, chemicals, automobiles and 
accessories. 


Soft Box Toes Good 


James E. Kelly says that the de- 
mand for plain toes has dropped 
off, but that there is very strong 
call for shoes with soft boxes. Most 
of the present buying is for sizing- 
up. For fall this firm expects a run 
on broad toes with slightly more 
elaborate perforations. It expects 
that 50 per cent of its business will 
be in blacks with the remainder 
scattered over the light and me- 
dium browns. 
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Men’s Holiday Slippers 

William A. Tompkins of the 
Turner-Tompkins Shoe Co. reports 
having secured an advance on 
men’s kidskin slippers for the holi- 
day trade. He reports that the trade 
is at present buying shoes very 
sparingly, but looks for improve- 
ment in September. 


Black Suede and Patent in 
Demand 

John F. McIlvaine Company re- 
ports considerable demand for 
black suede and patent leather cut- 
outs with gray and yellow linings 
and Cuban heels. This firm has not 
felt much demand for white kid, but 
reports high-grade white linen very 
active. Grays and browns are dead, 
and the only demand for glazed kid 
is in staple patterns. Prices are 
generally unchanged with the ex- 
ception of one or two cases in 
which reductions have been made. 
While this firm thinks it is too 
early to make detailed predictions 
for fall, it expects that patent 
leather and satins and suedes will 
be popular. 


Varied White Offerings 


Propper’s Department Store in 
Manayunk recently put on sale a 
large lot of shoes which included 
misses’ and children’s one-strap and 
cut-out white canvas pumps, ladies’ 
and growing girls’ white canvas 
pumps and men’s white canvas ox- 
fords. 


Short Lines at $3.95 


Forster Brothers’ store recently 
put on sale a lot of short lines of 
white kid, white nubuck, patents, 
airedale and gray suedes and satins 
at $3.95 a pair. 


Clearance Sale 

The Vernon Shoes and Gents’ 
Furnishing Shops at Price street 
and Germantown avenue is includ- 
ing a large lot of shoes in a special 
sale it recently held. It was ex- 
plained that the sale was due to the 
unseasonable weather conditions 
and that, while no _ souvenirs 
or other extraneous inducements 
would be offered, really exception- 
al shoe values would be presented. - 





Shoemakers at Atlantic City 

The Central Convention of shoe 
workers of Philadelphia and Cam- 
den enjoyed their 38th annual ex- 


cursion to Atlantic City on Satur- 
day, July 26th. This organization, 
founded for the purpose of bring- 
ing peace and harmony between the 
shoe workers and the shoe manu- 
facturers of Philadelphia, is now 
enjoying its thirty-eighth year of 
existence. ; 

For many years the boot and shoe 
industry in Philadelphia and Cam- 
den had been hampered with one 
continuous round of strikes and 
lockouts until this Central Conven- 
tion joined hands with the manufac- 
turers in organizing a joint board of 
arbitration for the purpose of set- 
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tling all disputes: that might arise 
in the different shops. The plan of 
this board of arbitration provides 
for an election annually by the Cen- 
tral Convention of Shoe Workers 
of ten employees, and from the 
group of manufacturers ten manu- 
factures themselves elected by the 
Manufacturers’ Association. 

As evidence of the interest of the 
manufacturers in this Atlantic City 
journey, it has become a custom for 
many of the manufacturers to pres- 
ent their employees with free 
tickets, thereby accomplishing an 
interesting outing for all. 





Black Shoes in 


Strong 


Favor in Rochester Stores 


ROCHESTER—Business in re- 
tail houses was slow during the 
week ending Aug. 2. Cold and rainy 
weather throughout the week held 
back the purchasers of footwear 
and the merchants complain that 
business is extremely slow. Local 
shoe men, believe, however, that 
business will pick up during 
August. Stores report a continued 
demand for black shoes with patent 
leather still holding the lead, fol- 
lowed by black satin. 


Strap Patterns Lead 


Strap patterns are the big sellers 
at the Burke shoe stores. Patterns 
in white kid have enjoyed a fair 
sale, but patent leather numbers 
are still the big sellers in both 
Burke stores. Next to patent the 
demand centers around satin. 


New Regal M. Manager 

A. M. Kussack, formerly manager 
of the Syracuse Regal shoe store, 
has been appointed manager of the 
Rochester Regal shoe store, suc- 
ceeding T. J. Reed, who was trans- 
ferred to the management of the 
Syracuse store. 


Opens Men’s Department 
Henry Wolin, who recently took 
over the Plymouth Clothes Shop, 


located at Main and Plymouth ave- 
nue, has added a men’s shoe depart- 
ment, featuring popular priced 
men’s footwear. Under the new 
management the store name will be 
changed to Wolin’s Clothes Shop. 


Favors Cut-Out Oxfords 

“Doc” Shields, proprietor of the 
Shields’ Boot Shop, is enthusiastic 
regarding the sales possibilities of 
cut-out oxfords. In the opinion of 
Mr. Shields, these patterns offer a 
logical step towards plainer foot- 
wear, and should enjoy a good sale 
during the early fall and late sum- 
mer. 


McCurdy’s in Larger 
Quarters 


The inadequacy of the present 
shoe department in McCurdy’s for 
the efficient handling of increasing 
business has necessitated the mov- 
ing of the shoe department to the 
second floor, where Jim Olmstead 
is busy outfitting the department. 
In the past this store has only fea- 
tured women’s novelty footwear, 
but with the greatly enlarged de- 
partment an orthopedic department 
and children’s shoe department will 
be added. 





Business Expansion ‘Taking 
Form in Lynn Factories 


LYNN—Volume: of business is 
expanding all along the line in 
Lynn, and there is confidence that 
the expansion is sound. Factories 
are making September shoes and 


orders now being booked for Octo- 
ber shoes warrant predictions of 
continued activity. 

Shoes now going through the 
shops look like safe styles; styles 
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that are sure to sell. Both manu- 
facturers and buyers have been 
through the novelty game enough 
to settle down to its hard pan. 

Quite a number of the Septem- 
ber shoes bear resemblance to 
familiar models. They look as if 
they were made with the thought, 
“T’ve made these once before; this 
time will make them better.” 


Black a Strong Favorite 


More than 50 per cent of the 
September shoes are black. Black 
is always a safe color. Patents, 
satins, dull calf and dull kid, as 
well as black suede all are used. 

Tans, in medium shades, lighter 
than a year ago, appear to be gain- 
ing for October footwear. 

Lasts are looming up as the fea- 
ture of the fall style situation. 
Buyers are once more choosing 
shoes for their shape. The most 
striking lasts are those used for 
the New York trade. They have 
short round vamps, high arches, 
and heels even 17/8 high. “Old 
French” as they sometimes are 
called. 

Pattern-making is going on with 
fresh impetus. Straps and gores, 
and various novelty pumps, all are 
being made. But the gain is on ox- 
fords. It is no secret that designers 
are looking for something distinc- 
tively new for late fall and winter. 


Shoes by Airplane 
The airplane mail has brought 
orders from the Pacific coast to 
A. E. Little & Co. Shoes have been 
sent that way, too. Style now wings 
its way across the continent. 


A Flapper Pump 

T. Frank Lynch went over to 
New York recently with a sample 
of a new flapper shoe; in brief, a 
pump, having an 8/8 heel of wood, 
a round toe, a New York vamp, 
and a sable strap, fastening with 
two buttons. The sample was of 
patent leather, with a strap of gun 
metal calf. Tans or other leathers 
may be used. 

“Patent sells best. Black suede is 
gaining. There is an increase in the 
demand for Russia calf.” That is 
the way in which Mr. Lynch sums 
up materials. 


Heavier Types for Winter 

At the pattern shop of Sanborn 
Inc., of Lynn, prospects of heavier 
types of shoes for winter wear were 
discussed. Mention was made of 
smart, sporty oxfords, for wear to 


football games in the fall. Also, 
there was discussed heavy leather 
oxfords, with storm welting, for 
wear with fur coats. The idea in 
the matter is that quite substan- 
tial shoes should be worn with 
heavy winter garments, especially 
fur coats. 


Coming Exhibitions 

The Lynn District Association of 
Superintendents and Foremen has 
invited 200 manufacturers of shoe 
factory supplies to exhibit samples 
of their wares in the hal! of the 
association on Broad street, Aug. 
14-15. 

Plans are now being made for 
the Lynn fair, an industrial exhi- 


BOOT AND SHOE RECORDER 


bition, like the Brockton fair, in 
September. A display of goods of 
the shoe, leather and allied trades 
will be among its features. 


Styles by the Month 

It is noted that Lynners are get- 
ting into a way of speaking of 
styles by the month. For instance, 
shoes now being made are “Sep- 
tember styles.” Next will come 
“October styles.” After that, pre- 
sumably, ““November styles” and so 
on. Not much used as the old terms 
of spring and summer styles, and 
fall and winter styles. More com- 
mon is it to specify the styles by 
the month in which they are to be 
sold. 





In New York Interest Is 
Centered on Closing Sales 


NEW YORK—tThe retail shoe 
business here at the opening of 
August found conditions little 
changed from those prevailing in 
July. Interest centers into clearing 
out summer stocks and most of the 
stores are still running sales. 
Prices, however, are holding up 
fairly well. A few extremely low- 
priced sales were put on last week, 
but in each case the shoes offered 
were antiquated in style and 
aroused but little interest. Prices, 
ranging from $6 to about $11, ap- 
pear to offer the best drawing 
powers with consumers. Sales of 
men’s shoes are fewer in number 
than those of woman’s shoes and 
some of the leading men’s shops 
are still doing business at the old 
prices, or cutting prices on only a 
few models. 


Good Fall Prospects 


Retail merchants here are decid- 
edly more encouraged over the pros- 
pects for fall business. The upturn 
in industry in general, it is felt, 
will stimulate the retail demand for 
shoes. The action of the stock mar- 
ket lately is a source of much en- 
couragement to local retail mer- 
chants, particularly those handling 
high-priced shoes. The outlook is 
much better in the Fifth Avenue 
section. This return of confidence 
is shown in better orders being 
placed now. Representatives of local 
and New England shoe manufac- 
turers here all report business as 
much improved, with fall buying 
in good swing at present, particu- 
larly in New York, where the 
retailers delay placing orders more 


than do the merchants in most 
other sections of the country. 








Straps and Gores 


In women’s shoes the ad- 
vance fall orders have cen- 
tered chiefly on strapped and 
gored models in _ patent 
leather, black ooze and black 
satin in about the order 
named. 














Darker Hosiery Colors 

Darker colors for women’s hos- 
iery is a prediction attributed to no 
less a fashion authority than Harry 
Collins, of Harry Collins, Inc., New 
York. Mr. Collins declared in Paris, 
in an interview published here late 
last week, that the trend in women’s 
hosiery is toward the darker colors. 
He mentioned steel grey and the 
citron colors as among those most 
likely to be adopted by smart 
women in the near future. 


Shoe Men Active 

The shoe trades of New York 
have begun organization of their 
work for the Federation for the 
support of Jewish Philanthropical 
Societies. Preliminary plans were 
laid at a luncheon at the Hotel 
Pennsylvania last week, given by 
Percy Straus, of R. H. Macy & 
Company. S. Weingarten of the 
London Shoe Company heads the 
executive committee in the shoe 
trades which expect to raise $20,000 
as their quota. 
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Cleveland 
(Continued from page 67) 


Good Response in Districts 


The stores in the neighborhood 
districts also report a nice increase 
in business in the last two weeks. 
Proprietors report that men and 
women in their districts are in a 
more cheerful mood. They bring to 
the stores reports that additions 
are being made to payrolls of fac- 
tories. These are slight, but suffi- 
cient to make an impression on the 
retail business of shoe stores. Here 
again black patents and satins are 
the leaders. 


Good Prospects for Fall 


Fall trade is light, but it is said 
that it runs slightly better than it 
did at the same period last year. 
Every indication is for a good fall 
season. In view of what has been 
experienced already this year, it 
would seem that Cleveland mer- 
chants are due for a run of clement 
weather. 
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Style Quality 


A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 








Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 


Stock Dept. 5 — &% 

















Some Fall Styles 


Although windows contain 
exhibits of shoes that are of- 
fered in special sales and at 
greatly reduced prices, here 
and there may be found dis- 
plays of fall styles. The mod- 
els are attractive and it seems 
that black is the predominat- 
ing color. 

One attractive looking mod- 
el on exhibit is the one with 
beaded gore fronts. It is a 
patent leather shoe with 
Cuban* heel and open work 
that permits a display of the 
attractive hosiery. Oxfords 
are shown in profusion and 
nearly all models seem to run 
to straps and gore effects. 














88-90 Reade St. New York 
AUCTION TRADE SALES 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 


Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all Communications to the 
Factory at 


BROCKTON, MASS. 








Canadian Shoe Imports 


Montreal, August 4—Importa- 
tions of boots and shoes from the 
United Kingdom are continuing to 
show sharp increase every month 
over the figures for the correspond- 
ing months of last year, according 
to a statement issued by the Shoe 
Manufacturers’ Association of Can- 
ada in a review of. trade statistics 
for June. In June this year 46,663 
pairs of shoes were imported from 
the United Kingdom as compared 
with 13,772 pairs in June, 1923—an 
increase of 238.8 per cent. The 
British imports of shoes in June of 
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| FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in 
the latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 
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ATLANTIC PRINTING CO. 


l’roducers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 Seuth Street Boston, Mass. 
Telephone, LiBerty 8673 
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this year were valued at $77,138, 
as against $45,220 for the same 
month a year ago—an advance of 
70.6 per cent. While British im- 
ports until recently were princi- 
pally of men’s shoes, importations 
of women’s and children’s shoes 
from the United Kingdom have 
been increasing to a great extent. 
Imports of shoes from the United 
Kingdom during June exceeded in 
value those from the United States, 
both in number of pairs and value. 
The June statement also showed 
3,900 pairs of women’s leather 
shoes imported from Germany at a 
valuation for duty of only $1 per 
pair. 





Bowman Buys Shoe Box 

Oakland, Cal., Aug. 5—George 
Bowman, for the past six years 
manager of the Shoe Box at 921 
Washington street, is now owner. 
He carries a medium-grade of 
shoes for men, women and children. 





Collar Returns from Trip 

Carl Collar, son of Charles E. 
Collar, buyer for the shoe depart- 
ment of Gimbel Brothers, stopped 
in Milwaukee on his return from a 
trip through northern Wisconsin, 
where he found that merchants 
were not buying freely, and were 
inclined to complain about present 
conditions. 





Cushions in Policemen’s 
Shoes 

Boston, Mass.—Some shoes for 
traffic officers have a cushion insole 
with a sweat-proof sock lining so 
that the officer’s feet will have 
something easy to rest on; also a 
cushion lined tongue, so that laces 
will not chafe the instep. 





Jeweled Lace Tips 
Some of the new laces for dress 
oxfords have tips of white metal 
set with brilliants. 





Flexible Ornaments 

New York—Some beautiful orna- 
ments of white metal set with semi- 
precious stones have arrived from 
Paris. They are flexible, and con- 
form to the shape of straps on 
shoes when used for ornamenting 
them. 





16 Pairs for One Man 
A store selling fine shoes reports 
the sale of 16 pairs to one man, 
each of a different style. This man 
wanted “Shoes for the Occasion.” 
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SHOES 5 STOCKINGS 
FOR INFANTS ,CHILDREN 
AND YOUNG LADIES 
DR.A POSNER SHOES . INC 





Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT seli 
the retail trade. 


Newcomb-Anderson Shoe Co. 


ROCHESTER, N. Y. 








“EI A M’” 
Flexible Turn Shoes 


For the Jobbiug Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 

















MANHATTAN FINDING CO. 


107 Duane St., New York City 


Specializing in 
“KOM-FUT” ARCH SUPPORTS 


Shoe Store Sup police of every description 
Write today for information! 
We carry a full line of Gym and Ballet 
Slippers in stock 
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Doubles Size of Store 

Peoria, Ill., Aug. 6—W. J. Craw- 
ford, prominent retail shoe mer- 
chant, who is secretary of the IIli- 
nois Shoe Retailers’ Association, is 
soon to double the size of his South 
Adams street store. An up-to-date 
juvenile department is to be added. 
The front will be widened and a 
hosiery department installed. 

Mr. Crawford conducts eight 
stores in Illinois and reports busi- 
ness in the Peoria house as very 
good. 





Buys Another Store 
Clarksburg, W. Va., Aug. 5—Liv- 
ingstone Bros., who have conducted 
a shoe store here at 309 West Pike 
street for years, recently purchased 
Nusbaum’s shoe store at 306 West 
Main street. 


New Shoe Stores 

Walk-Over Shoe Store, 279 Essex 
street, Lawrence, Mass., Duhamel 
& Garneau, proprietors. 

Vogue Shoe Parlor, Tallahassee, 
Fla., Ned Miller, proprietor. 

A. Michael, Puyallup, Washing- 
ton, A. Michael, proprietor. 

Blaw & Rosenthal, Ringold build- 
ing, Crowell, Texas. 

Ernest A. Beaumier, 675 Elm 
street, Manchester, N. H. 








Demand for Good Linings 

Boston, Mass.—A leather mer- 
chant points out as a singular cir- 
cumstance that some makers of pop- 
ular lines of women’s shoes are pay- 
ing about as much for linings as 
for outers of shoes. The circum- 
stance is due to the uncommonly 
high prices of lining stock, and to 
the uncommonly low prices on some 
lines of outer stock. Besides, shoe 
buyers are more particular about 
linings than for many a season. 


Takes 210 Men to Make a 
Shoe 


“Tt takes nine tailors to make a 
man,” according to Carlyle; but one 
of the records of the United Shoe 
Machinery Co. says, “As many as 
210 persons are employed to make a 
pair of Goodyear welt shoes.” 








Goodyear Welt Display in 
Smithsonian Institute 

Boston, Mass.—The United Shoe 
Machinery Co. has placed in the 
Smithsonian Institute in Washing- 
ton a display of the process of mak- 
ing Goodyear welt shoes, like that 
which it made at the recent shoe 





dil styles made of Dome. tic and 
Imported Satin Brocadesand Metal Cloth. 
$2.20 per pairandup 


mas: M GUSTIN Co 





1 





NEW YORK - 





Soft-Sole Leather 
and Novelty 
Kimono Sandals 
Write for Prices 


BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y 








Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 

No, 7300 Satin in these 
colors American Beauty 
Copen Blue, Old Rose, 

Lavender, B. Blue, 

Black, Taupe and Pink. 

Send for Price List 


NEW ENGLAND SLIPPER CO. 
140 Green Street_-_-_ Worcester, Mass. | 








FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 
NORTHEASTERN SHOE CO.., Inc. 


St., Chelsea, Mass. 
Lincoln Street. Room 212 
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BLACK BALLET SLIPPERS 
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Sizes 114 to 2 
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and leather exposition in Boston. 
The display consists of a group of 
miniature figures, each represent- 
ing a shoemaker at work on his 
machine. It illustrates the making 
of a shoe from the cutting to the 
packing room. 





Featherweight Forms 
Lynn, Mass.—Shoe- forms of 
wood, a quarter of the weight of 
regular wood forms, are something 
new here. They are for window dis- 
play samples. 





To Stimulate Business 

Shoe merchants in Milwaukee as 
well as other retail merchants will 
probably note additional business 
during the month of August as a 
result of the various conventions 
which are scheduled for that month. 
More than 20,000 persons are ex- 
pected to attend these conventions 
during the month, and the Wiscon- 
sin State Fair should draw about 
300,000 visitors during the last 
week of the month. 





Change Name to “Camelo” 

Indianapolis, Ind., Aug. 5— 
Waterproofing, Inc., of this city, 
manufacturers of shoe dressings, 
recently adopted the name “Camelo” 
for all its liquids. They were for- 
merly known under the name 
Re-Nu. 





June Not So Good as Year 
Ago 

New York, July 29—June was 
not a good month in the shoe trade 
here, according to statistics re- 
leased today by the Federal Reserve 
Bank of New York. Although de- 
partment store sales as a whole de- 
clined 2 per cent in June from those 
of June last year, sales in shoe de- 
partments were 3.3 per cent under 
those of a year ago. Sales in chain 
shoe stores as a whole, with 308 
stores reporting this year against 
305 last year, were 1 per cent 
smaller. Based on individual stores, 
however, the comparison shows a 
loss of 18 per cent in June, this 
year, from last year. Wholesale 
sales of shoes for June were 8 per 
cent less this year than they were 
last year. At that, the wholesale 
shoe sales showed up better in 
comparison with last year than the 
majority of other lines. Eleven 
different wholesale lines covered in 
the bank’s report show an average 
loss of 17 per cent. 





Specialists in Embroidered Trimmings 
for Felt Slippers, Booties and Moccasins 
New, novel, low-priced copyrighted, de- 
signs and patented process. Also Satin 
Quilting in fancy styles and designs. 
Swiss-American Embroidery Works 
241 Bergenline Ave., W. Hoboken, N. J. 
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Plans for Style Show 


Elaborate plans are being devel- 
oped for the Promenade of Styles 
which is being given under the aus- 
pices of a local newspaper with the 
co-operation of Milwaukee mer- 
chants. Shoes and hosiery will be 
given a special place in the pro- 
gram, as a semi-act is being ar- 
ranged in which several dozen 
models from the knees down will 
display fall styles in hosiery and 
shoes. The show is being arranged 
in the form of a play with the set- 
ting in a northern winter resort. 
The side porch and garden of the 
hotel provide the scene for display- 
ing outdoor wraps; a lounge room 
is the setting for street clothes; a 
trophy room for sport costumes, 
and an afternoon card party and 
an evening party for more elabor- 
ate styles. Both men’s and women’s 
clothes and footwear will be dis- 
played at the show. 





Overvamps for Women 


Hudson, Mass.—Overvamp golf 
shoes for women will soon be made 
by the Thomas H. Logan Co. Over- 
vamps for men were a success of 
this golf season. It was necessary 
to design.new light types for the 
women’s trade. 
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“Revised ‘Prices 


New Keds prices were announced on August first. 


Our broadside, displaying the complete line of 
Keds, has been mailed to every shoe dealer in 
the country. If you have not received your copy, 
write to the branch or wholesale distributor from 
which you order your Keds. 


A Keds salesman is on his way to you with 
samples. He will show you the new styles, and 
che latest developments in the established favor- 
ites. This new Keds line is the greatest achieve- 
ment in canvas rubber-soled footwear. 


United States Rubber Company 


—Keds 


REG.U, S. PAT. OFF. 
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New Styles in Rubber Footwear Lines for 
1924-25 Winter Season 


UBBER footwear manufac- 
R turers are looking ahead to 
a big season during the 
winter of 1924-1925. The 1924 line 
of footwear for winter wear shows 
prices unchanged, although there 
has been more concentration and 
increased standardization on the 
most prominent staple sellers. 
There have been additions of new 
lasts and styles in gaiters in order 
to keep apace with the styleful age 
in leather footwear. 

In commenting on the forecast 
for the coming winter the India 
Rubber World in the August 1 issue 
says: “Despite the lateness of the 
winter of 1923-24 and the lack of 
snow and slushy weather in the 
East, the rubber footwear manu- 
facturers anticipate a large de- 
mand for next season.” 


Growing Popularity of Gaiter 


Interesting paragraphs from the 
article follow: 

“The volume of lightweight first 
quality jersey gaiters for women, 
misses, and children has more than 
quadrupled in the past few years. 
Since the wearing of low shoes the 
year round has become popular this 
type of shoe has become indispen- 
sable in the winter months. As far 
back as ten years ago students at 
the various colleges instituted the 
fashion of wearing them with the 
buckles flapping, which was an out- 
growth of the inconvenience of 
buckling and unbuckling the clasps 
when wearing the overshoes for a 
few minutes while passing from one 
class to another. Various new types 
were tried out and marketed suc- 
cessfully to overcome this objection, 
and efforts were made to decorate 
the shoes in keeping with the spirit 
of ‘jazz’ which became rampant. 
The Cambridge ‘Rubber Co. devel- 
oped the ‘Radio Boot’ with the 
slogan ‘On and off in a flash over 
the shoe’; Converse brought out 
the ‘Oh Boy,’ which was a jersey 
gaiter with a wide straight leg and 
turndown top; gaiters with eyelets 


which superseded the ‘Oh Boy’ in 
1928. 

“The 1924 line offers the ‘Radio 
Boot’ by Cambridge, the ‘Astra- 
kan’ by Hood, the ‘Cavalier’ by 
United States, and the La Crosse 
‘Ermine,’ ‘Eskimo’ and ‘Polar 
Bear,’ indicating that these shoes 
have come to stay. Perhaps one of 
the most noteworthy creations of 
last season which is meeting a still 
larger demand for 1924-25 is the 
‘Zipper,’ put out by The B. F. 
Goodrich Co. This type of gaiter is 
made with a well-known type of 
slide fastener used successfully for 
tobacco pouches. Firestone-Apsley 
Rubber Co. has brought out the 
‘Sheba’ to meet this competition, 
which operates with snaps and a 
nifty band. Converse has added to 
its line the ‘Domino,’ which slips 
on easily and fastens by means of a 
tab and male and female fastener. 
If desired the cuff may be turned 
up and fastened, giving the full 
four-buckled height. The Columbus 
Rubber Co., Montreal, furnishes a 


combination button and _ buckle 
gaiter called the ‘Milden.’ 


New Lasts for Rubbers 


“The most staple article in the 
entire footwear line, the light gum 
shoe or rubber, has changed little 
in style with the exception that 
many new lasts have been intro- 
duced to follow the latest styles of 
leather shoes, thus insuring a per- 
fect fitting rubber.” 


Menzies Hold Exhibit 

Menzies Shoe Co. of Fond du 
Lac, Wis., arranged an exhibit of 
high-grade high and low shoes for 
the annual convention of station- 
ary engineers held in Fond du Lac 
for three days. The exhibit included 
both work and dress shoes as well 
as the knicker-hiker which has met 
with great demand throughout the 
United States. The exhibit was one 
of the largest at the convention. 

Menzies company has felt no let- 
up in business activity during the 
present season. 





The May Company of Denver, Col., recently drew considerable attention 

to its shoe display window by cleverly arranging the trim with a novel 

idea. It placed the sign, Johansen’s Feeture Arch Shoes, in the back- 

ground, using colored ribbon in the lettering against a white background. 

The contrast was sharp and pleasing. The window showed whites, colored 

suedes and staples, all made by the same concern. It had a good effect as 
a sales promotion stunt. 


instead of buckles were introduced ; 
astrakan cuffs’ were put on the 
regular gaiter on such shoes as the 
Hood ‘Astrakan,’ United States 
‘Cavalier,’ La Crosse ‘Ermine,’ and 
‘Eskimo’ and ‘Polar Bear’ of the 
Russian type, Converse ‘Neva’ 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page per Pin WANTED—Four eur cunts per word te. Fer each tty 
word each insertion. Mini- 


issue: 
advertisements, seven cents 
a, eee a cusped 


time times times times times mum amount accepted, $1.25. db under thie b 
: . = 3s es op So ante ae Temes CS Ce Se. 
$4.00 twelve Fy must be 
advertisers desire 


$3.50 $3.00 $2.50 desire answers to come in care of this 
8.00 7.00 6.00 5.00 allowed in each advertisement for address. 
‘4, ted in the advertisement and paid fo: accordingly. Answers 
must be coun Ot 
to ads must be sent under letter postage. 


12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 

















SALESMEN WANTED 


THE MAN WE WANT— 


Must be at least thirty-five years of age. 

He must have demonstrated his ability to earn real money. 

He must NOT be out of a job. 

He must be able to sell big men in a big way. 

He must be able to automatically take a foremost place in a two-fisted, fighting sales 
organization. 

He must be able to handle BIG PROPOSITIONS. 

He must be able to work in harmony with a big organization. 

He must be able to sell a smart line of Louisville and Cincinnati McKays PRICED 











RIGHT to big buyers. Both plants devoted to McKays exclusively. 

He must be a big MAN. 

To such a man we offer a real opportunity to improve himself with a permanent con- 
nection with the fastest-growing organization in the shoe industry. 

Write us, and sell yourself in your letter. The correspondence will be held in strict 
confidence. Address: 





FRANK X. O’BRIEN 
Vice-President 


THE UNITED STATES SHOE COMPANY 
Cincinnati, Ohio 











ALESMAN WANTED, 

McKays, Stitchdowns, Leggings, for west- 
ern section of Ohio. Hagerstown Shoe & Leg- 
ging Co., Hagerstown, Maryland. 


commission basis, WANTED— High-grade salesmen to carry 
our line of Auburn Made Welts in the fol- 
lowing states: New England, Michigan, South- 
ern and Western states. Applications treated 
confidentially. Address E-959, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


SALESMAN for New York, New England 
and Pennsylvania to sell infants’ and chil- 
dren’s McKays. M 


and Shoe Recorder, 127 Duane St., New York. 








Wwe ARE manufacturing wholesalers in 
YNN MANUFACTURER of women’s me- 





dium priced welts wants salesmen in Day- 


staples and novelties and features a fine line 
of wide ankle shoes with built-in arch sup- 
porter nks. Twenty-five numbers in stock 
at all times. Can as side line if de- 
sired. 8% commission paid weekly. Address 

and Shoe Recorder, 207 





W ANTED—Experienced salesman for Ohio. 

Men’s Medium Price Dress Shoes (all 
selling at $3.40 to $3.60. E. B. Pieken- 
Sons, Dubuque, Iowa. 


WANTED—South of the Dixie line and also 
Pacific coast. We want an energetic sa 
man calling on wholesale children’s trade and 
large volume buyers. We can offer him the 
best line of First Steps coming from Roches- 
ter. References required in first letter. Address 
E-956, care Boot and Shoe Recorder, 626 Pow- 
ers Bidg., Rochester, N. Y. 





New York, selling staples and novelties, 
and have an opportunity for a successful sales- 
man to take over our trade in New Jersey. 
Don’t write unless you have covered this trade 
and made good. All correspondence treated 
confidentially. Address E-968, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





IF YOU WANT a side line, we have a cork- 
ing good line of infants’ misses’ children’s, 
growing girls’ and boys’ shoes carried on the 
floor. We can give you the entire line or part 
of it to fit in with the line you are now carry- 
ing ; 7% commission, no drawing account. Ref- 
erences required. Address E-957, care Boot and 
a Recorder, 189 W. Madison St., Chicago, 
Il. 


ALESMAN WANTED, commission basis, 
McKays, Stitchdowns, Leggings for St. 
Louis and Southeast Missouri. Must have work- 
er who knows St. Louis city trade, both e 
and small. Hagerstown Shoe and Legging Co., 
Hagerstown, Maryland. 





ANTED—Wide awake side line sales- 

men calling on department store and 
shoe store trade, to sell a line of popular 
priced and high-grade, quilted, satin, soft 
sele boudoir slippers for women, and 
leather, soft sole slippers in various grades 
for men, women and children, in New Enz- 
land, New York state, Michigan, Pennsy!- 
vania, Delaware, Maryland, Washington, 
Tennessee, Kentucky, Colorado, Kansas, 
Alabama, Mississippi, Missouri and Pacific 


Coast states. 

Well known line with established trade in 
some of these territories. Write, giving ¢x- 
perience and fall details. Samples now 
ready, consisting of about twenty numbers. 
Address E-960, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 





il 











EB. Pie 


ALES) 
shoe s 
cut stee 
comm issi 
Shoe Ree 





9, 1925 


August 9, 1924 





BOOT AND SHOE RECORDER 85 











— 





SALESMEN WANTED 


SALESMEN WANTED 





—_— 





ant” 
Mini- 
bi ved 
isers 
it be 


sa5 





nts 














Hl 








A Side Line that will pay 
you $500 to $1500 a year. 


We want one real shoe salesman 
in each state to sell a profitable 
side line to retailers—not shoes— 
but linked up with the shoe busi- 
ness—Our name may give you an 
idee. Get in touch with GEO. M. 
RAND, Tolman Print, 183 Essex 
St., Boston, Mass. 











SALESMEN WANTED 








Write fer = giving referenc 


Western Pennsylvania--Ohio 


We want experienced salesmen to cover the above terrifory. We make unlined UN 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing mj Be. aad 


es. 
ORTH LEBANON SHOE FACTORY, Lebanon, Pa. 














ALESMAN WANTED with established trade 
to sell our snappy side line of Soft Soles 
and “COSYFOOT” First Step Shoes to re- 
tailers in Pennsylvania, Virginia, West Vir- 


ginia, Ohio, Indiana, Kentucky, Tennessee, 
Mississippi, Alabama, Louisiana, Michigan, 
Wisconsin, Minnesota, Iowa, Nebraska, Kan- 


sas, Colorado, New Mexico, Arizona, Nevada, 
Utah, Wyoming, North Dakota, South Dakota, 
Mont Idaho, Washington, Oregon, Maine, 




















THE BOARDMAN SHOE CO. has 
several openings in the West and Mid- 
die West for experienced salesmen, 


novelties and staples in stock, on 
straight commission. Give full details 
and references in first letter. Address 
564 Atlantic Ave., Boston, Mass. 



















es 









EXCEPTIONAL Opportunity for salesmen to 


priced line of 
) in quilted satins 
slippers, both soft 


and hard toes. Gymnasium slipper, and strap 
aetel. in stock. Profitable repeat mail-order 
line, Li 
Boot an 


iberal commission. Address E933, care 
d Shoe Recorder, 207 South Street, 


n, 











NT ONLY 
Wa oi 


Misses > oe Uo 

Ala., Miss., La., Tenn., Ill., Ind., 
71% Comm. 

fications and references in first letter. 


kill Shoe Co., formerly F. C. Gerber, 
burg, Pa. 


EXPERIENCED 
carry line. Infants’, C 
’ Turns. Va. 


MEN to 
hild’s and 
C. Ga., ° 
Iowa, N. Y., 

ition. 


Aug. 1. State experience, quali- 


Vermont and New Hampshire. Thirty-six 
quick-selling samples in convenient case, best 
sellers in stock, liberal commission paid 
monthly, give references and line now selling 
in first letter. G. W. Chesbrough, Manufac- 
turer, Rochester, New York. 





WANTED—Experienced salesmen, by manu- 
facturer, to sell as a side line ladies’ and 
children’s cotton and artificial silk hosiery on 
commission basis. For further information 
write U-H-C, Box 266, Elizabeth City, N. C 





ALESMAN WANTED—Commission basis, 

McKays, Stitchdowns, Leggings, for Rhode 
Island and South Shore Massachusetts. Hag- 
erstown Shoe Legging Co., Hagerstown, 
Maryland. 





ALESMAN—We are looking for a resident 

of Buffalo to represent us in New York 
state. To the right man who knows the trade, 
this offers an exceptional opportunity to rep- 
resent a line of New York up-to-the-minute, 
popular priced, women’s novelties—in stock. 
Monarch Shoe Co., Inc., 79 Reade St., New 
York City. 























































































‘ ALESMEN — Exceptional, full fashioned 

ladies’ silk hosiery line of popular price. 
Territory west of Mississippi, North and South 
Carolina, Illinois and Wisconsin. Commission. 
State experience. Address E-54, P. O. Box 
3500, Philadelphia, Pa. 





ALESMEN WANTED to carry our line, 

consisting of women’s Dressy Oversize 
Welts and Comfort Turns and Men’s Medium 
Welts. Carried in stock ; 7% commission basis. 
Experienced men with following preferred. 
Write full details in first letter to Sales- 
manager, L. E. Timson & Cwo., 620 Atlantic 
Avenue, Boston, Mass. 





XPERIENCED SHOE SALESMEN WANT- 

ED—We want to engage a separate sales- 
man for each of the following states; must 
be thoroughly familiar and have some estab- 
lished trade in shoes in state selected, live in 
territory and must work on commission. Give 
age, experience, amount of sales per annum 
and references. Virginia and Maryland, Ken- 
tucky, Indiana, Wisconsin, Iowa, Kansas, 
Nebraska, Oklahoma, Middle and North Texas, 
California, Oregon, Washington, Long Island, 

Y. A. W. Tedcastle Company, Boston, Mass. 





WANTED —Salesmen who are covering es- 
tablished territory to carry our line of 
Flexible turns, consisting of staples and novel- 
ties, sizes 1 to 5, mock-heels and 5 to 8 spring- 
heels; also a line of flexible welts, sizes 2 to 5 
and 5 to 8. This is an in-stock line of me- 
dium-priced children’s shoes; samples packed 
in a compact grips paying a high rate of 
commission, and can carried with any non- 
conflicting line. Please give full details and 
references. Samples ready August 15. R. C. 
Milow Shoe Co., Inc., Rochester, N. Y. 





HELP WANTED 


WANTED 


An experienced shoe designer and pattern 
maker. State experience and salary de- 
sired in first letter. Address E-950, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





















MANAGER WANTED 


D'STRIcT SALESMANAGERS WANTED to 

superintend distributing strong ‘House- 
to House” line of Moccasin Work and Sport 
Shoes. Such men would not attempt sell line 
themselves, but should be able secure good 
representatives and supervise their activities. 
Substantial income possible without conflic- 
tion present lines. The territory which you 
have actively covered to be regarded as your 
exclusive district. House of wide reputation. 
Address Box 250, Essex Station, Boston, Mass. 











LINE WANTED 


A MIDDLE WEST leather and shoe store sup- 

+*% ply jobbing house will consider adding a 

short line of men’s slippers. Give full informa- 

tion in first letter. Address E-936, care Boot 

oe Shoe Recorder, 207 South Street, Boston, 
‘ass. 








ALESMAN with established trade in the 
southern states is open for a proposition 
for popular priced line of women’s novelty 
McKays and turns. Address K-673, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


<NAPPY McKAY LINE WANTED FOR 
“’ CALIFORNIA TRADE— My territory 
includes San Diego on the south with San 
Francisco on the north. I cover all inter- 
vening territory. Am acquainted with all the 
leading shoe buyers in this part of the state, 
having covered this territory for years. 1 
travel in my own car, and make all towns, 
large and small. Have a large trade in and 
around Los Angeles. I can do a good business 
on a line of women’s McKay shoes to retail 
at $5 to $7. Must be snappy goods. Best of 
references furnished. For further information 
address E-963, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


ANTED—A line of jobs in rubber or 

leather footwear to sell in North Central 
states. Have two hundred A-l accounts. Best 
references. Address E-966, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 











POSITION WANTED 


EFFICIENT OFFICE MANAGER OPEN 
FOR POSITION— Age 42 years; has had 
20 years’ successful experience with two large 
concerns. Is especiall ful in handling 
credits, costs, accounting dept., etc. Best of 
references furnished. Address E-964, care Boot 
= Shoe Recorder, 207 South Street, Boston, 

ass. 































1- GALESMEN WANTED to sell extensively ad- 
vertised line of window display fixtures on the 
ad Liberal commission; no samples te carry. Sell 
our eataleg. Every store a prespect. 
*t £-820, eare Boot and Shee Recorder, 207 South 
Street, Boston, Mass. 
ANTED— salesman to represent 
factory lime of men's high-class dress welts, 6 
per cent straight issi Must have at least 6 
= Age limit between 33 and 45 
that can furnish list of accounts sold in the 
= Must be able to finance himself. 
required, none other need apply 
Edmonds Shoe Company, Wis. 
ALESMEN WANTED to sell popular 
S line 1-6 first steps and Sukdewes 
shoes of merit, in connection with line now 
—_—— handling; fifty styles in stock, 7 per cent com- 
mission. Give references, how long sold present 
carry line, annual sales, etc. Elam Shoe Mfg. Co., 
he fol- 16 Columbia St., Bost 
South- 
treated 
ot and GALESMEN for a real snappy condensed 
Mass. specialty li ladies silk hosiery. 
Sold with a guarantee to the Dry Goods, Shoe 
Spec the country. 
Easily carried. State territory and 
ales- line now : E-904, care Boot 
and and Shoe » 207 South St., Boston, 
yular Mass. 
soft 
and WANTED— salesman to shew, as 4 
ades side line or some thirty samples of 
. popalar-prieed women's support shoes to 
a retail at $5.00 and 96.00. also novelty shoes. 
Quick selling. All shoes in stock. Eight per cent 
ton, weekly. References necessary 
sas, 
cific 
e in W salesman for Okla- 
homa; Men’s Medium Dress Welt 
pan Leather) selling at $3.40 to $3.60 
now EB. Piekenbrock . 
ers. 
Re- SALESMAN on road calling on high-class 
. shoe stores. Carry fine. line rhinestone and 
ill cut steel buckles. Drawing account against 
_ E-958, care Boot and 














commission, A 
Shoe Reco’ 


ddréss 
rder, 207 South Street, Boston, Maas. 


MILWAUKEE BOOSTERS 
Men with established trade to place, Black 
Cat Shoe agencies through the states of 
Ohio, Michigan, Tenn., West Va., and Pa. 
Infants’, children’s and misses’ stitchdowns. 
Commission of 7% paid weekly. Lines are 
now ready. THE PHENIX SHOE MFG. 
CO., 27 Erie St., Milwaukee, Wis. 














UYER AND MANAGER desires to make 
change. Address K-674, care Boot and Shoe 
Recorder, 127 Duane St., New York. 





EWARK, NEW JERSEY, and surrounding 

cities ; am now and have been selling shoes 
at retail for years, but am going to be 
logical student at Madison. irous of secur- 
ing position as Saturday extra. Available Sep- 
tember 20. Address E-961, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 
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POSITION WANTED 


POSITION WANTED—Shoe man of long 
experience, having been in business for 
himself for the past 8 years, is available as 
manager in specialty, family shoe store or 
department store. He knows how to merchan- 
dise, advertise, create, and possesses executive 
ability. He is a willing, hard, conscientious 
worker, and wants to connect with a concern 
where the avenue of opportunity is open. Ad- 
dress E-962, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








Shoe Factory 
Office Executive 
At Liberty 


I am 38 years of age and have had 12 years’ 
practical experience with well-known east- 
ern concern. Understand thoroughly costs, 
accounting and credits. Am desirous of affili- 


FOR LEASE 


PACE TO LEASE for shoe department in 

ladies’ ready-to-wear store og milli- 
nery and hosiery on same floor with shoe de- 
partment and ready-to-wear and kindred lines 
on upper floors. Large store, good location, on 
percentage basis. Address Walter Sachs ‘and 
Company, Jacksonville, Florida. 








FOR SALE 





FOr SALE—Clean Shoe Stock in good town 
of 8000 in Southern Michigan; invoice 
about $8,000.00. Address E-967, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





WANTED TO PURCHASE 








ating myself with a progressive or 
tion that is appreciative of good, loyal 
service. Best of references furnished. Ad- 
dress E-965, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 














FOR RENT 


For RENT—Space in ~~ ~ Men's 

Wear Store, for men’s , department. 
One of the finest stores in the s state. Popula- 
tion, 25,000. Unusual opportunities for hus- 
tler. Biery-Kline, Alliance, Ohio. 


FOR RENT 


Space for men’s and boys’ shoe depart- 
ment, best location in the city in a well 
established and exclusive men’s and 
boys’ store. We are enlarging our floor 
space to double its present capacity. 
Max Crone & Co., Wheeling, W. Va. 

















RICHMOND, VIRGINIA—Excellent space for 
shoe department, also shoe store; both be- 
tween Richmond’s two largest department 
stores. Gordon E. Strause, 7th and Broad, 
Richmond, Va. 


BUSINESS OPPORTUNITY 














MR. SHOE MANUFACTURER 


Are your manufacturing conditions 
satisfactory? If not, come to Park- 
ersburg, West Virginia. You will 
have an abundance of intelligent 
labor, ninety-eight per cent Amer- 
ican born, free from strikes and 
labor trouble, electricity for power, 
coal and natural gas for fuel, good 
shipping facilities to the great dis- 
tributing centers, ample banking 
capital, highly satisfactory living 
and social conditions. A city that 
will take a helpful interest in mak- 
ing your business a success. This 
invitation is extended for our mu- 
tual benefit. 


BOARD OF COMMERCE 
Parkersburg West Virginia 














CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 
KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N, Y, 
Phone Spring 1443 








and pay highest cash price 
‘sepa of or any 
no 
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Phone Stagg 1757 


MISCELLANEOUS 
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H-W Chairs Save 
Shoe Store Space 


GPACE saving is as essential in 
the shoe store as the theatre. 
So H-W opera chair models have 
been modified to meet your need. 
H-W expert shoe store seating serv- 
ice is at your service — free. 


HEYWOOD-WAKEFIELD WAREHOUSES 
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Metal : Shoe Fitting Stools 


Mirrors 


No, 141 


Gctais; THE CHICAGO 
vet WIRE CHAIR CO. 


621 N. La Salle Street, Chicago, Uli. 























a 








August 9, 1924 


os glitd 


BOOT AND SHOE RECORDER 


Menzcaseé « American %o y 


Solid Leather 


Men’s and: Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 


Fond du lac, Wis. 





MISCELLANEOUS 








WANTED TO PURCHASE 











Neatest, strongest, lightest aad most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th Sz., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 











Winpow DispPLay FIXTURES 
ASK FOR CATALOG 


si :) mm O-ie-020).1.45, 0@e) 


11 WT. 4°4 ST. CINCINNATI,.O. | 
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We will send a mntative to investi 
cok die dite represen ive investigate 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 














Says He Could Not Find 
A 7-B 


It is easily possible, in a worthy 
attempt to achieve turnover, so to 
deplete a retail stock that actual 
loss results. The Boot and Shoe Re- 
corder has pointed this out many 
times and yet last week a prominent 
official of one of the largest com- 
panies in the shoe trade reported 
that he was unable to find in any 
one of several of Boston’s best 
known retail shoe stores a size 7-B. 
The shoe he wanted was a conserv- 
ative, light weight tan oxford, 
almost a staple number. Not un- 
naturally he jumped to the conclu- 
sion that poor merchandising poli- 
cies were being employed by all the 
stores visited. 





Announce Fall Styles © 


Hoeffel’s Boot Shop at Green Bay, 
Wis., recently announced fall shoe 
fashions by means of a special and 
attractive advertisement. In style 
details, the store emphasized more 
tailored patterns, narrower band 
straps, gored pumps and medal- 
lions. Tan calf, brown kid, and 
black with delicate gray and tan 
hose were featured. Special men- 
tion was given to black satin with 
braided satin straps, box and 
French heels; brown satin, kid and 
calf with high and low heels; and 
patents with high and low heels 
with fancy straps and cut-outs. 


More Territory for Charlie 
Rogers 


Charles Rogers, formerly of Bos- 
ton and now of Minneapolis, who 
represents the A. M. Creighton 
house of Lynn, Mass., is now cover- 
ing more territory. No doubt this 
is significant of “Charlie’s” eager- 
ness for hard work, and his ability 
to accomplish something. His phil- 
osophy on selling shoes is that it 
is necessary now to work hard all 
the time as a measure to offset 
some of the merchant’s ideas con- 
cerning depressions# 





Walk-Over Leaders 


G. N. Scherer, manager of the 
Walk-Over Shoe Store, 104 W. Lex- 
ington street, has just returned 
from Campello, Mass., where he had 
attended the fiftieth anniversary of 
the George E. Keith Company, 
manufacturers of the Walk-Over 
shoes. Mr. Scherer is a native of 
Lima, Ohio, and has been associated 
with the Walk-Over Shoe Company 
for the past ten years, having man- 
aged a store in Oakland, California. 
Mr. Scherer has been with the local 
shop since last March, and gives 
the following as the best sellers at 
his store: patent steel beaded gore 
front, 15/8 Spanish heel, 24%-inch 
vamp, sells for $12. The same can 
be purchased in black satin. An- 
other is a patent side gore pump, 
has five cut-out straps at the instep, 
13/8 box heel, 22-inch vamp, and 
sells for $10.00; same can be had 
in satin. At this store black and 
tan are selling better than white. 





Now that the women have 
adopted sleeveless dresses, why 
should not a man appear on the 
street in his shirt sleeves if he so 
desires? 
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The genuine Diamond Brand 
(Visible) Fast Color Eyelets can 
be identified by the two tiny 
raised Diamonds on their 
celluloid surface. 








Look for the Diamond 
Trade ee Mark 


Diamond Brand (Visible) Fast 
Color Eyelets have genuine 
celluloid tops that never lose 
their color and that actually 
outwear the shoe. 


Men’s and Women’s Goodyear Welt Oxfords 

for summer wear are stylish and correct when 

finished with visible eyelets. Always insist on 

Goodyear Welt shoes with Diamond Brand 
(Visible) Fast Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


FP IN 3am. 
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The Man who has a} 
very 7 definite prefer | 
ence for comfortable | 
footwear 7 7 insists on | 
?shoes with: | 


» LACING HOOKS 


Sask for shoes with lacing hooks 
TUBULAR RIVET AND STUD COMPANY 


yf UNITED SHOE MACHINERY CORPORATIO 
ig. ee Selling Agents ; 
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FEW months ago we originated the pump pictured here. The de- 
mand was so great that for months we couldn’t get ahead of the 
orders which poured in from dealers all over the country. 


Now we’re ahead of the game and can fill your orders for it in either 
patent or black kid at once. 

From smartly rounded toe, to modified Cuban heel, this number 
pictures fashion’s latest and it’s the most comfortable thing you ever 
saw; roomy of ball and toe, snug-fitting at waist and ankle, light and 
airy, yet serviceable as the finest materials and good workmanship can 
make it. It has a turn sole and covered wood heel. 

In Stock: AAA-A 4 to 9; B 3 to 9; C-D-E 2% to 9; 
No. 3821 is Patent. No. 3822 Black Kid. The price for 
either is 


J. J. GROVER’S SONS CO. Lynn, Mass. 


‘“‘Soft Shoes for Tender Feet”’ 


e CHICAGO OFFICE 
BOSTON OFFICE Established 1865 Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 
8@ Boylston Street Marbridge Bldg., 47 W. 34th St. Corner Madison 


Vol. 85, No. 22. Published every week b seco’ 
. 5 y the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, Mass. - 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subscription suiee, on00 mee pnt Printed in US, 
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Beaver-Racquet 
Piccaninny 
Stone Grey 
Bunny 










LEVOR 
GRAIN AID 





TANNERIES AT 
Gloversville, New York 


SALESROOMS 
New York, Boston, Chicago, St. Louis, Cincinnati 
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CONOMY and retrenchment are 

more than indicated—they are at 
work. Shoes of neutral shades, .each 
suitable for several costumes, have 
replaced the extravagant ‘“‘shoes to 
match”? and “fashionable contrast”’ 
colors. 


Your customers are buying shoes for 
double and triple duty. If you carry 
such footwear in useful neutral shades 


—Levor Shades — you are well abreast 
of the demand and on safe ground. 


}, 1924 


fO 


S 


Tanners 
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~in America’s Style Centers ~ 


The Style Center—night 
scene—of Denver, Colo. 


AX of the many good features of KAFFOR KID 

are searchingly examined by its many users 

among the leading and nationally known shoe manu- 

facturers. Their shoemaking is based upon quality— 

fineness of finish, or appearance, and right pricing. Tin icne tum Enc EArran Em's 
the Stetson Shoe Company, South Wey- 


KAFFOR KID supplies the proper background for mouth, Mass. 
these manufacturers to maintain their leadership. 


Shoe merchants, too, are urged to examine as carefully 


the following good features of KAFFOR KID. 


(1) — Lightness in weight 

(2) — Firmness of Calf 

(3) Mellow and softness for comfort SP ae ip tame Gan Gace ten 
Weymouth, Mass. 


(4) Extremely fine grain 


“The Story of Leather” 


You will find KAFFOR KID in many of the season’s ait. s. meatiedd ees anciions 
popular styles in Morro Brown, Arab, Tan and Black. 





The shoes illustrated here are from the line of the 
Stetson Shoe Co., South Weymouth, Mass. 


Pn Be ey ee 
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Nothing But the Best 


THE MOST SEVERE CRITIC OF THE HELMHOLZ LINE OF 
SHOES FOR CHILDREN WOULD FIND DIFFICULTY IN DIS- 
COVERING FAULTS THAT ARE OFTEN APPARENT IN CHIL- 
DREN’S FOOTWEAR. 


LASTS ARE RIGHT FOR GROWING FEET. PATTERNS ARE 
ATTRACTIVE AND NEAT. MATERIALS AND WORKMANSHIP 
ARE THE BEST THAT THE MOST CAREFUL SUPERVISION 
CAN PRODUCE. 


THAT'S WHY DIS- 
CRIMINATING MER- 
CHANTS PREFER THE 
HELMHOLZ LINE. 


THE SHOE  ILLUS- 
TRATED IS A POPU- 
LAR NUMBER CAR- 
RIED IN STOCK FOR 
QUICK DELIVERY. 


BS503—Black Patent Blu. Ox- 
ford, Rubber Heel. 81<-11, 
$2.35; 1114-2, $2.60. 
B604—P. & V. 104 Tan Lotus 
Calf 





B104—Smoke Elk 
B204—Rose Calf,8}5-11,'$2.25; 
114-2, $2.50. 


IN STOCK D WIDTH 


HELMHOLZ SHOE Mee. Co. 


HIGH GRADE SHOES 


FOR CHILDREN. 
MILWAUKEE WISCONSIN 

















236 + Dheyre Better Stitchdowns + 
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THE SHOE THAT BREATHES 











Dhe 
REFRESHING 


IT BREATHES 


Stock No. 1206 


Stock No. 1300 Gun Metal Oxford, Hague Last 
Kid Oxford, Sterling Last 


Stock No. 1350 
Colored Calf Oxford, Scot Last 


Stock No. 1250 
Colored Calf Oxford, Hague Last 


Make Your Customers’ Feet 
Healthy 


The science of dress has accepted ventilated clothing; the modern, cool, 
porous underwear—the soft collar, the ventilated hat. Now it has gladly 
added VENTO—The Shoe That Breathes—to the list of things which 
bring Nature’s great remedy of fresh air to healthy bodies. 

Feet—hitherto the most abused parts of our anatomy—need no longer 
be smothered. The VENTO patent will make any foot healthy because 
VENTO keeps clean, fresh air in constant circulation, without annoying 
the wearer in any way. 

Every merchant is invited to ask for an exclusive agency in his city. If 
possible it will be given to him promptly. 
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THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON +; Campello Station Mass. 
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Consistently Profitable 


Some of the most prominent mer- 
chants in this country are consistent 
users of our shoes. They believe in 
them. 


All new Patterns and Lasts in our Welts 
are carried in stock by 


Powell & Campbell—122 Duane St. 
New York City 


| HENNESSEY MAXWELL and HENNESSEY 
Lynn ,Massachusetts 


126 Summer Street, Boston 


"MADE GOOD TO MAKE GOOD" 
SU eM OS AN a NL toe — UNG CA) 
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\ \ JEEK after week, month after month, 
each National advertisement in the 


COMFLEX Shoe campaign is flooding 
the Nation with its light that leads to 


greater shoe comfort and satisfaction. me 


Millions of readers — hundreds and 
Verelelucer Me aten(ci Multan te Mveltiamerive(c 
radius, in your own community — of 
the Country Gentleman, Pennsylvania Farmer 


PValem me (ercuiMeleomrlen merlot iccmecesniieceie Sux. 


terested in COMFLEX Work and Dress Shoes. 


Stock COMFLEX Shoes today for 
COMFLEX sales are growing daily! 


Weyenberg Shoe Mfg. Company 


a New England Distributér 
Weyenberg Shoe Mfg. Co. : Gunnerson Shoe Co. Weyenberg Shoe Co. Dunham Bros. Co. 
Datlas eu j 


Portland. Ore Los Angeles. Cal all T - Brattleboro, 


aL. ee 





/ 


~ 





HIS full page advertise- 

ment appeared last week 
in the Country Gentleman, 
Pennsylvania Farmer,Ohio 
Farmer and a dozen other 
farm papers. Thousands of 
merchants are getting Big- 
ger Sales, Quicker Turn- 
over and Better Profits by 
going after the COMFLEX 
work and dress shoe busi- 
ness that these big adver- 
tisements are creating for 
them in their community. 
Are you getting your share 
of this BIG BUSINESS? 
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Out of the 


‘“‘Price-Hunting’’ Class 


N times of uncertain buying it is the product of known 

value that retains the confidence of the buying public. 
Unbranded goods, or goods of uncertain value, are the first 
to suffer from decreased demand. The article that has estab- 
lished its value, and a real sense of the quality behind its 
trademark, scarcely feels the fluctuations that prove so 
dangerous to less-known goods. 


In millions of homes, there is no other felt slipper known 
but Daniel Green Comfys. These millions make a steady, 
unchanging market, whose sense of loyalty and whose true 
appreciation of Daniel Green value has placed their busi- 
ness beyond the fluctuations of price. This is one reason 
why so many thousands of dealers stick unswervingly and 
loyally to Daniel Green Comfy Slippers. 


Here is an eye-opener! Ask your own sales people how 
many sales they are losing on Daniel Green Comfy Slippers, 
because you are out of sizes. 


Daniel Green dealers are placing their orders now because 
they know that Daniel Green prices will not change, nor 
does the factor of price affect their salability. We shall be 
glad to hear from you concerning your requirements for 
fall and winter. 


Daniel Green Felt Shoe Co. 


General Offices—T olgeville, New York 
Sales Offices 
116 East 13th Street 
New York City 
189 West Madison Street 
Chicago, Ill. 
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6 Bice style and appearance of a shoe are often en- 
hanced by the snug fit and ease of slip-on which 
the use of elastic gore will give. 


The above illustration shows how the Mackey 
Shoe Co. makes use of gore in the instep. 


EVERLASTIK, Inc. 


CHELSEA 1107 BROADWAY 
MASS. NEW YORK 


MAKERS OF HUB GORE 
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Thinking Like a Fish 


When they asked the boy how he caught so 
many fish he answered “I figured what I’d like 
if I was a fish, and I tried it on ’em and they 


DID.” 











Same thing applies to our COFFEE WILO ELK - - we gave 
you a leather for children’s shoes which we thought all parents 
and children would take to. AND THEY HAVE 


COFFEE WILO ELK 





is the best leather that can be put into Children’s Shoes 
For Service --- For Comfort --- For Appearance. 


Moreover — it is the only high 
grade leather that can be sold in 





The 17 WILO ELK medium priced shoes :: :: :: :: :: S 
COLORS include : = 
Red, White, Blue, Green, % 
Coffee, Chocolate, Light ? 


sive Gey. Dut Ge.  C, D, Kepner Leather Co. i: 


Dark Smoke, Cocoa, Pearl, 
Olive, Tangerine, Black. 139 South Street, Boston, Mass. 


Sole Selling Agents of AY i i Oo Leathers 


10 Spruce Street, New York —BRANCHES No. 401 Metropolitan Bidg. 
308 Leather Trades Bidg., St. Louis, Mo. = > Milwaukee, Wis. 





























August 16, 1924 BOOT AND SHOE RECORDER 13 


aathicinna tat hitiatintn nie ein) 


FASCINATING FLOSSIE 


A chic and snappy strap with beaded front gore over instep. 
Here’s a style that’s rightly named as it appears at once to the 
feminine eye—the biggest and best seller at the Boston Style 
Show. Order now for September delivery. 








No. 361 Price $4.10 No. 363 Price $4.10 No. 359 Price $4.10 


Black Satin Flossie with Beaded Kaffor Kid Flossie with Beaded Patent Flossie with Beaded Gore 
Gore Front Strap—Military Wood Gore Front Strap—Military Wood Front Strap—Military Wood Cov- 
Covered Heel. Boston Last, AAtoC. Covered Heel. Boston Last, AA to C. ered Heel. Boston Last. AA to C. 
No. 362—Same style in Black Suede No. 360—Same Style in Tan Calf 
Price $4.50 Price $3.85 


No. 318 Price $4.25 No. 321 Price $4.65 


Patent Flossie with Beaded Gore Black Suede Flossie with Beaded 
Front Strap—Full Spanish Louis Gore Front Strap—Full Spanish 
Heel. Beacon Last, AA to C. Louis Heel. Beacon Last, AA to C. 


No. 319—Same Style in Tan Calf No. 322—Same Style in Kaffor Kid 
Price $4.00 Price $4.25 


THOMSON-CROOKER SHOE COMPANY 


C. R. Thomson, President P. Howard Tarr, Asst. Treas. 
J. M. Thomson, Treasurer E. H. Cushing, Secretary 
Buford H. Jones, 
Vice-President 


18-26 Station St., Boston, Mass. 
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SCHOOL SHOES—IN STOCK 


These 3 W’s Lenox are sturdy 
shoes, especially adapted for 
school time business. See that 
your shelves are stocked to take 
care of this demand which will 
soon begin. 


ven MISSES 
GIRLS CHILDREN 


Pat. Chrome, Field Mouse Tep, 3 Bar GIRL 
a ae toe THE NEW LENOX WEL 
1 T 
it - . DS & robber bool... $3.00 Made in tent leather vamp with dull eat d fo tate of 
Ho 2.75 quarter. in all patent leather and in ' , 
33¢—4 to 8, Dé E, hand turn, spring all tan calf. Virginia; also salesmen for 7 
heel . 2.05 nll 5 ESERIES SSR ONE $1.85 countiesof Central Pennsylvania. 
Se ea 2.35 Meant Maed cctebitched trade. 
Same in Tan , Calf, Smoked Elk ‘Top Also carried in stock in oxford. 10 cents 
ir less. 


345%—Growing Girls’ 24% to 7,C & D per pair 
rubber heel, broad toe $3.65 
345— Misses’ 11% to 2, D & E, rubber 


ween exes Weimer, Wright and Watkin Co. 


147—Child’s 8% to 11, D & E, spring 


237—Child’s 10 8, D&E; ‘wedge ‘heel, pas. 39 S. Second Street, Philadelphia 


hand turn = 05 
eeecececesosoooo ® eesesosecesoeooo 


2 <Ds 


Davis Styles for Young Women and Misses 


CARRIED IN STOCK 





SSSSSSSSSSssseeseseos eee ove Tees eoesoe 


: 

: 

: GROWIN G GIRLS 
5 & 

E 
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Style 120—In Stock. Black Suede Calf, 130—In Stock. Patent Colt Two- } mod 115—In Stotk. Black Suede am § 
One-Stra: trap. Soft Toe, Turn Sole, 8/8 " , Champagne Kid Cut-Out Quarter, Kid 
Leather Heel, 2% to 8, AA to C....$3.50 i Tu ‘ 7} 























Davis Styles are designed to meet with the It will be our pleasure to acquaint you with 
approval of young women. Many merchants our offerings—either by sending samples or a 
attest to the fact that this a . well met salesman. 

—and that they are finding the line most bs: 

profitable. Terms 27% — 10 days 


DAVIS SHOE COMPANY 
LYNN Turns and Welts M ASS. 


For Young Women, Misses and Children 
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Copyright 1924, by The Goodyear Tire & Rubber Co., Ing, 


A Timely Message 
To All Shoe Salesmen 


You will find it easier to sell 
shoes equipped with Good- 
year Wingfoot Heels. 


Easier because more people 
know Goodyear Wingfoot 
Heels than any other kind. 


Easier because Wingfoot is a 
recognized sign of quality. 


Easier because Wingfoots 
have good style, fit . better, 
keep their resilience, and 
wear longer. 


Easiest of all, because you can 
give the customer this Good- 
year Wingfoot Guarantee— 
on Goodyear Wingfoot Heels 
for years: 


GOODYEAR WINGFOOT HEELS 
are guaranteed to outlast any other 
heels—a new pair free if yours do not 











BOOT AND SHOE RECORDER August 16, 1925 





Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney. Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
Style 894 ress will be rapid in our organization. Under our 
Medium Tan Calf experienced managers you are trained to become a 


ao 08 ry | manager. When you have qualified 


Last, Single Sole. 
Price, $4.25 


Terms2%,30; Net 60 : | You are Promoted 
to be 


EN, unlike women, seek good le Manager of a Store 


shoes at a given range of _ | 
prices, select the style that ap- Hi in which you own a one-third interest, to be paid 


for out of the profits of the business. 


ay ay & has yy us that some xa the FF successes 
_ : come from ranks of average men. t we n are young, 
Weber Shoes, retailing from $5.00 healthy and capable salesmen who have had thorough experience 
. in a small or medium-sized department store, or are experienced 
to $7.50 offer that necessary price- in general store work in special lines. The investment of money 

: is not necessary for your success with us. The financial backing 
range. : of our company is ample. Paaw this is our proposition—tested 

Ses and proven over a period of 21 years: 


peals, and make their purchase. 


f les to You come to us first as a salesman in one of our stores. 
And there are plenty - sty » : During the period of proving your ability you learn the 


i ie : greater possibilities of co-operative effort. Your progress 
om we caste depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


= When you make a success of the management, you are sold 
UNION MADE BY a one-third interest in a new store and become its manager. 
: You may afterwards acquire a a in other stores 

are the outgrowth of the one in which you first re- 


Weber Bros. Shoe Co. | caved a financial interest. If you do not possess the capital 


RE a —— aaa on in é new ~ the money is 
; joa you by . C. Penney Company, and you repay it 
NORTH ADAMS, MASS. from subsequent profits of the store. 
New York Office: H. Harris, 1328 Broadway, © peerite today for our booklet, Pg Plan of the J. C. 
enney Company.” Give your a! number of years’ ex- 
Marbridge Bldg. 11s perience in our lines of th. eh ~ in your first letter. We may 
: arrange for a personal interview later. All correspondence 
strictly confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 
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Kawneer fronts make them 
Stop~Look and Purchase 


Marshall Field held it to be a fundamental law of business success that 
“Goods well displayed were more than half sold.”” Every piece of mer- 
chandise possesses a certain “urge to buy’—the power of that “urge” 
depending upon the attractiveness of the display. Modern Kawneer 
Store Fronts have solved the display problems for tens of thousands 
of merchants. Brown & Hamilton Company of New Castle, Pa., write: 
“Among the many advantages, the new Kawneer Front gives us: Greater 
Prestige, More Display Space, Better Lighting on the Merchandise and the 
fact that it is in character with the grade of merchandise we carry.” Here 
is a word from Talbot & Co., of Boston: “We feel that this new Kawneer 
Front of ours has been the very best sales pulling medium we have had 
for years and has materially increased our sales.” Just ask the merchant 
behind one what he thinks of his Kawneer Front as a sales builder. We 
shall gladly tell you of several Kawneerized stores in your locality. Just 
pin the coupon to your letterhead and mail it today. 














Kawneer fronts pay for themselves 
in increased sales and profits— 


ake this your battle cry, They Shall Not Pass’ 


TH 
KAWNEE 
COMPANY, 
2013 Front Stree 


Niles, Michigan: | 


This Free Book Tells Why Pleo send me, witho 


obligation, your new Book 7 


S e fate fo Z. it NOW . Designs of Modern Store Fronts. ; 





; 
ffoe  : 
a 





























For New Construction ; y For Remodeling 


Fase of Installation 


Kawneer Store Front Construction is so simple that anyone who 
knows how to read blueprints and use a square and level can 
easily install it in either new buildings or for remodeling old 
stores. ‘There is a scientifically designed Kawneer member for 
every part of your store front. Any contractor can easily 
install these members. Kawneer construction has been in- 
stalled in tens of thousands of stores, both new and old. 
Note the six main features of Kawneer Store Front construction 
which combine to give users profitable and satisfactory service. 


send 
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The New-Type Low-Cuts 


€; ETTING Oxfords with just the correct new “kinks” for Fall and 
Winter is one of the chief concerns of dealers who need renewed 
“pep” in their selling the coming three or four months. 


YY 


— 


Aid 
ae ws 


For that reason the new group of Bates Oxfords, introduced with notable 
success at the Boston Style Show, makes an exceedingly valuable addition 
to the famous Bates line of “Shoes for the Occasion.” 


—: 
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These low-cuts embody 
the latest fashion features 
—the new wide foreparts, 
smart patterns of overlays 
and stitchings, plump Calf 
uppers in Tan and Black, 
bone-buffed sole-finish and 


other fine touches. 
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New Fall Oxfords 
IN STOCK 


N general make-up Stock No. 
025-B in Tan Moorland, also 
its companion, Stock No. 020-B 
in Black Imported Moorland 
Calf, are representative of the 
more conservative numbers in our 
new Fall and Winter Oxfords. 
Their pattern is new. The toe 
of the “Mr. Atlas” last is pleas- , wf at te. tn 
ingly full and rounded. The =, ae pe an a a 
Plump Oak bottom, with Wing- cae | ne | k 
foot heel, gives these low-cuts pny Re fw. /_— i 


. 2 os M 
ideal service qualities. sorland Calf ...........94.90 


ee AAT TN FLT —NNAW///7P 


We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio showing seven 
groups of Bates “Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER - - MASSACHUSETTS 


——~ 
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—St. Louis, Mo. 
—New York 


G. Fitzgerald ork, N. Y. 
C. A. McDonn —Philadelphia, Pa. 
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DEQUATE durability is a prime necessity in any 
shoe material. The most beautiful shoe, if it does not wear, is a 
f- source of business peril to the merchant selling it. 


= @ 


DARBROOK SHOE SATINS in addition to the surface lustre 
that pleases the eye has back of it a groundwork of textile strength 
that assures good wearing shoes as well as good looking shoes. 


@ 


The careful selection of yarns for the purpose, and a recognition 
of the stresses to which shoes in particular, above all wearing 
apparel, are subjected, govern the production of DARBROOK 


SHOE SATINS. 


If you specify DARBROOK for your satin shoes you are assured 
of customer satisfaction long after you have made the sale. 


ASHOE SATINS 


Schwarzenbach Huber & Co. 


470-478 Fourth Avenue | t 
New York City ? 


DAP@OOOSOSHOOHOOHDOOOHO 
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Our Sales Representatives 


. —_ S. G. Allison, Massachusetts. 
No. 4875 R. L. Ball, Me., N. H., Vt. 
Harry Baum, Massachusetts. 
H. P. Burgess, So. Carolina, Florida. 
C. G. Casterlin, Michigan. 
L. E. Coker, Louisiana, Texas. 
J. H. Dreyer, Maryland, Delaware. 
. Duckett, Colorado, Wyo., Utah. 
. A. Fahrney, Md., Penn., W. V. 
. Fairchild, Cal., N. Mex. 

. Farr, Rented, Tenn. 
. Franklin, Pa., N. J. 
. Fuller, ‘Texas. 

. Gilmore, New York. 
. Gray, Pa. 

. Greene, Washington, Oregon. 
. Harker, Pa. 

. Holmes, Alabama, Florida. 
. Jacobs, Mississippi. 
. Lehman, Philadelphia. 
. Lyon, Minnesota. 
iller, New York. 

. Memesneee, Iowa, Nebraska. 
. Page, Michigan. 

- Pavey, Illinois. 

. Phillips, New York City. 

. Puckett, Ga. 

. Rapp, New Jersey. 
- Sarling, Virgina, North Carolina. 
J. Schiller, Illinois. 
. W. Shank, Ohio. 
. A. Smith, Wisconsin, Indiana. 


Uo; 


poze rar pe: 


IN STOCK 


Here are a few numbers our men want to show you— 
Wait for the Hagerstown man this Fall. 


ZOOKRVAKWFSOTMOYYRr ems 
Ks 


FLEXIBLE STITCHDOWNS 
2%-5 54-8 8%-l1l 
Patent Blucher, smoke trimmed, white welt iis $1.60 $1.80 $2.15H 
Brown Calf Blucher, smoke trimmed sssbinil 1.60 1.80 2.15H 


“Og gh ot > mr 


McKAYS 
11%-2 2%-8 
Patent Cut-out Oxford $2.25 
Patent Cut-out Oxford, English toe 
Patent Sally, vamp and side cut out ... 
Patent Sally, vamp and side cut out, English toe 


. B. Sparks, Oklahoma. 
. P. Ward, Wisconsin. 
. H. Weaver, Wisconsin. 
. B. Wharton, North Carolina, Tenn. 
. W. Wharton, Virginia, West Virginia. 
. E. Whittington, Ind. 
. H. Williams, Missouri. 


ac? = al ahaha 








Complete stock list on request, 


Hagerstown Shoe & Legging Co., Inc. 


Hagerstown, Maryland 
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Onthe (Pest oF 


SEYMOUR [TROY 


Introduces 
“Adelphia” 
A, lpine $4 
‘Belmont’ 


NOT PATTERNS! 
JUST WONDERFUL LASTS 


“You -Must See —More’’ 


SEYMOUR TROY & Co., INC. 


75 FRONT STREET BROOKLYN, N. Y. 
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No. 334 
The “Kate” Model 
Black Satin 


Prestige, for consistently satisfactory merchandise and 


i 
/ 
! 
! 
i 
i 


merchandising service is won slowly and held dearly. Our 
great capacity to produce fabric footwear has been built 
up, only by a long experience in making the sort of shoes 


the wholesalers want and can readily sell. 


DINGLEY-FOSS SHOE COMPANY 
fabric Shoe Manutacturers 


ALIBURN, MAINE 


BOSTON OFFICES, 54 LINCOLN STREET 
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The Marcel 


N attractive two-strap cut-out pat- 

tern made in Patent Colt. Drawn 
over our medium round toe No. 146 last 
with its perfect fitting and comfort quali- 
ties. Carries a covered Spanish heel with 
Uskide toplift. Close edge sole and shank 
attainable in the Wilson Process. 
Present ‘sales indicate its splendid recep- 
tion with our dealers. 
Not in stock but can be made within five 
weeks. 

Price $5.00, 3% 30 days 


MOORE- AUAFED’ 
‘\WHIOE "MFG °CO° 
BROCKPORT. N.Y. U.ZA. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E. JESTER, MGR. 
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The Value of 
this strictly or- 
thopedic line— 


MODIFIED NO. 1 


CARRIED READY 
TO SHIP IN THE 
FOLLOWING STYLES 


—to you and MODIFIED EDUCATOR NO. 1 
your customers Scot at! Meme 


Oxford, Perforated Tt , Flexible 


IRST of all, you can use a minimum of selling effort 

to move this shoe—because our National advertising 
and the shoe's well-established prestige has already done 
the preliminary sales work. The demand exists, now! 2507— el, jomen's Brown ‘kia’ ‘Bincher 
Again, it is an orthopedic shoe, correct in every feature— 
it has comfort and style combined; it is made in a variety pasnesenn Enecenen Ma. 2 
of leathers; comes in AAA-EE, 214-10, just 126 fitting Seem Quien No 2 ian, 0 Raper 


Heel. B-E 


combinations; and it has been proven to be in demand | 1° See 
Seam Oxford. No. 2 Last, 12-8 Rubber 


by the sensible women of every community. Heel. B-E $5.25 
2552—Women’s Russia Calf Circular 
Seam Oxford. No. 2 Last, 12-8 a 

Heel. B-E . B55 


You, Mr. Dealer, can build up a trade that will not only 
net you a handsome profit, but also constant and satisfied 
customers. Let your trade know that you have a shoe that 
will benefit them by wearing it. Demonstrate its values, 
and it will be valuable to you. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S.A. 


DISTRIBUTING BRANCHES: 
Rice & Hutchins Chicago Co. Rice & Hutchins New York Co. 
Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Baltimore Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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NATIONAL SHOE 
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Boston, August 16, 1924 
































Crop and General Condition Map 
As of August 1, 1924 











Business Will Be Good for Good 


HIS country is 
Treats wealthy 

and, as countries go, 
extremely happy: Busi- 
ness is here—for the 
alert, active, the aggres- 
sive. Have you in your 
community caught the 
tone of optimism yet? We 
have tried to put it in this 


balanced survey, telling the health and wealth of Uncle 
Sam and the rising tide of better business and confi- 


Business Men 


This is the original Douglas Condition Map which has 
been in use for over thirty years for business purposes. It 
is a composite picture of the current condition of the in- 
dustries, including agriculture, in each section of the 
country. It reflects sectional variations in buying power 
arising from variations in local conditions. This map is 
made up from more than a thousand special reports by 
competent observers on the spot. These reports embrace 
every important form of industry, both local and national. 
Prepared by the LaSalle Extension University, Chicago. 


144,000 bales of cotton. 


dence in one another. 
Certainly it is signifi- * 
cant when the government 
reports a new high acre- 
age in cotton and a good 
crop prospect, and out 
through the West, better 
prices. There is a decided 
upward swing of business 
and here are the facts. 


The government report for June, 1925, yields 12,- 











28 BOOT AND SHOE RECORDER 


The latest estimates are of a wheat yield of 740,000,- 
000 or 45,000,000 bushels less than last year, while the 
oats production is figured at 1,356,000,000 bushels, the 
largest since 1920. Corn, however, will be a short crop, 
the estimate being 2,515,000,000 bushels. The more 
favorable points of both harvest and prices are in the 
western and southern states. 

A recent analysis indicates that about 56 per cent 
of the farmers’ buying is done from July first to 
January first, as the returns for their crops come in— 
and better business from agricultural sections may be 
expected from now on. 


The LaSalle Extension ;— 


Sees Ba, TREE TuEebet, prowess 5 se 
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estimate your potential market for shoes this fall. It 
is for you to determine the desires of an even greater 
consuming public, for early in August of this year, 
the United States passed the 114,000,000 population 
milestone. 

Specifically the interest of the merchant in August 
and September is in the prospects of getting goods 
from the manufacturing centers in the proper deliy- 
ery, right materials, correct patterns and at prices 
that permit his making his profit on the shoes when 
finally sqld to the ultimate consumer. We have, there- 
fore, surveyed several of the shoe manufacturing 
centers in the condensed re- 








University in its Business e 

Bulletin for August goes | # 

still further and says “an in- ] I l y 
~- Jas Come to~ 


teresting and important fact | 
is that as prices of farm | 
products advance, prices of 
farm lands tend to rise, be- 
cause the land is valuable | 
principally for the returns it | 
yields. In 1912 the average 
price of plow land per acre | 
was $45, and the average | 
price of wheat was then 88 | 
cents a bushel, and corn was | 
55 cents. In 1916, land was | 
$58, while wheat was $1.13 | 
and corn was 69 cents a/| 
bushel. In 1920, land was 
$90, wheat was $2.42 and | 
corn, $1.60. 


ed 
il 
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The Farmer’s Dollar Buys 
More 


“On July 1, the purchas- 
ing power of the farmer’s 
dollar was .77, taking 1913 | 


; 


COMBINED DAILY CIRCULATION, 310762 St. 


ports herewith. 


Milwaukee Heralds 
Best Fall 


MILWAUKEE — Rising 
markets for farm produce 
have filled shoe manufac- 
turers here with optimism 
regarding fall _ business 
prospects and the promise 
of agricultural prosperity 
coupled with sound funda- 
mental conditions in the 
shoe manufacturing indus- 
try indicates to these indus- 
trial leaders one of the best 
fall seasons in years. Repre- 
sentative manufacturers of 
Milwaukee have expressed 
themselves as extremely well 
pleased with the present out- 
look, and this feeling is 
shared» by all of the manu- 
facturers and jobbers of this 
center. 


=~ 





Louis Reports 





as a basis of comparison, 





against a low figure of .69 in 
December, 1922. 

“The recent upward movement in the prices of 
grains began with government estimates of consid- 
erably reduced yields in wheat and corn; wheat at 
this writing, is up to $1.26, against $1.02 early in 
January, while corn is $1.07, against .72 in January.” 

An interesting point in all these favorable statistics 

is the farmer in the good crop region is in luck, for 
he gets a real price for his commodities. The condi- 
tion of the corn crop in the United States on July 1 
was 72 per cent normal. Cotton is about the only large 
crop that shows a real improvement. 
* It’s a case of “them that has, gets,” and we come 
closer to an actual situation in supply and demand 
without leaving an immense supply in the warehouses 
to distort the prices downward. 


All Eyes to the Harvest 


All eyes are turned toward the harvest season, and 
we could go on and indicate improvements in citrus 
fruits, sugar, rice and other grains, building, lumber 
and all commodities of the mine and the field and the 
forest. It is for you and your local community to best 


Out in Kansas they tell the wide world business 
is good. 


Busy, Even Overtime 


ST. LOUIS—The manu- 
faeturers here explain their abundant optimism over 
the fall situation by pointing out that the great ma- 
jority of merchants’ stocks are in good shape; that 
their own stocks, except for some grays, are healthy; 
that they look for a large cotton crop with a stiff price 
attached, and good crops generally; that the novelty 
end of the industry is enjoying a remarkable influx of 
orders; that there is a slight indication that merchants 
will be more willing to place adyance orders; that St. 
Louis expects one of the biggest market seasons it has 
yet enjoyed, and that as the first six months of 1924 
have shown a gain in sales of St. Louis shoe houses 
over the same period last year, another gain is ex- 
pected in the next six months. 

As one big manufacturer recently stated, however, 
cautious buying has had a tonic effect on the whole 
shoe industry. Stocks of retailers and manufacturers 
are in excellent shape, and all will be ready for a good 
fall season. 

The industry here in general is pretty confident of 
an above-normal business. The novelty makers prac- 
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tically see a big season guaranteed on their order books. 
The case of one house may be taken to stand for that 
of the others. This firm has sold 105 per cent of its 
possible production up to September 30, and will have 
to run overtime to fill its present orders by that date. 


Good Welt Business in Cincinnati 


CINCINNATI—Manufacturing conditions in Cin- 
cinnati in the shoe trade have shown a decided im- 
provement. The Julian Kokenge Company at present 
is operating to capacity, and the United States Shoe 
Company has shown a big increase in orders since the 
first of July and sales during 
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Factories in this district, which for some time ap- 
parently had all the help they needed to get out the 
orders on their books, are once more using space in 
the advertising columns of the newspapers here in 
search for help. Among the classes of help sought are 
first and second lasters on women’s high-grade turn 
shoes, experienced men on number 6 lasting machines, 
experienced trimming cutters, closers, stayers and 
French binding turners on ladies’ shoes, sock liners 
for packing room and table girls for ladies’ turn shoes. 


Operating Optimism in Brooklyn 
BROOKLYN—The upturn 





June and July far exceed the 


in the trade here is regarded 





number of pairs sold a year 


by most manufacturers as 


ago. In fact, the business Th Big Tim Ha the working out of natural 
done in July is ahead of that e es ve causes, together with some 


done in June and July of last 
year. One of the leading shoe 
manufacturers stated that 
the outlook for business is 
very encouraging, and that 
there is little to cast doubt 


upon the future. Farm prod- Wheat. . 
ucts have all been advancing, Corn 

giving a better price to Oats 

the farmer, and the out- Rye 

look is bright. Moreover he Hogs ... 
further stated that shoe Beef Steers . 
merchants in general were Lambs. . 


demanding better shoes, that 
they were 


somewhat lower prices. Most 


Come Back 


Prices on the Chicago Board of Trade and at 
the Chicago Stock Yards yesterday reached: 


$=. 13.90 Pectundees 


through with Prosperous times on the farm mean big sales to 
cheap shoes, and wanting farmers—good business for everyone. Quick minded 
better gradgs of shoes at| merchants will stock up for an early fall rush. 


stimulus along style lines 
provided by the manufac- 
turers themselves. General 
conditions are referred to by 
some as having had consid- 
erable influence on the shoe 


. » $1.33 per bu. trade. Low stocks on retail 
1.18 per bu. shelves necessitating replen- 

55 per bu. ishment, are alluded to by 

: .96 per bu. others. Several are inclined 
. . 10.46™™a" to think that the political 


outlook, together with the 
brightening of the economic 
skies in Europe are exerting 
an influence on all business, 
and that the shoe trade is 
feeling some of this general 
urge. All in all, though, the 


. 11.65" 


of the manufacturers antici- 
pate a good welt business 
and feel that as the season 
advances more of this type 


Manufacturers will begin immediately to make their 
merchandise first choice of consumer and of dealer 
by the aggressive use of Chicago Tribune advertising. 
Not only does The Tribune dominate its local market, 


majority are inclined to the 
view that the more stable 
style situation has been re- 
sponsible for much of the 


of shoe will be sold. 





but in each of 1,064 towns and cities of the corn belt | ; ed busi in the last 
it reaches more than one-fifth of the families. oe ee Tere 





month, 





Rochester Enjoying 
Good Business 
ROCHESTER—Shoe fac- 


tories are enjoying a good run of business and the 


outlook for all is very encouraging. Cutting of shoes 
began in this city about the third week in June, when 
the factories resumed cutting operations. Since that 
time the volume of business has increased steadily 
and today local factories are running their cutting 
departments at near capacity and are rapidly adding 
operators in the fitting rooms. The problem of getting 
experienced fitting room help is one that is bothering 
the manufacturers. 


Factories Increase Production in 
Philadelphia 

PHILADELPHIA—Factories here are quite opti- 
mistic over the outlook for business during the next 
few months. Most of the large ones have increased 
their production from 30 to 40 per cent, at which rate 
they had been operating for some time, to 60 and 65 
per cent. 


Evidence of better business conditions printed in a 
full-page advertisement of the Chicago Tribune. 


Orders Are Larger, 
Says Newark 


NEWARK, N. J.—Makers of men’s high-grade shoes 
here are decidedly more optimistic on the general 
outlook. With all of them orders in hand are larger 
than they were at this time last year and production 
has been speeded up considerably. One factory in 
particular, which has increased its producing capacity 
in recent months, is working up to a full utilization 
of the expanded facilities for output. The improvement 
is generally credited to a better outlook for general 
business and to the higher prices for farm products. 
“T never knew it to fail,” said one manufacturer, “that 
when the farmer is prosperous, the whole country is 
prosperous.” 


Busier in Brockton 
BROCKTON, MASS.—Greater activity in shoe fac- 
tories here and the South Shore district is probably 
due to a natural result of economic conditions in the 
shoe industry. Manufacturing concerns are busier than 
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for many months. More orders have been placed since 
the middle of July; several firms revised their op- 
erating schedules to allow for greater production. 

The decided improvement is encouraging and gen- 
erally the manufacturers interpret it as significant 
that busier times in the industry are to continue. 


Haverhill Opens a New Advance 

HAVERHILL, MASS.—Improvement in business 
and in industrial sentiment both came together here 
as July drew to a close. Factories started up briskly. 
The Chamber of Commerce held the largest and most 
enthusiastic meeting of business men in the history 
of the city, and voiged with new strength the confi- 
dence of Haverhill men in the future of their city. 

Improvement in Haverhill’s business is regarded as 
a major movement in the shoe industry, for Haverhill 
is a leader in the making of popular footwear, and, 
also, Haverhill is one of the leading centers of the 
country for the manufacture of shoe factory supplies. 
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So, when all Haverhill shops start up briskly, it is a 
sign of better business all through the shoe industry. 


Lynn Starts Ahead Strongly 


LYNN, MASS.—Shoe business here shows a 
marked improvement as August begins. Factories are 
increasing their production. A dozen more there are 
of them than a while ago. New firms are starting. 
A new constructive spirit is in the air. Prespects point 
to a continued good fall business. 

Some circumstances of Lynn’s shoe industry are 
different from what they were recently. More cheering 
sentiments are expressed. Less talk of plainer shoes is 
heard. Pretty shoes win again. 

Buyers are holding close to their requirements. 
They are taking shoes that they can sell. They are 
doing mighty little speculating with shoes that they 
might or might not sell. Present orders are chiefly for 
September shoes. Orders for later delivery will be 
taken care of when they come along. There is confi- 
dence that future business will come. 


A Ballot on ‘‘Better Business” 
What Leading Men in the Industry Say About Fall Prospects 


T HE sampling system of gathering information 


has this advantage: it permits of judging of the 

opinions of a number of representative men and 
multiplying it until it indicates a national similarity 
of conditions. Many a straw vote taken with a few 
hundred opinions expresses the exact ratio of the 
election which follows. This condensed selection of 
opinions is well worth reading: 


Problem of World Closer to Solution 
By John Garside of A. Garside & Sons, Brooklyn 


“Betterment in the shoe manufacturing industry has 
come about, in my opinion, as a result of the return 
of confidence in general. The improvement in part dis- 
counts the expected re-election of President Coolidge, 
the clearing up of the foreign situation and the in- 
creased return to the farmers in this country through 
an appreciation in crop prices. Of these, I consider 
the foreign situation the most important. This coun- 
try needs augmented foreign trade, and the recent 
development in Europe distinctly points to a definite 
settlement of the economic problems there, which later 
will be translated into increased demand for American 
goods. 

“All of the big economic problems of the world look 
as if they were on the way to a settlement. Naturally 
this breeds more confidence in the minds and hearts of 
our business men, with the result that more active 
buying has taken place.” 


Confidence in Styles and Prices 


By Frank Grossman of Julius Grossman, Inc., 
Brooklyn 


“We have reached a basis of more staple styles,” he 
says, “and the retailer now knows that what he buys 


for September delivery will be salable later in the 
fall and winter. There is no need of waiting until the 
last minute before placing his orders for fear of a 
quick style shift. The simpler patterns have assuredly 
created a stability in the shoe trade that was much 
needed. From the price standpoint, as well, real stabil- 
ity appears to be assured.” ” 


Bare Shelves Calling for Shoes 


By George W. Baker, Jr., of the George W. Baker 
Shoe Company, Brooklyn 


“Retail stocks are undoubtedly low and replenish- 
ment is necessary. While from reports reaching us I 
do not think that the retail trade is particularly active 
at present, at the same time many of them had a good 
spring business. They refrained from buying much 
during the summer, and their stocks have now been 
worked down to a point where the bare spaces in the 
shelves are beginning to appear.” 


Credit Conditions Have Improved 


By D. L. Sawyer of the F. Mayer Boot & Shoe Co., 
Milwaukee 


“Salesmen of our company report a much better 
retail state of mind than has obtained in some time. 
In this we find much cause for optimism, since dull- 
ness of the past few months has been largely due to 
a state of mind among industrialists. Credit conditions 
have shown a steady improvement and while we are 
still watching affairs closely, we find a more healthy 
credit and collection condition than has been apparent 
in some time. Conditions purely local to the shoe in- 
dustry are in fine shape. We have booked about 50 per 
cent of our fall business, and expect no difficulty get- 

(Continued on page 50) 
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of Achievement 


Discuss “How to Sell an Extra Pair” at August 25 
“Ladder Club” Meeting 


HAT could be a more ideal subject 
W for the next “Ladder Club” meeting 
than “How to Sell an Extra Pair?” 
With only a few more weeks left before the in- 
terest will be centered on fall models, there is a 
splendid opportunity right now to sell more 
than one pair of shoes to women customers; 
also men. Values are decidedly good now and 
the fact that reductions in summer stocks are 
fast decreasing, an extra effort to sell the 
slower-movers is needed. 


The meeting is scheduled for Aug. 25. It’s 
on a Monday and offers a chance to gain some 
valuable first-hand experiences from co-work- 
ers interested in the same problems. 

Many successful salesmen have different 
policies concerning selling an extra pair. 
When a woman is the customer, it’s obvious 
that the chances are much greater. In question 
form some of the relative facts touching on 
extra sales are as follows: 


Do you regard every customer as a prospect 
for an extra sale? Haven’t you frequently been 
surprised to learn that where you expected to 
have a hard task making one sale, you in- 
creased the size of your cash slip when a dim- 
looking prospect bought a couple of pairs of 
shoes and accessories? 

Have you found out that you could pave 
the way for a sale of light-colored shoes when 
the woman bought black also? 

When prices are reduced in your store do 
you know that the customer is in a good psy- 
chological frame of mind to buy more than 
at a time when your prices are on a normal 
basis? 

The Herold Shoe Company of San Jose, Cal., 
is deriving a great deal of benefit from its 
“Ladder Club.” It is meeting weekly, more 
often than called for by “Ladder Club” an- 
nouncements, but it conducts in open forum 
style store problems that have to do with in- 
creasing turnover. 

A letter from the president of the Herold 
club follows: “We are pleased to announce that 


we have organized a ‘Ladder Club’ at our 
store with a membership of fifteen. We meet 
every Wednesday morning at 8:15 (forty-five 
minutes before store time) and after the 
usual business of the organization, devote the 
remaining time to a discussion of some store 
problem or subject pertaining to the store or 
business. The subjects already handled in- 
clude: ‘How to Remedy the Returned Mer- 
chandise Evil,’ and ‘How to Increase Out-of- 
town Trade.’ Subjects to come up at other 
meetings so far outlined are: ‘Our Hosiery 
Department,’ ‘Repair Department,’ and ‘Chil- 
dren’s Department.’ We also expect to have 
outside speakers in at different times. 

“The club has a very good constitution. We 
have a fine-box to aid in defraying of expenses 
of social functions, etc. A fine of ten cents is 
collected from everyone late, as well as from 
those out of order in the meetings. The mem- 
bers are allowed to go home a half an hour 
early one evening a week to offset part of the 
time given for the meetings. 

“We feel this store organization will do 
much towards the building up of the morale 
of our business, as well as the business itself. 


Very truly yours, 
(Signed) RONALD S. EDWARDS, 


President, Herold’s ‘Ladder Club.” 
Herold Shoe Company.” 





Application for “‘Ladder Club’? Membership. 


“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except real 
interest, enthusiasm and consistent codperation. 
Signature 
Address 
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Paris Openings of Great Style Importance 


Street, Sport and Tailored Clothing in Brown, Olive 
Green and Black Predominates 


AFE au lait shoes in glazed 
C kid, in pump or strap styles 
for daytime wear, and cafe 
au lait satin opera slippers without 
buckles, for evening wear, stand 
out as the new note in styles in 
shoes, as featured at Deauville. It 
remains to be seen whether the 
August races emphasize again this 
use of a light shade of tan. 
During the recent fetes at Deau- 
ville, all skirts, both for day and 


The August races in Paris 
are of great style significance. 
We have received by cable, 
highlights of dress fashions 
having a bearing on appropri- 
ate footwear. Paris; through 
its leadership in dress fash- 
ions, exerts an influence in 
the color and type of footwear 
worn the world over. Study 
this article for its bearing on 
Fall dress.—European Office, 
Boot and Shoe Recorder, 2 
Rue des Italiens, L. Hubbard, 
Director. 


Slippers in the combination of 
plain-colored satin with gold were 
also noted. 

Black satin slippers with colored 
or with metal heel, and colored 
satin slippers with heel in contrast- 
ing color or in black were worn to 
some extent, but these stand out 
more as ultra novelties than as a 
trend in styles. 

The general vogue for suede for 
shoes is on the wane, although 
brown suede pumps with corrugated 


evening wear, were short. 

The three-piece “ensemble” of dress and coat, in 
kasha stood out conspicuously, and in general the light 
shades of beige, cinnamon brown and cafe au lait took 
precedence. 

White costumes were extensively worn but almost 
invariably trimmed with a color, scarlet or green. 
Green and white is increasing in vogue, and is now 
smarter than scarlet and white. Yellow also is ex- 
tensively worn, both for day and for evening. 


Black Continues Popular 

Black and white, and all black costumes were exten- 
sively worn at the Casino for the afternoon. Black 
satin dresses were in particular noteworthy, made 
either in crepe satin or in Fulgurante, and were worn 
with black pumps in patent leather, in suede or in 
glazed kid. 

The great note, however, which stood out most dis- 
tinctly at Deauville for shoes for daytime wear was 
glazed kid, and notably kid in the light shades of beige 
or cafe au lait. 


A Place for Browns 

Pumps and strap slippers in the combination of kid 
and matching suede, and oxford ties in the combina- 
tion of white buckskin and brown morocco leather, and 
glazed kid pumps trimmed with lizard in self tone, 
and bright-colored kid, scarlet, royal or emerald, were 
also conspicuous. These green, scarlet or blue shoes 
were invariably worn to match the trimming of the 
dress. 

For the evening, as previously stated, the slipper in 
champagne or cafe au lait colored satin with high 
Louis heel, medium vamp and medium-pointed toe, 
worn without buckle or toe ornament, took precedence 
over all. other styles, and was worn with both white, 
colored, or with metal dresses. 


Champagne-Colored Satin Call 


Next in favor to the champagne-colored satin pump 
were metal sandals in brilliant-colored brocades, or in 
plain cloth of gold or silver. 


wooden buckles are still fashionable. 

Also fashionable for daytime wear are strap slip- 
pers and sandals made of narrow strips of colored 
leather in open work effect. This type of shoe is taking 


Patent with brown trimmings. Goring for adjustment 
beneath the narrow ornament on the straps. A creation 
sketch, by the Recorder, in Paris. 


very well in France, and at Deauville, these open work 
shoes in colored kid vied in popularity with the glazed 
kid pump and the white suede Oxford with brown 
leather trim. 

The Mule Type Pump 


Novelties in mules in Paris are being featured by 
a new house by the name of Sandaleri. These are 
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made in metal soutache in open work effect caught 
with bands of braided soutache. These mules are being 
featured in numerous combinations, such as gold and 
silver soutache, metal soutache with a silk soutache, 
and so on, in an infinite variety. 


Headlights of Dress Fashion 


JEAN GALOT continues to feature slim, beltless 
lines in tailored garments, with skirts of conservative 
length and width. The leading fabrics of this house 
are wool rep, wool in mixed colorings and plaids, heavy 
silk Ottomans and crepe satins. 

BECHOFF, in his collection, features three-piece 
costumes. Black and reddish browns are leading colors 
in this collection, and heavy Ottomans the best fabric. 

Agnes’s fall collection shows three-piece costumes 
with coats in wrist, keen and full length, also two- 
piece suits with short jackets and skirts having apron 
tunics. All skirts here are short. 

Soft copper shades, russet brown, green and black 
are the best day shades, with pink, white and black 
for evening. 

MILER SOEURS, in their fall showing, feature 
dresses in coat styles. Brown and fuchsia are the lead- 
ing colors. 
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Bindings of patent over champagne kid. Definition of 

the pattern by overlaying with contrast material is a 

new treatment, revealed in this Recorder sketch, drawn 
in Paris. 

THE PATOU showing for fall includes three dis- 
tinct silhouettes. First are long and sheath dresses 
slightly moulding the figure, of Moyen Age inspira- 
tion, for wear under fur coats. Second are tunics cov- 
ering the knee, flaring over a tight foundation slip. 
Third, 1890 styles with flounced spiral fullness in 
skirts from below the hip and sloping from the front 
toward the back. 
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CHANEL is showing two-piece suits in wool jerseys, 
crepella, black fulgurante, zenana and in heavy brown 
and tan mixtures. 

MOLYNEUX is using wool jersey in solid color and 
in mixed colorings for,sport and ‘afternoon ensembles. 

DRECOLL shows chiffon dresses trimmed with fur. 
Ombre fur trimmings are used on coats. Many black 
lace dresses are shown. Skirts are short, but the line 
generally remains unchanged. Green and black are the 
best colors here. 

THE PHILIPPE and Gaston collection is charac- 
terized by profuse use of applique work embroideries 
and fur trimmings. The silhouette is unchanged. 

WORTH features ensemble costumes for street, 
sports, tailored and afternoon wear. Coats here are in 
full length buttoned from neck to hem. They are 
trimmed with fur and embroideries at knee and with 
band of fur at bottom. 

PREMET features directoire effects in coats and 
tailored dresses using triple tier shoulder capes, double 
breasted closings, high cuffs and suggestions of high 
waisted effects. 

RENEE shows many dinner gowns of sheer black 
lace over black satin foundations, trimmed with gold 
embroidery or combined with heavy silver lace. Brown, 
olive green and black are the favorite colors for day 
wear, with rose, copper, violet, mauve and fuchsia for 
house and evening wear. 





William F. Mayo Is Dead 


Boston, Mass., August 9—Following an illness which 
had confined him to his bed for seven months, William 
F. Mayo, long identified with the boot, shoe and rub- 
ber business, died at Brookline today. 

Mr. Mayo was born April 15, 1846, at Trenton, Me. 
In 1861, when sixteen years old, Mr. Mayo entered the 
employ of Thayer, Starrow & Robinson, wholesale shoe 
dealers, and his salary at that time was fifty dollars 
a year. He remained with this house for one year, then 
accepted a position with Henry Damon. . 

In 1872 Mr. Mayo formed a partnership with John 
Edmunds under the firm name of Edmunds & Mayo, 
beginning business in a loft in Pearl street. They did 
everything themselves, even to taking turns at sweep- 
ing out, thus practicing the most rigid economy. Later 
an office boy was hired, and as the business grew other 
help was secured. The partnership continued until 
1893, when Mr. Mayo bought out Mr. Edmunds’ 
interest and founded the nationally known firm of 
William F. Mayo & Co., with quarters at 197 Congress 
street. Mr. Mayo first took into partnership one son, 
George H. Mayo of Scarsdale, N. Y.; later his other 
son, William H. Mayo of Brookline was admitted. Mr. 
Mayo retired from business in 1912, at which time 
the business was incorporated under the name of the 
William F. Mayo Company which is now located at 
286 Summer street. 

George H. Mayo is now second vice-president of the 
United States Rubber Co., while the younger son, 
William H., is general manager and treasurer of the 
William F. Mayo Co. A wife and daughter also sur- 
vive. 
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We have scheduled for next week’s issue, 
that popular monthly feature, the Retail 
Shoe Salesman, edited by that great friend 
of the retail store salesman, Arthur L. Evans. 

There is a new generation of store sales- 
men growing up and in their education we try 
to play a prominent part. “Knowledge is 
Power” and the more mental tools that a man 
has in his work, the better he is to the store 
and the greater accomplishment for himself. 
See to it that every man in the store reads 
next week’s issue. 





Playing a Good Thing 
Consistently 


OTHING succeeds like success and it is 
equally true that nothing fails like failure. 
The customer who sticks is worth three floaters. 
In August work for the return of the prodigal 
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customer. He has lived to learn the worth of his 
own home shoe store. The merchant has lived to 
learn the value of buying more from fewer 
houses. The era of the steady customer is again 
with us, for we are best served by our friends. 
It is time for better business confidence, faith 
and sincerity this fall. 

One of the first principles that must be learned 
in shoe merchandising is holding the trade of 
customers. Many merchants kick because their 
customers do not stick with them, but shop 
around. Go through these self-same shoe stores 
and you will find that the merchants are doing 
precisely this same thing themselves. You see on 
the shelves small lots of stock from nearly every 
manufacturer. These are in six, twelve and eight- 
een pair lots with the good sizes missing. When 
these merchants balance their stock, and buy a 
run of shoes from the manufacturer, with such 
variation of lasts, patterns, materials, sizes and 
widths as will give well rounded-out service, then 
and then alone will the store be able to hold cus- 
tomers. Money is made on customer service and 
not in pleasing the whims of transients. 

Frank Bush at the Sixth Annual Convention of 
the California Shoe Retailers’ Association said: 
“We have just had quite a lengthy discussion on 
concentration, not so much on the number of 
shoes in the store, as on the lines. It seems to be 
the consensus of opinion that if heretofore we 
had been buying from ten different lines of shoes, 
that we ought to do better now by buying from 
five, thereby eliminating the risk of end sizes 
which are always a source of trouble. 

“By this policy of buying we would create in 
the minds of our manufacturers a much more 
favorable opinion towards us and that they could 
rely on us a good deal more. And, also, that after 
we had placed an order, they would feel pretty 
sure there would not be so many cancellations. 
We can procure from a steady source of supplies, 
enough styles to give us something constantly 
new and to keep things going very nicely.” 


Who'll Get Business? 


FTER all, it’s a fortunate thing that condi- 
4 tions can never be normal. If sales were 
always bitterly slow, civilization would slip. If 
orders were always joyfully easy, too many of us 
would grow fat, lazy and useless. 

Your business, our business, everybody’s busi- 
ness has its ups and its downs. Each one of us 
believes that, in his one case, anyway, the ups will 
prevail. If facts seem to indicate the reverse, 
something must be done to discover or create new 
markets, and something much more than weeping 
and wailing at “conditions.” Then comes the 
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greatest chance of all—for growth, development 
of new power, triumphant advance. 

This year as always, the eyes that see far, the 
minds that think straight, the muscles that strain 
and strengthen will be responsible for the pres- 
ence of better business than ever. Good times 
will be brought back not by those who how] calam- 
ity, not by those who sit waiting with folded 
hands—but by those able to hear, understand and 
answer the clear call of the people. As usual, 
courage will make the conqueror! 

This country is healthy, wealthy and, as coun- 
tries go, extremely happy. Business is here—for 
the alert, the active, the aggressive. Naturally, it 
is no concern of yours that the blind, the stodgy, 
the unfit are destined to pass away! 





Must Mark Shoe Laces 


N extremely valuable decision by the as- 
[ sistant secretary of the treasury in the case 
of shoe laces imported into the United States 
has recently been made. He holds that each pair 
constitutes an article within the meaning of sec- 
tion 304 of the Tariff Act. Therefore, individual 
pairs of shoe laces when imported into the United 
States, must be marked to show the country of 
the origin. 

Heretofore it was the custom to mark the gross 
number of pairs of shoe laces. Just how far this 
decision goes has an interesting bearing on for- 
eign competition. When every eyelet imported 
must bear the stamp of the country of origin, 
when every pom-pom must be similarly desig- 
nated, every buckle and every unit commodity, 
then, indeed, do we make it easier to buy home 
made goods, price and quality being equal. It is 
a good thing to know from whence cometh the 
goods we consume. 

A recent case of a shipment of 1600 pairs of 
shoes, unmarked with the country of origin 
necessitated a shipment back across the seas for 
the cost of stamping each pair in New York, was 
greater than the freight two ways across the sea 
and the correction of the error in the original 
factory. 

When the wide world knows that goods have 
to be marked, without exception, it understands 
our methods of doing business. 





Banded Together for Business 


T the annual convention of the Wisconsin 
Shoe Retailers’ Association at Fond du Lac 

this week a great deal of emphasis was put on the 
fact there is a great need of community co-opera- 
tion among the retail shoe merchants throughout 
the country. This subject has been covered innum- 
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erable times and the necessity for co-operative 
movements has been reiterated time and again. 

Problems of the retail shoe industry can be 
handled much more efficiently in any community 
when there is a mutual interest displayed among 
the shoe merchants. It is just this thing that war- 
rants retail shoe merchants to band together and 
fight collectively for prosperity and success in 
their field. Where there is union there’s strength. 
Co-operative competition should be carried out 
nationally by retail shoe merchants. 





Personality Wins Business 


HIS is the great period of the year to develop 

store personality. We have advocated the use 
of “Open House” or a fall style show to indicate 
that though the primary function of the store is 
to sell, there are times that it can educate and 
entertain. Too many stores are cold in their serv- 
ice. The personality of the manager, because he 
is a firm and hard business man, hardly leads to a 
friendly spirit between him and his staff and they 
in turn to the public. Most stores are a reflection 
of the management. 

It is a good thing to ask a neighbor to visit 
your store and to make an analysis of it and to 
frankly and confidentially tell you how its service 
can be improved. The one outstanding thing that 
has made the independent shoe merchant a suc- 
cess and a fixture in his community over all sorts 
of chain store competition is that he has put his 
stamp as an individual on both his service and 
his merchandise. There is no greater asset in busi- 
ness than a cheerful and serviceable disposition. 

The same is true of your advertising. What 
makes an ad attractive? Nothing less than the 
amount of personality you put into it. You must 
be able to show your character in every invitation 
you put out or else you are wasting money. Why 
do such firms as Marshall Field or Filenes or 
Wanamaker use a whole page in the daily papers 
just before Christmas to tell the Christmas story ? 
Mark you, they don’t say a word about their mer- 
chandise and yet they get more real value out 
of that page than they do out of any other ad 
during the year because that page has a greater 
message than any other, it conveys to the reader 
an atmosphere of the highest type of merchan- 
dising. It strengthens the bond of association 
because it emphasizes personality. That is the 
thought to have in mind in all your advertising. 
Do not talk only price or style but see that what 
you say and how you say it conveys also the kind 
of man you are as well as what kind of merchant 
you are. You do not know who is going to read 
your ad and that is just one more reason why you 
should exercise your best judgment. 
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If This Won’t Move ’Em Nothing Will! 


Put Some Reverse English Into Your Advertising 
for Late August Relief 


_ ORRORS!” comes from 
H a chorus of merchants, 

“who wants anything 
ROTTEN?” To them this seems 
a revolutionary measure in 
which the highest of high trea- 
son is committed against the 
store’s policies and standards. 
But if this has been used by a 
merchant, and it has been by 
many merchants in different 
cities with success, there must 
be something to it; what’s more 
there is, and right here we in- 
tend to ferret out that “some- 
thing,” give it a new lease of life 
for August salesmanship. 


From R to N in Rotten 


“Rotten” is a rotten word. It 
is so specific, so suggestive, so 
meaningful. It’s so mighty a 
word that there’s hardly a word 
that could be used in its place. 
Advertising has its limitations 
as everyone knows. It can direct 
attention to what is to be sold 
but it cannot place a value upon 
it. The goods themselves must 
justify the advertisement con- 
cerning them. Advertisements 
cannot make satisfactory trans- 
actions. All that an advertise- 
ment can do is arouse the inter- 
est and desire for anything. If it 
places a certain valuation upon 
goods and the goods do not come 
up to that valuation, then it is 
not truthful, and even advertis- 
ing cannot operate under the 
load of untruthfulness. An ad- 
vertisement might only be highly 
colored as the result of over- 
enthusiasm with equally unprof- 
itable reactions on the part of 
the buyer who will regard it in 
the light of untruth. . 

_ With the superlatives usually 
found in advertising it has be- 
come a rule among prospective 
customers to discount such any- 
where from 25 to 50 per cent, 
with the store’s reputation and 
the memory of the last purchase 





MID-SUMMER 
Clearance Sale 


of all of our ROTTEN 
clothing and 
Furnishings! 

As an excuse for a sale, the merchant 
usually tells a big tale of woe about condi- 
tions and this and that. He also conveys 
the impression that you are getting some- 
thing for nothing. As a matter of fact you 
usually get just what you pay for. 

We find among our stock some suits, 
overcoats and furnishings that have been 
hard sellers and we think they are ROT- 
TEN, so we are putting them on sale at 
ridiculously low prices. You may not see 
them as we do, you may like them. 


We think they are not good enough to 
show in our windows. You'll have to come 
in to see them. 


Suits and Overcoats 
Rotten patterns and hard sellers, from 
our lines of $35 and up—$19.50; full run of 
sizes. 
Shirts 
The hard ones and undesirables, from 
out of our $2.50 and $3.00 stock—$1.00. 


Neckwear 
Horrible patterns from our $1.00 and 
$1.50 line—50c each. 
Soft Collars 
Out of style, nobody wants them—did 
sell for 50c each. Now we think four of 
them are only worth 50c. 


Work Shirts 


Cheap styles, nobody wants them. 
.$1.00 value for 59c. 

No salesmanship or persuasion will be 
used to sell any of these articles. They 
must sell themselves. They look rotten to 
us because we have seen them for so long. 
They may look good to you. 


Harvey’s Toggery 


SANTA PAULA CALIF, 











. 


When a store’s message reads, 
“Rotten,” the same mental reser- 
vations take place, but instead 
of down, they are upward. They 
can’t go any lower so they must, 
if anything, go up. 

Moreover, there is just as 
much of interest in such an ad- 
vertisement as the one shown as 
in any other. Why wouldn’t one 
like to see something “rotten” 
just for a change. 


Who Will Buy “Rotten” Shoes? 


We are not so sure but what 
there is a great overlooked mar- 
ket for such things. Industries 
today are built on markets that 
were not thought to exist a few 
years ago; it would be tiresome 
to recount them. Makes you 
think of the one our Field Edi- 
tor run onto in a college town 
during his travels. A merchant 
with a stock of brogans that 
squeaked more than a rusty 
hinge, and that nobody wanted, 
sold a pair to a college boy, 
whereupon, the demand among 
students became so great as to 
clean out the entire stock quick 
as a flash, because of that squeak. 

There are all kinds of pro- 
spective purchasers, and also all 
kinds of needs. There is the one 
who wants a shoe the price of 
which does not set the thought 
of thrift against abusing. A pair 
of shoes upon which no thought 
of care need be given. 

There is another whose soul is 
not set on the latest flash of 
style. 

There is still another who 
buys in the high-priced store 
only when the price is cut once 
a year. 

And there are the ones who 
cannot resist a bargain anyway. 


Won’t Believe Word “Rotten” 


In these classifications of buy- 
ers are included every regular 


at that store, as the basis for Fig. A—This ad will certainly command 


calculation. attention and arouse interest. customer and every prospective 
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customer. A sale ought to at- J 
tract those who are willing 
and anxious to let down 
their standards in order to 
get a lowered price. There 
ought to be attracted those 
who otherwise would not be- 
come customers. 

In the first place they do 
not expect too much, then 
the advertising does not mis- 
lead them, and finally after 
such a candid valuation in 
the advertising there cannot . 
be anything but appreciation 
of the values. 

The person who reads — 
“rotten” won’t believe it any 
more than he will “astound- 
ing values,” and there are no 
promises to be broken in the 
case of the first. 


Show Related Styles 


The usual clearance sale 
window violates most of the 
first rules of salesmanship 
by having in the first place 
too many style showings and 




































































































































































‘Your Name Here 


STREETYTOW N 


™, three or four pairs in a pack- 
ing case for each style. In 
the empty part of the cases 
have this placard: “The 
Sizes that Occupied This 
Space Sold for $9.00 and 
Were Worth It. These Are 
Hard to Sell because of 


Their Size— Otherwise 
They'd Sell for Regular 
Price.” 


On the shoes left in case 
display the price and the 
sizes in which they are avail- 


able. 
The Idea Illustrated in 
Fig. B 
In the _ advertisement 


“When Is It Time to Buy?” 
copy something like the fol- 
lowing may be used: 

How do folks get rich? A 
financier says of stocks and 
bonds: 

“Buy in The Best Com- 
pany’s stock in the hardest 
hit industry when nobody 
else will buy.” 





ae 





shoes. The rubber boot rubs 


elbows (or heels) with the smart but “ ’til death do us 


part” slipper. 

The very atmosphere of sales dis- 
plays is heavily laden with cheap- 
ness, and the idea of cheapness is 
entirely directed at the shoes them- 
selves and not at the price so much. 

“Clearance Sale,” or “Everything 
Must Go,” or “Half Price Sale,” have 
all written themselves into the con- 
sciousness of the prospective wearer 
as\an appeal by the merchant for 
help in getting him out of a mis- 
take. 

As a substitute for the above, “For 
Odd-Time Wear These Formerly 
Fashionable Shoes Are Worth $2.98.” 
For “Everything Must Go,” the ad- 
monition, “Don’t Spoil a High- 
Priced Pair! Wear These Cheap 
Good-Looking Ones.” For the last 
use, “(We Got Stuck on These, but 
You Can’t at This Price.” 


A few more thought-bearing head- 


lines for frankness in advertising 
sales and to prevent one’s public 
getting the impression of high prof- 
its at the start of the season’s selling 
—“Wouldn’t You Like to Buy All 
Your Shoes at This Price? We’d Like 
to Be Able to Sell Them Regularly 
at These Prices.” 

Display three or four styles with 


Fig. B—Has the effect of a positive argument. 


That just suits our case. 
Just six weeks ago every- 


body wanted these shoes, now nobody wants them. 


They are the finest product of one of the finest. fac- 
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‘Your Name 


STREET TOWN 
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Fig. C—Curiosity is aroused by 





this heading. 


tories in the world. They are just as 
good as the others that came out of 
the same cases. There’s no difference 
except that we can’t sell them. 

You can’t “make a million” if you 
buy them. We don’t say they are 
going to remain in style forever. 
We are sure that you can wear them 
without being “stared at,” though. 
And if you could buy all your shoes 
at these reductions you could have 
twice as many without paying more. 

Frankly, we don’t care whether we 
sell them or not. 

But we've kept them as long as 
we are going to, and are going to 
leave it to your business judgment 
whether it pays to “buy good things 
when nobody else wants them.” 

After the 20th (or any date) we'll 
call in a Jobber who will take all 
that’s left at these prices—and he'll 
make money on them. 


For Fig. C 


In the advertisement labeled “It 
Looks Like the Town Was Going 
Barefoot.” 

There is something different about 
the heading that piques the curios- 

(Continued on page 39) 
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Illustration 1—Brooms add to the off ectivencss of this window trim, ended to announce a “Clean-Up” sale. 


Dress Your Windows to Harmonize with the 
Spirit of the Occasion 


How to Properly Arrange Trims for a Clean-Up Sale 
at an Economical Cost 


on the effectiveness of the advertising and the 
prices quoted, but also largely upon the drawing 
power of the show window. 

Without question extensive newspaper and circular 
advertising will bring results, but to make a complete 
success the show windows should be trimmed in har- 
‘mony with the occasion. Perhaps there are many peo- 
ple in your town who do not read the papers regularly 
and a larger part of the news readers seldom look over 
the advertisements, still there are a great many peo- 
ple who will notice an ad but it fails to forcibly im- 
press them. 

On account of the much-exaggerated advertising 
news many people do not believe in a large share of 


+. HE success of a clean-up sale depends not only 


the advertising announcements, but when they see the 
goods displayed in the window that are advertised in 
the newspapers they are compelled to believe the ad- 
vertisements. 


Store Publicity Promoters 


In order to secure a good business clean-up, it will 
require strenuous efforts on the part of the publicity 
promoters such as the ad man, display man, and card- 
writer. In some cases one man combines all of these 
positions. 

Business comes comparatively easy so long as the 
merchandise is in season, but when the season wanes 
people-get a sort of an idea into their heads that they 
do ‘not need anything. These publicity promoters aim 
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to dispose of these ideas. Too much cannot be said in 
the necessity of all of these publicity departments 
working in absolute harmony. When these departments 
are combined in one person this matter is compara- 
tively simple, but when these departments are under 
three heads it is essential for success to call a meeting 
and discuss your ideas and plans. 


The Clean Sweep Idea 


While the clean sweep sale idea is not a new sug- 
gestion, at the same time it always offers opportunities 

















Illustration 2—A simple background suitable for 
a small, narrow window. 


for a better treatment in a decorative way; at the 
same time it clearly impresses the observer with the 
idea of an unusual sale. Our accompanying illustra- 
tions show what may be accomplished with this rather 
ordinary idea by featuring it in an unusual way 
through the show window. 

Illustration No. 1 shows a large circle, center of 
which is conspicuously lettered “Clean Sweep Sale.” 
This circle is bordered with a number of whisk 
brooms. Whisk brooms are also displayed here and 
there throughout the merchandise showing in order 
to add effectiveness to the suggestion. 

We further call your attention to the small brooms, 
which are used here and there to still further assist 
in carrying out the suggestion. These brooms can be 
purchased at a very small figure from the 5 and 10- 
cent stores. Considering their, slight expense, they 
offer a practical decorative idea. 

Illustration No. 2 shows how it is possible to ar- 
range an artistic showing of footwear for the Clean 
Sweep Sale by paying out of the ordinary attention 
to the background construction and arrangement. This 
idea is especially suitable for a small, narrow window, 
and may be extended across the entire front of the 
store’s display space. Various price shoes may be dis- 
played in different compartments which are secured 
with the aid of what is known as “window dividers.” 

The background consists of the framework covered 
with cardboard embellished with little square papers 
pasted here and there to aid in the decorative effect. 
Directly above this we have an oval lettered “Clean 
Sweep Sale,” and also made of cardboard, mounted on 
a piece of compo board. Two brooms are artistically 
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crossed and suitable artificial foliage is used to further 
embellish the upper portion of this decorative design. 


Display Bargains 


People at this time of the year are looking for bar- 
gains. Therefore, bargains should be well displayed in 
the show window. 

Carelessness in window work should at no time be 
tolerated. Bargains can be displayed in a neat, catchy 
and tasty manner to forcibly bring the shoes to the 
attention of the observer. At the same time the display 
may not be an artistic conception. 





If This Won’t Move ’Em Nothing Will! 


(Continued from page 37) 
ity. It opens the way for a discussion of the shoe busi- 
ness and to the fact that folks are inclined to let the 
day’s needs take care of their footwear purchasing. 
For a look ahead and the investment side of shoe 
buying this ad is written. ‘ 
Copy like this: 


Not right off, of course, but for all the thought that. 
shoes are giving during the month of August it might 
seem so. 

Like the men’s straw hats, along about this time 
everybody’s shoes begin to “wilt’”—show the strain 
of summer’s heat and lose their becoming qualities. 

They seem to be waiting for the cold weather to 
turn the job of keeping their owners from becom- 
ing leg-weary over to their heavier sisters and 
brothers. 

Summer is just as hard a season on shoes as winter. 

But! 

Nobody thinks of shoes—and down go the prices. 

If you’re like most folks you won’t give “a fig” for 
what we say—you’ll pay the price for your thought- 
lessness— 

$3.00 to $5.00 more for your shoes, later. 

If you’re not too fussy you can get a rare bargain 
—if you are, you may get a bargain just the same. 
Somebody is going to get some good shoes cheap. 





William L. Douglas II 


Brockton, Mass., Aug. 13—William L. Douglas, for- 
mer governor of Massachusetts and president of the 
William L. Douglas Shoe Co., shoe manufacturers, 
was recently removed to the Peter Bent Brigham Hos- 
pital in Boston. His condition has improved since his 
entrance, and he is expected to soon be in normal 
health. Mr. Douglas is a nationally-known figure in 
the shoe industry. 





John F. Teehan in Europe 


Brockton, Mass., Aug. 14—John F. Teehan, vice- 
president of the Dunbar Pattern Co. of this city, will 
sail on August 15 for Europe. He will make an exten- 
sive tour, visiting Nice, Paris, Monte Carlo and other 
places where he will be able to study the European 
fashion trend. Mr. Teehan is prominently known in 
the shoe industry and is in intimate touch with the 


style phase. 
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Need of More Co-Operation Among Retail 
Shoe Merchants 


Annual Convention of Wisconsin Association Held at Fond du Lac 
with Good Attendance 


enthusiasm of the retail shoe merchants of 
Wisconsin who gathered at Fond du Lac, Wis., 

early this week for their annual convention. The ses- 
sions were held at Moose Hall on Tuesday, Wednesday 
and Thursday and were presided over by President 
Richard Sager of Green Bay. 

A plea for greater co-operation 
among retail shoe merchants in 
handling mutual problems in mer- 
chandising was made by the presi- 
dent. Very constructive subjects 
were discussed and_ thoroughly 
analyzed during the three-day con- 
vention. An entertaining program 
was also presented. 

Sam Davis, field secretary of the 
National Shoe Retailers’ Association, 
as usual delivered a powerful ad- 
dress, replete with inspiration and 
sound ideas. 


H EAVY rains and floods failed to dampen the 


Need of Community Co-operation 


President Sager’s keynote speech 
sounded the call to arms to Wiscon- 
sin retail shoe merchants and he 
urged them to elevate the trade to 
an organization of professional 
workers serving the great American 
public. Selfishness and lack of com- 
munity co-operation is to blame for 
more small town retail merchants’ troubles than any 
other element, according to President Sager. He spoke 
with sincere earnestness, pleading for a greater feel- 
ing of brotherhood and fellowship that the retail shoe 
trade generally might be brought together in a great 
brotherhood, each seeking to be of great assistance to 
the other. 

His hope and effort is for a higher standard of 
ethics in the shoe trades. A greater realization of the 
individual’s responsibility to the buying public that 
fitting might be more careful that feet might be fitted 
as they should be and the customer assured of comfort 
and service. The speaker advocated a greater interest 
in association affairs, a greater interest in passing on 
to non-members the benefits of ideas exchanged and 
new plans that reduce selling and buying risks. 

Officers of the association for the past year were: 
Richard Sager, president; Wm. Gleus, first vice-presi- 
dent; W. F. Schumacher, second vice-president; Harry 
Lucas, secretary-treasurer. 


“You Can’t Be It Until Your Fit”—Davis 
Sam Davis’s address was “peppy” and full of prac- 


AUGUST C. EGELHOFF 


Fond du Lac man, chairman of 
the convention committee 


tical advice. The keynote of Davis’s talk was the high 
cost of buying. He commented on the difference be- 
tween the costs of doing business and the cost of 
not doing business. Mr. Davis stressed the crying 
need of real records of business. He said that 90 per 
cent of the shoe stores in this country were doing 
business in too much space; that the 
needs of the average store were for 
less space, fewer shoes and more 
selling. 

He stressed emphatically the lack 
of wisdom on merchants’ part, who 
permitted new shoes to be shipped 
in or unpacked to divert attention of 
store force during clearance sales of 
odds and ends and unseasonable mer- 
chandise. 

The speaker emphasized need of 
merchants reading their business 
papers and the many advantages of 
their constantly changing ideas and 
methods to meet new conditions. 

The Menzies Shoe Company and 
Fred Rueping Leather Co. were very 
hospitable to the merchants at the 
convention. A Rueping display of 
leather styles and colors formed the 
background for the speakers’ plat- 
form. The two firms mentioned above 
were hosts at a banquet Tuesday 
night. Sam Davis was toastmaster. 

A. C. Egelhoff, Fond du Lac, was general chairman 
of the convention committee. He was assisted by 
M. Fitzsimmons as assistant chairman and treasurer, 
and Charles Jang as secretary. Other members of the 
committee were Otto Egelhoff, Herman Berger, Wil- 
liam Gleus, E. Mayer and Harry Lucas. A. E. Atkinson 
has charge of the year book. 

A round table discussion on colors was very inter- 
esting. There was almost a unanimous expression that 
black would be very good this fall. Tans in darker 
shades are expected to be favorably received by the 
public. W. W. Kiss of the F. Mayer Boot and Shoe Co., 
Milwaukee, touched on the danger of too little and 
too great buying on the part of retail shoe merchants. 
A. C. Klein of the Shoe Retailer spoke. 

President Sager was re-elected and other officers 
selected follow: vice-president, August C. Egelhoff 
of Fond du Lac; second vice-president, Joseph Arenz; 
secretary, Harry Lucas of Milwaukee; directors for 
three years, William Glue of Wisconsin Rapids, C. R. 
Newell of Waukesha, C. N. Cody of Antigo. The date 
and city for the next convention was not selected be- 
fore adjournment. 
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Production of Shoes Decreases Between 


January and June, 1924 


Exports and Imports Show an 


week by the Bureau of Foreign and Domestic 

Commerce and inasmuch as they are for the 
twelve months period ending June, 1924, in comparison 
with previous twelve months periods, we give the fol- 
lowing analysis: 

[here was exported in the twelve months ending 
June, 1924, men’s and boys’ shoes to the number of 
2,986,189 pairs at a value of $9,485,183, as against 
the twelve months figures ending June, 1923, 2,585,756 
pairs valued at $8,124,737. 

The increased export of men’s and boys’ shoes, there- 
fore, was over $1,300,000 worth. This great increase 
came in business with Cuba, for that busy little re- 
public, after having a good sugar crop, is responsible 
for almost exactly this increase, for in 1924 the value 
of the shoes exported to Cuba was $5,629,383, as 
against the 1923 figures $4,275,706. 

In women’s footwear in 1924, $4,871,980, as against 
the 1923 figures of $5,462,764, a loss in the export of 
women’s shoes of over one-half a million dollars. In 
1924 we exported, in numbers of pairs of women’s 
shoes, 2,043,792, as against the 1923 figures of 2,428,- 
267. 

In children’s shoes for the twelve months ending 


V ERY significant statistics have been issued this 





Production of Boots and Shoes: 








Increase, in Figures Just Issued 


June, 1924, we exported 1,689,496 pairs valued at 
$1,976,383, as against the 1923 figures of 1,666,735 
pairs valued at $1,940,924. 

The gain in children’s shoes was approximately $35,- 
000 worth. In slippers, athletic shoes, sandals, leggings, 
puttees and other leather footwear, we exported 300,- 
967 pairs valued at $368,130 in 1924, as against the 
1923 figures of 341,038 pairs at $309,612. 

The grand total shows that we exported to the value 
of $16,701,684 in 1924, an increase of over one-half 
million. 

In a study of the figures on imports, boots and shoes 
—of leather and free of duty, there was taken into 
this country in 1924, 478,076 pairs valued at $1,686,- 
469, as against the 1923 figures of 299,666 pairs valued 
at $925,940. The classification of slippers, leather, free 
of duty, indicated that we took in, in 1924, 673,857 
pairs valued at $333,858, and in 1923, for a little over 
nine months, because this classification was not in 
operation a full year, in slippers of leather, free, 480,- 
030 pairs valued at $188,651. Other footwear paying 
duty in the twelve months ending June, 1924, there 
was imported 1,108,434 pairs valued at $417,010. For 
the nine months period of 1923 in this classification, 
635,313 pairs valued at $223,985. 


June, 1924, 1923 and 1922, and 


Comparative Figures for January-June, 1924 and 1923 


Washington, D. C., August 6, 1924—The Depart- 
ment of Commerce announces the following informa- 
tion with regard to the production of boots and shoes 
in June, 1924, based on reports received from 1,154 
manufacturers, representing 1,277 factories. 

The total production of boots and shoes during the 


month of June, 1924, amounted to 22,403,547 pairs, 
as compared with 28,273,105 pairs in June, 1923, and 
24,831,068 pairs in June, 1922. Comparative figures 
for January-June show 157,841,018 pairs produced in 
1924 and 187,947,450 pairs produced for the same 
period in 1923. 









PRODUCTION 
June 
Kind 1924 
Boots and shoes, total ............................ 22,403,547 
High and low cut (leather), total........ 18,605,622 
A ae Syne teen PRG I 5,646,670 
ON CE Do neiissitincs ssi. 1,516,117 
ee Ee eas Ope ae Ae 7,054,597 
Misses’ and children’s .................... 2,692,376 
EE OT Oe IE OE: 1,695,862 
Athletic and sporting (leather)............ 410,973 
Canvas, satin, and other fabric® .......... 562,911 
Slippers for house wear ......................+ 1,956,756 
All other leather or part-leather 
* Excludes rubber-soled footwear. 
¢ Included in “All other leather or part-leather footwear.” 





Number of pairs 
June June Jan.-June Jan.-June 

1923 1922 1924 1923 
28,273,105 24,831,068 157,841,018 187,947,450 
23,709,215 21,020,841 133,852,350 160,751,345 
7,443,327 6,214,074 41,221,035 52,716,036 
1,995,093 1,672,166 9,504,581 11,722,822 
8,847,553 8,257,286 51,407,910 59,291,031 
3,250,928 3,051,174 19,111,700 22,239,858 
2,172,314 1,826,141 12,607,124 14,781,598 
504,260 663,276 3,574,597 4,103,110 
759,537 504,476 3,909,027 5,636,282 

+ + 10,915,067 t 
3,300,093 2,642,475 5,589,977 17,456,713 
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National Shoe and Leather Week To Be 
Observed Commencing September 15 


Organizations of Industry Co-operate in Promoting ‘Shoe Consciousness” 
Among Consumers 


the part of the American public, the New Eng- 
land Shoe and Leather Association, by a vote 
of its directors, has suggested to the allied trades 
that the week of Sept. 15 be observed as “National 
Shoe and Leather Week.” 
This suggestion has re- 


\ S a measure to promote “shoe consciousness” on 


factories invite the public in their localities to come 
and inspect their plants during the National Week, 
as being in line of the idea of educating the consumer 
to a better appreciation of the more than 300,000,000 
pairs of shoes he buys every year. 

It is also suggested that retail merchants, wherever 
possible, include in their 
window-trims an arrange- 





ceived the hearty endorse- 
ment of practically all the 
national organizations of the 
industry, including the Na- 
tional Boot and Shoe Manu- 
facturers’ Association, The 
National Shoe Retailers’ 
Association, the Tanners’ 
Council of America, the Na- 
tional Association of Shoe 
Wholesalers, the Shoe Polish 
Manufacturers’ Association 
of America, and the Nation- 
al Shoe Travelers’ Associa- 
tion. 


gested as suitable: 


xo 


Occasion’. 


Most Responsibility on 


Merchants sociation. 








Some Suggestions for Cards 


The wording of cards is left to the retail 
merchant, but here are a few forms sug- 


the Most Important Parts of Your Apparel. 
“Shoes Are Important—in Fact One of 
You Must Have the ‘Right Shoe for the 


“Put Your Best Foot Foremost in the 
‘Right Shoe for the Occasion’.” 

“You Should Have Shoes for Formal, 
Informal, Business and Sport Wear. ‘The 
Right Shoe for the Occasion’.” 

The first form was adopted by the 
Massachusetts Retail Shoe Merchants’ As- 


ment of men’s “occasion” 
footwear: Business, formal 
evening, informal evening 
(no tan shoes after 6 P.M.), 
sport wear, etc. There is a 
wide opportunity here for 
effective and convincing 
“arguments.” It is hoped this 
idea will be generally carried 
out. 

The “occasion” psychology 
also should be strongly em- 
phasized in newspaper and 
other advertising of manu- 
facturers and retail shoe 
merchants. 

The middle of September 
is an ideal time for promot- 








It is hoped by all of these 
organizations that every 
branch of the allied industries will take hold of this 
movement enthusiastically, and make it a big success. 
The chief responsibility will devolve upon the retail 
shoe merchants, inasmuch as the National Shoe and 
Leather Week idea must largely be a show window 
proposition. 

The special week opens on the date when men are 
supposed to replace their straw hats with felt ones, 
and it is likewise timed to coincide with the opening 
of the fall footwear trade. These two factors alone 
will make it easy for the retail shoe merchant to cap- 
italize the observance to the utmost. 

One of the underlying thoughts back of the National 
Shoe and Leather Week is the splendid opportunity it 
will give the retail merchants to push the trade slogan 
“The Right Shoe for the Occasion,” and in this con- 
nection the merchants are all supposed to not only 
place special cards in their windows advertising this 
slogan, but to instruct their salesmen to promote the 
sale of extra shoes for formal and informal occasions. 

It is hoped to link up the observance with a general 
campaign in the interest of better dressing, from hat 
to polished shoe. It is believed that this movement is 
making good headway in the United States, and that 
the National Shoe and Leather Week will unquestion- 
ably give it an important impetus. 

It is also suggested that the management of shoe 


ing a movement of this kind. 
Psychologically, the public is in a better buying frame 
of mind than in months. They need new apparel and 
footwear, and suggestive advertising and window trims 
will go a great distance in putting power behind 
National Shoe and Leather Week. 





F. S. Peck Reorganizes 


Worcester, Mass., Aug. 14—Recent changes in the 
shoe manufacturing concern of F. S. Peck, Inc., makers 
of men’s high grade welts, resulted in the election of 
these officers of the corporation: F. 8. Peck, president ; 
John Travers, vice-president; H. H. Bird, treasurer 
and office manager; Charles Christy, clerk, also factory 
superintendent and buyer. The concern continues to 
manufacture the same high grade line of men’s shoes 
as heretofore, specializing on the Dr. Case corrective 
shoe for men. This line is placed with one agent in 
each city or town. The sales force will be enlarged, 
and new territory covered. A further important devel- 
opment in this business is the removal of the plant 
from its long established location at 40 Thomas street 
to 128 Chandler street. The new location, a four-story 
cement building of a strictly modern type, has been 
leased for a period of years. It is now being fitted up 
with machinery and other equipment. 
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Five New Distinctive Growing Girls’ Turns Just 
Added To Our In Stock Department 


These Shoes Are Now Ready 


These new numbers are on 
our medium round toe, No. 71 
Last—an excellent fitter, car- 
rying our latest style covered 
heel. 


Made the Burdett Way—of 


IN STOCK best /materials—in every IN STOCK 


Style 556—Turn. Patent Leather Bev- Style 557—Turn. Black Satin Beverly 
erly Strap. Pearl Grey Lined. 2% to 7, Sense dependable shoes. Strap. Pearl Grey Lined. 2% to 7, 


9/8 Leather Heel, A-C ......................$3.75 9/8 Covered Heel, Aj oo....ccccc.......$4.00 


IN STOCK 
Style 554—Turn. Silver Brocade Bev- 
erly Strap. White Kid Lined. 2% to 7, 
10/8 Covered Heel, A-C ...............$5.40 


IN STOCK 


IN STOCK TERMS ON STOCK Style 558—Turn. Black Satin Dixie 
Style 553—Turn. Patent Leather Dixie Shoes: Twin Strap. Black Suede Straps. Pearl 
Twin Strap. Pearl Grey Lined. 2% to Grey Lined. 24% to 7, 9/8 Covered Heel, 
7, 9/8 Leather Heel, A-C 1%—30 Days. BI ii s.ciccderestintetdnictincinaoeaaee 


BURDETT SHOE CO. 


TURNS AND WELTS 


BOSTON SALESROOMS 
183 ESSEX STREET 
ROOMS 401-402 
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“Revised ‘Prices 


New Keds prices were announced on August first. 


Our broadside, displaying the complete line of 
Keds, has been mailed to every shoe dealer in 
the country. If you have not received your copy, 
write to the branch or wholesale distributor from 
which you order your Keds. 


A Keds salesman is on his way to you with 
samples. He will show you the new styles, and 
the latest developments in the established favor- 
ites. This new Keds line is the greatest achieve- 
ment in canvas rubber-soled footwear. 


United States Rubber Company 


eds— 


REG.U, S. PAT. OFF. 
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Rubber Canvas Footwear Stocks in Satisfactory 
Condition—Interest in New Crepe Models 


ITH only a few more 
weeks left for the mer- 
chandising of rubber can- 


yas footwear, retail shoe merchants’ 
stocks are reported as in a very 
satisfactory condition. This type of 
summer footwear commenced to sell 
earlier this year than in previous 
seasons in spite of the fact that 
May and June were unseasonable 
months, due to prolonged periods of 
cold weather. 

It is apparent that shoe store 
merchants have tackled the prob- 
lem of merchandising rubber-soled 
footwear with a great deal more 
enthusiasm than in past years. 
There has been more power and 
suggestion to advertising, with the 
result that the consumer interest 
was keen. Window trims have been 
more significant and resulted in a 
better response to this class of mer- 
chandise. 

The addition of several new rub- 
ber canvas models is announced by 
several companies. 

The crepe rubber sole has cer- 
tainly made good as a feature for 
canvas styles. It has been worn ex- 
tensively on tennis courts this sum- 
mer, and has a place in the athletic 
line of almost every manufacturer. 
They anticipate doing big things 
with it as a model for wear on the 
gymnasium floor. Several smart- 
looking basketball shoes are now on 
the market, and most of the new 
models carry the vulcanized crepe 
sole. 

There is a place in the shoe store 
all the year round for this type of 
shoe. With the passing of the sum- 
mer season, the interest of boys and 
men turns to indoor recreation. 
More and more each year, the gym- 
nasium is becoming as much a part 
of the program of the thinking man 
as the theatre. He enjoys his few 
hours during the week at the 
“gym” as much as he enjoys enter- 
tainment at the theatre. It is ob- 
vious that the development of ath- 
letics as a part of the business 
man’s program means more busi- 
ness for the shoe merchant who 
carries shoes suitable for wear on 
these occasions. 


Development of a Work 
Rubber 


The development of a work rub- 
ber in recent years was commented 


on in a recent article published in 
the India Rubber World. The arti- 
cle, in part, follows: 

“The most popular development 
in recent years has been the work 
rubber, built of the heaviest and 
best materials, vulcanized under 
pressure, for the working men in 
arduous occupations, such as po- 
licemen, firemen, postmen, milkmen, 
conductors, motormen and railroad 
men. These men will wear out an 
ordinary rubber in a few weeks so 
that it is necessary to build some- 
thing more substantial.” 


The Eye Tells the Style 


“It’s the eye that tells the style 
these days,” said a Lynn salesman. 
“I do not remember when a buyer 
last pulled a tape measure, and 
measured my shoes, it was so long 
ago. 

“A buyer gets in his eye a men- 
tal picture of what a shoe should 
look like. If the actual shoe cor- 
responds to his mental picture, he 
is satisfied. 

“This is well,” concluded the 
salesman. “Styles are made these 





days to please the eye; not to fit a 
tape measure. We’ve reached a high 
mark in fitting characteristics too.” 





New Agreement at Lynn 


Lynn, Mass.—A new working 
agreement, prepared by a joint 
committee of the Lynn Shoe Manu- 
facturers’ Association, and the 
Amalgamated Shoe Workers of 
America, has been accepted by the 
unions, by formal vote. 

The new agreement provides for 
a restoration of the five and a half 
day work week for nine months of 
the year. Its price lists cover 20,000 
items. 

It also provides that there shall 
be no cessation of labor nor lock- 
outs, and that all disputes shall be 
settled by arbitration. 





George Hildreth, 11245 91st 
street, Edmonton, Alberta, Canada, 
is anxious to learn of the present 
whereabouts of his father, George 
Hildreth, Sr., whom he has not seen 
for thirty years, and who is sup- 
posed to be connected with some 
branch of the shoe industry. 





Ss) LANTZ 


wo 


Samuel Sander of Peoria, Ill., recently purchased the Glove Grip store 
on 6th street, Springfield, IU. R. W. Lantz is manager, and his hobby is 
seeing that his trade is fitted right. 
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EARLY FALL BARGAINS 


at a saving of 15% to 30% 


At $1.00 


Misses’ and Child’s Tan Lace High Cuts. 


McKay Sewed. Rubber Heels. Misses’ Sizes, 


11%-2; Child’s Sizes, 844-11. 
Same as above in Gun Metal. Sold 36-Pr. 
Case lots only. 


At $1.45 


Boys’ Tan Bals and Bluchers, McKay 
Sewed, Rubber Heels. Sizes 1-544. Sold 
86-Pr. Case lots only. 


At $1.00 


At $0.85 


Little Gent’s Tan Bluchers, Rubber Heels. 
Sizes, 9-13%, 10-13%. 

Same as above in Gun Metal. Seld 36-Pr. 
Case lots only. 


At $2.00 


Men's Tan Everett. Rubber Heel. Sizes: 
6-9, 6-10, 6-11, 7-9, 7-10, 7-11. 

Same as above in Black. Sold 36-Pr. Cace 
lots only. 


Men’s Tan Side Goodyear Welt Blucher, 
Medium High Toe, Rubber Heels. Sizes, 6-9, 
6-10, 6-11. Sold 24-Pr. Case lots only. 


S. ROSENBERG & SON 


144 Essex Street 


. S. 


———— 
Ss 
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Traveling Salesmen Look Forward to Better 


HERE is a feeling of op- 
timism among traveling shoe 
salesmen that points to a 
good season awaiting them. From 
many reports submitted by sales- 
men, familiar with economic con- 
ditions in every part of the country, 
indications point to healthier busi- 
ness conditions existing throughout 
the country. The fact that both 
grain and cotton crops promise to 
be more abundant than for the past 
few seasons, points to a better re- 
ception for salesmen selling all 
classes of goods in the Middle West 
and southern sections. There is 
sufficient proof to believe that 
manufacturing sections are more 
stabilized. Building reports indi- 
cate more activity in this trade 
than heretofore. 
From the office of Thomas A. 


Conditions Nationally 


Delany, secretary of the National 
Shoe Travelers’ Association, a re- 
port states that most of the shoe 
manufacturing companies are in ac- 
cord with the feeling of the sales- 
men concerning the bright fall sea- 
son that is ahead. Few changes are 
taking place in the personnel of the 
sales forces. The financial situation 
of the country is on a sound basis. 
Bankers are frank in expressing 
confidence in the rosy business out- 
look. 


Good Opportunity in European 
Trade 


The gradual clearing up of the 
European economic situation prom- 
ises to aid the American shoe in- 
dustry, providing firms over here 
“go after” the European trade. 
There is a feeling in some parts of 


the country that we of the shoe 
industry have been too reluctant in 
seeking bigger fields in shoe export- 
ing. Many Americans, however, 
realize that they must get into the 
foreign markets and not lie back 
and wait for Germany, Switzerland 
and England to get the jump on us 
in soliciting this type of shoe trade. 


Hagerstown Co. Salesmen 
Hold Convention 


Salesmen of the Hagerstown 
Shoe and Legging Co., Inc., of 
Hagerstown, Md., attended a four- 
day convention recently. More than 
40 were present and are now on 
their respective territories. 

Able speakers gave an address 
on manufacturing, sales, advertis- 
ing and finance. On one of the days 


Salesmen of the Hagerstown Shoe and Legging Co., Inc., of Hagerstown, Md., grouped in front of the 
factory just prior to leaving for their respective territories recently. They attended a four-day convention. 
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For shoe advertising you consider the ‘ Recorder” first as a 
matter of course. But shoe merchants buy furniture, electric 
lighting equipment, floor coverings, draperies, show cases 
and a hundred and one other things. Tell your story to the 
progressive shoe merchants of the country through the ad- 
vertising pages of the “ Recorder.” 


RECORDER RECORDS 


ADVERTISING carried in the twelve 
months ending May 31: 
Boot and Shoe Recorder . 5283 pages 
Nearest Competitor. . . . 3604 pa 

| Percentage of Boot and Shoe Recorder 
lead over nearest competitor 46.5%. 


BOOT and SHOE RECORDER 


207 SOUTH STREET, BOSTON 


‘Wire for our nearest representative 


CHICAGO NEW YORK 8T. LO 


189 W. Madison St. 127 Duane St. Leather | Bldg. 


CIN’ 


CINN. 
Second National 


ATI PHILADELPHIA ROCHESTER 
Bank Bidg. Suite 1240, Widener Bldg. 626 Powers Bldg. 


August 16, 192; 


— 
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the Mercersburg tannery was in- 
spected, followed by a dinner at the 
home of Harry W. Byron, at Mer- 
cersburg. 

The salesmen and their terri- 
tories follow: S. G. Allison, Con- 
necticut and Massachusetts; L. T. 
Anderson, Ohio; R. L. Ball, Maine, 
Vermont, New Hampshire; Harry 
Baum, Massachusetts; H. P. Bur- 
gess, So. Carolina, Florida; C. G. 
Casterlin, Michigan; L. E. Coker, 
Texas, Louisiana; J. H. Dreyer, 
Delaware, District of Columbia, 
Virginia and Maryland; J. D. 
Duckett, Colorado, Utah, Wyoming, 
Nebraska, Idaho; W. A. Fahrney, 
Pennsylvania, Maryland, Virginia, 
West Virginia; L. R. Fairchild, 
Washington, Oregon, California; 
R. A. Farr, Kentucky, Tennessee; 
S. R. Franklin, Pennsylvania, New 
Jersey; S. H. Fuller, Texas; O. H. 
Gilmore, New York; E. A. Gray, 
Pennsylvania; H. N. Greene, Cali- 
fornia, New Mexico, Arizona; C. O. 
Harker, Pennsylvania; W. OD. 
Holmes, Georgia, Alabama, Flo- 
rida; L. L. Jacobs, Mississippi; 
J. H. Lehman, Pennsylvania; F. A. 
Lyon, Minnesota, North and South 
Dakota; P. J. Miller, New York; 
K. B. Newcomer, Iowa, Nebraska; 
C. J. Page, Michigan; E. B. Sparks, 
Oklahoma; C. J. Page, Michigan; 
C. W. B. Pavey, Illinois; J. W. 
Shank, Ohio; S. A. Smith, Indiana, 
Michigan, Wisconsin; C. P. Ward, 
Wisconsin; G. H. Weaver, Wiscon- 
sin; H. B. Wharton, North Caro- 
lina, Virginia, Tennessee; J. W. 
Wharton, Ohio, Kentucky, West 
Virginia; W. E. Whittington, In- 
diana; F. H. Williams, Kansas and 
Missouri. 


Davies Salesmen Meet 


Salesmen of the Davies Shoe Co. 
of Racine, Wis., from all parts of 
the country, gathered in that city, 
late in July and early in August, 
for a three-day sales convention. 
Representatives from most of the 
northern states and other sections 
of the country were in attendance 
at the general sessions. On the 
closing day of the convention the 
salesmen motored to Horicon to in- 
spect the branch factory of the 
Davies company in that city. 





Gillespie in Mountains 


D. J. Gillespie, associated with 
the Watson Shoe Company of 
Lynn, Mass., is on a motor trip with 
his family. He is in the White 
Mountains, N. H., and is resting up 
in order to be in the best physical 
shape for his fall trip. 
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CHARLES SUNDEL 


Founder of the Manhattan 
Findings Co. He covers Metro- 
politan territory for his firm. 





Sundel Heads Manhattan 
Findings Co. 


Charles Sundel travels New York 
metropolitan territory for the Man- 
hattan Findings Company. But to 
go back a little further, Charles 
Sundel is the founder of this con- 
cern and is today its sole proprie- 
tor. Starting the enterprise on June 
4, 1914, Mr. Sundel has seen it grow 
to be one of the outstanding houses 
in the shoe findings field. This es- 
tablishment is located in the heart 
of the wholesale shoe district. It 
has served its clientele successfully 
over a period of ten years, through 
the untiring efforts of its founder. 
Mr. Sundel’s sales achievements in 
the last decade form a striking ex- 
ample of what hard work and a good 
business sense can accomplish. 


Ben Blythe Speaks 


Ben Blythe of Rochester, New 
York, was in Boston last week. He 
stopped off and visited friends in 
the shoe and leather district. For 
twenty-five years Ben has heen one 
of the most prominent shoe sales- 
men and, in looking into the future, 
feels that there is a decided change 
for the better ahead. 


Billie Dorsch Here 


Billie Dorsch of the C. B. Slater 
Shoe Company, South Braintree, 
Mass., was at the factory last week 
looking over samples for the com- 
ing season. He is very optimistic 
concerning a successful fall season. 


Chicago Association Meets 


The Board of Governors of the 
Chicago Shoe Travelers’ Associa- 
tion held a recent meeting for con- 
sidering the question of whether 
the membership be asked to support 
the shoe exposition at one of the 
local hotels during one week in 
October. Until two years ago these 
shoe expositions in Chicago were 
annual affajrs. 

September is the logical month in 
the opinion of the Board of Gov- 
ernors—but a date will be se- 
lected that will not conflict with 
the annual convention of the IIli- 
nois Retail Shoe Dealers’ Associa- 
tion which meets in Peoria in Sep- 
tember. 


Walk-Over Salesmen to 
Meet September 7 


Twenty-one salesmen are on ter- 
ritories selling Walk-Over shoes, 
made by the Geo. E. Keith Com- 
pany of Brockton, Mass., this sum- 
mer. These are all extra supple- 
mentary trips, to be followed in the 
fall by the regular visits. 

Crop prospects in the West and 
South are good, and the outlook is 
favorable for a steady business. 

The regular fall meeting of the 
salesmen and executives will be 
held at the Walk-Over Club, Thurs- 
day, September 7. 


Ohio Association Has New 
Quarters 


The Ohio Shoe Travelers’ Asso- 
ciation, with headquarters at Co- 
lumbus, will move on Aug. 24 to 
new quarters at room 306, Clin- 
ton building, High and Chestnut 
streets. The new rooms are an im- 
provement, there being much more 
space. The association has a one- 
year lease. A great amount of park- 
ing space for the boys’ machines 
is available in the rear of the 
building. 


Fred Doherty Back 


Fred Doherty of Doherty Bros., 
Avon, Mass., manufacturers of 
men’s shoes, recently returned from 
a trip through the Middle West. 
Fred picked up a good number of 
generous orders and reports that 
there is a decided change for the 
better in the shoe industry. 


“Whatever induced the Bronsons 
to put in their summer in a house- 
boat?” 

“It makes it comparatively easy 
for them to dodge their creditors.” 


























me, ene ot to a eeenreer 












































BOOT AND SHOE RECORDER 


A Ballot on “Better Business”’ 
(Continued from page 30) 


ting the remainder. To us, everything is very favor- 
able and all signs point to a very nice fall business.” 


Confidence in Styles, Prices and Demand 

By George Miller of I. Miller & Sons, New York 

After alluding to improvement in the business world 
in general and the shoe trade in particular, Mr. Miller 
boiled the situation down to this: “We find our busi- 
ness is good because we are giving the retailer the 
right shoes at the right time at the right prices.” 
Looking back of this statement, it may be interpreted 
as indicating the return of confidence on the part of 
the retailer in styles, consumer demand and the pres- 
ent price scale. 


“In the Closet” Stocks Are Gone 
By Charles Patterson, O’Donnell Shoe Co., St. Paul 

“Business is getting better. It is, undoubtedly, going 
to be good this fall and for some time to come. 

“There will be no ‘boom,’ but that large portion of 
the American consumers whose purchasing power has 
been reduced to an absolute minimum, is again going 
to be in force, and when the rural communities have 
the money with which to buy, they always have and 
always will purchase not only necessities but the so- 
called luxuries as well. 

“The ‘In the Closet’ stocks of these consumers are 
gone. Shoes, clothing and merchandise have been worn 
out. It is safe to say that most men and women are 
wearing their one and only pair of shoes. 

“This is not because they want to do it, but because 
dire necessity has forced them to. 

“But the funds of these consumers are going to be 
replenished this fall to a greater extent than for many 
recent years.” 


Merchant Makes Season Prosperous 


By H. P. Plass of the Weyenberg Shoe Manufacturing 
Co., Milwaukee 

“We are looking for the finest fall business in years, 
and see no reason why we should not get it. Events 
have so shaped themselves in the past few months 
that the issue of whether or not fall business is to be 
good is now squarely up to the merchant. Nature has 
planned a big fall. Within the industry every condi- 


tion is also favorable to big business on a sure and - 


steady basis. Lowest price levels all around have been 
reached and the present market is essentially a buy- 
er’s market.” 


Shoe Prices Now Stabilized 
By C. O. Chapline of Harsh & Chapline, Milwaukee 

“General economic conditions are improving rapidly 
and in certain industries like agriculture, rising prices 
seem to assure prosperity. Within the shoe industry 
prices haye been stabilized and every other condition 
pertinent to the industry itself is favorable. We feel 
that the coming fall season will be an excellent one for 
the shoe business, and are preparing ourselves ac- 


cordingly.” 
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Sold Up in Advance 


By J. C. Johnson, Nunn, Bush & Weldon Shoe Co., 
Milwaukee 

“We are fairly optimistic. We are sold up to about 
75 days, which will take care of us until our boys go 
out in the fall, and with favorable crops and high 
prices, we see no reason why business should not be 
exceptionally good for the balance of the year, and we 
are making our plans accordingly.” 


Better Styles—Better Business 
By C. S. Faxon, Cahill Shoe Co., Cincinnati 

“Style is the main feature in selling ladies’ high- 
grade shoes today. No particular leather, last or pat- 
tern is running wild, but the trade is ready to buy 
a pretty, good-fitting pattern that is well made over 
a good last, because the consumer will have style, and 
the merchant, to get a quick turnover, must buy ac- 
cordingly.” 


Even Better for Spring, 1925 
S. D. Nichols, The Menzies Shoe Co., Fond du Lac, Wis. 

“With The Menzies Shoe Company we are already 
beginning to feel the increased volume of business and 
for the past ten days our mail orders have been heavier 
than the writer has ever known at any time, even dur- 
ing war times, I hold in my hand wires that were 
received a few moments ago from all parts of the 
country to rush shoes, amounting to 661 pairs and do 
not hesitate to say that the outlook for The Menzies 
Shoe Company for the balance of this year is not only 
good, but it will be a question of how we are going to 
take care of the increased business. 

“I would hesitate to predict this increase to last 
longer than the balance of this year, but I do believe 
that the spring of 1925 will be far better than the 
spring of 1924.” 


Abundance of Low-Priced Money 


By W. A. Edmonds, Edmonds Shoe Co., 
Milwaukee, Wis. 

“Unquestionably the general condition is now the 
best that the United States has experienced for many 
years. This is evidenced by a rising stock market, an 
improving steel trade, and a great uplift in our prin- 
cipal agricultural products, among which are cotton, 
corn and wheat. 

“These elements, added to the fact that there is a 
great abundance of low-priced money waiting to be 
used in the manufacture and distribution of our prod- 
ucts, constitute, in my judgment, the best foundation 
for a healthy, profitable business condition, the equal 
of which has not existed in this country for several 
years.” 


Tannery Production Increased 
By N. J. Schorn, Carl E. Schmidt & Co., 
Detroit, Mich. 

“The demand for the Schmidt calf products has in- 
creased to such an extent that we had to increase our 
capacity twenty-five per cent and the volume of orders 
at present being received is in excess of this and will 
necessitate an additional increase shortly.” 
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| ARMSTRONG CORK COMPANY, 


Armstrong 
Cork Box Toe 














. UCH!” 
“Oh, I beg your pardon.” 
It’s perfectly all 


“No harm done. 


| right.” 


When there is an Armstrong Soft Box 
Toe, under the smooth patent leather of 
the fine dancing shoe, very little harm zs 
done when the heel of another dancer 


bears down upon it. 


Even before the pain is gone the resili- 
ent box has returned to its original shape. 

This is one of the reasons why the new 
Armstrong Box is ideal, not only for 


Circle 


Shoe Products Division, 


No Harm Done-Its an Armstrong Box Toc 


dancing shoes, but for all other shoes 
where a soft, comfortable box is demanded. 
This new box toe, consisting as it does of 
a mixture of cork pressed on a strong cot- 
ton backing, always remains resilient, it 
is never acted upon by moisture or perspira- 
tion. It does not bunch or buckle, and it 
shows no unsightly ridge over the toe of 
the shoe. 

If you want your customers to get the” 
maximum satisfaction from their soft toe - 
shoes, specify the new Armstrong Box. It 
gives real soft toe satisfaction. 


Lancaster, Pa. 
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--and the Tale 


of the Kangaroo 
The Trail of <0 tide: = 


the KANGAROO All the way from Australia, the coun- 


~ | try of surprises, comes the KAN- 
GAROO to give the utmost in shoe 

( leads direct y to values to the American public. This 
ll h h little chap can fight like a trojan 
when he is cornered—and he does it 

Nashui e, t e ome with that long sharp spur of his— 
but he does not fight at the thought 


of the Carter line of going into American Shoes. 


The greater part of his time is spent 
in peace, developing his hide so that 
it will be strong, smooth, flexible, and 
lightweight—and when his hide is 
right, over he comes to Nashville, to 
serve the great shoe-wearing public 
via J. W. CARTER KANGAROO 
SHOES. 
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Glazed Black Kangaroo. Wi C-D- 
E, sizes 6 to 11. 


Price $3.85 less 4% 20 days 
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Twenty Numbers In-Stock, 
all of them made of real, 


imported KANGAROO 


That’s the service that we are rendering the great body of re- 
tailers:-carrying twenty numbers of J. W. CARTER-made 
KANGAROO Shoes In Stock, ready for immediate delivery! 
How they will sell, and what a profit you will make on their 
sale! KANGAROO SHOES, formerly the sign of the highest 
prices, now sold at prices within reach of everybody! What 
have we been telling you about “specializing, then concentrat- 
ing’? We take our own advice—that’s why we are able to 
offer you such an exceptional trade at a time that is “ripe” 
for business. You know KANGAROO and its attractive fea- 
tures—you know the J. W. CARTER Line. Better sit down 
now and write that order that will make it possible for you to 
clean up on the KANGAROO business in your town. 


“The shoes illustrated are in stock, and can 


be ordered in dozen lots or single pairs.” 











No. 543.—CAPITAL CITY LAST Glazed 
Black Kangaroo. Single cord tip. Widths 
C-D-E, sizes 6 to 11. 


Price $3.85 less 4% 20 days 





No. 563—CITY HALL LAST. Extra 
quality Glazed Black Kangaroo. Double 
cord tip. Widths B-C-D, sizes 6 to 11. 


Price $4.25 less 4% 20 days 






No. 556—MUNCH LAST, Glazed Black 
Kangaroo. Kangaroo lined throughout. 
Made with two full soles. Natural bot- 
toms. Widths C-D-E, sizes 6 to 11. 


Price $4.25 less 4% 20 days 


No. 542—ADMIRAL LAST. GLAZED Black 
Kangaroo. Widths C-D-E, sizes 6 to 11. 


Price $3.85 less 4% 20 days 





No. 536—MUNCH LAST, Glazed Black 

Kangaroo. Made with Carter’s Arch- 

~~ an shank. Widths C-D-E, sizes 
to ° 


Price $3.95 less 4% 20 days 
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J. W. CARTER & CO. 


SPECIALTY MANUFACTURERS OF 


Men’s and Boys’ 


~ 


Goodyear Welt Dress Shoes Popularly Priced 


NASHVILLE, TENNESSEE 
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To be in step with Allen, Goller is to 
know one of the most profitable and fast 
moving lines of women’s up-to-the- 
minute foot wear. 


If New York Says, ‘It’ s the Latest Style” 
We've Got It! 
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llen, Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street South Boston 
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Chicago Stores Cleaning 
Out Their White Stocks 


CHICAGO—No one could accuse 
Chicago merchants of making a 
half-hearted effort, to make white 
shoes popular. It would be difficult 
to find a store in any part of the 
city where white footwear is not 
given a prominent place in the win- 
dow spaces and prices run the 
gauntlet of slashing. 

In the State street windows, 
white footwear has held the most 
prominent show places for weeks, 
and beautiful shoes are offered in 
kids and cloth at prices that are 
almost low enough to be ridiculous. 
Weather conditions, however, still 
continue to work a hardship on the 
shoe merchant and constant heavy 
rains have kept the trade pretty 
well below normal. 


Black in Front Rank 


Black footwear still holds the 
first position in women’s footwear 
and the strip pump grows in popu- 
larity among the younger buyers. 
The vogue of light-colored hose is 
still strong, although the promised 
mode of steel or dark gray hosiery is 
beginning to make its appearance. 
Tans are popular for street wear in 
tongue and gored effects in the 
round-toed lasts and not so much 
desired in the dressier patterns. 

Fall footwear shows a predomi- 
nance of the tan shades and this, in 
the face of the present demand for 
blacks, constitutes one of the doubt- 
ful features of fall selling. 

In men’s footwear black also 
seems to keep well in the lead of the 
tan shades and very much so in the 
light tan leathers. Patent leathers 
in the men’s lines are not as ready 
sellers as they were three months 
ago, and it may be that the vogue 
for this footwear is passing. The 
broader toed lasts will not have the 
popularity that was promised earli- 
er in the season and especially the 
higher box toe patterns, although 
the general trend in the men’s line 
is toward a broader toe than has 
been the popular last in the past 
year. 

The stores are showing many 
boarded tan and black leather 
brogue types and there’s reason to 
feel that this type of footwear will 
be popular with the “snappier” fel- 
lows this fall. The soft-toed oxford, 
too, is gaining in popularity and 
rightly so for, properly made, this 
is one of the most comfortable of 
footwear. 


Optimistic Feeling Evident 


A feeling of optimism is general 
among retail merchants throughout 
the city and there is confidence that 
good business is “just around the 
corner.” 





Wholesale Market Slow 


The wholesale markets are quiet. 
Little buying is being done, except 
for filling in purposes and fall busi- 
ness has not yet reached the point 
that normally is reached at this 
time. Many of the jobbers and trav- 
eling salesmen are at the offices 
and factories getting the new lines 
in order for fall selling, and every- 
where there’s a sensible confidence. 





Cincinnati Factories Are 
Operating at Busy Rate 


CINCINNATI—tThe retail shoe 
business in Cincinnati was not very 
booming during the week ending 
August 9. Most of the merchants 
reported business was fair, al- 
though they report it is about on 
a par) with. business done during 
the corresponding week a year ago. 
Most stores are continuing sales. 

‘he white business showed a 
decided let-up, and patent leather 
and -satins pushed ahead this past 
week. They led the sales on wom- 
en’s footwear. For the past few 
weeks whites have been in demand, 
but sales dropped off in the last 
week. Black suedes are starting to 
sell, and also light shades of tan 
calf. Most of the merchants feel 
that black suedes and light shades 
of tan will sell better later. 

Fancy cut-out strap patterns are 
among the best sellers. There are 
calls for fancy gore effects, both 
side and front. Short vamp and 
round-toed shoes are in popular de- 
mand. 


Potter Fall Models 


The Potter Shoe Co. reports it 
has its fall stock of women’s shoes 
now in the house. They are featur- 
ing some new styles each week, and 
shortly after the first of September 
will have a fall opening. In the 
window are light shades of tan calf 
in pump and buckle effects. 


Improvement in Factories 


Manufacturers report a marked 
improvement in business during 
the past few weeks. Many factories 
will be running to full capacity 
until about Oct. 15. The orders re- 
ceived have been for patent leather, 
black satin, black suede, black kid 
and light shades of tan calf. Orders 
are for light, airy strap effects and 
gore effects. With the introduction 
of gores, both side and front 


gores, flexible ornaments are being 
brought into play, and factories 
making this type of shoe have been 
taxed to capacity in getting out 
orders. 


New Petot Shoes 


The Petot Shoe Co. received some 
fall shoes, and is showing a one- 
strap gypsy pattern with an 18/8 
covered wood heel in patent leather, 
black and brown satin and black 
and brown suede. It is also showing 
fancy cut-out lace oxiords in pat- 
ent leather and black satin. This 
style has been a very popular seller. 





A Cut-out Oxford 


The McAlpin Co. displayed some 
fancy cut-out side gores. All these 
styles are being shown in patent 
leather and black satin. They are 
showing a fancy cut-out five-eyelet 
lace oxford. This style is being 
shown in patent leather and satin. 


Runk at Fair Store 


Clarence C. Runk, formerly as- 
sistant manager to John Kipp at 
the McAlpin store for the past four 


years is manager and buyer of the . 


Fair Store Company’s shoe depart- 
ment at 6th and Race streets. 


Logan Joins Smith Kasson 


John B. Logan, formerly mana- 
ger of J. & T. Cousins shoe ‘epart- 
ment of the DuRand Perry Co. of 
Louisville, Ky., is assistant mana- 
ger of J. & T. Cousins shoe depart- 
ment of the Smith Kasson Co. He 
will assist C. W. Newbold. 


Shoe Men Aid Near East 
Relief 


Jackie Coogan, the boy film star, 
was in Cincinnati, Saturday, Aug. 
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\ \ THEN we organized this business, it 
was with the hope that the kind of 


customers we most desired would not 
stand back and wait—as is the custom of 
buyers with a new line of shoes. 
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Our hopes and expectations have been 
most gratifyingly realized.—Good gener- 
ous orders from splendid firms have come 
through from the start. 


NEE ee 


We thank these customers who have 
pinned their faith on our initial produc- 
tion. And we also thank the faithful and 
conscientious expert workers in our fac- 
tory who are making fine footwear for us 
every day. 


T. FRANK LYNCH SHOE CO., Inc. 


Style All the While—In Shoes 
LYNN, MASS. 
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9, on a mission.of mercy, in order 
to raise funds for the Near East 
Relief and the Lorraine Relief. 
They had tag day at all the 
amusement parks and Jackie ap- 
peared at these parks at specified 
hours during the day. Twenty-five 
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girls from the H. & S. Pogue Co., 
25 from Smith Kasson & Co. and 
25 from Potter Shoe Co. assisted 
at the different amusement parks 
in selling tags. Harry McLaughlin 
of Potter Shoe Co. is chairman of 
the publicity committee. 





Fall Styles Are 


Being 


Introduced in St. Louis 


ST. LOUIS—With a sprinkling 
of “perishable” summer shoes still 
to be given slight attention, local 
stores are beginning to push fall 
styles. During the last week they 
have watched the movement of 
these lines with interest to see 
which way the wind blows, but 
haven’t as yet any definite conclu- 
sions to offer. It seems to be “a lit- 
tle bit of everything,” as they say 
—meaning that black patents and 
satins in smart styles are still lead- 
ing the procession. 

Tan calf models are getting little 
or no call in most stores, and many 
have not even considered buying 
anything on the order of an aire- 
dale suede. 

Buckles have not met with the 
demand anticipated, and this is be- 
cause the simpler styles have not 
yet come into their own. When 
plain satins hit their stride, little 
sparklers are expected to get a lot 
of attention. 

This last week has shown only a 
fair trade, with women’s shoes do- 
ing better than men’s. Many retail 
merchants claim that the Saturday 
closing of the big department 
stores has cut their Saturday busi- 
ness in half. The weather has been 
extremely warm, and it is believed 
that a few cool days would do much 
to turn women’s thoughts to fall 
footwear. 





Vogue Issues Booklet 


The Vogue Boot Shop just pub- 
lished a catalog in connection with 
its fall opening. It is a small folder 
booklet showing 23 styles in wom- 
en’s short vamps. Each shoe is 
given a name, and each variety of 
heel and material in which it comes 
is priced. The Vogue does a large 
business with the high-grade flap- 
per class and mails out its style 
booklets to a large list, drawing a 
good mail-order business. A de- 
tachable order blank is iacorpo- 
rated in the folder. The store sends 


no shoes on approval, accepts re- 
turns made within three days, pays 
parcel post and insurance, and ad- 
vises a first and second choice. This 
part of its business is a profitable 
one. 


Pageant Shoe Fitters 


Four of the powers behind the 
throne in the St. Louis Fashion 
Pageant, now being presented in 
the Municipal Theater here, are 
Jack Winkler of the Hamilton- 
Brown Shoe Co., J. C. Pence and 
Pat Gereau, of Nuette’s, and Max 
Weggman, a banker. 

The models may queen it on the 
runway, but in the hands of these 
four gentlemen lies the responsi- 
bility for seeing that they walk 
smilingly along the boards in the 
security of comfortable feet. Mr. 
Winkler and his staff are skillful 
shoe fitters, and attend to the little 
accidents that occur to straps, 
pinches that suddenly develop, and 
other nightly-occurring mishaps. 


Shade Range Shown 


The Karges Hosiery Shop is vis- 
ualizing its range of hosiery shades 





at each price, and putting over the 
idea that it has all of the sub- 
shades and tints of each ‘olor 
necessary to insure close matching 
of exact contrast by arranging a 
wide variety of shades of hosiery. 
Each shade of hosiery shown is a 
step between brown and through 
gray to sunburn. 


Ads Build Volume 


The greater clearance season vol- 
ume achieved this year over last by 
Swope’s is credited by Paul Ebbs, 
who has charge of the store’s pub- 
licity, to the increased advertising 
done this year. Swope’s is one of 
the most consistent and individual 
advertisers among the local shoe 
stores, and is able to check up on 
the results of its advertising for a 
certain period with unusual ac- 
curacy. 


Store Walnut Finished 


St. Louis, Aug. 14—The Fashion 
Bootery, Inc., specializing in wom- 
en’s short vamps and hosiery, was 
opened in July at 504 North 
Seventh street. M. Kolbrener is 
manager. A semi-slogan being used 
by the new store is “Featuring 
Beautiful Footwear for Women.” 
The store is 19 by 37 feet, with a 
window 12 by 4 feet. 

The walls are gray; the fixtures 
are walnut, and the special stock 
boxes have a walnut finish, giving 
the store an inviting appearance. 
Shoes at five prices, from $6 to $12, 
are carried. As the store opened too 
late to stock summer footwear, it 
carries only fall numbers, but re- 
ports a good beginning business on 
them. 
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A very inviting atmosphere prevails here. It’s an interior view of the 


Frank Webber Shoe Co., 414 North Seventh street, St. Louis. 
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Why Brown Shades in Kid are 
Assuredly Popular for Fall 


“The best fabric shades for specially favored for street 
. ” . 

fall and winter are caramel, Wear,” she continues. 

chestnut and cinnamon /Youareassured of having the 


browns; in fact, all the right brown shades if you 


warm, spicy shades.” ask for QUAKER CITY 
Kid in your orders. 
So writes a famous Paris ; 
More—you are assured of 
quality which our customers 


“Shoes of brown kid are tell us speaks for itself. 


reporter of style. 
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Color 17 HAVANA BROWN 
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Color 26 CHAMPAGNE 


QUAKER CITY MOROCCO CO. 
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Favorably 


MILWAUKEE — Much better 
business than was recorded at the 
same period last year has been placed 
on the books by Milwaukee shoe 
merchants during the past month 
and a half, and particularly during 
the early days of August. Appar- 
ently all of the consumers of foot- 
wear, who had held their buying 
power in reserve during the early 
summer, came into the local mer- 
chants’ stores during July and 
August. Gains over July of last 
year total hundreds of dollars in 
each of the stores, one moderate- 
sized downtown store reporting a 
gain close to $1,500 for the month 
and another high-class store pro- 
ducing figures to show that a two- 
weeks’ sale held by them broke all 
firm records in disposing of foot- 
wear at reasonable profit. 


Oxfords in Good Favor 


French models are distinctly in 
favor among Milwaukee misses, 
young girls having shown a decided 
preference for them during the 
past few weeks. The big favorite 
with the younger element among 
Milwaukeé women, however, con- 
tinues to be the oxfords with low 
heels, and cut-out models. Older 
women and style leaders among the 
younger married set are buying 
many strap models in Cuban and 
Spanish heels. French models, blunt 
toe effects, seem to be very good 
with the more elderly class of 
buyers also. 


Men Like Brogues 


Fall selling of men’s footwear 
will apparently follow the same 
general lines as the merchandising 
of the past months, little change be- 
ing noted. Brogues continue to lead 
in sales, and local shoe merchants 
are expecting that the demand for 
oxfords will continue to be a mar- 
ket feature throughout the winter. 
Plain toes and tips and soft tips 
are both good. The best lasts are 
the Hague and Waldo, according to 
‘nost dealers, the blunt toe being 
favored widely by the younger men. 
Grain leather footwear is still the 
prime favorite among the better 
class of buyers. 


Novel Display Tests 
Hosiery 


A graphic demonstration in ho- 
siery strength was staged in the 
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Milwaukee Records Compare 


with Last Year 


window of the Wm. Johannes & Co. 
Shoe Store at Merrill, Wis., and 
proved a big drawing card for the 
store. Suspended from the ceiling 
by four garter clasps, was a silk 
hose, with five large bricks weigh- 
ing 21 pounds attached to the toe. 
The stocking supported the full 
weight of the bricks for ten days 
without damage to the fabric, and 
at the end of that time, another 
brick was added, making the total 
weight 25 pounds. The window dis- 
play built around the novel hosiery 
strength test featured Strutwear 
hosiery, and an elaborate showing 
of summer footwear and three new 
slippers on orthopedic lasts. 


Florsheim Holds Sale 


Preceded by an intensive adver- 
tising campaign which made use 
of various mediums, the “big event 
of the season,” a special sale at the 
Florsheim Boot Shop, 228 Grand 
avenue, Milwaukee, “went over 
big” in the parlance of the trade 
The feature of the sale offerings 
was a large lot of regular Flors- 
heim shoes at $8.85. 


Plan Big Sales Campaign 


An intensive effort to sell $1,000,- 
000 worth of Davies footwear be- 
tween now and the first of January, 
1925, has been launched by the 
Davies Shoe Co. of Racine, Wis., 
and was announced by Charles H. 
Davies, president of the company, 
at the annual sales banquet. Be- 
fore announcing the campaign, 
President Davies pointed out that 
the value of production has in- 
creased from $103,000 in 1917 to 
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approximately $1,600,000 this year. 
Average output of the Racine plant 
is 1,500 pairs of high-grade shoes 
daily, while the plant at Horicon, 
Wis., turns out 900 pairs of cheaper 
shoes every day. With slight ex- 
pansion and increase in production, 
the Davies organization is capable 
of turning out $3,000,000 worth of 
footwear annually, it was an- 
nounced at the sales banquet. 


Olson Company Acquires 
Marathon’s Men’s 


By a special arrangement per- 
fected during early August, the 
Olson Shoe Manufacturing Co. of 
Chippewa Falls has taken over the 
men’s line of the Marathon Shoe 
Co. of Wausau and will manufac- 
ture men’s footwear under the 
Pentler patents. For the past year, 
the Olson company has been manu- 
facturing Dr. Sommer’s New Dawn 
Shoes and other Pentler patent 
footwear for the Marathon com- 
pany, and shipping them to Wau- 
sau, where they have been re- 
shipped by the Marathon Shoe Co. 


Rueping Employees Enjoy 
Outing 


Foremen of the Fred Rueping 
Leather Co. of Fond du Lac, Wis., 
held their annual outing and picnic 
at Duffy’s Ledge Grove, near the 
city, with revelry unprecedented in 
the history of the foremen’s club. 
Attendance amounted to more than 
350, setting a new high record for 
picnics of the organization. Com- 
pany executives and families of the 
foremen were guests of the club at 
the outing. L. Jarvis was chairman 
of the big outing and acted as ring 
master de luxe. He was assisted by 
the following committee members: 
G. Miller, M. Rauls, N. Mossong, E. 
Radtke and L. Malinowski. 





A 1 aplendia interior view of a aah grids store recently opened in the 
Middle West. 
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made shorter to the wearers of one of our three famous | call 
Vim and Ever Grip. . 
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Some New York Houses Show 
Women’s New Fall Patterns 


NEW YORK— Along with the 
hottest weather of. the summer, 
some New York retail merchants, 
during the week ending Aug. 9, 
ushered in the fall footwear season. 
The department stores and spe- 
cialty shops in many cases dis- 
played the footwear in conjunction 
with the usual August fur sales, 
while a few of the regular shoe 
shops set aside portions of their 
windows in which to show the pub- 
lic a few advance models. The fall 
shoes shown so far were quite con- 
servative in style and as displays 
of summer sale shoes are still on, 
the contrast was noticeable. The 
models shown were mainly oxfords, 
strap models and gorings, with a 
few plain opera pumps displayed 
by the higher class stores. 


Women’s Oxfords on Display 


One or two stores are displaying 
heavy grain oxfords for women, 
one store in particular putting on 
quite a comprehensive display of 
these shoes. The oxfords were of 
the high blucher cut type, with but 
a single pair of eyelets or fastening 
with a small strap and harness 
buckle at the throat. Some business 
has been done on these shoes for 
wear with the extremely tailored 
suits. 

On the whole, however, the tail- 
ored vogue for fall is not expected 
to reach such a severity that abso- 
lutely plain oxfords, or even man- 
nish type oxfords will sell in large 
quantities. Most of the oxfords 
shown so far have been of the 
rather fancy type, with some cut- 
out, overlays or other embellish- 
ments. Embroidered eyelets also are 
frequently used on them. 


Early Fall Apparel 


In the early retail and wholesale 
showings of fall apparel, while the 
tailored mode is emphasized, it is 
not of the severe type. Materials 
used are mainly of the soft drapey 
variety and silks, especially in 
dresses, are being used as much as 
woolens. With this idea in mind, 
there is nothing to indicate that 
extremely simple shoes will be 
called for. On the contrary, shoes 
will need a certain amount of high 
Style to carry out the costume har- 
mony. The tailored effect, it is be- 
lieved in some quarters, will lie in 
the materials, rather than in the 








Concerning Plain 
Operas 


There is a wide divergence 
of opinion among retail mer- 
chants here on the sales possi- 
bilities of plain operas for the 
coming fall season. Some of 
the Fifth avenue shops think 
well of them. A few do not. 
The medium-priced and lower- 
priced retail merchants can 
see little in them. Most re- 
tail merchants, however, are - 
stocking a few, and here and 
there some old models have 
been taken out of stock that 
has lain on the shelves for 
years, and are being dressed 
up with bows and buckles. 
They are being sold, too, 
which is good news from the 
merchandising standpoint. 














pattern of the shoe. For that rea- 
son patent leather, ooze and calf are 
considered the best possibilities in 
the shoe material line, the latter 
two especially, to harmonize with 
the suede finished fabrics that are 
being used in the highest class 
coats and dresses. 


Whites Sell Well 


White shoes are still selling well 
here, although at sale prices. White 
is not being worn in the city to any 
extent, but it has a tremendous 
vogue for country wear. For that 
reason the white shoe business has 
been better in the higher grade 
shoes than in the lower grades. Kid, 
by all odds, is the leading material 
in white. 


Healthy Fall Season, Says 
Leather Man 


A healthy fall season in shoes 
and leather is predicted by Sylvan 
Barnet, president of the Barnet 
Leather Company and head of the 
Calf Tanners’ Association, who has 
just returned from an extensive 
tour around the country. 

Shoe merchants are buying more 
freely now, he said, and the opti- 
mism which first appeared in the 
West, rapidly is spreading to the 
East. 

Discussing the shoe trade, in 
particular, he said that a revival of 
interest in Scotch grain leather for 
men’s shoes is now in progress, 
after a let-down in interest last 
spring. Calf skins for women also 
are picking up considerably, in fact 
the current season is the best in 
this line of leather since 1912. The 
progress made in tanning calf skins 
into soft, pliable and light leather, 
he said, has been a factor in re- 
turning it to popularity. 





Very Bright Outlook Is 
Apparent in Brooklyn 


BROOKLYN—tThe gain in busi- 
ness reported from Brooklyn shoe 
factories a few weeks ago continues 
with great steadiness and the out- 
look for the fall season is the best 
that Brooklyn has had in a couple 
of years. There is nothing resem- 
bling a boom either here or in 
sight, but the manufacturers feel 
that consistent gains will be made 
for some time to come and that a 
healthy, steady business will rule 
throughout the season. 

The fact that styles remain with- 
out essential change is regarded as 
one of the chief factors making for 
a good fall season. Re-orders are 
coming in on some of the shoes sold 
a month or so ago. Most factories 
find that their production is being 
centered on fewer different styles 
than for several seasons past. This 
is making for more even produc- 





tion, which in turn is leading to 
economies in manufacture that are 
reflected in shoe prices. It is ap- 
parent that better quality shoes are 
being produced in Brooklyn for the 
same money this season than for 
some time back. 


Increase in Oxford Trade 


Two developments in Brooklyn 
shoe factories stand out as highly 
important. One is the increase in 
welt business and the other is the 
growing demand for oxfords. More 
welts are being made in Brooklyn 
at present than at any time in the 
past three years, according to com- 
petent authorities. The bulk of the 
new welt business calls for the 
lightweight, closely-trimmed soles. 
Some of the light strapped and gor- 
ing models are being made with 
welted soles. In some cases plain 
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Top Notch Sellers 


Are these two timely colors in 


Aztec Calf 


A Gallun Quality Leather 








Bonnie Brown(No.8) Coppertan(No.23) 


A new shade successfully de- is a subdued orange shade 
with just enough red influ- 
ence to give the lively effect 
that is always desirable in 
would satisfy and sell. shoe leather. 


Aztec Calf 


is a vegetable tanned, smooth 
finish leather— comparative- 
ly free from ribs and veins. 
Shoes made from this leather 
can be finished with either 
high or medium lustre as 
may be desired. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 


A. F.GALLUN & SONS, INC. H. A. ELY, MGR. 11 EAST STREET, BOSTON 


veloped to meet the insistent 


call for a brown color that 
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opera pumps also are being made 
with welts. 

The new demand for oxfords is 
growing steadily, and in tHe opin- 
jon of many of the trade leaders 
here, will develop into a strong 
pusiness before the season is fin- 
ished. The call is for the dressy 
type oxford with either the Span- 
ish-Cuban heel or the rather taper- 
ing heel not quite so high. Many of 
the oxfords, though, carry 2 to 2%%- 
inch heels. Orders from the West 
and South usually call for a rather 
short vamp and broad toe oxford, 
while the eastern retailers are or- 
dering the oxfords with the longer 
vamp and slightly narrower toe. 
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This applies to other type shoes. as * 





One of the factors which is sure to 


well. ““"®odunt heavily in favor of the manu- 


Gores and Straps Good 


Outside of oxfords business is 
fairly well divided between goring 
and strapped models. The gorings 
include some small-tongued Colo- 
nials which are going well in both 
black and tan calf skins. The call 
for tan calf is increasing and some 
manufacturers are inclined to think 
better of it than they did a few 
weeks ago. Patent and black satin, 
however, continue as leading mate- 
rials at present, with black ooze and 
black matt kid running a close 
second. 





Farnum Buys Out Alden 
of Churchill & Alden Co. 


BROCKTON—One of the out- 
standing figures in the shoe manu- 
facturing trade of Brockton in the 
South Shore district is Frank S. 
Farnum of Churchill & Alden Co., 
Brockton. Following a long and 
successful career as head cf this 
concern, Mr. Farnum recently pur- 
chased the interests of Stephen P. 
Alden, thus obtaining control of the 
business. Officers of the reorgan- 
ized organization are: President, 
Frank S. Farnum; vice-president, 
William H. Emerson; secretary, 
Harris Fleming; director of manu- 
facturing, John H. Farnum. 

Churchill & Alden Co. for many 
years have been prominent in the 
manufacture of high-grade foot- 
wear in Brockton. The “Ralston 
Shoe,” which is widely advertised, 
is one of the best-known specialties 
in men’s fine welt footwear. Presi- 
dent Farnum has, through his ag- 
gressive and progressive methods, 
become an important factor in the 
building up of this business 


through an efficient factory organ- - 


ization and a strong merchandising 
policy. In addition to the work 
which he has accomplished for the 
concern of which he is the head, 
President Farnum is actively iden- 
tified with the National Boot & 
Shoe Manufacturers’ Association, 
being a vice-president of that or- 
ganization. He is prominent in the 
Brockton Shoe Manufacturers’ As- 
sociation, and is called upon fre- 
quently to speak on trade topics at 
shoe conventions and other gath- 
erings where manufacturers and 
merchants meet. He is well known 
socially, being identified with re- 
ligious, fraternal and social organi- 





zations in Brockton where his 
counsels are highly valued. Presi- 
dent Farnum has plans for de- 





FRANK S. FARNUM 


President of Churchill & Alden 
Company, Brockton. 


velopment which will assure for 
Churchill & Alden Co. new records 
in manufacturing and merchan- 
dising. 


More Activity Apparent 


In a gradual way activity in the 
men’s shoe manufacturing factories 
here and throughout the South 
Shore district is approaching a 
more normal basis than has been 
prevalent in months. There is gen- 
erally a feeling of optimism con- 
cerning the business that is ahead. 


facturers, if it materializes, is the 
pending issue of a wage reduction. 

Manufacturers are petitioning 
for a 10 per cent wage reduction, 
and expect that to react favorably 
in increasing business. The present 
wage schedule expires Oct. 15 and 
it is probable that the subject will 
be submitted to arbitration for 
settlement. 


Ready for Fall 


Traveling salesmen, associated 
with the many firms of the district, 
are getting ready to depart for 
their respective territories with 
new lines of men’s shoes. Some 
salesmen are now on their terri- 
tories, but the majority are getting 
ready at the present time. 

Shoes carried by representatives 
of Brockton and South Shore firms 
will compare very favorably in 
style and wearing qualities with 
any men’s models, regardless of 
where they are made. 


Toes Are Roomy 


Broad-toed oxfords are expected 
to be one of the leader’s in the 
men’s trade for fall and winter. 
From many retail centers, reports 
are made that broad and medium 
broad toes are selling freely in 
men’s stores. The new Brockton 
lines are broad and are representa- 
tive of the latest types in men’s 
styleful models. 

The broad, Frenchy-looking toe 
is carried by many firms. Lasts are 
more comfortable looking. Stitch- 
ings indicate skillful shoemaking, 
the kind that has been charac- 
teristic of Brockton-made shoes for 
years. 

Tan shades are good and a favor- 
able season for blacks is antici- 
pated. 


Wolstad Out of Business 


The Wolstad Shoe Store, which 
has been one of the oldest shoe 
stores in the city, located at 18 
Center street, recently assigned. 
The store, which is now being op- 
erated by the assignee for the bene- 
fit of creditors, will be closed in a 
short time, and the business dis- 
continued. 


Foreign Trade Improving 


Brockton manufacturers, most of 
whom are interested in export 
trade, are of the opinion that this 
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‘Answers the comfort appeal : 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- VAte wy é‘ 

ing Shank Shoes on your eS) J 

customers’ feet. It will a >, “G@lK SHANK 

prove a profitable oo of ay | 
experiment. : a | 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Y 
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Nhe Shoe with the Gawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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. Situation. For this there are several 


dass of business is in line for an 
early improvement. Work which is 
being done on the other side of 
Atlantic is favorable toward settle- 
ment of question, financial and po- 
litical, with the ultimate result, it 
is believed, of an increased demand 
for American-made footwear. Re- 
strictions which have been placed 
upon the exports of Brockton shoes 
to European markets will, it is ex- 
pected, be removed in the near 
future through settlements of 
reparations and consequent in- 
creased business from merchants 
abroad. 


Walk-Over Shoe Business 
Excellent 


George E. Keith Co. reports that 
supplementary trips made by sales- 
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men are bringing a good amount of * 


business. Representatives are now 
preparing for an early departure 
on their regular trips. A member 
of the organization said regarding 
fall business: 
are brought to us from the West 
and South, with particular refer- 
ence to the states of Kansas and 
Oklahoma, where big crops are be- 
ing harvested with corresponding 
prosperity to the merchants in 
those states. Other localities in the 
West and Southwest are making 
better reports than for many 
months past. We look for a sub- 
stantial increase in our business 
for the coming season.” 

The fall meeting of George E. 
Keith Company’s executives and 
salesmen will be held in Brockton, 
September 7. 





August Away to a Good 
_  §$tart in Lynn Factories 


LYNN — Improvement in busi- 
ness, which came in July, is main- 
tained in August. Further improve- 
ment is expected as fall comes on, 
and merchants require additional 
and different shoes for the cooler 
weather. Large shipments were 
made August 15, and other large 
shipments will be made on or before 
Sept. 1. 

“Help Wanted” signs are appear- 
ing on the factories again. Space 
that was vacant is being filled up. 
New machinery is being set up. 
Signs of better business are appar- 
ent all along the line. 


Straps in Good Demand 


Strap pumps continue- favorites. 
But straps are simpler and more 
slender, with the exception of the 
sabot straps, which have appeared 
again. Some designers are success- 
ful with decorated pumps, pumps 
with bows, slides or tongues, usual- 
ly with a concealed gore. Gore and 
strap combinations continue to sell, 
both in regular strap patterns. 

More oxfords are being made, in- 
cluding sailor, or two eyelet ties. 
If cool weather comes early in the 
fall, a brisk increase in the demand 
for welt oxfords, of the sturdy 
type, is expected. 


Styles Are Varied 


On the surface of the situation 
there is little that is new and strik- 
ingly different in the Lynn style 





a_ style 
cooler 


reasons. For instance, 
change is expected, as 
weather comes. 

For another reason there is this: 
styles are so diversified and so 
many different types of shoes are 
actually selling, that it has become 
very difficult to pick out any styles, 
or groups of styles, as the leading 
styles. Buyers have a way of order- 
ing shoes in small lots, and spread- 
ing them over a variety of styles, 
which makes it difficult to summa- 
rize the styles. 


“Excellent reports. 
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Patent Leather Is Very Good 


However, some general points 
stand out. Patent leather continues 
the leading material. Tanners seem 
so confident of its future that they 
are increasing prices of it. A re- 


‘vival of suedes is predicted, and a 


number of shops are certainly cut- 
ting more black suede. Satin is 
used, too, and as has previously 
been reported, velvet will be tried. 
Combinations of suede and smooth 
finish calf are to be seen in both 
pump and oxford lines. Buyers have 
such a preference for black that 
half of the shoes are now being 
made of that color. But a gain in 
tan shoes is expected in October 
sales. 


Shoes in Stock 


Skating boots are in stock by 
Gregory & Read. 

Christmas slippers are in stock 
by Merrill, Porter Co. 

School shoes are in stock by the 
Burdetts. : 

Riding boots are in stock by A. 
E. Little & Co. 

Ninety-eight different styles in 
novelty shoes were counted in stock 
in several Lynn lines; that is 
enough to show variety in plenty, 
and the counting stopped. 


Sewing on Beads 


Karl Hopkins has started a busi- 
ness of sewing beads on gores, 
shoes or parts of shoes, and now 
has employed 100 women who sew 
on beads at home. 





Philadelphia Concerns on 
Busier Production Basis 


PHILADELPHIA—Factories are 
gradually increasing their produc- 
tion as orders continue to come in 
for both immediate goods and fall 
footwear. Factories making chil- 
dren’s shoes are busier than those 
whose output consists of men’s and 
women’s footwear and several of 
them are operating up to capacity. 
One of these firms reports good de- 
mand for patent, satin, Russia calf 
and black suede. Strap effects pre- 
dominate and while plainer shoes 
seem to be coming into their own, 
there is still good demand for 
rather elaborate cut-outs on the 
sides, although cut-outs on the 
vamps have almost disappeared. In 
some quarters a picking-up in the 
demand for glazed kid and gun 





metal is noted with blacks and light 
tans in favor. Prices remain un- 
changed. Factories are generally 
optimistic and quite a few of them 
are advertising for help of various 
classes. 


Retail Stocks in Better 
Shape 


Bell, Walt and Company, Inc., re- 
port that the retail trade is buying 
very sparingly and is trying to get 
rid of such stocks as it has. This 
practice, while retarding sales, is 
not without its good results, as it is 
putting the retail merchants in ’° 
much better shape as far as their 
stocks are concerned. This firm re- 
(Continued on page £5) 
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RAJAH means 


Reg. U. S. Pat. Off. 


nothing less than the best 


UR situation is something 
like that of the holder of 


some world’s athletic record. 


Like him we are bound to hold 
that record indefinitely. 


RAJAH is and must continue 


to be the champion crepe rub- 
ber sole. 


That this situation is more 
generally appreciated than ever 
throughout the shoe trade is 
plainly evidenced. 


To date the increase in pro- 
duction and sale of RAJAH 
Soles is far ahead of a year 
ago, and with no indication of 


flagging. 


We assure all who have stand- 
ardized on RAJAH as their 
crepe rubber soling that their 
trust in RAJAH as the cham- 
pion crepe rubber sole will 
never be misplaced. 


The record is safe in our 


hands. 


ALFRED HALE RUBBER CO. 


ATLANTIC, MASS. 
Established 1837 
Laing, Harrar & Chamberlin 
Philadelphia, Pa. 


Exclusive Distributor for the United States to the Leather and Findings 
Dealers for RAJAH SOLES 
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Production in Haverhill 
Shows Gradual Increase 


HAVERHILL—Haverhill’s shoe 
production has shown, during the 
past few weeks, a general increase, 
not only in the medium grades, but 
in the better class of women’s foot- 
wear. Manufacturers in this city 
have gone aggressively after busi- 
ness. Under the conditions which 
factories are today operating they 
have been successful in securing a 
goodly amount of orders for imme- 
diate as well as for future delivery. 
New styles in the “pretty foot- 
wear,” for which Haverhill is 
famous, are meeting with the ap- 
proval of the trade throughout the 
country. Reports from many local- 
ities are to the effect that retail 
shoe merchants are well cleaned up 
on stocks, and that buying on a 
substantial scale is near at hand. 
Operating on a basis of reduced 
overhead, Haverhill manufacturers 
are enabled to quote favorable 
prices to merchants and to meet, 
successfully, competition from 
other shoe centers. It is becoming 
increasingly evident that Haver- 
hill’s shoe business is in better con- 
dition than at any time during the 
past two years. 


Shoe Manufacturer’s Sud- 
den Death 


Napoleon Theriault, vice-presi- 
dent of Witherell & Dobbins Com- 
pany, Haverhill shoe manufactur- 
ers, and one of the best known fac- 
tory executives in New England, 
died suddenly August 3. Mr. Theri- 
ault was spending a week-end with 
his family at a summer resort in 
New Hampshire. He drove to that 
place from Haverhill, and on arriv- 
ing there was taken from his car 
in a semi-conscious condition, fol- 
lowing which he soon passed away. 
Medical authorities say his death 
was due to cerebral hemorrhage. 

Mr. Theriault was born in Mon- 
treal in 1876. As a child he removed 
to Lynn with his parents, and later 
located in Haverhill. At the age of 
14 he began work in a local shoe 
factory, first with Chick Bros. and 
later with W. W. Spaulding. He was 
advanced through the various de- 
partments until, at the age of 21, 
he was foreman of the cutting 
room. In 1907 he became identified 
with Witherell & Dobbins, taking 
charge of the fitting room. In 1911 
he was promoted to superintendent, 
having entire charge of the produc- 


tion. When the firm was incorpo- 
rated in 1915, he was given an 
equal share in the business with the 
other members: George W. Dob- 
bins and Phil English, Jr. 

Mr. Theriault was thoroughly 
identified with the business life of 
Haverhill. He was prominent in 
arranging the first peace pact be- 
tween the Manufacturers’ Associa- 
tion and the Shoe Workers Union 
three years ago. Up to the time of 
his death, he had been a trustee of 
the Haverhill Shoe Manufacturers’ 
Association, and performed a vast 
amount of valuable work in the in- 
terests of Haverhill’s shoe business. 
Undoubtedly the strain of this re- 
sponsibility hastened the end. Mr. 
Theriault is survived by his wife 
and four children. His death takes 
from the New England shoe manu- 
facturing trade a man of forceful 
personality coupled with a fine 


sense of honor. He took a promi- 
nent part in the social life of Hav- 
erhill, and his genial personality at- 
tracted to him a large circle of 
steadfast friends. 


Haverhill Shoes in Foreign 
Markets ' 

Some improvement is reported by 
local manufacturers in regard to 
the export of Haverhill-made foot- 
wear. A gratifying increase in this 
class of business has taken pla~e 
during the past two or three 
months. The principal market for 
Haverhill shoes is the island of 
Cuba. The light, dainty footwear 
produced in this city is especially 
desirable for Cuban trade. In the 
city of Havana alone there are 
some 200 retail shoe stores, all sell- 
ing women’s footwear of the type 
which Haverhill produces, and all 
seeking to obtain the latest Amer- 
ican styles. Haverhill concerns have 
always paid especial attention to 
the Cuban trade, and are now cul- 
tivating it to a greater extent than 
ever. ; 





Healthy Trend Features 
Baltimore Retail Field 


BALTIMORE—tThe general re- 
tail shoe situation is optimistic for 
there is nothing in the business 
status to give any reason whatso- 
ever for serious apprehension. The 
ratio between supply and demand 
at the present time is believed to 
be in better balance than it has 
been in the last 18 months. The 
main difficulty seems to be in the 
fact that buyers are holding back 
in order to see what the next four 
months will produce. 


The popularity of patent leather 
shoes has curtailed the sales of 
white to some extent. Among the 
new shoes shown are: patent one- 
strap pump with small cut-outs at 
sides, 14/8 Spanish heel, semi- 
French toe; black satin one-button 
strap pump, bands of narrow black 
braid running crosswise on vamp, 








Radio Set in Hazzard 
Store 

The Beck Hazzard store at 
222 No. Eutaw street has a 
novel plan to attract cus- 
tomers. A radio set, costing 
$400, has been installed in this 
store. Concerts are held every 
evening ‘until 8 o’clock. Mr. 
White, manager of the store, 
reports increased business 
and says the investment is 
well worth while. 











18/8 sp. heel; black suede anklette 
pattern, which buckles. This strap 
is independent of shoe, which runs 
through loops coming up from cen- 
ter of quarter of pump, 14/8 
Spanish heel, semi-French toe. 





Retail Stocks Are Low 
In Rochester Shoe Stores 


ROCHESTER—Midsummer finds 
retail shoe merchants well satisfied 
with business and the outlook for 
fall. Stocks are generally low and 


the merchants are playing a con- 
servative game. Advertising, fea- 
turing short lines at clean-up 
prices, is being used by many of 
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the stores, and a survey of the 
downtown stores indicates that 
odds and ends are being cleaned up 
in a satisfactory manner. 


Women Prefer Patent 


For women, the demand still cen- 
ters around patent leather patterns 
HOWARD & FOSTER CO. with every indication that their 
popularity will continue into the 
Men’s and Women’s Welts fall season. For men, the trade re- 

Address all Communications to the ports light tan shades of oxfords as 

Pactery at the big sellers at the present time. 
BROCKTON, MASS. 








TRADE MARK REGISTERED 





Men’s Shopping Day 
HURLEY Friday, August 8, was celebrated Stock Dept. 5 
by Rochester merchants as ‘“‘Men’s 
GupseM (7 / PA ARCH pra ag — Advertising, fea- | Is At Your Service 
SHOE uring the offerings in men’s ap- 
parel, appeared in the local papers THE STETSON SHOE CO. (Inc.) 
and local merchants report a good South Weymouth, Mass. 
response. “Men’s Shopping Day” 
was not featured as a bargain day, 
but rather a sale of seasonable 
merchandise. 





“Ask the Man Who Wears Them” 




















New I. Miller Store 


Alterations are now being made 
for the opening of an I. Miller Shoe 
Store at 41 East avenue on or about 
September 15. The new store will 
be operated by Michaels and Mittel- 
man who operate I. Miller stores in 
Buffalo and Detroit. 

The new store will have a large 
main floor shoe department and an 
upstairs department on the second 
floor. Joseph Michaels, one of the 
proprietors, has been in town dur- 88-90 Reade St. New York 
ing the past week superintending AUCTION TRADE SALES 

of 


the work. 
SHOES AND RUBBERS 
Outing August 23rd Every Wednesday and Friday 


The fifth annual outing of the = 
Rochester Association of Shoe PULLMAN TRAVELING SLIPPERS 
Superintendents and Foremen will better*than per dinh ee fg he 
be held at Newport, on Irondequoit “Madeonly dconly in Genuine ne $18,00 
Bay, Saturday, August 23. Dinner per do 
will ibe axes - 5. Ses Cale Black and Brom 
events wl run during tne a r- M. GUSTIN CO. 
noon and a ball game will be played. WIS New York 4 



























































Merchants on Trip 


The Wholesale Merchants’ Coun- 
cil of the Rochester Chamber of 
Commerce journeyed to Macedon, THE SHO E FOR MEN 
Palmyria, Newark and Lyons re- ELLIOT SHOB CO. 
cently and visited retail merchants 


in those places. The trip, which is | wr oe to Buy 

















the second acquaintance excursion 

Sho es o f Worth of the season, was made by automo- Wanted Styles 

bile and the wholesalers made short “fm eatee Bathctial Beavice to 

A. E. NETTLETON CO. stops in each of the above towns to | “Recorder” readers, free for the 

Syrecuce, N.Y.. U. 8. A. get better acquainted with the re- | #sking. Write and tell us what 
MEN'S FINE SHOES EXCLUSIVELY tal? trade. you would like to know. 
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326 W. MONROE ST., 
CHICAGO 


W" SUMNER SMITH CO 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn s and pumps in 
the latest designs and finest —— 
TESSIER & BOWDO 








2 Washington &t., Bove Mie Mass. 
Many dependable and 


. profitable styles constant- 


ly In Stock. Send for latest price list. 
H. K. GARDINER CO., PITTSFIELD, N.H. 























Colcord & Walker, Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 











UNIVERSITY =, | 
FLECTRorv: FOUNDRY : 
iP asin ccs 





ATLANTIC PRINTING Ce, 
Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 
201 South Street Boston, Mass. 











| TOLMAN PRINT 


Philadelphia 


(Continued from page 61) 
ports that demand for women’s 
footwear is confined for the most 
part to black in various strap 
effects. 

For fall trade both tans and 
blacks are expected to go well. In 
the opinion of this wholesaler, the 
firm that has shoes in stock in fall 
for immediate shipment will get the 
business, as the retail trade is ex- 
pected to come in with a rush with 
the hope of getting shoes as soon 
as the orders are placed. The sale 
of men’s shoes is fair. Crepe soles 
have dropped off in demand as buy- 
ing for this summer’s sports draws 
to a close. Fall shoes will have con- 
servative stitching and perfora- 
tions. Prices are a little lower. 


Many Leases Taken by Shoe 


Merchants 

According to one of the largest 
real estate firms here the recent 
entry into this city of a number of 
nationally known retail shoe inter- 
ests, operating chain stores, has 
aided the local leasing market very 
considerably. Schoen Brothers of 
New York City leased the store at 
1100 Chestnut street at an annual 
rental of $30,000. This is more than 
twice the rental paid by the United 
Cigar Stores Co., which long has 
occupied the premises under lease. 
The demand for shoe store loca- 
tions has been as great in other 
business sections as in the central 
section. Along some of the business 
streets uptown, there are as many 
as six retail shoe stores to a block, 
the 3100 block on Kensington ave- 
nue having nine. 

The Melville Shoe Co. recently 
opened a number of stores in Phil- 
adelphia and the Beck-Hazzard 
Company is opening a store at 2714 
Germantown avenue. G. R. Kinney 
has leased a place at 52nd and 
Chestnut streets. M. Samuels and 
Company of Baltimore leased 12 
stores here last year. Shepherd and 
Myers, makers of Hanover shoes, 
some months ago purchased the 
store building at 1016-18 Chestnut 
street for $415,000. 


Offerings at Shoe Stores 


The John Wanamaker store is 
featuring two slippers for wear 
with frocks of beige, tan, and 
brown shades. The first is a brown 
satin low-cut sandal with instep 
strap and one narrow strap up the 
front, the plainness being relieved 
by a scalloped design in thread-like 
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Gdeal Daby, Shoe 
Nonsiers. CGR hacetlen 
Baby Shoe 
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“ELAM” 
Flexible Turn Shoes 


Fer the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office, 16 Columbia Street 




















MANHATTAN FINDING CO. 
107 Duane St., New York City 
“KOM-FUT" ARCH "SUPPORTS 
Shoe Ko re, Supplies of s of every description 


tion 
We by a full line of G and Ballet 
carry png ym le 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy”’ columns. This 
feature in its quick setvice is a time 
saver in meeting immediate needs. 
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EVERY DOZEN 
PAIR INA 
DISPLAY BOX 











T.W GODSOR, Pree _ F_E. JONES, Treas. 
¥.G. DONALD, Vice-Pres. 


F. E. JONES Co. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Gah ond Les thee 
Dry Welting 
Sheet. Rubber Soling 
B. PF. CHAMBERLIN 


™SosToN 





est M Manufactarers 


Black ch Glazed Kid 
Kid) Suppass LEATHER Q 








The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


—ite Sy 
vee South St., Boston, Mass. 





























braiding. It is priced at $14. The 
second is a brown satin plain slip- 
per with three tiny buttoned straps 
at the top of the short round-toed 
vamp. It is priced at $16. Both are 
hand-turned and have Spanish 
heels. 

Seafried Brothers are featuring 
straps, ties, and oxfords for stout 
women. They are offered in gray, 
brown, black, and white. They are 
custom-made. 

The Windsor Boot Shop, which 
opened just recently in German- 
town, is making a specialty of fit- 
ting the narrow foot. At present 
this shop is showing a line of wom- 
en’s midsummer La France shoes. 

Christian’s store in Frankford is 
offering free a pair of $1.50 silk 
stockings with each pair of ladies’ 
white pumps or oxfords sold for $4 
or more. 

Amsterdam’s store on Chestnut 
street is showing a lot of short 
vamp opera pumps in velvet, satin, 
kid and patent in various colors at 
$8, $9 and $10. 





Colonel Shedd at Camp 


Boston, August 14—Benjamin B. 
Shedd, of the American Oak 
Leather Company, and also a 
colonel in the Massachusetts Na- 
tional Guard, took his regiment, 
the 24lst Coast Artillery, to 
Fishers Island, N. Y., for two 
weeks of intensive training. The 
regiment arrived at its destination 
August 2 and Colonel Shedd issued 
an open invitation to any member 
of the shoe and leather industry to 
visit the camp, known as Fort H. G. 
Wright, at any time during his stay 
there. 





Pauly Appointed Manager 


St. Louis, Aug. 13—A. J. Pauly 
has been appointed manager of the 
shoe department of Stix, Baer and 
Fuller, following the recent resig- 
nation of Sam Hinckley. Mr. Pauly 
took up his duties here in early 
July. He was formerly manager of 
the shoe department of the Smith- 
Kasson Co. of Cincinnati, Qhio. 





Changes Price Schedule 


Chicago, Aug. 12—H. C. Spengler 
of Spengler’s Shoe Store, 5324 
North Clark street, announces a 
change in retail prices of $5, $6 and 
$7, whereas formerly he featured 
his footwear from $6 to $10, claim- 
ing that this is in response to popu- 
lar demand in his section of the 


city. 
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ey SLIPPERS 
for quality 


FRANK H. prenenn on. co. 
| 24 Washington Square ——— 











Special in Medium and+ /#' 
IGM GRADE Ae | 
oR Ss SLIPPERS, Y 
dll styles made 3) Dometic and 


Best Satin Brocadevand Metal Cloth. 
; oan 20 per pairandup 








r MGUSTIN © season] 





Write for Prices 
BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Satin, Felt and Leather 
-Sole SLIPPERS 


Soft 

for the Entire Family 
No. 7300 Satin in these 
colors Beau 


Copen 


140 Green 





FPLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Seld only in case lots - 
sab SHOE oo.» Inc. 


54 Auburn St., Cheleen, Mi 
Boston Often 159 Lincsin Best ee 








2121 Wash. 
Beste 














IN YOUR SHOES. 























SLIPPERS 
or quality 


ne. 
ter, Mass. 
—$——__ 


ic and 
31 Cloth. 








W YORK ., 


BOOT AND SHOE RECORDER 





J. R. BEATON COMPANY, Ine. 


33! FOURTH AVE... NEW YORK 
ATLANTA 


ORE tr" — 
memes! FRANCISCO 


CHICAGO 
BOSTON 

















Erie Ave. & Amber St., sane 
Manufacturers 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPE +g 
New York Office, 358 Fit Ave. 














BALLET SLIPPERS in Stock 
Black and Pink Satin, Black Kid officially adopted 
as the best made professional toe and ballet slipper 
in America by International Association Masters of 
Dancirg. Sizes 


from 6 small to 

7 large in all 

widths 

654 Eighth Ave., 
ney York, 


Only one exelusive agency in a town é 








IN-STOC 
BLACK BALLET SLIPPERS 


Childs $1.30 
Sizes 7 to 11 





BLOG SHOE FINDING nm | anc. 
147 Duane St., New York. N 














BALLET SLIPPERS IN STOCKB&. ,Ceb.. sor 
ti. Ra women’s, 


Bik. India Kid, 
Medium Rox, 
8%-7, $1.40. 


FERGUSON BROS. CO. 
2121 Washington St., Boston, Mass. 


Bik. Vici, Hard 
toe, 8-8," $2.85) 








een’ SLIPPERS — IN ST 
Made by Ballet Specialists) es 


Sie Bie Biol i Glazed 

A Toe 

6-11 11%-2 2%-8 

$1.25 $1.30 $1.40 

Schwartz & Herder, Ine. 

Mfrs. of High Grade 
Athletic Shoes 





241 No. llth Street - - Philadelphia, Pa. 





QUALITY BALLETS— 


stoc K 
Soft Tee 


H 
6/11 $l 5 6/11 
14/3 1.20 
ot 1.25 e/ 
150 eae 


Samples on request 
METROPOLITAN SLIPPER Co. 
134 W. B’way, near Duane St. 
Established 1915 








The Topsy, made in Ports- 
mouth, O. Patent, black and 
tan calf, brown and black 
suede, satin and Scotch grain 
are materials used in making 
this esmart-looking model. 
Maker’s name on request. 











Expansion in English 
Leather Exports 


Washington, Aug. 14—Informa- 
tion received at the Department of 
Commerce from Paul S. Guinn, 
office, of Commercial Attache at 
London, indicates that practically 
all during the year 1924 a constant 
expansion has taken place in Brit- 
ish leather exports, and during 
May the highest figure of the year 
was reached. Starting with exports 
mounting to 23,205 cwts. in Janu- 
ary, figures increased gradually, 














Specialists in Embroidered Trimmings 
for Felt Slippers, Booties and Moccasins 
New, novel, low-priced copyrighted, de- 
signs and patented process. Also Satin 
Quilting in faney styles and designs. 
Swiss-American Embroidery Works 
241 Bergenline Ave., W. Hoboken, N. J. 














with the exception of a recession in 
March, until in May they reached 
34,500 cwts. 





Healthy Tone to Retail 
Shoe Buying in Atlanta 


ATLANTA—Retail trade in the 
stores is very good for this season 
of the year, with all retail mer- 
chants reporting an excellent vol- 
ume of business in whites that will 
serve to make this one of the best 
white goods seasons of the past 
three or four years. 


Arcade Store Opens 


The latest addition to the retail 
shoe field in Atlanta is the Arcade 
Shoe Store, located at No. 137 in 
the Peachtree Arcade building in 
the down-town retail shopping dis- 
trict of the city, the fourth new 
shoe store to open in Atlanta dur- 
ing the past couple of months. 
Hugh S. Dodgen is the manager. 
The new store is_ beautifully 
equipped throughout. 


Enrolling New Members 


Since the recent convention of 
the Southeastern Shoe Retailers’ 
Association, held at Charleston, 
S. C., it is reported that a number 
of new members have been added 


to the roster of the organization, 
which brings the membership now 
to the highest point it has attained 
since its formal organization as a 
Georgia State Association some 
five or six years ago. There is now 
talk of further increasing the asso- 
ciation’s activities. 


Byrd Murray Is Dead 


In the death the latter part of 
July at a sanitarium in Nashville, 
Tenn., of Byrd Murray, for many 
years the executive head of .the 
Murray-Dibrel Shoe Co., in that 
city, the shoe industry in the South 
loses one of its oldest and best 
known merchants. 


Famous Store to Close 


The Famous Shoe Store, located 
at 410 Union street, Nashville, 
Tenn., and operated by Eli Redel- 
sheimer, is preparing to close out 
the entire stock. A selling-out sale 
is being conducted by Mr. Redel- 
sheimer. 
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Quality Felt Footwear  lppers tor pavers 


By “LLNLD" 


Ask your wholesaler about Lind 
Footwear—the Quality kind. If he 
sells quality footwear he sells 
‘“‘Linsure.”’ 


Send for catalogue and prices 


LIND SHOE AND SLIPPER CO. 


Manufacturers of 


rss?) 


Main Office and Factory FELT SHOES AND SLIPPERS Boston Office 


106-108 Gold Street 207 Essex St., Room 204 
WORCESTER Worcester, Mass. J. M. P. Kingman 


Style 1005 


Style 33 





CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts— every one of whom wants and will buy outing footwear. 


Russell's Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 


“IKE WALTON” **APACHE”’ 
Made to measure from im- Formerly known as the “Scout Special,” 
ported waterproofed veal.with choicest of genuine moccasins for camp and 
long-wearing Maple-Pac Soles. outing wear. Shaped to natural lines. Made in 
Staunch as a boot, yet flexible chocolate and gray elkskin with rubber or 
as @ moccasin. flexible, sturdy Maple-Pac Soles. 


Write for Catalog and Dealer Discounts 


The \W.C. RUSSELL MOCCASIN CO, 
$27 Capron Si., Berlin, Wis. 

















HE Richmond Hosiery Mills will offer a 
series of prizes in 1924 for the best window 
displays of hosiery, in an open competition 
among window display men in all parts of the 


country. 
MANY CASH PRIZES 


$2,500 in cash will be distributed as prizes to the 
display men producing the most attractive windows. 


EQUAL CHANCE FOR ALL 
In order that the display man in the smallest store 
in the smallest city may be on an equal footing with 
the display man in the largest store in the largest 





). 








Office city, the contest has been divided into five classes, 
» Room 24 as follows: 

Kingman , ez . 

= Class 1—Stores in cities of 5,000 population and 


under. 

NDA Class 2—Stores in cities of over 5,000 and under 
25,000. 

Class 3—Stores in cities of over,25,000 and under 
100,000. 


Class 4—Stores in cities of over 100,000 and under 
500,000. 


Class s—Stores in cities of over 500,000. 


CASH PRIZES IN EACH CLASS 
In each class a first prize of $200,fa second prize of 
$100 and a third prize of $50 will be given for the 
best displays, judged on photographs. 


$2,500 in Cash Prizes 


For Finest Window Displays 


ADDITIONAL GRAND SWEEPSTAKES PRIZES 
In addition, there will be given a first Grand Sweep- 
stakes Prize of $500 and a second Grand Sweepstakes 
Prize of $250 for the best display constructed, re- 
gardless of size or location of store. All photographs, 
regardless of the class they were entered in, will be 
considered in awarding this prize. 


ARROWHEAD DISPLAYS 


All photographs entered in the contest must be 
those of displays made between January 1, 1924, 
and December 24, 1924. The displays must contain 
no hosiery except Arrowhead—and in the event 
that a store does not stock Arrowhead Hosiery 
the Richmond Hosiery Mills, Inc., will furnish the 
display man, free of charge, with a sufficient quantity 
of Arrowhead Hosiery to enable him to participate 
in the contest. 
In the event of a tie in any of the classes the full 
amount of the prize will be given to each tying 
contestant, 

SEND THE COUPON 
Get now the rules of contest and complete informa- 
tion. It costs nothing to enter. 
Use the accompanying coupon. Mail it to the 
Richmond Hosiery Mills, Inc., signifying your 
intention of entering this contest. Sit down at 
once and plan your hosiery displays for this year. 
Here is an opportunity to help your store make 
more and greater hosiery sales and at the same time 
pay yourself handsomely for your efforts, 








































RICHMOND HosiERY MILLS, INC. 












Rati 0L6UlUlt~C~AC SC CU) OU Re OU oe Re )0té“‘(ié‘«CA eee 
Makers of Arrowhead Hosiery for all the Family 
CHATTANOOGA, TENN. , x 
f ICHMONI 
7 Hosiery Mitts 
/ INCOR PORATEI 





/ Chattanooga, Tenn 
yy Gentlemen: 

y I will enter the 
7 Arrowhead Window Dis- 
7 play Contest conducted by 

/ _you during 1924. 

7 _ Send mean Arrowhead catalog 
, Send me folder giving furthe: | 
/ information and helpful display |) 





Arrowhead 


Ankle-Clinging 


HOSIERY 


\ For all the Family 












Write now for the 
rules of the contest 
or if you prefer the 


coupon may be used. 
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The Perett 


It’s smart for early Fall. In Patent 
leather, Black or Tan Calf, Black 
ee pe a Satin and Black Suede. 


Carrying 12, 14 and Orders now being booked for October 
17/8 heels. Imitation =z . 
Turn, Rigid Cottage first delivery. 

nk. 


SHERWOOD SHOE CO. : Rochester, N. Y. 


ORIGINATORS OF QUALITY McKA YS 
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The Old Dependable Cake atom, 
Dressing for White Shoes 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner” 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
43 North Third Street o ° Philadelphia Cortes eee eet 


JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manufacturers 
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DVERTISING that 
parallels the sales activi- 
ties; advertising that calls on 
the same people that your sales- 
men call on; advertising that 
talks the language of each buy- 
ing group; advertising that ex- 
emplifies the principles that 
have been proven and tested in 
personal selling. 


That in a word is the reason 
for the great power exerted by 
Business Paper advertising, and 
for its amazing economy and 
productiveness. 


The salesman calls ONLY on 
known prospects or customers 
—so does the Business Paper. 
The salesman varies his sales 
talk to suit the individual case 
—so does copy in the Business 
Paper. The successful salesman 
commands the friendly interest 
of his customers—so does the 
Business Paper. 


The subscriber INVITES 
the Business Paper to call and 
pays for the service. He con- 
sults the paper as a business 
duty in much the same attitude 
of mind that he would seek the 
advice of a trusted friend. 


Perfect Parallel for Sales Work 


The subscriber NEEDS the 
Business Paper—it is his only 
source of unbiased, unselfish in- 
formation—it is his buying 
and operating guide—he goes 
through the advertising pages 
with the same interest that he 
would feel in a great exposition 
of the merchandise he buys. 


He does not have to be coaxed 
or tricked into reading the ad- 
vertising—it’s an essential part 
of the-service he pays for—it’s 
HIS market place. 


Just as in personal selling, the 
Business Paper concentrates on 
real buyers. It exemplifies, in 
advertising, the advantage of 
intensive cultivation, and pre- 
sents the most outstanding ex- 
ample of intense reader in- 
terest. 


No wonder that the A 


returns from Business 


Paper advertising per 
dollar expended, place 
this medium in a class 
by itself. 


—The Associated 
Business Papers, Inc. 


B.p 


“Member 
Associated 
Papers, Inc.,” means 


of The 
Business 


proven circulations, 
PLUS the highest 
standards in all other 
departments. 


The Boot and Shoe Recorder 


Is a Member of the Associated Business Papers, Inc. 
Also a Member of the Audit Bureau of Circulations. 
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It is well to remember that they are the finest polishes made and that the line 
covers every polish required for redressing any leather or fabric shoe. This 
fact is your guide in buying and guarantee of satisfaction in selling. For right 
now retailing we recommend— 
ee CREAM, for black, brown neutral and all colored smooth leather 
shoes. 

— EDGE, the old-time favorite that sells all the time, for black kid and calf 
shoes. 

— GLOSS, another favorite popular as the old-time songs and wears as 
well. 

OILY CREAM, something real smooth as a seller for black, white and colored 
shoes. Put up in tubes. 

DANDY RUSSET COMBINATION, especially for tan shoes. 

SUPERB PATENT PASTE, the first and last word in patent leather dressings. 
~ my CLEANER, the “big stick” in getting business. Colors for all suede 
shoes. 

GOLD DRESSING and Silver Dressing puts the sparkle into the gold and silver 
brocades. For the Paisleys we recommend—CLEANALL, cleans any colored 
fabric and will not stain or draw the colors. 

DYES, yes we have them. Handy, indeed, for use about the store or home. 
Black, brown, tan. 

Anything we have not listed—space is limited—that you feel the need of, 
write us regarding it, or refer to the guide of all shoe polish guides—Whitte- 
more’s Shoe Polish Chart. 


If Unable to Obtain Them Through Jobbers, Notify Us ‘ 
WHITTEMORE BROS. (superier Shoe Polish Since 18) CAMBRIDGE, MASS 

















No More Breaking or Refinishing of 
GET RE ADY Window Fixtures. 

For School Opening METAL SHOE DISPLAY 
FIXTURES 


IN STOCK Attracts Light and Brightens Windows. 
Always the Same. 

















Ballet Slippers 


No. 601 Black Kid 


No. 601 
Soft Toe 


Gymnasium Shoes 


141-Elk Sole...... $1. —— ——— 

703—Chrome Sole.. 1. 

701-Rubber Sole .. 1. HIGHLY POLISHED, NICKEL FINISHED. 
No. 141 Three Sizes—High, Medium, Low. 
Reasonably Priced. 
Brooks Shoe Manufacturing Co. | Write your Jobber, or Direct for Prices. 
1731-41 North Sixth Street Manufacturers. 


PHILADELPHIA F.W. WHITCHER CO., 332 Albany Bldg., BOSTON 
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New findings profits 
from new kepco Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers a fine op- stapled type. Like the brushes they are 


meng” dditional findi of the finest stock and finish. 
OoTttunity ror additiona naings 
P y 6 Repco Brushes are made in six differ- 


profits. ent types. The Daubers are made in four 
No shoe store is complete without different types. 

a stock of Repco Brushes and 

Daubers. Customers recognize coe 

their valueinstantly andlittleeffort windows 

is necessary to promote their sale. 


Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 
San Francisco Branch, 859 Mission Street _ 


J. K. Krieg Company, 39 Warren Street, New York City 
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66 Clifton’’ a — 
| GEM DUCK 


a Miller's Wing” 





FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 





with our wet process it produces a 

innersole, as it is easily formed in 

and hugs the lip providing strength where 
Blucher Moceasin Oxford strength is most needed. 


Bai. “CLIFTON” COVERING CLOTHS 


2-7 Rubber Heel ...... $2.15 


Chocolate al ¥ oon ” . ° 
ELK Ha pe eebeeee oe Clifton ap elecrd remo ga are 


The Wear and Satisfaction are There In profitable shoemaking all “Clifton” 


These are the kind of shoes that bring cus- specialties register high. 
tomers back for “more.” 


Real business builders because well made of 
pg hw o— nerd inside, and very I F O N 
flexible and comfortable. : & L I 
We'll gladly send samples. MANUFACTURING co. 
MILLER SHOE COMPANY 65 Brookside Ave., Jamaica Plain 

J. E. DAY, Mer. BOSTON, MASS. 


SALEM : - : MASS. 
BESBEBSBSBSBERBEBRBRBRRE RES 
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eAre Your 
W indows 
Doing Their 
Full Duty? 


Five show cards selected from the June 
issue of the 16 window cards of the 
Recorder Show Card Service. 


Unies Dad ‘ad them The cards illustrated hit the nail on the head because they 
a “voice” they are touch the vital points of retail demand for June. They 
; say the right thing at the right time. They present an 
loafing on their job appearance that is in keeping with a well equipped and 
‘ ; neatly trimmed window. They fit into artistically designed 
of intelligent sales- mats, or frames, which are furnished as a part of this service, 
: The cards are changed monthly. A set of neat price tickets 
manship. are also furnished monthly with this service. 





et ee EYE ee ge no ee 














9 


| 





BOOT AND SHOE RECORDER 


7 of - ss 7 P C ’ 
Menz C0 ey a Americanpoy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 
Fond du lac, Wis. 








Fine Calf Leathers 
Manufacturers of 
Velvetta Calf— 
Tuscan Calf— 
Russia Calf— 











Strictly Fine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 











APPROVED BY 
MEDICAL MEN 





pl y 

order today. 

© Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 


1156 No. Main Street 
Brockton, Mass. 











GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.’’ Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 
of Circulations. 





YOU WILL PROFIT 


By selling Cinderella Suede Sticks 

which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and worm white 

kid footwear. 


Why not use these Cinderella 
GOOD WILL BUILDERS to 
increase your customers’ sat- 
isfaction? 

Produced by 


EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 











GREELEY BOUDOIRS 4 


are recognized as being 

different than _ ordinary 

boudoirs. They appeal to the 
discriminating. Only 
the very best materi- 
als enter into their 
construction. They not 
only look good but 
they are good. Sample 
them. Ask for prices. 
Styles in stock. Prompt 
deliveries. 


If your jobber cannot supply you, write us. 


A. W. GREELEY, Haverhill, Mass. 35 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT _ 

Recorder rates for space less than one-eighth page per 
issue: 

7 times 13 times 26 times 52 times 

$4.00 $3.50 $3.00 $2.50 

8.00 5.00 


. 7.00 6.00 ‘ 
12.00 10.50 9.00 7.50 


Pititioen ame 

inimum amount accepted, seventy 
advertisements, seven 

mum amount accepted, 

up to noon on Tuesday 

desire answers to come in 

allowed in each advertisement address. 

replies forwarded direct to their address, each w 

must be counted in the advertisement and paid fo: accordingly. 


16.00 14.00 12.00 10.00 to 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


ads must be sent under letter postage. 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





W ANTED— Live-wire salesmen with estab- 

lished trade in New England, Indiana and 

Illinois, Kentucky and Tennessee, and the 

Northwest to carry Rochester’s leading Soft 

soles, Infants’ and Children’s Turns in connec- 

tion with present line. Highest commission 
id. Give full ticulars in first letter. J. J. 
acMaster, Rochester, N. Y. 


W ANTED—Experienced salesmen who cover 
Indiana, Illinois, Michigan, Wisconsin, 
Pennsylvania, Kentucky, Tennessee, Minne- 
sota, Washington, Oregon, Mississippi, North 
and South Dakota, to carry our complete line 
of First S and spring-heel turns in sizes 
to 11%/2;a our Flexible Welts and Stitch- 
downs in sizes running from 1 to 11. Goods 
carried in stock. Our line can be carried with 
non-conflicting lines. We pay 7% commission. 
mples now ready. Give full particulars and 
references when sending in your application. 
Flexible Shoe Company, Rochester, N. Y. 


W ANTED— Salesman experienced in sell- 
ing a high-grade line of men’s dress shoes 
to represent us in Eastern Pennsylvania and 
New Jersey, also one to represent us in Minne- 
sota and South Dakota. Good In-Stock Depart- 
ment; 6% commission. Wonderful opportunity 
for salesman with established trade. Give ref- 
erences and name of at least two manufac- 
turers you have represented, also amount of 
annual sales for each. Strictly confidential. 
—. Bush & Weldon Shoe Co., Milwaukee, 
is. 











XPERIENCED SALESMEN for well known 

in-stock line of boys’ Welts and McKays. 
Old established line at reasonable prices; 6% 
commission. No drawing accounts. Territory 
open: Illinois (except Chicago), Oklahoma, 
wi in, Mi ota, Indiana, Ohio and most 
of Middle West. Address E-969, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


ANTED—Salesman for Indian» to carry 

factory line of medium and fine infants’, 
children’s and misses’ turns. Staple shoes and 
slippers carried in stock. Can be carried as 
side line. The line has been sold through the 
state for years. Give references and experience 
in first letter. Address E-971, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








ARE YOU A 
PRODUCER? 


High-grade salesmen wanted for Mis- 
souri, Kansas, Nebraska to sell our 
quality line of stitchdowns. State your 
experience, lines represented during the 
past three years and shipments of past 
twelve months. Good men only wanted 
because they will be backed up with 
excellent values. Helmholz Shoe Com- 
pany, makers of the famous “Jimmy 
and Jenny line,” P. O. Box 580, Mil- 
waukee, Wis. 








127 Duane Street, New York City. 








SALESMEN WANTED FOR THE RETAIL TRADE 


Nationally known High-Grade Line of Children’s, Misses’ and Girls’ Turns, Welts and 
stitchdowns desires representatives in Middle Western states. Resident salesman for Chi- 
cago, also states of Ohio, Indiana, Michigan, Kentucky and West Virginia. Also other 
desirable territories available. Will consider men carrying non-conflicting line or exclusive 
representation. All applications confidential. Address K-676, care Boot and S 


hoe Recorder, 








We want experienced 


Write for particulars, giving ref 





Western Pennsylvania--Ohio 


salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 


erences. 
NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 








ALESMEN WANTED—With _ established 

trade for Arkansas, Louisiana, Mississippi, 
Tennessee, Kentucky, Alabama, Georgia, Flor- 
ida, Virginia, West Virginia, North and South 
Carolina, Pennsylvania, Pacific Coast and the 
New England states, to sell our line of 
Infants’, Children’s and Misses’ turn shoes and 
sandals; strictly 7% commission. Forty-five 
numbers in stock; can be sold with other non- 
conflicting line. Address with references The 
Rehr Shoe Co., Orwigsburg, Pa. 





ALESMAN WANTED for Northern Ohio, 

also for Indiana, for in-stock line of men’s 
dress and service shoes, also women’s turn 
comforts. Strictly 6% commission basis. Ad- 
dress E-970, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 





ALESMAN WANTED—Salesman to cover 

the southern coast states from Virginia to 
Florida, both inclusive, carrying our line of 
men’s and women’s shoes. Resident of the ter- 
ritory preferred. Commission 6% and a fair 
trade already established. Williams-Kneeland 
Company, South Braintree, Mass. 





Wanted: High-class, expe- 
rienced shoe salesman to. 
represent a line of popular 
priced men’s dress shoe 
manufacturer in the fol- 
lowing territories: W. Va., 
Pa., Wis., Ill., Ky., N. C. 
and 8S. C. Address E-972, 
care Boot and Shoe Re- 
corder, 207 South Street, 
Boston, Mass. 








JOBBERS WANTED 
Jobbers to handle turn Mules and 
D’Orsays in California, St. Louis, Chi- 
cago and Detroit. 
Bex No. K-678 
care Boot and Shoe Recorder, 
127 Duane Street, New York, N. Y. 








WANTED—Experienced salesmen to 
sell on commission fifty styles women’s 
Arch Support oxfords and pumps car- 
ried in stock. Territories open: New 
York State, Indiana and [Mlinois, Wis- 
consin, Iowa and Minnesota. The Ed- 
wards Shoe Company, Owego, N. Y. 








WANTED-A high-grade salesman to cal! on 
the wholesale trade with a medium-priced 
line of misses’ infants’ and children’s line of 
turn and stitchdown shoes. Prefer one who 

an acquaintance the jobbing trade, 
who specialize on juvenile footwear, and one 
who has a knowledge of this grade of foot- 
wear. Good opportunty to make real money 
and work less than half time. Strictly on a 
commission basis. Territory anywhere except 
the following cities: New York, Chicago and 
oa Angeles. Address Drawer H, Pen Argyl, 
a. 











HovUsE carrying full line of ladies’ novelties 
has a number of good territories open. 
Only men of proven sales ability considered. 
Commission only. Call ednesdays and Fri- 
days. Katz Shoe Company, 16 Hudson Street, 
New York. 





W ANTED—Salesman for Plorida to carry 
our line of infants’, children’s and misses’ 
medium and fine turns. Staples and Lest novel- 
ties carried in stock. Above line can be car- 
ried in connection with other lines. References 


necessary. Rohrer & Co., Orwigsburg, Pa. 





Salesmen Wanted 
for Illinois, Iowa and 
Nebraska 


Manufacturer of ladies’ 
fashionable footwear 
wishes to secure competent 
representative for Illinois, 
and another for Iowa and 
Nebraska. Volume of busi- 
ness already established. 
Only high-grade men with 
experience in this territory 
will be considered. Address 
B. C. Bowen, care Boot and 
Shoe Recorder, 189 W. 
Madison St., Chicago, Il. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 





e_ 

TANTED—Experienced salesman to carry 
Win commission “KESCO” line of infants’, 
children’s and misses’ turn shoes, in Ohio, 
Indiana and Kentucky. Address with refer- 
ences, The Kepner-Scott Shoe Co., Orwigsburg, 


Pa. 


ANTED—Experienced salesman for Ohio. 

Men’s Medium Price Dress Shoes (all 
jeather) selling at $3.40 to $3.60. E. B. Pieken- 
prock & Sons, Dubuque, Iowa. 








ALESMAN WANTED, commission basis, 
§ McKays, Stitchdowns, Leggings, for west- 
ern section of Ohio. Hagerstown Shoe & Leg- 
ging Co., Hagerstown, Maryland. 





GAL ESMAN commission basis, 
McKays, 

Louis and Sow issou 

er who knows St. Louis city trade, both large 
and small. — ee Shoe and Legging Co., 


Hagerstown, Maryland. 





ALESMEN WANTED to sell popular priced 

S line 1-6 first steps and 2-8 vtitehdowne, 

shoes of merit, in connection with line now 

eon a — a h prt yt pt —4 
ion. Give erences, how 

=o ete. Elam Shoe Mfg. Co., 


line, ann > 
16 Columbia St., Boston, Mass. 





GALESMEN for a real snappy condensed 
specialty line branded ladies silk hosiery. 
Sold with a guarantee to the Dry Goods, Shoe 
and Specialty throughout the country. 
Easily carried. State territory and 
line now handling. Address E-904, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass 





ANTED—Experienced salesman to shew, as 4 
i otherwise, some thirty samples of 
su shoes 








TED—Experie: 
homa; Men’s Medium Price Dress Welt 
Shoes (All Leather) selling at $3.40 to $8.60. 
E. B. Piekenbrock & Sons, Dubuque, Ia. 





WANTED—Experienced salesmen, by manu- 
facturer, to sell as a side line ladies’ and 
children’s cotton and artificial silk hosiery on 
commission basis. For further information 
write U-H-C, Box 266, Elizabeth City, N. C. 





SALESMAN WANTED—Commission basis, 
McKays, Stitchdowns, Leggings, for Rhode 
Island and South Shore Massachusetts. Hag- 
erstown Shoe & Legging Co., Hagerstown, 
Maryland. 


GALESMEN — Exceptional, full fashioned 

ladies’ silk hosiery line of ular _— 
Territory west of Mississippi, North and ith 
Carolina, Illinois and Wisconsin. Commission. 
State experience. Address E-54, P. O. Box 
3500, Philadelphia, Pa. 


ANTED—Salesmen who are covering es- 

tablished territory to carry our line of 
Flexible turns, consisting of staples and novel- 
ties, sizes 1 to 5, mock-heels and 5 to 8 spring- 
heels; also a line of flexible welts, sizes 2 to 5 
and 5 to 8 This is an in-stock line of me- 
dium-priced children’s shoes; samples packed 
in a compact grip; paying a high rate of 
commission, and can be carried with any non- 
conflicting line. Please give full details and 
references. Samples ready August 15. R. C. 
Milow Shoe Co., Inc., Rochester, N. Y. 











A Side Line that will pay 
you $500 to $1500 a year. 


We want one real shoe salesman 
in each state to sell a profitable 
side line to retailers—not shoes— 
but linked up with the shoe busi- 
ness—Our name may give you an 
idea. Get in touch with GEO. M. 


St., Boston, Mass. 





Mass. 


OPPORTUNITY 


FOR 


Women’s McKay Manufacturer 


A shoe manufacturing company operating plant 
in the St. Louis district with exceptionally favor- 
able manufacturing conditions has opening for 
a manufacturer of women’s novelty McKay 
shoes who is in position to make a reasonable 
investment in the business. 


Write giving full particulars, E-979, care Boot 
and Shoe Recorder, 207 South Street, Boston, 








MR. SHOE MANUFACTURER 


Are your manufacturing conditions 
satisfactory? If not, come to Park- 
ersburg, West Virginia. You will 
have an abundance of intelligent 
labor, ninety-eight per cent Amer- 
ican born, free from strikes and 
labor trouble, electricity for power, 
coal and natural gas for fuel, good 
shipping facilities to the great dis- 
tributing centers, ample banking 
capital, highly satisfactory living 
and social conditions. A city that 
will take a helpful interest in mak- 
ing your business a success. This 
invitation is extended for our mu- 
tual benefit. 


BOARD OF COMMERCE 
Parkersburg West Virginia 








EXPERIENCED 
SHOEMAKER PARTNER 
WANTED 


A well-known salesman who has long 
been connected with a preminent Mid- 
dle Western shoe manufacturing con- 
cern is desirous of going into business 
with a competent man who has success- 
ful shoe manufacturing experience. He 
will supply the capital and be respon- 
sible for the merchandising of the 
product. Only those with an open rec- 

* ord of successful factory experience 
need answer this advertisement. For 
further particulars address Box E-980, 
care Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 














POSITION WANTED 


POSITION WANTED — Experienced shoe 
salesman and graduate foot expert desires 
position with reliable retail shoe store. Prefer 
location in Brooklyn or New York. Address M. 
S. Nogueira, 1085 Myrtle Ave., Brooklyn, N. Y. 











RAND, Tolman Print, 183 Essex || 











SPACE WANTED 


XPERIENCED SHOE EXECUTIVE accus- 
tomed to working in close, confidential 
association with president of the company in 
matters of finance and general business policy. 
Have had thorough, successful experience 
Ait, Th +i. A, etc. 





OMEN’S shoe departments wanted in Mid- 

dle West and southern stores. Write par- 
ticulars. S. J. Bernheimer Company, 805 Fed- 
eral Reserve Bank Bldg., St. Louis, Mo. 


HIROPODIST of three years’ experience 

space in a busy shoe store. Licensed 

in Wisconsin and Illinois. Write A. F. Wehle, 
West Bend, Wis. 





very familiar. with factory ma t and 
methods of factory production. details, in- 
cluding reason for change will be given to 
those who are interested. A 974, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





BUYER AND MANAGER desires to make 
change. Address K-674, care Boot and Shoe 
Recorder, 127 Duane St., New York. 
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POSITION WANTED 


FOR SALE 


—<—= 


WANTED TO PURCHASE 





TEN YEARS as fac. supt. in Brockton dis- 
trict, making from 3000 to 5000 pr. daily 
medium and fine men’s welts. Open Aug. Ist. 
Address E-973, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 





FOUR-BASKET, Lamson p carrier 
system and four settees, six seats on either 
side of each settee. Address E-978, care Boot 
os Shoe Recorder, 207 South Street, Boston, 
ass. 





HELP WANTED 


WANTED 


An experienced shoe designer and pattern 

maker. State experience and salary de- 

sired in first letter. Address E-950, care 

Boot and Shoe Recorder, 207 South Street, 
ton, Mass. 

















FOR RENT 


Me. LIVE WIRE: Our new building will be 
+ ready Oct. 1, 1924. We have for rent a 
basement, 25 x 40 feet for a shoe department 
in conjunction with an established women’s 
and children’s ready-to-wear store. Goldstein's 
Style Shop, 467 N. Gay Street, Balto., Md. 


OR RENT—Space in up-to-date Men's 

Wear Store, for men’s shoe department. 
One of the finest stores in the state. Popula- 
tion, 25,000. Unusual opportunities for hus- 
tler. Biery-Kline, Alliance, Ohio. 











LINE WANTED 


LINE WANTED—Salesman with wide ac- 
quaintance and established southern trade 
desires to make change. “Well up’”’ on men’s or 
ladies’ shoes. References A-1. E. L. W., P. O. 
Box 223, Macon, Ga. 


WO well-known salesmen, covering New 

England and New York state together, 
with factory line of men’s shoes, want manu- 
facturer’s line of women’s or boys’ shoes for 
side line ; commission basis. Don’t reply unless 
you have real proposition. Address E-981, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 


POPULAR-PRICED women’s shoe line, 

from $2.85 to $4.50. Have a loyal following 
in Illinois and have covered this territory for 
five years, selling on an average of 75,000 each 
season. Key No. E-975, care Boot and Shoe 
Recorder, 209 Leather Trades building, St. 
Louis, Missouri. 











New Haven, Connecticut 
Store for Rent, 15 x 110; central loca- 
tion; modern front, ideal for retail shoe 
business; fireproof building. Box No. 
K-677, care Boot and Shoe Recorder, 
127 Duane Street, New York City. 








FOR RENT 


Space for men’s and boys’ shoe depart- 
ment, best location in the city in a well 
established and exclusive men’s and 
boys’ store. We are enlarging our floor 
space to double its present capacity. 
Max Crone & Co., Wheeling, W. Va. 

















INE WANTED—A well-known salesman of 

ability and following is available Sep- 
tember first who is desirous of making 
arrangements to represent a manufacturer in 
Greater New York and New Jersey, preferring 
either men’s medium grade line or women’s 
medium grade line, having sold the better class 
stores for over fifteen years. Is a systematic 
worker, and also a style producer with broad 
experience, and can furnish highest references. 
Address E-976, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


_ WANTED TO PURCHASE 


WANTED TO BUY—Men’s specialty shoe 
store, doing business in good location. in 
city of over hundred thousand in any part of 
the United States. Would take over fair sized 
stock. Proposition must be of reasonable im- 
portance to be interesting. K-675, care Boot 
and Shoe Recorder, 127 Duane Street, New 
York City, N. Y 








Experienced Salesman 
Open for Line 


My long and successful experience in 
merchandising of shoes to the retail 
trade will make me a good man for 
some up-to-date mfr. to consider for 
the coming season. My territory com- 
prises Indiana, Illinois and Missouri, 
Kansas and Oklahoma; also Boston 
and vicinity. My record of sales speaks 
for itself. Best of references furnished. 
Address E-977, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 














We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 
622-624 Broadway, New York, N. Y. 
Phone Spring 1443 








FOR LEASE 


SPACE TO LEASE for shoe department in 
ladies’ ready-to-wear store carrying milli- 
nery and hosiery on same floor with shoe 
partment and ready-to-wear and kindred lines 
on upper floors. Large store location, on 
tage basis. Address Walter Sachs and 
pany, Jacksonville, Florida. 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


Kalter Cerf. Mercantile Co.. Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 





FOR SALE 


Foz SALE—A ewe: established location in 
Battle Creek, Michigan, Good 
wages and living two 

and three 





—Red Cross. Excellent open 
| ox and $7.85 store. Apply A&B, 
ivery, Battle Creek, Mich. 





HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no ob- 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
Correspondence confidential. Established 
1890. MAX GLAUBERG 

313 Church Street, New York C 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 8764-5802 

















THE NEW YORK EXPORT | 


PURCHASING CORPORATION 


596 BROADWAY, NEW YORK, ©. Y 
Phone—Canal 6874 


WILL { 
BUY 


Bargains in shoes always on hand for special 


and bargain basements 











MISCELLANEOUS 




















ms 











Winpow DISPLAY FIx1 


ASK FOR CATALQO( 


THE OSCAR ONKEN CO. 
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BUSINESS REVERSES 


Ashford, Ala.—Shoes, ete., reported petitioned 
or petitioner in bankruptcy. 

Los Angeles, Cal.—L. & A. Marion, shoes, etc., 
reported assigned. 

New Haven, Conn.—J. Esposito, 
ported petitioned or petitioner 
ruptey. 

Wells Shoe Store, Harry Wells, proprietor, 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Brunswick, Ga.—H. Hirsch, shoes, 
ported petitioned or petitioner 
ruptcy. 

Flowery Branch, Ga.—F. T. Davie & Son, 
shoes, reported offering to compromise gt 


25 per cent. 
Chicago, Ill.—Harry A. Carr Shoe Co. (327 W 
shoes, reported receiver ap- 


63rd _ street), 
pointed. 

John D. Faber, Faber’s Bootery, (5546 
No. Clark street) shoes, reported assigned. 

Louis Mandelstein, States’ Bowery, Park- 
way Fashion Shop, 3512 So. State street, 
shoes, ete., reported petitioned or petitioner 
in bankruptcy and receiver appointed. 

Saval Shoe Mfg. Co. (316 Union Park 
court) manufacturers of shoes and novelties, 
reported offering to compromise at 20 per 
cent cash. 

Wichita, Kan.—Bowen’s 
ported petitioned or 
ruptcy. 

Boston, Mass.—Bornstein Bros. (66 Cross 
street) (206 Hanover street) shoes, reported 
assigned. 

Lowell, Mass..-Jacob Smith. Brockton Shoe 
Stores, shoes, reported offering to compro- 
mise at 25 per ome 

Marblehead, Mass.- E. Bates & Son, leather 
and findings, ee A offering to compromise 
at 20 per cent. 

Lapeer, Mich.—Stephen A. Lockwood, general 
merchandise, reported offering to compromise 
at 25 per cent cash. 

Pelleville, N. J.—Albert Langer, 
ported petitioned or petitioner 
ruptcy. 


shoes, re- 
in bank- 


ete., re- 
in bank- 


shoes, re- 
in bank- 


Bootery, 
petitioner 


shoes, re- 
in bank- 


Hoboken, N. J.—Harry Heitner, 
ported petitioned or petitioner 
ruptcy. 

Boonton, N. J.—Michael Snaidman, shoes, etc., 
reported petitioned or petitioner in bank- 
ruptcy. 

Brooklyn, N. Y.--Art Shoe Co., Inc. (116 Os- 
borne street), manufacturers, reported peti- 
tioned or petitioner in bankruptcy. 

Joseph Goldberg (77 Graham avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy and receiver appointed. 

New York, N. Y.—Harold Friedman (122 W. 
45th street), shoes, reported assigned. 

Mitchell J. Saterloff, Ye Royal Booterie, 
(147 E. 86th street), shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Cleveland, O.—J. Arsht (1107 Broadway), 
shoes, etc., reported petitioned or petitioner 
in bankruptcy. 

Allentown, Penn.—H. S. Keck & Co., Harvey 
E. Butz, proprietor, shoes, reported peti- 
tioned or petitioner in bankruptcy. 

Canonsburg, Penn.—Field & Friedman, shoes, 
etc., reported petitioned or petitioner in 
bankruptcy. 

Sharpsville, Penn.—J. H. Perry, 
ported petitioned or petitioner in 
ruptcy. 

Philadelphia, Penn.—Barke Gibbon Co., Inc., 
(1101 Diamond street), manufacturers of 
shoes, reported petitioned or petitioner in 
bankruptcy. 


BUSINESS CHANGES 


Mobile, Ala.—Joseph Brook, American Boot 
and Shoe Store, shoes, reported selling or 
sold out. 

Paragould, Ark.—Gid Welch, 
sold out to Ben Wesson. 
Waterbury, Conn.—Puzzo Bros. Co., 
leather, incorporated $50,000. 
Couer D’Alene, Idaho—Marks & Levy, 
ete., reported partnership dissolved 

succeeded by Sam Levy. 

Arcadia, Fla.—The Boston Store, 
merchandise, incorporated $25,000. 


shoes, re- 
in bank- 


shoes, re- 
bank- 


shoes, reported 


Inc., 


shoes, 
and 


general 
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” 2 AM ak a. di 2 a ZS 
Peskin’ 8, retail sane merchants at 149 Baltimore pre OS Md., 
recently displayed about 30 antique shoe models in the same window with 
modern styles. The contrast was striking and attracted much attention. 
Antique furniture and bright scarfs were used as settings to fit into the 
scheme of things. Two neatly printed cards, “Shoes of Yesterday” and 
“Shoes of Today,” were placed in the window. 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


Every precaution is taken by the BOOT AND 
SHOE RECORDER to avoid printing any 
statement likely to mislead its readers. The 
publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 

BROCKTON OFFICE: 224 Moraine St. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. Tele- 
yhone Main 1089. B. C. Bowen, Manager. 

ST. a, wd ioe Leather Liam y Bidg. H. 

. Bow >. Bowen, Manage 

NEV Ww YORK OF rick. Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. T: e- 
yhone Whitehall 7454. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building, H. oan Scott, Manager. Telephone 
Rittenhouse 3437-3 

HAVERHILL OFFIC ‘E: Chamber of Commerce 
a ag a Retiomel Bank Bldg. Geo. 
Ww. R. Manage 

CINCINNATI a ick: ry National Bank 
Bldg. H. M. Bowen (B. C. Bowen, Manager) . 

ROCHESTER OFFICE: 626 Powers Bldg. Ro- 
siter L. Seward, Western New York Repre- 
sentative. Telephone Stone 1133. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer (B. 
C. Bowen, peepee). 405 Broadway. Telephone 
Broadwa 

WASHING ON ‘OFFICE: William L. Daley, 26 
Jackson Place 

— OFFICE: 2 Rue des Italiens. L. Hubbard, 


LONDON OFFICE: = Vv. Curtiss, Manager, 
arket, London, 8. W., 1, England. 
AUSTRALIAN. OFFICE: 439 Lit. Collins St., 
G. Jervis Manton, Man . 
CONTINENTAL OFFICE: William Salzman, 
I. Adlergasse 12, Vienna, Austria. 
ARGENTINA. Buenos Aires, Rivadavia, 2721 
P. Sabazzini, Gerente 
BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Camara, 88 Sob. 
CHILE: Santiago, Las Rosas 1123-1127. 
reetmene, Gerente. 
CUBA: H. Gomez, Corrales 2A, Havana, 


—— 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


Geo. 


Otto 


Manager. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 





Ill.—Hyman Erenberg (3791 W. 


Chicago, 
shoes, reported selling or 


Chicago avenue), 
sold out. 

Square Shoe Shop, shoes, reported part- 
—— dissolved and succeeded by sheers 


Gaited Shoe Stores, Inc. (834 Milwaukee 
avenue), shoes, reported selling or sold out. 

Mount Sterling, Ill—Hisle & Stinson, shoes, 
etc., reported partnership dissolved and suc- 
ceeded by E. G. Hisle. 

Granite, Til. —Bierman & Franzel, shoes, etc., 
reported moved to Belleville, Ill. 

Terre Haute, Ind.—M. A. Smith, shoes, etc. 
reported sold out at Terre Haute and moved 
to Danville, Ill. 

Bangor, Maine—J. M. Arnold Shoe Co., whole- 
sale shoes, John A. Vickery, president, 

Baltimore, Md.—Franklin Sales & "s 
Co., wholesale shoes, reported Harry J. 
Franklin died. 

Haverhill, Mass.—Marshall-Harris Shoe Co., 
manufacturers, recently commenced busi- 


ness. 

Lynn, Mass.—Prime Shoe Co. (125 Market 
street), shoe manufacturers, recen com- 
menced business. 

Worcester, Mass.—Peck Shoe Co., shoe manu- 
facturers, incorporated $125,000. 

Fennville, Mich.—Ray Raymond, anem ete., 
reported succeeded by Warren Bros. 

J.—S. Auerbach Co., leather 

4 » & ted $100,000. 

Newark, N. J.—Economy Shoe Store, Ine., 

shoes, incorporated $125,000. 
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-:| The Man who has a 


very 7 definite prefer- 


ence for comfortable 
footwear 2 ? insists on 
?shoes with? 


LACING HOOKS 


Sisk for shoes with lacing hooks 
TUBULAR RIVET AND STUD COMPANY 


. UNITED SHOE MACHINERY CORPORATION 
ze Selling Agents 
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High Powered Patterns for 
Early Fall 


B4261—Black satin, Black Suede trimmed, 
imitation Turn, 16/8 full covered Spanish 
heel, .A-C $4.00 
B4262—As illustrated, all Black wre 
A-C $4. 

B4263—As illustrated, Patent Leather, Dal 
Calf trimmed. A-C $4. 


B4905—All Patent Leather, imitation 
Turn. 13/8 covered Cuban heel, A-C $4.35 
B4906—As illustrated, Black Satin, Suede 
trimmed, A-C $4.35 


B4698—All Patent ieee, | - ames bit 
12/8 covered Cuba 
B4699—As anna ding- —h ‘Satin, Black 
Suede trimmed. A-C . $4.5 
B4700—As illustrated. Black Suede, “se 
Leather Perf. Collar. A-C 4.50 
pepe —ae illustrated, es Russia Calf. 
A-C $4.50 


Hand _ Braided 
16/8 full covered 
ats voevsee 4,60 


B4695—Patent Leather 
Strap, imitation Turn, 
Spanish heel. A-C . 

B4696—As illustrated. Black Satin, Patent 
Leather Braided Strap, and trimmed. 16/8 
full covered Spanish heel. A-C . .. $4.60 








A selection of styles that 

are absolutely the last word 

in — We have them 
rst. 


IN STOCK 


for immediate Delivery 
Patterns that Sell Extra 
Pairs for You. 
Priced Right. 
Terms: 2% 10, net 30. 
F. 0. B. Boston. 
25 cents per pair less in 
36 pair lots of a number. 


References required on new 
accounts. 




















B4270—Black Satin, Black Suede trimmed, 

imitation wae, 13/8 covered Cuban heel. 

A-C .... $3.90 

BA271—As illustrated, All Patent Leather. 
A-C $3.90 

BA269—As_ illustrated, “Al Black he 
A-C 


illustrated. “Al” 


B4267- a Black Kid. 
A-C $3.90 


B4259—Black Satin, Black Suede Collar, 
imitation Turn, 16/8 full a oa — 
heel. A-C - $4.0 
oe illustrated, All Patent ‘Leathe 
B4258—As illustrated, Black Suede, 
Leather Collar, A-C 


B4907—Patent Leather, 1 Bar Cut Steel 
Beaded Gore, imitation Turn, 13/8 covered 
Cuban heel. A-C $4.60 
B4910—As illustrated, Black Satin, Black 
Suede trimmed. A-C $4.60 
B4911—As illustrated, Black Suede, Patent 
Leather trimmed. A-C $4.60 


B4690—Patent Leather Hand Braided Strap 
imitation Turn, 12/8 covered Cuban eee 
B4691—As ‘illustrated, Black ae teens 
Leather trimmed. A-C $4.50 
B4693—As illustrated, Black Suede, Patent 
Leather trimmed. A-C $4.50 
B4694—As illustrated, Light Russia Calf. 

A-C $4.50 


ROG GERS ! ST. BOSTON MASS. 


PACIFIC COAST BRANCH,135 BUSH STREET, SAN FRANCISCO 24 
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MORE DIGNIFIED FOOTWEAR 


The trade is demanding patterns that are plainer, more simple, in 
other words, as it has been well put, more dignified. The “ADORA” 
line from end to end, carries out that idea. Recognized, as it is, by the 
entire trade as thoroughly made, and of the best materials, rightly 
priced, as it is, with patterns to meet the latest demand, the “ADORA” 
line stands without a rival for real shoe value. 


This pattern’is particularly good in all Patent leather, in 
black or brown satin, also in silver brocade with trimmings 
of silver kid. The beaded gore carrying out the narrow 
strap effect makes an attractive as well as a perfect fitting 
shoe. 


E..E on Shoe Compare 


Scakibodl N. 1 


BOSTON NEW YORK 
215 4 Street Marbridge Bidg., Room 433 Chiceos’ Due _ = 810 


SALESMEN 


Pacific Coast — Geo. R. Rule New York — Frank Harris Southern States — Ernest and Harry White rAi 
al | 


Vo Vc Neen 


=. 








New: England — Louis Bonin Chicago District — Frank Parker | Eastern States — Frank Law 
hh Middle States — Chas. Reedholm : not ‘ 


iN Ae Fe ew, eee A if 


Vol. 85, No. 23. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., it Mass. tered as second-class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of March 23, 1879. Subserintion price, $5.00 per year. Printed in U.S.A. 
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RUSCO GORING 


For the Latest and Most Approved Styles 


The life of the goring is usually the 
life of a shoe. This makes it not only a 
detail of style but a most important fac- 
tor in wearing quality and value. 





Rusco goring has just the right bal- 
ance of strength and elasticity. It is 
specially treated to resist water and to 
give an exceptional measure of style and 
service. 


This shoe from a prominent ‘ ‘, . : 
manufacturer shows an ef- Rusco Soaring ts now stocked in 
fective use of goring to en- widths up to 114 inches for im- 
hance style and insure com- mediate shipment. All widths 
oan and grades available on special 


orders. 





sedan 


The RUSSELL MANUFACTURING CO. 


Manufacturers Since 1834 
CONN. 




















¥ 
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Adler Shoe Co., Savannah 

Brav Shoe Co., Philadelphia 

D. Myers Sons Co., Baltimore 
Nathaniel Fisher & Co., New York 








A blended beauty — the tailored lines of a pump merged with the fitting precision of a strap; that's the 
‘Poppy’ pattern. This dainty, slip-in gored pump is sweeping upward to a high and deserved popularity. 


Offered in 9/8 Military, 12/8 and 13/8 Cuban, and 13/8 and 16/8 Spanish Heels. A choice 
of patent or satin with suede trimming or in all black suede. Made also inj Kaffor Kid. 


Lip saTOe S105 CT 
ao, 7, 
Auburn, Me. Boston Office, 167 Lincoln Street 


The “‘Poppy”’ Pattern is sold by the following distributors 
Newell.& Schneider Shoe Co.. Pittsburgh § Guthmann Carpenter & Co., Chicago 
Whitney Roth Shoe Co., Cleveland Mann & Longini Shoe Co , Cincinnati 
Simmons Boot & Shoe Co., Toledo Ralph Ainsworth Shoe Co., Detroit 
H. Brandt & Son, Chicago Samuels Shoe Co., St. Louis 


F. L. Doerr Shoe Co., St. Louis 
W.H. Walker & Co., Buffalo 

A. W. Tedcastie & Co., Boston 
Bode-Larson Shoe Co., Keokuk 
Smith & Herrick Shoe Co., Albany 
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The women’s “VOGUE” takes 
right after its name and is going 
to be the vogue for all women. It 
is a snug, neat protector from 
wet and cold and is going to be 
in great demand. It is made of 
the finest jersey cloth, lined with 
black fleece to keep the feet 
warm, and has a snap that is 
easily and quickly operated. 


Stock No. 370 
Made on all popular lasts 


Alpine—V anity—V ogue 


—the New Top Notch Trio 


HE “Alpine,” the 


“Vanity” 


They have features that are new in 


and the ‘‘Vogue”’ are the new- 
est additions to the TOP-NOTCH 
line. We’re proud of them. You will 
be, too, when you see how they 
appeal to your trade. This trio is 
going to be popular from the day 
you put them in stock. 
These gaiters are a real novelty. 


the shoe field. Women wear gaiters 
—in bad weather— for warmth— 
and style. No matter what the 
reason, this new trio meets every 
requirement. They are durable. 
They are light and stylish. They 
are comfortable. And they have 
snaps for fastening, easily adjusted. 


Get in touch with our nearest branch office 
and see this trio for yourself. 


BEACON FALLS RUBBER SHOE CO. 
Makers of Top Notch Rubber Footwear 
Beacon Falls, Connecticut, U.S. A. 


Branches at 


NEW YORK 
106 Duane Street 


CHIC 
208-12 South Jefferson Street 


BOSTON 
241 Congress Street 


AGO KANSAS CITY 
926 Broadway 


TR 


LIS 


SAN FRANCISCO 
530 Howard Street 


MINNEAPO:) 
426-432 Second Avenue No. 


August 23, 192; 


The women’s “ALPINE” is for 
those who want a high, snug 
gaiter that will protect them in 
all kinds of weather. It’s going to 
be a big seller and will appeal to 
every woman. This gaiter is 
made of the finest jersey cloth, 
fastened with a snap that is eas- 
ily operated. It is lined with 
black fleece that insures warmth. 


Stock No. 374 
Made on all popular lasts 


Women’s “VANITY” is surely a 
well-fitting mame for so neat a 
gaiter, made of the finest jersey 
cloth, black net lined, and fast- 
ened with a snap that adds to the 
appearance of the shoe as well as 
making it easy to get it on and 


Stock No. 371 
Made on all popular lasts 


H 
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i “‘Beals-Pratt” Fall Profit Makers ty 


“Best at the Price” 


IN STOCK 








No. R-485 








HOUSANDS of shoe merchants have 
found the Beals-Pratt line a most profit- 
able purchase. You also will find it so. 


Acquire a Beals-Pratt distributing privilege 
and increase your business and naturally— 
your profits. 


You'll find the Beals-Pratt line a ready seller. 
It’s a profit maker for you from start to 
finish and it’s complete with $5.00 to $8.00 
sellers. 


Our “Best at the Price” slogan is no idle 
one. Beals-Pratt Shoes give super value to 
the customer. wa No. R-487 


A fast working “In-Stock” department to 
take care of your orders. 


No. R-326.—Black Boarded Calf whole quarter Bal., 
Don A-Grade Full-Grain Counter, Frat Last, 

D, to ll 

R-301—Same as above in Ruby we Calf, Radio Last... 
R-311—Same as R-301, Boarded Calf Bal. 

R-312—Black Boarded Calf Bal., same as style R-301...... : 


R-322—No. 9X Tan Boarded Calf Lace Oxford, Half Wingfoot 
Heel, A-Grade Full Grain Counter, 10 Iron Sole, Barbour Storm 
age Bleached Calf Quarter lining, Frat Last, B, C one a D, 
5% to ll 


R-323—Same as above, Black Boarded Calf — 


R-487—No. 9X Tan Boarded Calf Lace Oxford, Half Wingfoot 
Heel, A-Grade Fuli Grain Counter, 10 Iron A-Grade Oak Sole, 
or ago Calf Quarter Lining, Campus Last, B, C ‘, = 


R.488—Same as above, Black Boarded Calf ........................ $4.60 


R-485—Black Boarded Calf Lace Oxford, Half Wingfoot Heel, 
A-Grade Full Grain Counter, 10 Iron A-Grade Sole, Bleached 
Calf Quarter lining, Frat Last, B, C and D, 5% to 11.......$4.60 


R-486—Same as above, Brown Boarded Calf............................ $4.60 


Beals-Pratt Shoe Mfg. Co, 


MILWAUKEE, WISCONSIN 


No. R-326 





August 
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Shoes by courtesy 0 
Degen-Lipp, Inc., 133 
Floyd Street, Brooklyn 
NH. i 

Made of VODE KID 
Color 88, Bronze; quar- 
ter lining VODE KID, 
Color 51, Champagn 



































Shoes by courtesy of 
Degen-Lipp, Inc., 133 
Floyd Street, Brooklyn, 
..¥. 

Made of VODE KID, 
Color 88, Bronze; swith 
VODE KID, Color 51, 
Champagne; kid edge 
binding, quarter lining 
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Y Vode Kid 


Browns are good— 


ooklyn 


. KID The Fall colo, note is BROWNS. 
KD. Nobody doubts the safety of buying 
gn shoes in brown shades of kid. 


== The wise merchandiser knows, how- 
ever, that to win that extra profit 
which pretty shoes always command 


he must have artistic combinations of 


brown to offer his customers. 


Plain Brown Kid shoes are smart— 
all Brown combinations are distinctively 
so. And there’s nothing like the broad 


4 Brown Combinations are better 


selection of artistic VODE KID shades 
to give your shoes the color appeal 
they should have. 


Make your windows “sing” with the 
beautiful shoes which VODE KID 
always makes. Color monotony has no 
such attraction as color variety. 


Carry out the scheme to the last effec- 
tive detail by having the shoes lined 
with delicately contrasting shades ‘of 


VODE KID. 


We recommend for Fall the following “Vode Kia (olors 


Color A HAVANA BROWN Color11¢) HAZEL BROWN 
Color B GOLDEN BROWN Color 70 JACK RABBIT 
Color 88 BRONZE Color170 ORIENTAL PEARL 
Color 11 TAN Color 17 AIREDALE 
Colorzz2 APRICOT Color 51 CHAMPAGNE 


“t 
























: “A decided finishing touch to the shoe—quarter linings 
—- of Brown shades, Gray, Champagne and White.” 


rp The Standard Kid Co. 


209 South Street, Boston, Mass. 


Branch Offices 


. 
. (jf - 
Agencies ‘7 


== 100 Gold Street Chicago Cincinnati 
New York, N. Y. Los Angeles St. Louis 
Montreal Rochester 


70 North 4th Street 
Philadelphia, Pa. 


and all leather centers 
of the world 
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‘Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Whe Shoe with the Gawford 
Arch Supporting Shank 


Mil 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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Brophy Lros. 


—_— 
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Me 
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\ \ E are having a constantly increasing business,—And it is com- 
ing to us because of the merit of our product. 


To have gained the approval and patronage of this growing number 
of worth-while merchants is gratifying—to maintain it is 
our whole responsibility. 


Are you acquainted with the Brophy Line of Modish McKays— 
Quality Shoes—Popularly Priced? 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


BOSTON SALESROOM NEW YORK SALESROOM 
89 BEDFORD ST. 755 MARBRIDGE BLDG. 


Mil 
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The “Fatrlee” 


Is a shoe in which distinctiveness 
is a dominating trait. The broad 
flat toe with just the right swing 
and unusual width of ball, all tend 
to give it sturdiness, comfort and 
a marked degree of individuality. 


EDWIN CLAPP & SON, INC. 
EAST WEYMOUTH, MASS. 
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The ARCH you need 
the STYLE you want 








OOHANSEN 


Feeture Arch Shoes 
WITH THE FEETURE-FIT HEEL 


Steadily the Johansen Feeture Arch franchise becomes 


more and more valuable to the one merchant in a town 
who gets it. Advertising in women’s national magazines 
reaches four million people, month in, month out. New 
styles are ready to prove again that here is real style 
in a real comfort shoe. Merchants have quickly “gotten 
the idea” that it pays to carry “rigid-flexible shoes” and 
thus satisfy their customers, whether they have asked 


Look for trade mark 





) 


They have 
made fashion 


comfortable 


JOHANSEN BROS. SHOE CO. _ 


for rigid or flexible shanks. 
We aren’t satisfied with 
every dealer on the list; 
we’re open to changes here 
and there. In some cities 
we haven’t yet connected 
the wires. Glad to give de- 
tails to men who know they 


can handle the proposition. ' 


Write—orbetterstill—wire. 


St. Louis, Mo. 





For 
delightfu 
foot freedom 
FLEXIBLE 








to support 
the arch 
correctly 


% 
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Cuir de Neige “Arrived’’ at | I 


Vy E first introduced CUIR DE NEIGE to the Amer- 
ican shoe trade late last fall. 


In doing so, we were sure that we had a superior white 
leather—worthy in every way of becoming a member of 
the Evans family. 


We were prepared to have CUIR DE NEIGE gradually 
accepted by the trade in its first season, realizing their 
knowledge that it is not easy to make a good white glazed 
kid, and their usual inclination to test a new leather be- 
fore definitely accepting it. 


We were pleasantly surprised, however, at the decided 
confidence which our customers almost instantly ex- 
pressed in CUIR DE NEIGE. 






EER ares TTI RI oe ae ES Sa am: 


““OVvans 


, 19% 
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Its First Appearance 


They made no secret of their satisfaction, and did not 
hesitate to say, in many instances, that CUIR DE NEIGE 
was the most beautiful and uniformly pure white glazed 
kid they had ever seen. 

The quantities we have sold are more than surprising and 
gratifying. They indicate a confidence in Evans’ Leath- 
ers which we assure our customers we shall always 
untiringly strive to deserve. 


John R. Evans & Company 


CAMDEN, NEW JERSEY 


(Branches in all Principal Shoe Centers) 


: tandardize on F 
Evans Brands 


eatner 
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Another forFALL 
Line— Selling 


ORDER NOW READY SEPT. 1 


$2.15 


Style M5000, Tan Side Leather 
rubber heel 


Sizes 214 
Style M001 in Black 


added to the many 
lines of Rice & Hutchins 
shoes for the whole family 


Channel nailed, 
Solid Leather Con- 
struction, Stylish 
$1.85 Low in Price : eames 


Style 5016, Tan Side Leather Style 5016X, Tan Side Leather 
rubber heel rubber heel 
Sizes 1144-2 Sizes 8 1 


1 
Style 5017 in Black Style 5017X in Black 


Here is a shoe that will be a quick seller. Made to sell at a popular price— 
it is called a “poor-folks’ ” shoe—a shoe that will meet every pocketbook. 
Country trade will welcome such a sturdy, strongly built, all-leather shoe. 
Made of black or tan side leather, it will stand the hard knocks of school or 
play days. Honest workmanship and skillful workers have produced a 
shoe worthy of a prominent place among the many lines of Rice & Hutchins 
shoes for the whole family. Prepare now for the opening of school. Fal! 
time is new business time—and Rae's a new shoe—priced right—to start 


the season. 
RICE & HUTCHINS 


INCORPORATED 
13 HIGH ST. BOSTON, U.S.A. 


DISTRIBUTING BRANCHES: 


Hutchins ChicagoCo. Rice & Hutchius New York Co. 
Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe Co. 
itchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
tchins Baltimore Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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Short Vamp Last Grows Steadily 
in Favor 


By A. C. LA ROSE 
Buyer for the Chisholm Boot Shops, Cleveland 


The short vamp last is here to 
stay. How long? For two or three 
years—perhaps. It has been grow- 
ing in popularity for several 
years. But now women are asking 
for “shoes with short vamps.” 
They realize that they make their 
feet look smaller and more trim. 
They see this last on the stage and 
on the feet of smartly dressed 
women. We have given short 
vamps a thorough “try-out” in 
three sections of this city, among all classes of trade. 

We have six stores in the Cleveland group. We have 
tried out the proposition in our three Detroit stores, 
and in our Toledo shoe shop. The sum total of our 
findings is an increasing popularity for the short 
vamp. 


A. C. LA ROSE 


“In Buying Them for Fall’ 


Not so long ago, it was the generally admitted 
opinion that short vamp shoes belonged to the specialty 
shop. Now every shoe store is or can be a specialty 
shop, as far as short vamps are concerned. And so I 
have bought and shall continue to buy short vamp 
shoes for women for fall and winter. They are snappy 
and fit the feet well. A good number will be in black 
patent, or satin, with a tiny ankle strap and narrow 
braided center strap (a 13/8 or 14/8 heel will be good 
—nothing in the heel height lower than 12/8 will be 
volume sellers—heels have taken an upward turn, with 
16/8 effects better than 12/8’s). 


Buys Every Month 


I. buy every month. I am always on the qui vive 
for every new turn of fashion. But I sail my shoe 


style course, as must every buyer, according to certain 
well-defined trends. One can easily determine on 
“What’s What” by a close study of the shoe trade 
journals, of the leading dry goods journals and 
women’s fashion journals. Our wives and women 
friends can help us materially. For instance, when 
light colored hosiery first made its appearance on the 
footwear fashion horizon, my wife decided that black 
shoes would be the correct complement for an effective 
contrast. I suggested gray, or brown, or other shades, 
but she stuck to black. Now my wife, I consider a 
good guide of what the ordinary, sensible, woman 
wants. Someone may say, “The word sensible is not 
the proper way to describe style dictates.” However, I 
contend that 2 woman who is sensible is very much 
alive to the right shoe for the right costume and in the 
last analysis, it is always the woman with good sense 
who decides the shoe style-situation, both as to color 
and last. 
Cut-out vs. Plain Oxfords 


This fall and winter, I am going to buy black 
patents. I am going to buy black satins. I am going to 
buy some browns. I am going to buy cut-out oxfords— 
and speaking of cut-out oxfords, let me tell you an 
interesting story. A woman customer came to our store 
the other day. This woman had just alighted from 
her car. She had driven in from the suburbs of “The 
Fifth City.” She said, “I am wearing out shoes very 
quickly and I want you to suggest something which 
will be neat and pretty, and which will stand the wear 
of car driving.” I immediately took out a good looking, 
plain oxford and showed it to her. I said: 

“You could not expect that your light, airy, turn 
shoes would be serviceable for a chauffeur’s job. Here 
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is a good, substantial welt shoe. This is my sugges- 
tion.” 

To this the fair lady replied: 

“Why don’t you show me a high boot and be done 
with it?” She completed the transaction by purchas- 
ing a pair of cut-out oxfords, with a sole slightly 
heavier than the ones on the pair she had just dis- 
carded. 

Study Hosiery Colors 

Again, referring to colors, I believe that light tan 
shades in Russia calf will be very good for fall and 
winter, although this de- 
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contrasting material to the remainder of the blouse 
are typical of the sectional style, which sets off com- 
bined fabrics. 

High crowns are receiving a good business, but 
manufacturers say that the demand rather parallels 
than conflicts with the ever-present cloches. 

There seems to be a steady demadn in women’s 
coats for simple styles. Manufacturers have prepared 
a number of novel decorative touches to adorn the fall 
coats, such as embroidery, panels, etc. But most of 
the buyers in the market have ordered the models 
without these features. 

Sports styles are chiefly 
of checks, plaids and some 





mand has not taken hold 
here very strongly as yet. I 
am going to buy some tan 
Russias, also some brown 
oozes. Here may I make a 
suggestion to brother buyers 
—study hosiery colors. 
Browns, a great many blacks 
and gun metals will be good 
hosiery shades. Get your cor- 
rect contrasts in shoes from 
these shades. 

And remember, that no 
matter how meritorious a 
leather may be, if it is not 
the correct color for the rest 
of the costume, the ladies do 
not want it. You may mark men. 


future is predicted by 


September 6. 











Is the Big City Doomed? 


eee city in the near 
enry Ford in a remark- 
able exclusive interview which will appear in 
the “‘Boot and Shoe Recorder’’ in its issue of 


The passing of the 


In this interview Mr. Ford declares that 
high labor costs, excessive taxation and ex- 
orbitant real estate! values will compel the 
big industries of the country to decentralize 
and scatter individual plants through villages 
and small towns of the rural districts. 


The movement has already been begun at 
the mammoth Ford plant at Highland Park 
and Mr. Ford gives some deeply interesting 
details of the village industries which he has 
already established with striking reductions in 
cost and satisfied, instead of disgruntled, work- 


stripes. The color range runs 
in the entire brown group, 
tobacco, beaver, prune, 
mummy and gray. 

A general assortment of 
silks is selling, and about 
the only style indication so 
far may be gleaned from 
the absence of anything that 
might be considered ex- 
treme in pattern or design. 

Market selling, however, 
is just at its opening. De- 
velopments are to come 
rapidly from now on. The 
demand may switch from 
conservative materials to 
novelties. The largest single 








a $10.00 shoe down to $4.98, 
or $3.98—or almost give it 
away—but if it is not the right shade, the women do 
not want it. One of my chief rules for buying the 


right things is to buy lightly and often. 


Get Right Shoe for Costume 


These are days of keen competition. If one shoe 
store does not give its customers the desired footwear, 
at fair prices, the store across the street, or next door, 
will. These are the days when women’s shoes are in the 
style class. It looks as if they would always be a style 
proposition and buyers should ever be alert to the 
right shoe for the right costume. 





Garment Styles for Fall 


The costume type was a featured style in the recent 
Fall Fashion Show of the National Garment Retailers’ 
Association, held in New York. 

Venetian fuchsia, shutter green and burnt russet 
were sponsored as fall color favorites. In fact, color 
played an important part in the entire showing, both 
in vividness and in effectiveness in combinations. 

Cashmere woolens and ribbed silks were two novelty 
materials that got some prominence, but on the whole 
fancy weaves were confined to the sportswear numbers. 
Plain fabrics, even in evening garments, were much in 
evidence. Luster effects were slighted. 

The tunic blouse is greatly stimulating buying, be- 
cause of the new note it strikes. The combination of 
fabrics and a sectional treatment are two notes recur- 
ring in the fall offerings. Yokes and backs of a 


seller right now is crepe de 
Chine, the second largest is satin-faced Canton. Then 
follow satins, failles and bengalines. These are all in 
plain colors. 

In popular price novelties attention is centered on 
brocades and on crepes in small and medium patterns. 
In the finer goods chenille brocade on chiffon and 
Georgette have come definitely to the front. Chiffon 
velvet and costume velvet (or velveteen), corduroys 
and plain chenille corduroys, all in a wide range of 
colors, some high colors included, are good. Bright 
high colors are for sports wear and for lounging robes 
and kimonos. 


Where Is James D. Gordon? 

We have a letter in this office addressed to James D. 
Gordon, care of the Boot and Shoe Recorder, and would 
appreciate information as to where to have it for- 
warded. 








D. Frank Redd Is Dead 


Muskogee, Okla., Aug. 13—D. Frank Redd, shoe 
merchant, and first superintendent of the Muskogee 
High School, died on August 8. Mr. Redd entered the 
shoe business in 1913, forming a partnership with 
Frank McKinney. This partnership continued until a 
few months ago when Mr. Redd was forced to retire 
from business because of failing health. 

He was the first secretary and treasurer of the 
Oklahoma Shoe Retailers’ Association which office he 
held three years. 





T 


and 

usua 
thril 
and 
try § 
base 
had 

Mar 


Qrrmemareman 5 


August 23, 1924 


BOOT AND SHOE RECORDER 


Group photo of delegates who attended the recent convention in Fond du Lac of the Wisconsin Retail Shoe 
Dealers’ Association. 


New Buying Methods Discussed at the 
Wisconsin Convention 


most unusual circumstances, considering the 

time of the year, the place of the convention 
and general conditions. Fond du Lac in August is 
usually warm and inviting, but this year, to give a 
thrill to the convention, it opened with a real storm 
and cold weather. The city and the surrounding coun- 
try suffered alike. Every store that had shoes in the 
basement had them thoroughly soaked. Main street 
had that wet and uncomfortable feeling typical of 
March rather than the dog days of August. 

Despite all this, some fifty merchants made it a 
convention of great merit. Sam Davis and President 
Richard Sager put a lot of pep into 
it. It was a convention worthy of the 
name—without thrills, without al- 
leged style shows, and without sales- 
men’s displays. It was a business 
convention, whére good sense ruled. 

The outstanding feeling of the 
convention was that “mob buying” 
was wrong buying. The merchant in 
the convention expressed himself as 
being ready to buy only what he 
thinks will sell in his own store. He 
feels that he is all done buying foot- 
wear in a wave of enthusiasm, on 
the hunch that colored suedes or 
whites, because they have been good 
somewhere else, will be good locally. 


[= Wisconsin convention was held under the 


No More Speculative Buying 


The merchants expressed them- 
selves as being willing to be governed 
by general tendencies: such as, broad 
toes for men, light tans, etc., but 
they refused to be stampeded into 


buying speculative types of shoes. The convention 
absolutely refused to talk styles, and on the subject 
of colors let it go at 50 per cent blacks in women’s 
shoes, and the rest according to what your community 
can consume. As one merchant put it, “Just as the 
consumer refuses to get excited over sales, we mer- 
chants intend to depend on our own good judgment 
in our local situations.” 

The keynote of the convention was, “I’ll make a 
profit,” and was emphasized by consideration of and 
concentration of lines for more profit, elimination of 
poor selling sizes for more profit, featuring of ortho- 
pedic shoes for more profit, how to advertise effectively 
and economically, and how to mark 
up to make a profit. It was expressed, 
“Sell what you have, and buy only 
what customers need. Think in terms 
of profits.” 

One speaker said that 75 per cent 
of the grays and Airedales were still 
on the shelves of the small town 
store. The small town is up against 
only two classes of buyers—the 
leaders and the followers. The game 
to play is to find out what the lead- 
ing people of the community want, 
play it strong, and get out from un- 
der while you can make a profit on 
your hunch. The merchants all agree 
that light shades in tan were good 
on women’s styles. 


“Black shoes after 6 P.M.” was 
discussed at the convention, and yet 
at an 8 o’clock dinner, which was 
followed by the dance, the proportion 


id ‘ 
RICHARD SAGER 
Re-elected president of the Wis- 
consin Association. 


(Continued on page 30) 
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In Our August 30 Issue 


““Why more shoes were not sold last spring and 
summer” and “‘when we may reasonably expect to 
see demand catching up with productive ca _ 
are two questions interestingly dealt with in an 
article Lay at say the ‘‘Boot and Shoe Rec@rder”’ 
by Albe Fray, a member of the faculty of the 
Amos Tuck School of Administration and 
at Dartmouth College. 


The Clearance Wind-Up 


COUNTRY-WIDE house cleaning of shoes 

from retail stocks has been indulged in this 
summer. This means cleaner stocks for fall. Can 
the trade learn to clear as it goes, week by week, 
rather than by season? 

The shoe-buying public would really economize 
if they were compelled to keep away from the 
specious “shoe bargain” sale, the kind of sale 
where shoes are tossed out to be grabbed in a 
hurry without proper and careful fitting. It is 


inance 
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much cheaper in the long run to buy shoes which 
are carefully fitted and which are made of 
materials that are adapted to the needs of the 
wearer. For example, the economical side leathers 
for workingmen’s shoes, the oil grain leathers for 
men’s hunting and winter-wear shoes, calfskin 
for lighter dress wear and women’s shoes, kid for 
softness and pliability, patent leather for stapk 
dress wear, and the various grades of bronze anc 
colored kid, and the other fancy leathers and fin: 
fabrics for those women who buy for beauty, anc 
who do not consider long-wearing quality th« 
principal requisite in their footgear. There is : 
shoe for every need—also a shoe for every rea 
sonable grade of comfort or luxury. 





“Direct from Factory” 


O many chain store organifations have used 
the designation “Direct from Factory to 
You,” when the facts were otherwise, that there 
is particular interest at this time in the Federa! 
Trade Commission’s decision on August 18th, pre- 
venting retail merchants from designating them- 
selves as manufacturers or representatives of 
manufacturers unless they are actually so. 

The Federal Trade Commission has is- 
sued an order directing H. F. Fliegel- 
man, of Philadelphia, to discontinue 
making use of the slogan “Direct from 
Factory to You,” or any slogan of like 
import, in advertising his merchandise or 
offering same for sale. He is also ordered 
to cease from representing by any means 
that he is a manufacturer, when in truth 
and fact he is not a manufacturer. The 
commission concluded that the _ re- 
spondent’s practice of designating him- 
self as a manufacturer is an unfair 
method of competition and deceives the 
purchasing public. 

There is no royal road to economy by a desig- 
nation “direct from factory to you,” for the same 
items of transportation costs, rent, heat, clerk 
hire, management, etc., enter into the cost of 
every pair of shoes. There is no secret in dis- 
tribution that cannot be solved by rigid economy 
by any merchant, be his store large or small. The 
organization in Boston with its sign “the house 
without overhead” is no longer in existence. 





Soak the Traveler 


HEN the Supreme Court of the United 
States held invalid the interchangeable mile- 
age ticket, obtained by the traveling salesman 
after vigorous presentation of fact and testimony 
before the Interstate Commerce Commission, it 
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would seem that there was no help for the travel- 
ing man this season. Let’s hope that every man 
interested in reducing the cost of traveling, and 
thereby reducing the alternate cost of shoes, will 
do all in his power to back the National Shoe 
Travelers’ Association in their efforts at this re- 
hearing on September 24. While the subject is 
hot, why not bring up at the same time the sur- 
charge on Pullman fares first imposed as a war 
measure to discourage travel? That surcharge 
still functions as a travel deterrent against the 
railroads’ most profitable customers, the travel- 
ing salesmen. It has been claimed that by sur- 
charge alone last year the railroads collected $37,- 
000,000. It is one of the remaining discrimina- 
tory taxes that should be immediately abolished. 

Let’s help the travelers, for in aiding them we 
help reduce the cost of doing business, and make 
life a little more worth while for the fraternity 
that always pays, and pays and pays. 





Your Immediate Obligation 


SSUES vital to the prosperity of our country 

have been placed before the American people 

for decision in the election in November. What 

attitude are the business men of America going 
to take toward these issues? 

How many American business men are going 
to perform their duties as good citizens and take 
an intelligent and active interest in the coming 
campaign ? 

Are we to have another election such as that 
of 1920 when ONE-HALF of the qualified voters 
of the country did not cast a ballot? 

The President of the National Boot and Shoe 
Manufacturers’ Association puts it plainly: “It 
is therefore incumbent upon every member of 
the shoe trade to vote and to urge members of 
their family, associates in business—both in of- 
fice and in factory—and friends generally, not to 
neglect to register and by all means, when physi- 
cally possible, to vote. If we are going to hold 
a nation responsible for legislators put in office, 
every one of us must take part in the expression 
of public opinion, which can only be accomplished 
when a reasonable majority of the voters fulfill 
their duty in this respect.” 


Weather or No 


'WNHE constant topic of conversation, weather, 
seems to have played a bigger part in busi- 
ness this year than for some time past. No matter 
how clever a merchant may be in his buying, he 
must work along seasonable lines. He can very 
easily “stub his toe” with a solid month of rainy 
season, making all shoes “out of ,°ason.” 
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There have been examples of flooded towns 
and villages, stranded tourists, row boats and 
rubber boots. Many a merchant has sold rubber 
boots where he couldn’t sell white slippers. It 
is quick adaptability to conditions that make busi- 
ness men put their brains to “making a gain.” 

The public purse is always open for some com- 
modity, no matter what the conditions are. It is 
for the merchant to make the best of any situa- 
tion, for oftentimes the situation develops a prof- 
itable streak of selling. Sunshine usually follows 
rain, and the thing to do is to be ready for the 
jump in demand, which invariably follows every 
unseasonable slump. 


What Is Perfection? 


N a recent study of physical fitness, a life ex- 
tension showing that in 300 people examined, 
not one individual was 100 per cent perfect 
physically. A recent advertisement in New York 
City pointed out that nine out of ten children are 
born with normal feet, yet only one out of ten 
adults has feet in perfect condition, all due to 
the wearing of incorrect shoes. 

In the light of not one individual in three hun- 
dred thousand being perfect, can the indictment 
be made in the shoe industry that incorrect shoes 
are responsible for nine out of ten adults having 
foot trouble. Most foot troubles are directly trace- 
able to the likes and dislikes of the customer, 
rather than the degree of service rendered by the 
merchant. 

Most stores are competent to fit feet accurately 
if people would only come to the fitting stool in 
the same spirit that they do in going to the den- 
tist or the physician. They follow as a matter 
of life and health, the directions of the doctor, 
while they totally ignore the services of the mer- 
chants. 

It is time that the trade rightfully fastened 
the indictment that it is responsible for foot trou- 
bles on to the public. Undoubtedly there are many 
cases of misfitted shoes, due to lack of sizes, but 
if the public was not so bull-headed on precisely 
the type of shoes its fancy desires, there would 
be still better service rendered. 

We hope to see some merchant come out with 
the statement that “If you have foot troubles, the 
fault is yours,” and then go on to explain that 
not one customer in a hundred places himself un- 
reservedly in the care of the store, and takes 
what is scientifically best to wear and gives it 
proper treatment. This means wearing the shoes 
part time until they are moulded to the foot and 
after that, not worn constantly, but in rotation 
with other pairs. There is a whole lot of education 
needed in showing the public how to get the best 
service out of shoes. 
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SHOE SELLING IDEAS 











Don’t Be a Stay-at-Home 


W. A. Catlin says: “One way I have gotten people 
to think of Catlin’s shoe store is by going to the 
different farm grange halls and small towns around 


here and talking on correct fitting and the care of feet. 

“You would be surprised to know how much the 
people seem to appreciate it. I take my skeleton foot 
and show them the cause of most of the foot troubles, 
and explain the necessity of being correctly fitted. 
This town is no different from any other small town. 
We have shoe repair shops, tire shops, clothing stores 
and many other places of business that carry a few 
pairs of shoes, and try to fit the feet. It is true that 
a lot of shoes are sold in that way, but how are you 
going to fit an ‘A’ foot with a ‘EE’ and keep the foot 
in good condition to perform the duties required 
of it?” 

Mv. Catlin’s mind is filled with ideas. He goes on 
to say— 

“Dollar Day Crowds Store from 7 A.M. to 10 P.M. 

“Through our Chamber of Commerce we got all of 
the better merchants of the town to have a dollar day, 
and it is such a success that it is a regular thing with 
us twice a year. Do not pull them off too often or too 











many people will wait for them too long,” is a feature 
about this plan that he warns other merchants of. 
“Our last one was yesterday,” he said to the 
Recorder Field Editor who got the news hot, “and it 
was the biggest success of them all. My store was 
crowded from seven in the morning until ten at night. 
I find it the best way to get rid of odd sizes and out 
of style shoes that I know of. I sold nearly two hundred 
pairs at a dollar that were not worth twenty-five cents 
if I had waited for a buyer to make an offer for the lot. 
“I think I have taken the Recorder for at least 
twenty years and look for it Monday morning as 
anxiously as for my morning paper. You are to be 
congratulated on getting out such a paper, and I find 
something in every issue that helps me improve my 
business,” was the way he ended the interview and I 
wondered if there is any connection between the ideas 
so successfully used by this merchant and the fact that 
he has been a reader of the Recorder for twenty years. 
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‘Window Shopping” Night 
In Wausau, Wis., every merchant pulls together to 
better the town’s business. 
Main Street at night is ablaze with electric lights. 
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Twice a year the merchants have regular educa- 
tional shopping events. For two days previous to a 
given date, along the middle of September, all store 
windows are darkened and covered. Then on the set 
day every store comes out with new fall goods. That 
night is officially known as “Window Shopping Eve- 
ning.” Every electric light the store can use is turned 


on. No goods are sold that night, which is usually a 
Wednesday or Thursday. 

The reason for keeping the windows covered and 
dark the two days previous is to impress upon the 
public the importance of the displays. 

A spring opening is handled the same about two 
weeks before Easter, only the stores are open at night 
but no goods are sold. 

If the Retail Merchants’ Advertising Club of 
Wausau can put this over, why can’t similar organiza- 
tions in Portland, Me., etc., do the same thing? 


Going Full Blast 


The Elgin Watch Co. of Elgin, Illinois, is running 
to capacity; so is the Elgin Butter Tub Co. The last- 
named concern is turning down orders for lack of 
space to take care of all they now have. 

The Illinois Watch Case Co. of the same town is 
not to shut down for the usual two-weeks summer 
vacation. More building is going on than ever before. 

Contrast this with the condition of the same town 


a year ago when the Elgin Wateh Co. was storing 1,000 
watches a day. Now, with a big addition built on the 
factory and 1,000 more employees, they are selling all 
they can make. 
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Foundries, the windmill plant—all are doing well. 

In fact, the industrial situation in Elgin, Ill. is 
100 per cent good. 

Retail shoe trade is enjoying from 10 to 20 per cent 
increase over a year ago. The Walk-Over reports as 
follows on style: 

Men are turning to the light shades of tan. In 
women’s this has been the biggest patent season ever 
with every prospect of continuing this fall. Satins 
have third place. 


Makes Them Ask Questions 


When Chas. Fryer, manager of the Newark Store in 
Rockford, Ill., was asked why he had a heel cushion 
tacked onto each fitting stool, the answer was, “Just 
to make customers ask that same question.” 

He explained that 90 per cent of his customers are 
curious, too. This gives him the chance of explaining 
the benefits of heel cushions, and when findings become 
the topic the result has been to increase their sale 
over 50 per cent. 

It’s easier to sell them if they ask questions, this 
proves. 
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Make Windows Stick Out in Street 


This is the way R. F. Elias, manager of the Sterling 
Shoe Stores in Milwaukee, puts it: “The success of a 
store depends on how far out in the middle of the 
street the windows stick.” 

Not literally, of course, nor by circus methods that 
attract only to the novelty shown and not to the mer- 
chandise itself. One of his stunts in the window now 
is a five-foot cardboard cut-out, shaped in the form 
of an artist’s palette. Eighteen different shades of 
women’s stockings, rosette style, are pinned around 
the outside of the palette. 

A sign reads, “Sterling 808 Service Hose,” and 
“Fifth Avenue Chiffon Hose in the New Pastel 
Shades.” This is the complete story. 

Following this display street sales showed a remark- 
able increase, which is a safe indication that the 
cleverness of the display not only attracted attention 
but pulled lookers into the store to become buyers. 

The total cost of this display was forty-five cents 
for the cardboard. The lettering was done by the 
window man. 
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The Shoe and Leather Lexicon 


(An Exclusive Boot and Shoe Recorder Feature) 





The new army of workers in the shoe and leather industry will be better equipped 
after a careful study of the language of their craft. 

No efforts have been spared to make this lexicon, in form, concise and clear, with 
no words wasted; in matter, accvrate, dependable and useful. As usefulness is the 
main purpose, no space has been wasted upon terms of merely literary or humorous 
application, terms which are obsolete, which are self-explanatory, or which apply to 
temporary conditions or to passing vogue. 

It goes beyond mere definition, but stops short of all-inclusive minutia. The 
special trade meaning of many terms may be sought in vain in the ordinary diction- 
ary, and encyclopedia articles are usuelly too much devoted to history, where they 
undertake at all to make trade applications clear. The ideal has been to furnish a 
plain, practical working manual for the use of those who have a professional interest 
in shoes as a finished product, their materials, the principal methods of making, the 
appliances used in their fitting and sale, and other allied subjects. No attempt has 
been made to review the history of footwear. Attention has been concentrated upon 
the producing of a manual of accurate information as applying to the present day. 





Section 1—Leather Terms 
(Installment No. 2) 


India Sheep—aAre the skins from a sheep raised in India 
that have a wiry wool, almost hair. These skins are 
tanned by the natives with bark and imported all tanned. 
They are generally retanned here and used largely for 
bags, music rolls and fancy articles. 


Kangaroo—A fine, tough-grain, close-fibered leather, 
made from the genuine kangaroo, native of Australia. 


Kangaroo Sides—Side leather vegetable tanned. The 
grain is buffed off or removed by hand with a sharp blade 
hand boarded. Used for work shoes. 


Kid—Shoe leather made from skins of mature goat. 
Skins from young goat or kid are used in the manufacture 
of gloves, being too thin and delicate for shoe purposes. 
These goat skins come in great quantities from India, 
China, Russia, Africa, South America and Mexico. They 
lend themselves to a great variety of finishes. Black and 
colors, with a high gloss or dull surface, and although, 
compared with most skins, they are light in weight, still 
they are strong in grain and fiber. They are in chrome 
tannage, by far the most popular leather for women’s 
shoes and slippers, and are also used extensively for men’s 
fine shoes. To give you some idea of their popularity, 
there is on an average of fifteen thousand dozen manu- 
factured daily into shoe leather in the United States. 


Kip—A pelt weighing more than calf skin and less than 
a light hide: classified from 15 to 25 pounds in weight, 
about the same size as veal but coarser because from a 
poorer fed animal. 


Kiss Spot—Light colored spots that appear on leather 
(vegetable tanned) when two hides have touched during 
the early stages of tanning. 


Knee Stake—A process used to soften leather, mostly 
kid and goat. Larger skins are softened on a staking 
machine. In knee staking the skin is passed over a dull 
blade set upright on the floor. The pressure of the 
knee is used to give the force to the operation. 

Lamb—A young sheep. 

Law Sheep—Sheep skin tanned with Querbracho and 
other vegetable row Finished on the grain in natural 
color of the tannage "Used sed for law books and other books 
and novelties. The sa same — of leather is also made from 
skivers’ lamb skins and calf 


Layaways—Pits in which sole leather hides receive their 
first tannage. 


Leather—The integument or outer covering of any ani- 
mal, fish or reptile tanned, tawed or otherwise preserved 
without the hair is called leather. 


Leavant Grain or crushed levant grain is used for col- 
lar and cuff boxes, handbags, pocket books, etc. It is ob- 
tained by embossing, then seasoning and glazing to flat- 
ten out the grain. Two or. three glazings are needed to 
get the desired effect. The colors are generally blue red, 
green, tan and wine. They are colored on a table. This 
leaves the flesh clean and white. 


etanantins vegetable dye stuff used to produce a black 
color. 


Mat Finish—A term applied to a dull finish or leather. 


Mat Kid—A chrome tanned goat skin with a dull or 
mat finish generally used in shoe uppers in contrast with 
a patent leather. 


Mocha Leather—Derived its name from the seaport of 
Mocha in Arabia. It is a glove leather made on a hair 
sheep from Arabia, Persia and Northeast Africa. 


Mordant—A material used to set or fix a dye stuff. 
Muriatic Acid—Hydrochloric Acid. 


Morocco—Was originally a sumac tanned goat skin 
stained red. Made in and imported from Morocco. Used 
mostly for book binding The name has come to be ap 
plied to manufactured goatskins generally. 


Norwegian Calf—A copyrighted name applied to a 
vegetable-tanned calf leather with a three-way, hand- 
boarded finish, in either colors or black A term fre- 
quently, but erroneously, used to describe any imitation of 
this finish, achieved either by hand or machine boarding 
on either chrome or vegetable tanned leather. The finish 
is much less coarse than that of the Scotch grain—the 
— because of the three-way boarding, being triangu- 

ar in shape and, to the casual eye, somewhat resembling 
the finish known as pin seal. 


Nubuck—A pronetetary name for a side leather witl- 
he aA buffed off made in imitation of genuine 
uu 
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Oropon—A patented bate. 


Oak Sole—Tanned in extract of or oak bark. Is the best 
bark tanned side leather come) and flexible, has light 
bright color. (Also, see 


Oil Grain—Heavy bark oe — leather, finished in 
oil, and given a pebbled surface. Used for men’s work 
shoes. 


Ooze Calf—A proprietary name given to a suede or 
velvety finished calf skin. The name has been so much 
in use that it is commonly appropriated and applied to 
all velvety-finished calf skins, just as the word Vici is 
applied to all makes of chrome-glazed kid. Ooze is strict- 
ly a suede or velvety nap finish on the flesh side, the 
og ny left on the other side and gives strength to 
the leather. 


Packer Hides—Hides of cattle taken off in large 
s'aughter houses or packing houses. They bring the high- 
est prices on account of the great care used in taking 
them off the animal. Hides taken off by the country 
butcher are liable to be scored or cut. 


Paddle—A tub with a revolving paddle used for bating, 
tanning and coloring skins. 


Patent Leather—(Side, horse, colt or kid.) Patent 
leather is finished with varnish. For shoe purposes for 
years before the discovery of chrome tannage, all patent 
leather was made from a vegetable-tanned calf skin, fin- 
ished or varnished on the flesh side. But, after perfect- 
ing the chrome tannage, it was found the varnish could 
be applied to the grain side with much less composition, 
thus making a much more pliable and lasting finish. This 
has practically driven the older finish from the market. 


Pebble Grain—A grain side finished with an irregular 
surface resembling small pebbles by passing between fig- 
ured rollers under pressure. 


Peccary—Skin of the peccary, a kind of wild pig of 
Mexico and the South. Chrome tanned and dyed, very 
coarse grain, heavy skin. Used for working gloves and 
gauntlets where strength and softness are needed. 


Pelts—Hides and.skins in the hair as received by the 
tanner. 


Perch—A device used for softening leather. 


Perching—Softening leather over a moon knife or perch- 
ing machine. 


Pickling—Treating a skin after it has been delimed, 
bated or drenched with salt and sulphuric acid. 


Pigskin Sole—Pig skin tanned in chrome and bark or 
bark liquors and used for inner soles. Sometimes the 
grain is split off and used for pocket books and the split 
is used for insoles; 


Plumping—Softening and swelling of hide fibers. 
Plunging—Stirring up liquors. 
Puerine—An artificial bate. 


Puering—Bating with dog manure, or other bacterial 
agents. 


Re-Staking—Further softening of leather, usually done 
on dry stock. 


Re-Tan—To tan again. Re-tanned side leather is given 
a combination of chrome and vegetable tannages to give 
it strength, softness and resistance to barnyard acids. 


Roans—Sheep skins that have been tanned in sumac. 
In detail the process is similar to that employed for Mo- 
rocco leather. They are colored and given a boarded or 
diced figure. 


Roller Skins—Made from bark tanned lamb skins. Used 
by cotton spinners all over the world. There are only 
a few tanners who are successful in making the leather 
and those who can make it find ready sale for their 
product. 

The leather to be satisfactory must be level all over 
with a clear, perfect grain, free of scratches, pliable wi 
a certain firmness. A light color is essen 
natural grease removed so that the edges of the leather 
covering the roll can be cemented before slipping 
over the roll. If there is grease in the lea ,» cement 
will not hold. A perfectly smooth grain surface is re- 
quired or the cotton thread when it is drawn between the 
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rolls, one of which is covered with leather, will keep 
breaking. 


Russet—Means a light tan color. The word russet 
was originally used to refer to leather which had not 
—_= blackened or colored, but was left the. natural tan 
color. 


Russia Calf—Was originally tanned in Russia with 
birch bark. It is a high-grade calfskin, tanned with a 
vegetable tannage, which makes a fuller and more porous 
— than chrome, and birch oil is used to give it its 

or. 


Razor Strop Butts made from horse butt (rear end of 
horse hide). Tanned first in chrome, then in vegetable 
liquor. Grain buffed off, fat liquored. Makes the best ra- 
zor strops. 


Saddening Agents—Addition of substances during dye- 
ing to produce duller shades. 


Salted Skins—Skins cured in salt. 
Sammie—Half dry, damp. 


Satin Calf—A vegetable tanned side leather or veal from 
which the grain has been buffed and finished with a dull 
oil finish. 

Scotch Grain—Imported from Scotland and England. A 
heavy chrome tanned side leather with a light brown color. 
Has a very pronounced figure that holds. Does not pull 
out after the shoe is lasted, yet the leather is soft, but 
firm. Very popular for men’s fine, heavy and sport shoes. 


White Alum Sheep—Sheepskin tanned in alum, finished 
on the grain. Used for novelties, souvenir book covers, 
and also tanned the same and given a variety of beauti- 
ful bright colors for infants’ soft-soled shoes. 


Wool Skins—Sheepskins, tanned with wool on them. 
They are tanned in a number of different ways depending 
on the different uses to which they are to be put, either 
with alum, gambier or alum and hemlock bark. There are 
quantities of them cut into vests, workmen’s winter coats, 
also for dusters and wiping off leathers. 


Seal Grain—Seal grain is embossed on an India-tanned 
goat, or sheep, and used for bookbinding, as it is much 
cheaper than sealskin. 


Setting Out—Removing excess moisture and smoothing 
out the wrinkles. This operation is performed on a setting 
out machine. 


Shearlings—Sheepskins that have been sheared just be- 
fore the killing of the animal. 


Sheepskins—Sheepskins are used largely for shoe lin- 
ings, bag and trunk linings, etc. There are, however, hair 
sheep, called India sheep and Cabrettas, another variety 
of hair sheep which, chromed tanned, are being used quite 
extensively for shoe uppers, and when cut into uppers it 
is difficult to distinguish from kid, although the grain is 
not as tough as goat grain. 


Shrewsbury Grain—A proprietary name for an oil fin- 
ished grain leather, either veal or side. 


Side—Haif a cattle hide cut down the backbone. 


Side Leather—Leather made from hides that have been 
cut down the backbone. The side is then too thick for 
upper leather and is ordinarily split into two thicknesses 
by one of the most ingenious machines in use in the tan- 
ning industry, called a belt knife splitting machine, after 
the hair is removed. The grain or upper side is then fin- 
— into side leather and the under or flesh side into 
splits. 


Sig—A seasoning made of adhesive compounds (for 
harness leather). 


Skins—The leather trade use this term to the skins of 
small animals, such as goat, sheep and calfskins, to dis- 
tinguish from hides which refer to skins of full- own 
— and horses above 25 pounds in weight “green 
sa Le 


Skirtings—The outer parts of the hide such as shanks, 
bellies and necks. 


Skivers—The grain side of a split sheepskin used large- 
ly for li for cheap bags, trunks and suit cases and 
cheap bookbinding and hat sweats. Tanned usually in 


(Continued on page 31) 
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General view of new Sommer & Kaufmann store, San Francisco. This view was taken 
from rear of store looking toward the entrance. 


New West Coast Store a Model of Efficiency 


San Francisco, Cal., recognized as one of the 

leaders in the retail shoe merchandising field 
in the west, was recently enlarged and remodeled. For 
years the house has been up in the first rank when 
progressive shoe stores were considered and today the 
concern operates a most efficient store. 

The store has a generous frontage of 50 feet on 
Grant avenue, the busiest thoroughfare in the city. 
The front was remodeled in order to make a more 
inviting entrance and windows. 

One of the factors in making the entrance very 
impressive is an orna- 
mental facade. It ex- 
tends the length of the 
front. 

The windows are un- 
usually attractive and 
they flank a large island 
show case located be- 
tween the two doors in 
the vestibule. Black and 
gold marble is used as a 
base for the windows 
and island case. Win- 
dow backgrounds are of 
walnut. 

On entering the store 
one finds the hosiery de- 


= HE Sommer & Kaufmann store on Grant avenue, 


The new men’s shop on the lower floor. 


partment on the left. It stands out very conspicuously. 
Partly visible and invisible hosiery drawers are used, 
and attractive shadow boxes ane impressive. 

The color scheme of the interior is walnut and.green. 
Fixtures are finished in walnut. There are 150 indi- 
vidual chairs covered with an imported French mohair. 
Rugs are of a two-tone green and harmonize with 
the green in the color scheme. The lighter finish in 
the interior is of buff color. 


Men’s Section Below Main Floor 


The men’s section is on the lower floor. A staircase, 
carpeted in green, leads 
from near the main en- 
trance down into the 
men’s section. The same 
color scheme used on the 
main floor in the wom- 
en’s section is carried 
out here. There is a 
men’s hosiery section 
and a shoe shining stand. 
The surroundings in the 
men’s department are 
suggestive of those 
found at the club. Cigar 
trays are conveniently 
placed and the depart- 
ment is well lighted and 
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The splendid new children’s section at rear of store on right. 


W. L. Douglas Ill 


ventilated. The lighting system throughout the siore 
was changed in order to have fixtures of the most 
modern design to carry out an efficient daylight light- 
ing plan. A new type of glass is used which allows a 
daylight effect to permeate throughout the store. 

There are mezzanines in the front and rear. The 
one in front is devoted to the buying offices and has an 
archway opening overlooking the store proper. It 
makes a pleasing effect. General offices are in the rear 
and are well arranged. 

Early this year the firm opened one of the finest 
hosiery departments in the west. It was placed on the 
main floor, near the entrance, and immediately became 
a money-maker. 

The esprit de corps of the Sommer & Kaufmann 
organization is one of the great factors in the growth 
of the company. The employees held their annual out- 
ing at Canyon Park, Contra Costa county, late in July. 


Brockton, Mass.—On August 22nd, ex-Governor 
W. L. Douglas celebrated his 79th birthday. Unfortu- 
nately, he is confined to the Peter Bent Brigham Hos- 
pital where he is undergoing treatment. It had been 
hoped that he would be well on the road 
to recovery, and back in his home in 
Brockton for his birthday. Neverthe- 
less, everything is made very pleasant 
for the ex-governor and prominent 
shoe manufacturer. 

The directors of the New England 
Shoe and Leather Association sent 
out a magnificent bouquet, together 
with greetings and salutations, and 
many men in the trade made birthday 
calls upon him. 





BOOT AND SHOE RECORDER 


August 23, 1924 





‘THE Retait SHoz SALESMAN 


Getting More Shoes 
Sold Right 
ae ee 


Devoted to the Interests of that Great Army of Workers 
Which Personally Serves the Public 


Edited by ARTHUR L. EVANS, A.M. 
President of the Retail Shoemen’s Institute 


are maintaining educational and publicity 
work at an annual cost of from $300,000 to 
$500,000. 
It is good business for them to spend these 
enormous sums. How worthy is our own cause! 
No person in this industry who gives a mo- 
ment’s attention to this work can feel otherwise 
than that this is a tremendously worth-while 
movement. 
Listen to the words of Charles H. McIntosh 
of the Associated Advertising Clubs of the 
World: 


“The merchandising process can be likened to 
a tank in which all merchandise to be sold is 
poured. From this tank extends a pipe line, which 
represents distribution. The first section of the 
pipe, provided for the flow of merchandise to the 
consumer, may be called the merchandise broker. 
Then comes a joint which is transportation; suc- 
ceeding sections of the pipe line represent the 
merchandising service in successive order, of the 
wholesaler, the jobber and.the retailer. 

“But mark this: although your pipe line may be 
in perfect order to move your merchandise with- 
out loss of motion or time, there is no sale until the 
goods are in the hands of the people who wear 
them, eat them, or use 


(x: industries, by their combined support, 


are lost either by ignorance or inefficiency of retai) 
clerks. 

“What we have all been trying to do is increase 
the pressure on the tank. We can’t continue the 
pressure much longer or something will surely 
break. We must open up the tap. 

“We must help the retail clerk to sell more 
goods. Nothing else in the whole system of dis- 
tribution will help so much. 

“Retail clerks must be trained in their work. 
Courses in retail selling must be placed at the 
disposal of retail merchants and their clerks 
everywhere. This is a subject that can be taught 
and must be taught. Get the pressure where it 
belongs, not at the tank or in the pipes, but at the 
tap. Help the retail clerk.” 

His organization also officially says these 
things: 

“The education of the retail salesperson is one 
of the greatest needs of the day. 

“Practically without exception, retailing today 
offers a wonderful opportunity for the develop- 
ment of-greater efficiency in selling across the 
counter. 

“There is no need for arguing the desirability of 
better retail salesmanship. 

“The final point of contact between them and 

the public is the retail 





them up in some other 
way. All else is but a 
means to this end. 

“At the end of the mer- 
chandising pipe line is a 
tap. The tap represents 
the retail store clerk. 

“And here is the weak- 
ness of our whole system 
of distribution! For the 
tap, through which our 
goods must pass to the 
consumer, is only 45 per 
cent open. Inexperience, 
lack of interest and lack 
of training, clog the open- 
ing in the tap and shut 
off more than half of our 
possible distribution. 





salesperson. 

“No matter what the 
diameter of a pipe between 
two points, the fluid mat- 
ter cannot run in greater 
volume than the capacity 
of the faucet at the outlet 
—the final transfer of 
goods is in the hands of 
the retail salesperson.” 

Paul W. Ivey, professor 
of marketing at the Uni- 
versity of Nebraska, says 
this: 

“You may think it is 
the merchant or his buyer. 
But it isn’t. It’s the sales- 
man on the floor or behind 
the counter. Why ? 

“Well, you may think 








“Fifty per cent of sales 
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Your boss will sympathize with you 

and your troubles 
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that the boss marks the price on 
goods, but if a salesman doesn’t sell 
a garment at the original price you 
mark it, you mark down and down 
until they do sell it. 

“You must first interest them in 
the value of each garment; sell it 
to them first.” 





Concentrated Shoe .Manu- 
facturing Facts for Retail 
Salespeople 


I. 

1. Shoemaking is a world indus- 
try; all civilized nations make 
shoes in greater or less volume. It 
is an ancient craft, records of shoe- 
makers going back to remote an- 
tiquity. 

2. Up to about 1845 shoemaking 
was strictly a hand-craft proposi- 
tion; no machines of any kind 
used. About that time the inven- 
tion of the sewing machine started 
to revolutionize the industry, until 
today it is almost wholly a machine- 
made product. From no machines 
at all 80 odd years ago today there 
are about 500 different machines, 
great and small, used in all kinds 
of shoemaking. There are as many 
as 210 mechanical processes in 
making a single pair of certain 
types of shoes. Meanwhile the in- 
dustry has developed from a one- 
man proposition, through small 
groups working together, up to the 
present factory system, where as 
many as 5,000 hands are employed 
under a single shoe factory roof. 
Practically every important inven- 
tion in shoe machinery was by an 
American, most of them by New 
England men. 

3. The shoe and leather industry 
ranks fourth in the United States 
in the value of its products, which 
are about $2,500,000,000 a year; 
outranked only by agriculture, meat 
products, and iron and steel. Boston 
is the greatest shoe and leather 
centre in the world. 


4. There are about 1,400 shoe 
manufacturers, big and little, in the 
United States. These produce from 
a dozen pairs up to 125,000 pairs a 
day. 

In 1922 the shoe manufacturers 
of the United States produced 
about 350,000,000 pairs of shoes. 

5. These shoes are distributed to 
the people through about 1,000 shoe 
wholesalers, big and little, some 
doing a tremendous business all 
over the country and some operat- 
ing in a small way, locally; also 
through about 140,000 retail stores, 
big and little. 

Some manufacturers make shoes 
only for the wholesale trade, and 
some for both. 

6. To supply these manufacturers 
with necessary materials for shoe- 
making, there are about 700 tan- 
ners, making anywhere from a few 
dozen skins a day up to thousands 
of dozens a day. There are also 
over a thousand miscellaneous con- 








Problem No. 5 


The Recorder will give a two- 
years’ subscription to the retail 
shoe salesperson who submits the 
best answer to the Problem: 


“How Can the Retail Shoe 
Salesman Bring New Customers 
to the Store?”’ 


WINNERS OF THE JUNE 
PROBLEM CONTEST 


James D. McKinley of Mash- 
burn’s De Queen, Arkansas, is the 
winner of the June prize contest: 
“What is the difference between a 
Goodyear welt shoe and a McKay 
shoe>”’ Mr. McKinley is awarded a 
two-years’ subscription to the Boot 
and Shoe Recorder. Moe Galin, of the 
Charles Shoe Co., Bethlehem, Pa., 
wins the second prize and receives a 
one-year’s subscription to the Bool 
and Shoe Recorder. Mr. McKinley’s 
article follows: 

In answer to your Problem No. 4, 
“What is the difference between a 
Goodyear well shoe and a McK. 
shoe? They are somewhat diff 
constructed) first the shoe upper is 
lasted and the welt is attached to the 
insole and the upper by what is known 
as the inseam. Then after a filling is 
put between the insole and outsole the 
outsole is slitched onto the well around 
the outside of the shoe by a Goodyear 
stitcher. The McKay process shoe, 
after being lasted, is stitched with a 

cK machine straight through 
from the outsole to the insole catching 
the upper between the two with the 
same stitches. 

Some years ago McKay process 
shoes were stiff and uncomfortable 
and often developed a squeak when 
pat hae arg shoe ae has so 

ected this process thal now vei 
high-grade shoes are made by thie 
method and are very comfortable and 
serviceable. 
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Can you fill in these blanks? 


cerns which supply all sorts of other 
materials for the shoe manufac- 
turer, such as machinery, lasts, 
patterns, thread, fabrics, etc. 

7. Over 200,000 wage earners are 
employed in the shoe factories of 
the United States, and over 70,000 
in the tanneries. 


II. 


1. Shoe manufacturers in this 
country specialize, as a rule, on one 
kind of grade of footwear in a fac- 
tory. 

2. Some of the classifications are: 

. Men’s, 

. Boys’ and youths’, 

. Women’s, 

. Misses’, 

. Children’s, 
Outing, 

. Slippers. 

3. Other classifications which pre- 
vail in our factories are: 

a. Goodyear Welt type of shoe 

construction, 

b. McKay type of shoe construc- 

tion, 

ce. Turned type of shoe construc- 

tion, 

d. Stitchdown type of shoe con- 

struction, 
. Pegged type of shoe construc- 
tion. 

4. A shoe manufacturer in one 
factory therefore will determine 
just what he will make, such as: 

a. Men’s Goodyear welts, or 

b. Men’s MeKays, or 

c. Women’s McKays, or 

d. Women’s Turns, or 

e. Women’s Welts, or 

f. Children’s stitchdowns, etc. 

5. The differences in these types 
have to do with the way the bot- 
toms are attached to the uppers. 





Retail shoe salesmen are invited 
to write to this Retail Shoe Sales- 
men’s Department of the Boot and 
Shoe Recorder and tell us what sub- 
jects or problems you would like 
discussed in this, your department. 
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Turn on the Mental Juice 


Here you are, a retail shoe sales- 
man in a prosperous town or city, 
and hundreds, if not thousands, of 
possible customers who have never 
been in your store, who have never 
worn a pair of your shoes. 

What can you do to get some of 
these good folks into your store? 

This means opportunity for you 
—opportunity to put your shoulder 
to the wheel of your store’s growth 
—opportunity for you to get more 
business into the store to put more 
money into your pocket and to get 
ahead in life. 

You can do it by thinking—then 
acting as a result of your thinking. 

Tom Lipton, multi-millionaire tea 
merchant and yachtsman, was once 
a horse-car driver in New Orleans. 
Andrew Carnegie was a telegra- 
pher. Philip D. Armour was a farm 
hand. 

Turn on the Mental Juice. 





Personal Trade 


Nothing is better than a strong, 
personal trade. None of us can do 
better than to go out and work up 
more and more customers. Never 
overlook an opportunity to sow 
seeds that will bear fruit in getting 
more people into the stores. 
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The indifferent clerk is one of the 
greatest stumbling blocks to sales 


Advertised “Specials”—Plus 


It is important to try to sell a 
customer a pair of $9 or $10 shoes 
instead of, or in addition to, an 
advertised special at a considerably 
lower price. 


Let us clearly understand the real 
purpose of the advertised special: 
To attract customers, new and old, 
into your store so that you can have 
opportunity of showing them your 
line and proving that you give the 
best values and the finest service in 
your city. The advertised specials 
are, of course, always genuine, bona 
fide, and exactly as advertised; in 
no case shall you allow a customer 
to be disappointed in securing just 
what he or she expected from the 
advertisement—that is a point of 
honor and you must rigidly re- 
spect it. 

But, and this is the kernel of the 
nut—with all courtesy, use every 
effort to interest all such customers 
in the higher priced shoes, either in 
place of the special or as an addi- 
tional sale. We feel certain that you 
will not fail to think about this and 
take advantage of all the real op- 
portunities this situation creates. 





Lost Articles 


Whenever a person comes to your 
store and for any reason or no rea- 
son, fails to make a purchase, be 
sure to get the name and address 
every time. Put on sales slip the 
reason why the sale was lost. In 
the first place, this suggestion will 
result in increasing the mailing 
list; in the second place, the infor- 
mation will help your buyers and 
give all some ideas of benefit in 
overcoming or avoiding lost sales. 


Ads and the Man 


Advertising space in newspapers 
is expensive. In your ads the store 
talks to tens of thousands of peo- 
ple—everybody reads the news- 
papers. Your ads are in the name 
of your store, not in the personal 
names of the managers or owners; 
you are the store to the people. So 
when people come under the influ- 
ence of your advertising, whoever 
they see is the person back of the _ 
ads they have read, and must there- 
fore be fully ready to represent the 
organization. 

How can a salesman fittingly rep- 
resent the store before the people 
unless that representative knows 
what the advertisements say, al- 
ways, and knows exactly what they 
mean, where to find the goods, and 














Your manner of approach must fit 
the customer 


all about everything the announce- 
ments carry? 

You know where to get this in- 
formation if you are ever in doubt. 
The office is ready and eager to give 
you all needful information. And 
don’t wait until the customers come 
in before getting posted—prepare 
yourselves in advance of the neces- 
sity of utilizing this information. 


Four Months Left 


Four months left in 1924! The 
record of these few weeks will de- 
termine the record for the whale 
year—for the store—for each one. 
All races are lost and won in the 
rush to the finish line. All con- 
testants give their supreme efforts 
for that last thrilling struggle. Let 
us all rally every bit of our 
strength, our knowledge and wis- 
dom, our experience, our resources, 
and our spirit, so that the remain- 
ing weeks of 1924 will round out a 
glorious finish to the year! 


Seek and Ye Shall Find 


Particularly we hope that each of 
you feel that you can go to the 
members of your firm and to the 
managers with any of your trou- 
bles. If things are not going just 
right with you it is bound to affect 




















Tempt them with “‘specials’’4but 
sell them the higher priced shoes 
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These are records of shoemakers in 
remote antiquity 


the quality of your work. So, go to 
see the employer, talk it over with 
him—he’ll help you all that he can 
because he is deeply interested in 
your welfare. You know that trou- 
bles shared are halved, just as joys 
shared are doubled. 





He Disagrees 


Editor, “The Retail Shoe Sales- 
man”: 

I have recently read the article 
in “The Retail Shoe Salesman” of 
April 19 issue, written by Irving L. 
Greenburg. 

I cannot agree with Mr. Green- 
burg that a customer should never 
be turned over. - 

It is true, the customer is not 
always sold when turned over, but 
the salesman who takes the turn- 
over can, by using a little tact, get 
the customer’s interest and sell him 
six times out of ten, and the sale is 
usually made in a very short time. 

I have in mind a very loyal cus- 
tomer who was turned over to me 
last fall. I had just finished waiting 
upon a lady when the customer 
who had been trying on several 
pairs of oxfords had put her old 
shoes on and started out of the de- 
partment. I asked her if she found 
what she wanted. She answered 
that she had not, that we had noth- 
ing that would fit her. I asked her 
if she would give me five minutes 
of her time: She did, and I sold her 
the first pair of oxfords I tried on 
her, an orthopedic shoe at $9.00. 
That was nine dollars in the till 
that day that would not have been 
there had I allowed the lady to walk 
out without trynig to sell her. Since 
that time I have sold her three pairs 
of these shoes, proving that a turn- 
over can be sold and satisfied. 

Every turnover that is sold is not 
only extra business but extra free 
advertising. The turnover develops 
salesmanship. The salesman who 
turns the customer over usually 


listens to the arguments put up by 
the salesman who has taken the 
turnover and if the sale is made 
you can rest assured that he will 
benefit by it. 
Very truly yours, 

A. S. ADAMS, 

Mor., Shoe Dept., 

for D. K. Moses Co. 

Sault Ste. Marie, Mich. 





Some Facts, Ideas, Sugges- 
tions and Reasons To Use 
in Helping You Make 
Extra-Pair Sales 

1. After a hard day’s work or 
play—at the office, in the home, 
about the streets, at the beach, 
ete., you naturally feel tired. Try 
this at the end of the day, before 











If he is not courteously received he 
will be ill impressed 


dinner: Remove the all-day shoes 
and stockings and put on fresh 
ones. This eases the irritated condi- 
tion, opens up the more or less 
clogged foot-pores, provides wel- 
come relief. 

2. Shoes require rest, the same 
as people and machines. Much bet- 
ter and longer service. Reduces 
footwear cost. 

3. No other article of wear is in 
such a constant and hard use as 
shoes. Shoes are worn on the aver- 
age 16 hours a day. Change shoes 
at least every other day. You will 
be surprised to know the satisfac- 
tion and money saving when you 
change shoes at noon. Certainly, if 
possible, the shoes should be 
changed at -nightfall. Every. time 
you change shoes you save money. 

4. Two pairs of good shoes worn 
alternately will give you double the 
satisfaction and comfort and 100 
per cent more wear than four pairs 
of cheaper shoes, each pair worn 
until used up. 

5. When you have worn a pair of 
shoes for a day, perspiration has 
been absorbed by lining and leather. 


Air oxidizes and carries off this 
perspiration—but it takes time, at 
least a day. 

So, put on another pair next day 
—leaving the first pair on shoe 
trees to dry out. Two days’ rest will 
be better. Have three pairs 6f 
shoes. Wear one pair a day and let 
them rest two days. Keep alternat- 
ing in this way—one day’s wear, 
two days’ rest. 

6. Experience and actual tests 
prove that it is real dollars-and- 
cents economy to have several pairs 
of shoes in action instead of a sin- 
gle pair worn daily until used up. 
Several pairs worn alternately will 
outwear from 25 to 50 per cent 
more pairs worn daily until dis- 
carded. 

7. Give shoe linings a chance to 
dry thoroughly. Linings absorb foot 
moisture. Air oxidizes this mois- 
ture in the linings and carries it 
off. If left in, the linings will rot. 
Let shoes stand on forms every 
other day at least. Two days’ rest is 
even better and surer. 

8. The way to figure the cost of 
your shoes is on a cost-per-day 
basis. Cost of the shoes divided by 
the number of days of service, gives 
you cost per day. If a pair of shoes 
are worn alternately with one or 
more pairs, each pair will give you 
from 25 to 50 per cent more days’ 
wear. This saves you real money. 

9. Shoes for street wear, house 
wear, sports, dancing, full dress, 
semi-dress, tramping, riding, loung- 
ing—a style for every occasion and 
every need. 





“Walk —” 


“The first care of a man settling 
in the country should be to open 
the face of the earth to himself by 
the art of taking a walk. This will 
draw the sting out of frost, dreari- 
ness out of November and March 
and drowsiness out of August.”— 
Ralph Waldo Emerson. 











Don’t let the customer go until you 
get his name ara address 
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Merchants All Over the Country Preparing 
for Shoe and Leather Week 


Officially Endorsed, Also, by Bureau of Foreign and Domestic 
Commerce at Washington 


September 15-20, under the auspices of the 

allied organizations of the trade, has received 
the cordial official endorsement of that section of the 
Department of Commerce which is most closely con- 
nected with this industry. 

Writing from Washington under date of August 
18th, Mr. Arthur B. Butman, Chief of the Shoe and 
Leather Manufactures Division of the Bureau of For- 
eign and Domestic Commerce, says: 


yi HE proposed National Shoe and Leather Week, 


Endorsed by A. B. Butman 


A Good Lead to Follow 
“In the matter of presenting the merchandise, or 
selling, I know of no better plan to follow than that 
represented in the recent propaganda put over by the 
men’s factories and the men’s shoe buyers—‘Shoes 
for Occasions.’ This teaches the customer what to 
buy and for what purpose. The salesman should be 
thoroughly instructed in the various types of shoes 
for different occasions, so that he can make sugges- 
tions to the customer. Instead of merely telling the 
customer that he ought to have another pair of tan 
shoes, or another pair of black shoes, 





“T endorse most heartily the move- 
ment inaugurated to hold a National 
Shoe and Leather Week, September 
15-20, 1924, and believe that it will be 
a great stimulus to our footwear and 
leather industry, with resultant bene- 
fits all along the line.” 

Mr. Butman is keenly interested in 
the welfare of the American shoe 
trade, both domestic and foreign, and 


Shoes 


are important / 


he is then in a position to make an 
intelligent suggestion, for instance, as 
to the proper sport shoe for the coun- 
try club, or the shoe for forma! 
evening wear. The more this is done, 
the more it will help all retailers sell- 
ing men’s shoes.” 





New Buying Methods Dis 





his official activities at Washington 
are well known and highly appreciated 
throughout the industry. He makes it 
a point to attend all of the important 
trade expositions, style revues and 
conferences, and is particularly inter- 
ested in the “Shoes for the Occasion” 
campaign. 





in fact, one of the 
most important 
parts of your 
apparel 


You must have 
“The Right Shoe for the Occasion’ 


cussed at the Wisconsin 
Convention 
(Continued from page 17) 


of tan shoes worn was fully 60 per 
cent. How can the evening black shoe 
campaign go over when the shoe men 
themselves won’t take to it? 


Hosiery to Blend—Not Match 











Boston Merchants Busy 


Retail shoe merchants throughout 
the country already are making prep- 
arations to suitably observe the 
National trade week. The observance will fit in 
naturally with the “better dressing” movement—“from 
hats to shoes”’—that is now under way throughout 
the country. “Dress well and succeed” is one of the 
many slogans under which this timely campaign is 
being waged, and it may be assumed that no branch 
of business will benefit more from it than the shoe 
trade. 

Boston retail shoe merchants have organized a 
special committee to push the National Shoe and 
Leather Week idea in that section, and the trade there 
has adopted a uniform window-card with a simple 
but artistic two-color illustration. 

“Shoes are important! In fact, one of the most 
important parts of your apparel. You must have the 
right shoe for the occasion.” 

In writing on this subject, a well-known retail shoe 
merchant of Philadelphia recently said: 


Window card to be used by 
Boston merchants during Shoe 
and Leather Week. 


A good thought was expressed in 
selling hosiery to blend in color 
scheme rather than to match. This 
gives a greater opportunity for both shoe and hosiery 
selling. In parts of Wisconsin merchants say conditions 
are very good—all things considered. Main street 
stores are holding their own, or showing a 10 to 20 
per cent increase over a year ago. 


Crops Hurt by Storm 


The rainstorms have just about ruined what oats 
were ready to cut in this section, leveling many corn- 
fields and injuring the wheat. It wasn’t an ordinary 
rain, but successive violent thunder storms. Many of 
the roads were put out of condition. In some sections 
rowboats were needed in the business section. Despite 
all this, merchants are keen for a good fall business, 
and are starting it in the shape of pre-season showings 
at the country fairs and grange meetings. The thought 
is, “Never mind the weather. We’ve got to get the 


business.” 
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The Shoe and Leather Lexicon 


(Continued from page 23) 


sumac and finished in many beautiful colors. .The flesh 
side is used for chamois. 


Skiving—Removing the superfluous flesh from the flesh 
side or separating the grain from the flesh. 


Sorting—Separating finished leather into its different 
sclections or grades. 


Slicking—Setting out the leather by means of a slicker. 





Slunk—An unborn calf. 


Smoked Elk—A soft chrome-tanned cow or steer hide 
for work or athletic shoes; strong and tough and stays 
soft. Hung in a smoke house to give it a color imitatin 
the Indian tannage, called Elk, because it resembles El 
skins in appearance. Real Elk is tanned for heavy gloves 
for foundry work. 


Snuffing—A light buffing on the grain side. 


Soaking—Washing hides with water to remove dirt, 
blood and salt, previous to putting in lime. 


Sed Oil—A product obtained by neutralizing the wash- 
ing from chamois leathers. 


Sole Leather—Heavy leather for the soles of shoes. For 
this purpose the hides of the largest cattle are used 
(weighing 50 pounds and over), and the whole hide sub- 
stance is tanned. 


Spanish Grain—Cowhide tanned with a combination of 
bark and other vegetable tannings, such as hemlock, oak, 
Quebracho. Has the full grain of the hide and is the best 
grade for upholstering leather. Used for covering chairs, 
ete. Finished with a paint made of linseed oil and a pig- 
ment which is brushed on the grain and allowed to dry. 


Spew or Spue—A white or grayish deposit which some- 
times appears on the grain of finished leather. A chill 
will sometimes bring it out and it will disappear with 
heat. It can be easily wiped off. 


Splits—That portion of the hide that remains after the 
grain has been removed. Cattle hides are split into two 
or more thicknesses in order to reduce the leather to a 
weight suitable for use in the uppers of shoes. This opera- 
tion is performed on a belt knife machine in which the 
hide or side is run through between rollers which force 
it against a keen belt knife kept sharp by running against 
a carborendum stone, a gauge being set to regulate the 
thickness of the grain side which comes through level all 
over. Any unevenness remains in the split which often 
has to be leveled out again before it is finished into wax 
finish for cheap shoes or a variety of ooze or suede fin- 
ishes for shoe linings below tongues or more recently 
they have been given a variety of beautiful colors and 
made into fancy slippers and tops for rubber-soled shoes. 


Stoning—Smoothing down leather by rubbing a stone 
over the surface. 


Stoning Jack—A machine provided with a stone for 
smoothing leather. 


Stripping—Consists of cutting sole leather into strips 
wide enough to cut soles from, all of equal length. 


Striker—A substance applied to leather to get the color. 


Strap Leather—Cowhide tanned like case leather and 
split to a heavier weight used for suit case straps. Comes 
in various thicknesses, the heavier being used for trunk 
straps, arch supports and lambs-wool soles. 


Struck Through—The hide is struck through when the 
tan liquor has penetrated the hide. 


Suede Finish—A method of finishing leather with a 
soft velvety nap. The word suede is French for Swedish. 
This velvet finish is supposed to have originated in 
Sweden, and was originally finished on a kid skin, not 
calf. The process involves buffing, or scouring the flesh 
side of a chrome-tanned calfskin, on an emery wheel, un- 
til a fine nap surface is obtained. This makes a very 
popular leather, finished in black and a variety of beauti- 
ful browns and grays. A good suede finish is also ob- 
tained on a small cow side by buffing the grain off 
until a good nap is obtained, then finished like the calf. 
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Sumac—The leaf of a tree, largely grown in Sicily, 
which contains 30 per cent of tannin. 


Sweating—A natural process of putrefaction brought 
about by storing hides in a warm, damp atmosphere, so 
that natural bacterial growth will loosen the hair. 


Tale—Magnesium silicate or French chalk. 


Tan—Any material that will prevent putrification of 
hide substance. A yellowish brown color. The word tan 
is derived from a word found in both old Norman-French 
and German, meaning oak or oak bark. 


Tannage—The process of converting hide substance in- 
to leather. There are four principal tannages. Oak—In 
which the hide is hung in a solution of oak bark. Hem- 
lock—In which the hide is immersed in a solution of hem- 
lock bark. Union tannage is a combination of oak and 
hemlock, and Chrome tannage, where the hide is tanned 
with bichromate of potash and dilute muriatic acid. 


Oak tanned leather has a light creamy color, is firm, 
yet flexible. 


Hemlock is red in color and can be easily distinguished, 
unless it has been put through a bleaching process to 
make it resemble oak. 


Chrome is the strongest and lightest sole leather. It 
is slippery and porous and has a rough edge. Used for 
outing and athletic shoes. Sole leather, made from green 
salted, are the best. This country does not produce nearly 
enough cattle hides for our wants. We import quantities 
from South America. 


Tawing—Curing or treating skins with salt and alum. 
This process is used in preparing furs and fur rugs. 


Toggle—A special hook used mostly to fasten leather 
into frames to dry it after they have been given the 
different coatings for patent leather. 


Trimmings—tThe useless parts of the raw hide which 
are cut off and used for glue and gelatin. 


‘ Twaddle—An arbitrary scale for getting the density of 
iquor. 


Undressed Mocha skin of hair sheep of Arabia, Persia, 
and Northeast Africa. Derives its name from the port of 
Mocha, Arabia. Alum tanned and treated with egg yolk, 
flour and olive oil. Because of imperfections, the grain 
is buffed off, dipped or dyed in a drum to color both sides. 
Is very durable. Used in the finest undressed gloves. 


Unhairing-Dehairing — The mechanical removal of 
loosened hair after the action of the line. 


Union Harness—Tanned with a combination of oak and 
hemlock bark liquor. The whole thickness of cow or 
steer hide is used. Stuffed with grease to render it 
pliable. The grain partly removed by hand, then blackened 
and brushed. Used for harnesses. 


Union Sole—Tanned with a combination of oak and 
hemlock bark liquors. Not quite as firm as oak sole. Used 
for women’s and@ better grades of men’s soles. Varies in 
color, according to the amount of oak and hemlock used. 


Velour—French word meaning velvet. Proprietary 
— for a soft semi-bright finish on a calf or side 
eather. 


Vici—Proprietary name for a chrome-glazed kid. This 
name has come by general usage to mean to many, all 
chrome-glazed kid, but is the product of only one, but he 
was the first to produce it. 


Viscolize—To render waterproof by a patented process 
that combines emulsified oils and glycerine. Sole leather, 
made waterproof by this method, is used in hunting and 
sporting boots. 

Wallaby—A small animal of the kangaroo family, na- 
tive of Australia, and, like the kangaroo, is fast becoming 
extinct. The skin does.not make as high-grade leather as 
the kangaroo. 


Wax Calf—Calk skin, finished on the flesh side, as wax 
or French calf. Originally tanned with vegetable tan- 
nage, but of recent years tanned with chrome and vegeta- 
ble tannages, and finished on the flesh side by waxing 
with a mixture of lamp black waxes, flour, oil, soap, glue, 
etc. An excellent-wearing leather, and was the earliest 
method of finishing calf skins. It has now been mostly 
superseded by grain finished. 
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THE MINIATURE RECORDER 





*‘Getting More Shoes Sold Right” 





Miniature, Yet Big Enough to Keep You Informed on What Is Presented 


in This Issue—and Other News| 





English Styles Ahead 


New York—Reports say the 
Prince of Wales is coming to see 
the British American polo games, 
on Long Island, in September. It’s 
a forerunner of a larger interest 
in English styles in footwear. 


Checkered Velvets 


Brooklyn, N. Y.—New velvets for 
fall footwear are of miniature 
checkerboard patterns in black and 
white and colors, too. 


1,000,000 Steps 


Boston, Mass.—A sole leather 
firm here figures that the average 
person takes 1,000,000 steps in six 
months. It used to be that shoe- 
makers reckoned that the average 
person takes 1,000,000 steps in 
three months. Some retail shoe 
salesmen think they take that num- 
ber of steps on one busy Saturday. 


A New Edge 


Brockton, Mass.—Something new 
in men’s shoes is a thick edge, fin- 
ished with fine corrugations along 
its length. 


Slim Shanked Welts 


Lynn, Mass.—Shoe experts here 
have developed a method of making 
welt shoes with slim shanks, close 
and thin of edge. Samples of welt 
shoes, made by the new method, 
look so much like fine turns that 
some buyers, judging them from 
their edges, take them for turns. 


Praises the Pacific Coast 
Trade 


Lynn, Mass.—Alexander E. Lit- 
tle, president of the Sorosis Shoe 
Co., has returned from a trip across 
the continent. He says that there 
are great markets for the sale of 
the finest types of footwear along 
the Pacific Coast. 


Pencil Stripe Welting 


A novelty welting has a patent 
finish in pencil stripes of black and 
white. 


Pollywog Grain 


Peabody, Mass.—Pollywog grain 
is among the new finishes here. It’s 
the grain of a young frog. 


Ten-Ton Machine 


Peabody, Mass.—Thayer, Foss 
Co. recently set up a new machine 
for putting out leather. It weighs 
ten tons, and it’s the biggest ma- 
chine seen in “The Leather City.” 
They took out a section of the wall 
of the factory to get the machine 
inside. 





Shoes by Airplane Mail 


A transcontinental trans- 
action in shoes, handled by 
airplane mail, is recorded as 
follows: A shoe merchant in 
Los Angeles mailed a pair of 
white kid strap pumps to 
A. E. Little & Co. Lynn, 
Mass., with an order to dupli- 
cate them for a customer. The 
postmarks show that the 
shoes were mailed at Los 
Angeles, July 24, at 1 P.M., 
and arrived in Lynn, July 26, 
at 10 A.M. The time for the 
transcontinental journey was 
45 hours. The new shoes, after 
they were made, were mailed 
back the same day. Presum- 
ably, the time was 45 hours. 
That makes 90 hours for the 
passage of the shoes back and 
forth across the continent. 











The Seventh City 


Manchester, N..H.—Manchester 
is the seventh shoe manufacturing 
city of the country, according to 
figures prepared by the Chamber of 
Commerce. Its production is $50,- 
000,000 annually. 

Miss Fay, secretary of its 
Chamber of Commerce, is arrang- 
ing for a Manchester exposition, 
which will feature Manchester 
styles in footwear, textiles, cigars 
and other products. Manchester 
claims to make more brushes for 
sltoe factories than any other city 
in the world. 


8,000 Pumps 


Eight thousand pairs of gore 
style dress pumps of patent leather 
for men have been sold by one firm 
to a shoe merchant during the past 
year. 


Inlaid Patent Leather 


Boston, Mass.—Some patent 
leather, recently brought here from 
abroad, looks as if it had been 
coated with gold, and inlaid with 
small figures in black or other 
colors. It is as dazzling a leather as 
has been seen for many a day. 


Selling Kid Shoes 


Lynn, Mass.—Williams, Clark & 
Co. are booking orders for plump 
kid shoes in pump, oxford and boot 
styles. 


Flowered Suede Kid 


New York—Suede kid in blacks 
and colors is coming from France. 
It is beautifully adorned with 
flowers in colors. 


’Gator Gores 


Alligator gores, or elastic web- 
bing, finished to look like alligator 
leather, are being tried. Also lizard 
gores. 


Shined in Tannery 


Peabody, Mass.—A new idea 
here is to wax leather, and polish 
it up with a felt roll, to get a 
high shine on it, like that which 
the bootblack brings up when he 
shines shoes in his parlor. 


Sport Oxfords 


Milwaukee, Aug. 21—For sport 
wear, low-heeled, tan calf oxfords 
are going well. The crepe-soled 
oxford on women’s styles is being 
used more for golf than anything 
else. 

The trend toward light tan 
shades in men’s oxfords is more 
pronounced as the summer season 
advances. 
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FOR THE BUYER'S GUIDANCE 
SchmioLr. Crie Giain ano Golf Grain 
in the stylish colors for golf, 
sport and dstieet shoes 
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ST. LOUIS ——~ Zhe Worlds ShoeXarket 


“Frances” 
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Louis’ Fashion Pageant a 


Laboratory for the Selection 
of Quick Selling Styles 


(URE beautiful- pumps and oxfords on the 


runway of the St. Louis Fashion Pageant 

were studies in contrast with either the dress 

or the hosiery with which they were worn. One 

model wore a black gown with silver pumps, and 

another a pink dress with black suede, and so it 
went. 

But if the Pageant runway’s exhibition of shoes 

is a forecast of the coming season, why then a 

startlingly unexpected number of suedes of the 

airedale type and tan calf styles will be worn. 

Brown satins are not missing, either. These num- 


WALTER PICKETTS 
Brown Shoe Co. 


bers seemed to be worn mostly to match the light 
tan and brown coats, which predominated, on the 
theory that shoes can’t contrast with a coat as well 
as they can with a dress. 

The lattice-work type of cutout and the pump 
with a novelty strap effect took first place in the 
modelings. Next came the comparatively plain 
pump, and fourth the novelty oxford. Again and 
again a lattice-work cutout-that formed a semi- 
circle around the top of the pump appeared. The 
cutout of many of these spread considerably, and 
was frequently aided by a tie. Often the cutout of 


JACK WINKLER 


Hamilton Brown Shoe Co. 


These two gentlemen played a very important part 
in the Fashion Pageant. They were on the job through- 
out each performance, making certain that every pair 
of shoes was carefully fitted and in proper harmony 
with the model’s entire costume before she stepped 
forth for public endorsement. 
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F 165. Patent Lace Gray Quarter 
Patent Fancy Collar Footshaping Last 
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F 166. Same in Nut Brown Calf, Field Mouse Quarter 
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a novelty pump was confined to the strap, and a smart 
appearance achieved. Straps were by no means simple strips 
of material. They frequently interlaced and braided, and it 
was hard to decide if some of the pumps were straps or cut- 


strap 
whic! 
defin 
by s 



























outs. made 
Many of the coats and some of the dresses were in light Sir 
tan and brown shades, and this seems to be the only reason that 
forthe number of tan and brown calfs and suedes shown. with 
Black satins were most numerous, but black patents came line 
closely second. man 
Almost 30 per cent of the women’s shoes shown on the orna 
‘Pageant runway were spike-heeled straps. The spike heel TI 
seems to have developed into one of the big features of fall from 
footwear, and is being played strongly in many St. Louis prac 
novelty lines. It differs from the plain Spanish heel in that simy 
it drops more perpendicularly, with less of an inward curve. freq 
Spikes were more in evidence than were Cuban heels. A fron 
flat-heeled oxford appeared about once every two prome- ther 
nades. rath 
It was extremely difficult to draw the line between straps pass 
and cutouts at times. Cutout straps and strap cutouts and mah 
some that must have belonged between were frequent in the pera 
procession. Variations of a spider style of instep cutout were sent 
in the last category. These sometimes brought several G 
Son 
‘ but 


HAMILTON-BROWN SHOE CO. 





JOHNSON, STEPHENS & SHINKLE 
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BUCKLES sy ABE MANHEIMER &CO 
SHOES sy BOYD-WELSH 
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sMart straps together in a buckle at the center of the instep, from 
strips which they spread like a spider’s legs. And sometimes a well- 
nd it defined single strap was crossed from two or three directions 
- cut- by strips that approximated a wide cutout. These styles 
made an extremely smart appearance. 
light Simplicity dominated the shoe styles to such a degree 
ants that many of the pumps were of the simple opera style, 
Own. without cutout or ornament, except an occasional stitch 
ame line perforated to show a contrasting color beneath. On 
many of the pumps, a plain leather bow or a small sparkling 
the ornament formed the only decoration. 
heel The oxfords, however, showed a greater desire to depart 
fall from the plain tailored effect than did the pumps. For 
~ practically none of the former were content to follow the 
, ™ simple line. A criss-cross, or lattice-work cutout, was a 
eur frequent feature of the oxfords. This generally extended 
LA from the instep back to half way around the shoe, and far- 
_ ther. Laces were an important feature of these styles— 
. rather large wide laces, with ends fringed open like flowers, 
bia passed through four eyelets. Southern tie oxfords, which 
es make quite a feature of the tongue because of their exag- 
. . geratedly abbreviated brogue effect, had numerous repre- 
ss sentations. 
ral 





Goring was a strong feature of the Pageant footwear. 
Sometimes it was concealed by buckles, bows and tongues, 
but often it served as an ornament to the shoes. 








CENTRAL SHOE CO. 









BOYD-WELSH SHOE CO. 









MSELROY- SLOAN SHOE CO. /@. ~ SHOE SPECIALTY MFG co. 
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“THE DIANA” 
Made in:All Popular Materials 
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“THE DORIS” 


No. 7483— Black Satin Gore 
Pump, dull calf trimmed silver 
beaded goring, flexible single sole, 
16/8 satin-covered Spanish heel, 
160 last. 

4to8A 3t0o8B 2%to8C 

Price $4.85 
Immediate Delivery 
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Seasonal Sensations 


SHOWN BY TOBER-SAIFER 


IN STOCK 


READY TO 
SHIP 


6958—“POPPY,” Patent chrome, field 
mouse kid lacing on vamp and around 
throat and collar. HN corded, 
field mouse lined. High grade flexible 
sole. Made over a brand new, full-toe 
last, carrying a 12/8 celluloid wood- 
covered box heel. newest 
sensation, A-B-C widths. 24% to 8, $4.75 
ee — 5 as a in Russ’ 

ca. . 


6960—BILLY, Patent chrome, patent = 3310—“BOXIE,” Patent chrome, cut-out front 
pane fe HR a ee lined. and quarter, imitation, perforated and stitched 
ora’ exac us ; Exactly as illustrated. Gray lined. Flexible 


High grade flexible sole. Made over a brand new Mokay sele. Made over'a new New York las 
W | I 4 . t, 
last, 2%4-inch vamp, carrying a 16/8 Spanish ONDERF 2%-inch vamp, carrying a 16/8 Spanish celluloid 


celluloid wood covered heel. Fifth Avenue’s latest wood covered heel. A fast seller. B and C widths. 
8 


craze. A-B-C. 2% to 8 .. $4.50 
6961—Exact style as above, in black satin, black VALUES Senn a “st ey 
° -- yle as above, in black satin, black 
satin rope-platted straps $4.50 ooze front, quarter and strip tip 3.85 
3312—Style as above, in patent, 13/8 wer | 

75 


heel 
331 3—Style as above, in satin, 13/8 wer | 
heel $3.7 


6954—BUDDY, Patent chrome, tailor bow 6956—BOBBY, Patent chrome, cut-steel beaded 
pump, cut-out apron as —- French corded, gore pump, cut-out throat and collar, full French 
field meme ad ‘new sfifeinch Ya ible sole. oss corded, field mouse lined rdapinck vam flexible sole. 
- vam — Py Made over a brand new nch vamp, carryi 
16/8 — cellulo’ finch, amp. 16/8 Spanish celluloid covered heel ; the last word 
in style. A-B-C. 2% to 8 $4.5 


hit. A-B-C. se 
6955—Exact ry as above in all-over black ooze e007 Exact style as above in biack satin, Black 


$4.85 ooze collar 


TOBER-SAIFER SHOE CO. 


Manufacturers and Distributors 
Novelty Footwear In Stock 


1312 Washington Avenue St. Louis, Mo. 
Neen M MeL US LLL DLP bo 
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\ 
Mr. Herbert N. Lape 


THE JULIAN & KOKENGE CO. 
CINCINNATI, OHIO 


‘“*JUDGE IT BY ITS USERS’? 
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To HERBERT N. LAPE 


Mr. Herbert N. Lape, 
The Julian & Kokenge Co.., 
Cincinnati, O. 


My dear Mr. Lape: 


You have a reputation of knowing what you want, and not being 
satisfied with anything short of your standards. 


We are always glad to present New Castle HAVANA BROWN 
KID to shoe men who know what they want, for the very good reason 
that it has always averaged very highly in satisfying their require- 
ments. 


We regard your own long-continued approval of our leather as most 
gratifying evidence of what a man of uncompromising quality ideals 


thinks of it. 
Sincerely yours, 


NEW CASTLE LEATHER CO., INC. 


c 


President 


NEW CAL LE KID 
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The Famous 


WEBER (4 


Style 987—Light Tan 
Eric Boarded Calf No. 
97 Lace Oxford. 
Bleached Calf Lining — 
Single Oak Sole—Na- 


WE BER Union tural grain finish—Mo- WEBER standards 


hawk (combination) 
Made Shoes mean Last. are never changed 
‘ , , PRICE $4.75 : 
everything to retailers in Terms: 2% 30; to meet a price. There- 
these days when better Net 60 days fore you can always 
value at popular prices rely on them to deliver 
is the prevailing demand. consistent service and 


satisfaction. 


Made to retail at $5.00 to $7.50 


WEBER BROS. SHOE CO. - - NORTH ADAMS, MASS. 


New York Office: H. Harris, 1328 Broadway, Marbridge Bldg. 








MEN 


Boys’ Goodyear Welts Carried In Stock 


Makers of Boy’s Shoes For Over Eighteen Years 


HARRISON SHOE COMPANY 


EVERETT, MASS. 








Boston Office: 
204 Albany Bldg. 


Terms: 
5% 10 days 
2% 30 days 


No. 59—Light Tan Bal. All Leather, “Wingfoot” No. 82—Tan Calf Blucher. All Leather, “Wing- 
=. : E Widths in Stock. foot” Heels. D & E Widths in Stock. 


Other grades in Soosvesss, from $2.60 to $3.35, Also McKays in Stock from $2.00 to $2.35, 


le Gents’. Boys’; $1.60 to $1.95, Little Gents’. 
Send for Price List of Complete Line 


Boys’; $2.15 to $2.75, Litt 
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Shoes 


Women Accusto MED TO 
Woe Fine Feoraleen 
Keatty LIKE WareCrorr 


OHOES. 


Watk-Croft, 


SMART SHOFS FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
A? THEIR FACTORY IN BOSTON 








+ 
a 
/% 





PICK A. GOOD UNE AND STICK TO IT 


Copyright, 1924, Bancroft Walker Co. 
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LITTLE JOURNEYS, TO AND FROM FAMOUS PLACES | 


ge 
_ are, 








Massachusetts Gener al Hospital—one of the oldest and most famous 
institutions of its kind in the country. The use of ether as an anesthetic was first demonstrated 
in this building. Boston has made many contributions to man’s comfort and well being, 
among them our nerve-sparing rubber heels first manufactured forty years ago under the 
name “Policemen’s Lifts.” 


BO WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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There’s Style in Gaiter Models for 


Rubber Companies 


when there was very little or 

no style in gaiters. All gaiters, 
whether for men or women, were 
made on the same pattern. The 
familiar four-buckle model, fasten- 
ing with clasps, was the standard 
style. And when the wearer desired 
to incorporate a little swagger, he 
merely forgot to fasten the clasps 
and allowed the gaiters to flap. This 
idea was developed at colleges 
where students hurried from class 
room to class room, and using the 
gaiter for only a brief hike, hastily 
slipped the foot covering on with- 
out buckling it. 

In sharp contrast to the lack-of- 
style period of recent years, today 
there are a number of styleful 
gaiters on the market. Style in 
gaiters is just as prominent a part 
of that foot article as is style in 
women’s shoes. And the utilitarian 
qualities of the gaiter are just as 
sturdy. 


Gaiter Demand Has Quadrupled 
It is only to be expected that the 


1: was only a short time ago 


Winter Season 


Place Smart-Looking Patterns on Market for 


Cold Weather Period 


rubber manufacturers should de- 
velop the style game in gaiters in 
order to keep parallel to the styles 
in women’s footwear. It is esti- 
mated that within the past few 
years the business on women’s and 
children’s gaiters has quadrupled. 
Men have also been ever so much 
more eager to favor the gaiter than 
the rubber. The fact that both men 
and women have worn low cut 
shoes extensively in recent years 
has also given impetus to the gaiter 
demand in retail shoe stores. Low 
shoes offer no protection to the 
ankle and in stormy weather the 
gaiter is ideal. 


It was about 10 years ago that 
college students discovered a new 
style “wrinkle” by allowing their 
buckles on gaiters to flap. This 
style, however, developed into an 
inconvenience inasmuch as the 
buckles flapped and impeded to 
some extent walking. Subsequently 
new styleful gaiters were tried and 
marketed successfully. They over- 
came the objectionable flapping 








This well arranged window is a display by the Tuttle Scott Co. of Dayton, 
Ohio. Colors are grouped and hosiery has been featured in a front section. 


and added more style by decorative 
features. 

Models for the 1924-1925 winter 
season are just as efficient from a 
utilitarian point of view as in 
former years, yet keep pace with 
the style age in leather shoes by 
reason of their styleful characteris- 
tics. 

Many Smart-Looking Patterns 


Retail shoe merchants will have 
no difficulty in selecting a stock of 
smart-looking gaiters for the com- 
ing season. The prominence given 
the new models does not mean the 
serviceable four-buckle gaiter is 
passing out of the picture. It’s the 
standard model for men and many 
women will ask for it. ’ 

Names and makers of the style- 
ful gaiter patterns are: “Radio 
Boot,” Cambridge Rubber Co.; “Oh 
Boy,” Converse; “Astrakan,” Hood ; 
“Cavalier,” United States; “Er- 
mine,” “Polar Bear,” La Crosse 
Co.; “Zipper,” The B. F. Goodrich 
Co.; “Sheba,” Firestone Apsley 
Rubber Co.; “Domino,” Converse. 





Lotus Men Visit 


Lynn, Mass.—F. M. Bostock, 
chairman of the board of directors, 
of Lotus, Ltd., English shoe manu- 
facturers, was among the recent 
visitors here. He was accompanied 
by John Peck of Sydney, Australia, 
representative of Lotus, Ltd., in 
Australia, and J. F. Toomey of 
Boston, American representative of 
the same firm. 

John J. Heys, superintendent of 
the United Shoe Machinery Co. 
shops at Beverly, tendered them a 
dinner at the Tecesco Club. 





Failures in Germany 


Washington, Aug. 21—In May 
the general crisis in the German 
industry and trade was shown 
clearly in the leather branch by 
numerous companies going into re- 
ceivers’ hands, and declarations of 
bankruptcy, according to a report 
received by the Department of 
Commerce, from Consul General 
Dumont, reporting from Frankfort. 
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You Can Easily Fill in 
Store Stock 





Sure-Trip and Sure- 
Quad for Shoe Stores. 


Stock Fill in. 
Perpetual Inventory. 


Purchase Orders. 


Simple Statement Sys- 
tem. 


Delivery Receipts. 


Combination of two or 
more of these records 











Filling in stocks to keep them complete 
at all times is a problem that causes a lot 
of trouble in many shoe stores. 

One of America’s most successful stores, 
with the aid of one of our representatives, 
developed a simple idea which eliminated 
the problem. 

This is the idea. Every time a sale is 
made in the store the clerk writes it on a 
Sure-Quad Book with no more effort than 
the ordinary duplicating book requires. 
Three copies, joined together, provide all 
necessary office, customer and auditing 
records. The fourth copy is immediately 
sent to the stock room. Here, as many 
times during the day as desired, the shoes 
sold are drawn from stock and sent into 
the store to maintain a complete stock from 
which your customers can choose. 

This and many other valuable ideas are 
possible through the four exclusive features 
of Sure-Trip and Sure-Quad Sales Books. 


1. Three or four copies are joined 
together when removed from the 
book. 

2. They produce more copies in 
one writing. 

3. One complete set of numbered 
copies may be kept permanently 
bound for reference. 

4. They not only protect records 
and profits but shape policies. 


Our representatives, over 70% of whom 
have been ey, | forms for shoe stores 
for over 10 years, know what the leading 
stores are doing to provide better manage- 
ment, prevent loss and increase efficiency 
in store operation. They will be glad to 
help you without obligation. 

Send the coupon, or call our local office, 
and find out for the sake of your business 
what these books can do for you. Our 
booklet tells a lot you will be interested in 
knowing. Send for it. 


American Sales Book Company, 14. Elmira, N. Y. 
West of the Rockies 


Pacific Manifolding Book Co. 


Emeryville, Cal. 


— In Yen ri in + 
. . Burt mpany, --" 
Toronto, Can. eo ow ysED on 1° 


«ae 


Pr 


Pacific Manifolding Book Co. 
Emeryville, Cal. 


— 


RMS 
Fo — 


Pacific Coast Sales Book Co. _ --~*~ 4 
Los Angeles, Cal._ - - “a we* 


_— 


Mail to our 
nearest plant 


F. N. Burt Company Ld. 
Toronto, Canada 


Pacific Coast Sales Book Co. 
Los Angeles, Cal. 





[-] Send me your new Sure-Trip booklet and time 
and money-saving forms. 
' [} Tell me how Sure-Trip books can be applied to 
. my business. 


-_ 
| 


1884 


Makers of autographic regis- 
ters since 1393. Originators of 
the sales book industry in 1884. 
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Interchangeable Mileage Hearing, September 24 


Rebuttal Exhibits Must Be in Hands of Interstate Commerce Commission, Washington, 
Before September 15—Rochester Association Nominates Officers 


N the eve of the final Pull- 
QO man Surcharge hearing, 

scheduled for St. Paul, Au- 
gust 25, comes the announcement 
of another hearing, scheduled for 
Washington, D. C., September 24. 
This hearing will be devoted to 
the submission of rebuttal ex- 
hibits and these exhibits must be 
in the hands of the commission be- 
fore September 15. Briefly, this 
hearing marks the reopening of the 
bill which was brought before the 
supreme court for the discussion of 
certain points of its legality. Both 
the Senate and House of Represen- 
tatives at Washington passed the 
interchangeable mileage bill. 


A. J. MCLEOD 


President, Rochester Associa- 
tion Traveling Shoe Salesmen. 


McLeod Re-named for Ro- 
chester President 


With the meeting of August 9, 
held at the Chamber of Commerce, 
the summer sessions of the Roches- 
ter Association of Traveling Shoe 
Salesmen were brought to a close 
as most of the members will soon 
pe on the road again. 

Candidates for officers during 
1925 were named as follows: for 
president, A. J. McLeod and John 
Tuthill; first vice-president, Charles 
J. Viegard and Ross E. Erwin; 
second vice-president, Clinton L. 
Clark and Ed Evarts; third vice 
president, Harry Beatty and Jack 
Castle; fourth vice-president, Ray 
Statt and J. E. Scofield; secretary- 
treasurer, Clarke B. Rowley and 
Charles W. Anderson. 

The nominating committee which 
presented the above candidates was 
composed of Chairman Gus Schaub, 
R. B. Leard, J. P. Beatty, J. E. 
Scofield, C. L. Clark and Don Car- 
hart. 


Bowen Is F. Brown’s 
Western Agent 


W. B. Bowen, who has repre- 
sented the Bedford Shoe Co. and 
Johnson-Baillie Shoe Co. in mid- 
western territory for a number of 
years, has secured the western 
agency for F. Brown Shoe Co., Al- 
lentown, Pa., manufacturers of in- 
fants’, children’s, misses’ and grow- 
ing girls’ flexible welt shoes, ox- 
fords and slippers. Mr. Bowen will 
travel his old territory and also add 
the larger cities in Indiana, Ohio 


and Michigan, has headquarters at 
606 Security Building, Chicago. 
Mr. Bowen has an enviable record 
with the Bedford Shoe Co., having 
successfully served the mutual in- 
terests of his hosts of customers 
and the factory for the past 25 
years. He severs his connection 
with his old houses at this time in 
order to devote his entire attention 
to flexible welts which have been 
developed to such a high degree of 
completeness, even down to the 
smallest run of sizes for infants— 
1 to 5. “These baby welts,” writes 
W. B. B., “are world beaters and the 
same improved methods of con- 
struction are followed right through 
the entire line, making these 
specialties for growing girls, misses 
and children, marvels of beauty, 
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-» R O please the eye and make folks 
comfortable is the responsibil- 
ity you place on your store 

seating. 


AMERICAN INTERLOCKING SHOE 
STORE CHAIRS are equal to this re- 
sponsibility. All designs are archi- 
tectually correct and may be had in 
finishes that harmonize perfectly 
with the surroundings. 


‘AMERICAN SEATING POMBNNY 


General Offices: 1016 Lytton Bldg., CHICAGO 


Room 707—250 So. Broad St. Room 601—119 W. 40th St. 
PHILADELPHIA j NEW YORK 
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comfort and service. Invincible is 
about the only word of which I can 
think to express my convictions re- 
garding my new line. Samples will 
be displayed at 606 Security Build- 
ing, Chicago, September 1, and the 
outside territory covered as rapidly 
as possible.” 


Gardner Wins Wisconsin 
State Golf Championship 


One of the biggest surprises in 
Wisconsin golf competition in many 
years was the winning of the state 
amateur championship in the tour- 
nament held at the Kenosha County 
Club, August 11-15, by Herbert W. 
Gardner, carrying the colors of the 
Blue Mound Country Club of Mil- 
waukee. 

Mr. Gardner is Wisconsin repre- 
sentative of the Ralston ‘Health 
Shoemakers, and until a few days 
ago was practically unknown as a 
golfer, although for many years he 
has been a prominent figure in the 
shoe trade. 

Less than four years ago Mr. 
Gardner fell under the influence of 
Clarence Terry, representing the 
Julian & Kokenge organization of 
Cincinnati, and became interested 
in golf. He joined Blue Mound, took 
a few lessons, and for three years 
progressed in an average way. His 
advance through various brackets 
of the championship flight attracted 
scarcely any attention until on Au- 
gust 14, he eliminated two of the 
finest golfers Wisconsin has ever 
produced, and earned the right to 
battle for the state championship 
against Billy Sixty, runner-up in 
1923, who, at the same time, de- 
feated four past champions, includ- 
ing the winner last year. 


Honors to the “Ordinary Guy” 


No one gave Gardner “a ghost of 
a show” when the final round 
started Friday morning, August 15. 
Sixty had Gardner 2 down at the 
conclusion of the first 18 holes. 
The match was all square after two 
holes of the final 18 and the edge 
went back and forth until it was all 
square on No. 17. Playing brilliant 
golf, Gardner won the eighteenth, 
the match and the championship, 
Wisconsin’s greatest honor in golf. 
He holds a $2,500 trophy for at 
least one year, and a gold medal to 
hold forever, as well as many other 
awards. It is the first time in years 
that the championship has been won 
by an “ordinary guy,” as Gardner 
calls himself. Past champions usual- 
ly have been of the wealthy class 
and Gardner’s victory is hailed by 
golfing enthusiasts as the greatest 


HERBERT W. GARDNER 
Golf Championship Winner of 
Wisconsin State Amateur 
Tournament, held at Kenosha 
County Club, August 11-15, 
1924. He travels the Badger 
State for The Ralston Health 

Shoemakers. 





boost the sport has ever had in Wis- 
consin on that account. Golf in re- 
cent years has taken a firm hold on 
what is generally called the “com- 
mon herd,” and now that the 
unassuming, hardworking, genial 
Ralston Health shoe man has 
climbed to the top of the heap, 
shunting aside millionaires and mil- 
lionaires’ sons on the way, the 
opinion is that golf truly is coming 
into its own in the Badger State. 


Merchant Austin Good Booster 

In the large gallery which fol- 
lowed Gardner in his championship 
match with Sixty, and a friend in 
need when a word of encourage- 
ment was needed during the earlier 
matches, was Raymond J. Austin, 
of Austin Bros., a leading retail 
shoe merchant of Kenosha, a close 
friend of the champion, and himself 
a golfer of considerable ability—so 
mueh of it that Gardner attributes 
much of his present ability to the 
instruction he received from Austin 
on occasions when, after business, 
they shot a few holes at the K. C. C. 
last summer and two summers ago. 


Representatives of @. S. 
Marshall Company 


Harry M. Drake, formerly of 
Emerson Shoe Co., has been en- 
gaged by C. S. Marshall Co. to rep- 
resent that concern in New York 
City, Washington, Philadelphia and 
Baltimore, also the larger cities in 
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Pennsylvania. Mr. Drake is well 
known as a capable and experienced 
style man and will do important 
work for “Marshall-made” shoes in 
this conneetion, in addition to his 
selling activities. 

Another new representative of 
C. S. Marshall Co. is Herman John- 
son of Scranton, Pa., who has 
recently been associated with Emer- 
son Shoe Co. He will work with Mr. 
Drake in Pennsylvania territory, 
also covering Maryland and New 
Jersey. 

Messrs. Charles O. Miller, H. L. 
Poyneer and Dave Doran, well 
known as representatives of C. S. 
Marshall Co., continue with this 
house and with the new members 
of the selling staff represent the en- 
tire selling force of the “Marshall- 
made” line. 


Kornsand with French 

Edmund §S. Kornsand, for many 
years representing T. D. Barry Co. 
in New York City, is now associated 
with J. E. French Co. of Rockland, 
Mass. His territory includes New 
York City, Philadelphia and Balti- 
more. Mr. Kornsand has extended 
and valuable experience in connec- 
tion with the merchandising of 
shoes, and is thoroughly acquainted 
with the trade in the important 
cities he is to cover. 


Clemens with Melanson 

H. H. Clemens of Detroit, Michi- 
gan, has joined the sales force of 
the Jos. I. Melanson & Bros., North 
Adams, Mass. He will cover Michi- 
gan where he has a wide acquaint- 
ance. He has been covering that 
territory in years past for several 
good live houses. 


Weintraub on Trip 

Max H. Weintraub, who has re- 
cently acquired an interest in the 
Apex Shoe Mfg. Co. of Philadel- 
phia, is now calling on the retail 
trade with his fall line. Mr. Wein- 
traub writes: “The Apex line of 
quality turns for infants and chil- 
dren is very popular. They are 
snappy and are sold at moderate 
prices.” 


Philip King Is Dead 

Philip W. King, who carried the 
Endicott-Johnson Co. line in Cen- 
tral New York for several years, is 
dead. The end came after an illness 
caused by diptheria. He leaves a 
wife and three young sons. Mr. 
King was a member of the Roches- 
ter Association of Traveling Shoe 
Salesmen. 
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There is only one genuine 


“SUNSET” 
Originated and Manufactured _by 
THE BARNET LEATHER CO, Inc. 
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We have learned that certain calf leather shoes are being offered to wholesalers 
and retailers throughout the country as—‘Like Sunset”—‘“Sunset Shade”— 
“Imitation of Sunset”’— or “Just as good as Sunset’’—etc. 
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The tremendous demand for ““SUNSET” has developed a sales situation which 
creates an opportunity to offer substitutes yet we cannot believe that anyone 
would use these substitutes deliberately, realizing the injury they are doing 
the Barnet Leather Co., Inc., and to the shoe manufacturers who are‘using the 
genuine product. 
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The shoe trade is hereby notified that “SUNSET” is the trade name of a particu- 
lar shade of genuine chrome tanned calf leather, that can be used only by the 
Barnet Leather Co., Inc., of Little Falls, New York. “SUNSET” WAS ORIGI- 
NATED by them and can be used ONLY by them. If any leather other 
than “SUNSET” is offered as “SUNSET,” it is a gross infringement on the 
rights of the Barnet Leather Co., Inc., and a deception to the purchasing public. 
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In this announcement, the Barnet Leather Co., Inc., feels that it is expressing 
the attitude of other calf leather tanners who are equally jealous of the integrity 
of their products. The Barnet Leather Co., Inc., in its determination to prevent 
any attempts at deception through the misuse of any trade names of its leathers, 
is actuated by a desire to protect alike the Tanner, the Shoe Manufacturer, the 
Wholesaler, the Retailer and the Purchasing Public. 


Barnet Leather Co., Jue. 


360 MADISON AVENUE, NEW YORK CITY 
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Distributing Agents 
SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 
Boston Distributors 
Tanneries BARNET LEATHER CO., 


Inc., of Mass. 
TTLE FALLS . 
= ; 98-100 South Street 


New York at (cs uy D Dies Maen 
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LESLIE A. HUNT 


Who will cover his old territory 
in the Empire State for J. E. 
French Co. 





Hunt and Carlisle with 
French Co. 


Leslie A. Hunt and A. L. Car- 
lisle, formerly representing the 
Emerson Shoe Co., have engaged 
with J. E. French Co. of Rockland, 
Mass., manufacturers of men’s fine 
welts. Mr. Hunt will cover his old 
territory in New York State, while 
Mr. Carlisle will look after Ohio, 
Indiana and Michigan. Both have 
new samples of the French shoe and 
are now in their respective terri- 
tories calling on the trade. 


Myers with Roberts, John- 
son & Rand 


Clarence A. Myers, well known to 
the shoe trade in Eastern Pennsyl- 
vania, has signed up with Roberts, 
Johnson & Rand, branch of the In- 
ternational Shoe Co., for the Har- 
risburg district and will be asso- 
ciated in that section with Clarence 
Cahill. 

A permanent sales office has been 
opened in rooms 16 and 17, Masonic 
Building, Harrisburg, where the 
complete “Star Brand” line will be 
on display the year round. 


Melville Does Style Show 
“Stunt” 


John Melville, who covers Texas 
for the Stetson Shoe Co., Inc., has 
pleasantly demonstrated that he is 
a good Style Show man, as well as 
a salesman. For he it was who 
led the seven beautiful Stetson 
“Snappy Tie” models through the 


aisles of Mechanics Building at in- 
tervals during the four days and 
evenings of the Boston Style Show. 
John and the girls, of course, sang 
“The Snappy Tie” song and chorus 
while on parade. 


“Joe” Abelson Vacationing 


J. D. Abelson, who covers New 
York State, New England, Balti- 
more, Washington, Chicago and 
Milwaukee for. the A. J. Bates Co., 
has been enjoying a month’s vaca- 
tion, after a very strenuous season, 
at Star Lake, in the Adirondacks. 
“Joe” states that he is looking for 
ward to getting on the job again 
the latter part of this month. He 
says that he is looking for good 
business for the balance of the year, 
due to the fact that stocks all over 
the country are low and that fall 
buying to date has been conducted 
on a very close basis. 


Golf Tournament Held 


To promote the game of golf the 
Rochester Association of Traveling 
Shoe Salesmen staged an elimina- 
tion golf tournament to decide the 
golf Championship of the associa- 
tion. Matches were held on Monday 
and Tuesday, August 18 and 19. 


Imperial Salesmen Hold 
Convention 

Salesmen, representing the Im- 
perial Children’s Shoe Corporation, 
met at the Rochester factory, re- 
cently, for their semi-annual sales 
conference and style discussion. 

On Monday the firm entertained 
the salesmen with a fish and chicken 
dinner at Manitou Beach. On Tues- 
day evening a party was held at the 
White Horse Tavern, Avon, and the 
convention wound up on Wednesday 
with a dinner at “Rush.” 

Salesmen who attended the con- 
ference were: E. D. Mock, Pitts- 
burg; Wilbur J. Newburg, Indiana- 
polis; C. J. Vegiard, Rochester; 
Sam Weidenmyer, Harrisburgh; A. 
F. Hood, Brooklyn; F. E. Kinsella, 
St. Louis; J. G. Dunbar, Nashville; 
C. G. Dunbar, Charlotte, N. C.; Ed 
Bradley, Boston; E. R. Batterson, 
Columbus; Harry A. Chase of the 
Shoe Retailer, and Rose Seward 
of the Boot and Shoe Recorder. 


Telgater with Vollman 
Lawrence 
C. L. Telgater is covering the 
Atlantic states for the Vollman, 
Lawrence Co. He travels in Mary- 
land, Delaware, North and South 
Carolina; Alabama and Florida. 
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“JOE” ABELSON 
is here shown as “King of 
Swat,” at Star Lake, the Adi- 
rondacks. 





“Joe” Jones Home 


“Joe” F. Jones, who travels West- 
ern Pennsylvania, West Virginia 
and Ohio for Wall, Streeter & Doyle 
is now “vacationing.” He deserves 
to do so as he takes long trips and 
is a hard worker. Among the other 
Wall, Streeter & Doyle hustlers are 
Elliot La Montagne, Albert Doyle 
and “Jim” Wall. 


Byrne Believes in Good 
‘Windows 


Ernest A. Bryne covers the South 
for French, Shriner & Urner. He 
sells the big trade and is a firm 
believer in attractive and timely 
shoe store windows. 


Hand Made Salesmen Meet 


Seven traveling salesmen of the 
Hand Made Shoe Manufacturing 
Co., who met in Chippewa Falls, 
Wis., for their annual conference 
were very optimistic about busi- 
ness conditions and predict a de- 
cided increase in business during 
the fall months. 


When it comes to solving the 
world’s problems, perspiration 
makes the best solvent we can 
think of. 
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REGISTERED U. S. PATENT OFFICE 


ankle-f+ashioned 








Exclusively Nunn-Bush 


Read what this dealer 
writes — 








“On account of your ‘‘Ankle- 
Fashioning” we are able to 
double our shoe business. 


They are positively the only 
oxfords that fit the ankle so 
well that they will cause a 
man to change from some 
other make he has stood by 
for years. 














Ankle-Fashioned @ 
Nunr-Biish & Weldon the 


Shoe Company Nunn-Bush 
MILWAUKEE, WIS. way 


Boston Office—W. H. BYRNES i 
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Last Stages of Summer 
Sales Reached in Chicago 


CHICAGO—Retail shoe mer- 
chants during the week ending Aug. 
16 made a determined effort to rid 
themselves of summer footwear and, 
according to report, not without 
some measure of success. Not only 
have the windows been displaying 
the white footwear, but many 
of the open or sandal-patterned 
oxfords have had to take their 
share of price reductions. Grays in 
suede and kid have come off the 
shelves as well as many other 
shades of glazed and buck leathers. 
While the buying has been com- 
paratively light in relation to some 
of the stocks on hand, there have 
been quantities sold that have 
helped to relieve the burden. 

According to State street buyers, 
there is some difficulty in interest- 
ing the public in the tan shade 
which as yet has not taken as 
quickly as was expected. They are 
shown in simple patterns for street 
wear. This is undoubtedly due to 
the small amount of fall costume 
buying ‘in the fashion stores and 
without a doubt will change when 
fall days seem to have settled in 
their routine. 

The general opinion seems to be 
that the medium shades of tan will 
be-good sellers, although opinion 
also seems to be that they will be 
subordinate to black. The average 
retail. merchant has failed to em- 
phasize the distinction as to the 
time and place for wearing these 
two leather shades and hence is 
somewhat responsible for some of 
the slowness in sale. 


The Satin Question 


According to one of the State 
Street merchants, one of the great- 
est evils the retail trade has to con- 
tend with now is the wearing of 
satin shoes during the day. Satin 
shoes, of course, can not give satis- 
faction under the stress and strain 
of street wear and service is short 
with the result that many com- 
plaints are made. Every merchant 
should guard against this by dis- 
couraging sales on this footwear 
for street wear. 


H. H. Marler Visitor 


One of the Chicago visitors was 
H. M. Marler of the H. M. Marler 
Company of Auckland, New Zea- 


land, distributors there and also in 
Australia for a number of Ameri- 
can manufacturers. Mr. Marler is 
making a world tour with his son, 
J. C. Marler, and is visiting fac- 
tories. His firm is one of the most 
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progressive in the southern British 
colonies. 


Wholesale Business Slow 


The Chicago wholesale market is 
quiet and little activity except on 
fill-in business is noted. Most job- 
bers’ and manufacturers’ salesmen 
are on their territories with new 
styles, but little reaction is shown 
at the present in orders. 





Healthy Trend to Retail 
Trade in Cincinnati Stores 


CINCINNATI—The retail trade 
was very good during the week 
ending August 16, merchants re- 
porting that business showed an 
improvement over the previous 
week and the corresponding week 
of a year ago. Many attribute this 
brisk business to the ideal shop- 
ping weather which has prevailed 
here. 

August 16 marked the closing of 
the clearance and reduction sales. 
Merchants are well pleased with the 
good response. They have cleared 
out odds and ends and many slow- 
moving types. 

Merchants are very optimistic 
concerning the outlook for fall, and 
are anticipating some good business 
as soon as the season opens. New 
fall shoes are very much in evi- 
dence in all the stores and are being 
displayed in the windows. 


Shoes For the Occasion 


Merchants are planning when 
they hold their openings during the 
early part of September to feature 
in advertisements and in display 
windows “Shoes for the Occasion,” 
and will make every effort to 
educate the women to wear the 
proper shoe for the occasion. Shoes 
for afternoon wear and shoes for 
evening wear will be shown in ad- 
vertisements and in display win- 
dows, and many of the department 
stores will display these shoes with 
the appropriate gowns. 


Oxfords and Ties 


Fancy lace oxfords and one and 
two eyelet sailor ties in patent 
leather, black satin, black suede and 
tan calf are being shown by many 
of the stores for fall. Patent leather 
is leading the sales, with a good 
demand for black satin. Strap ef- 
fects are favored in the popular- 
priced shoes, while in the better 


grades and higher-priced shoes 
opera pumps, regent pumps, and 
small tongue pumps are having the 
call. 


Manufacturing Situation on 
Excellent Plane 


Shoe manufacturers report that 
they are booked to capacity untii 
about the middle of October. Orders 
received have been principally for 
black leather, patent leather, and 
black satin, with an increasing de- 
mand for black kid. Orders on black 
kid have been larger in the last few 
weeks than they have been for some 
time. The style situation remains 
about the same, the big demand be- 
ing for strap effects. Small tongued 
pumps, two eyelet sailor ties, and 
gore effects, are good. 


Repairing Walk-Over Store 


Pohl’s Walk-Over Shoe Conipany 
at Vine street and Opera place are 
remodeling and refinishing their 
display windows. They are putting 
in a walnut finish background to 
harmonize with display fixtures. 


Potter’s Two-Day Sale 


The Potter Shoe Co. advertised 
a clearance sale on their main floor 
in the men’s department of oxfords, 
formerly selling at from $8 to $10, 
at $3.85. These were snatched up 
quickly by the men, and the sale 
lasted only two days. In fact, on the 
first day, which was Thursday, by 
noon most of the shoes were dis- 
posed of. The advertisement stated 
“Come Early,” and the men re- 
sponded in taking advantage of this 
clearance sale. 


Returned Goods Campaign 


The retail merchants in follow- 
ing up their campaign and educat- 
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€.H. ALDEN ca 


HE ALDEN PLAN is a success because, 


by permitting better value at no sacrifice 


of profit, it is-distinctly in the interest of 
ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 





C. H. ALDEN CO. 


FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH ST. 
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Barbour Storm Welt 
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ing the public in Cincinnati on the 
returned goods evil are sending out 
with their monthly statements to 
their customers a circular on the 
“Returned Goods Evil.” Each 
month they send out a different cir- 
cular. The circular sent out the first 
of August in part reads: “Every 
customer of every retail store in 
Cincinnati is affected by the city 
ordinance passed by the Board of 
Health, to help to prevent the trans- 
mission of communicable diseases. 
The Cincinnati Retail Merchants’ 
Association also endorses these 


regulations. Among the articles, for 
legal, sanitary or other reasons, 
cannot be accepted for return: 
Shoes which have been altered. Ar- 
ticles of wearing apparel which 
touch the body should they have 
been tried on or worn. All merchan- 
dise which has been made to order 
or specially ordered and which is 
not carried regularly in stock. No 
article will be accepted for return 
unless it is in its original condi- 
tion. No merchandise of any kind 
which has been used will be ac- 
cepted for return. 





Look for a Good Fall 
Shoe Season in Cleveland 


CLEVELAND—As August pro- 
gressed, a slight let-down in buy- 
ing was experienced by the shoe 
merchants in Cleveland. There are 
some who insist that August buy- 
ing has been brisk throughout the 
first half of the month, but as a 
rule the merchants were not so 
busy as they were during other 
months of the summer. 

Special sales, with very attrac- 
tive figures, have featured the first 
half of August, and these have 
helped to swell receipts. The mer- 
chants probably are doing better in 
these bargain campaigns than they 
did a year ago, because of the be- 
lated buying this year on account 
of unseasonal weather. 

Speaking generally of conditions 
in the city, there has been a slight 
improvement, in spite of the fact 
that August is the period between 
two of the best buying seasons of 
the year. There also are thousands 
of Clevelanders on vacation, their 
wearing apparel all bought for the 
trip, and that has quite an effect 
on trade. 


Look for a Good Fall Season 


But there is a better tone in this 
city in business circles. The rising 
prices for all Cleveland stocks, the 
fact that Ohio farmers will have 
fatter pocketbooks in the fall on 
account of rise in grain prices, and 
the further fact that the steel in- 
dustry here has reported an inflow 
of orders all have had a healthy in- 
fluence. Shoe merchants are look- 
ing forward confidently to a great 
fall. 


Chip off the Old Block 


Everett Petot is a chip off the 
old block. His father, Charles Petot, 


is one of the shrewdest retail 
shoe merchants in this section of 
the country, and they raise them 
out here as good as can be found 
anywhere. 

Charles, the father, has built up, 
in a very few years, one of the 
largest chains of shoe stores to be 
found in America, and also one of 
the most prosperous. 

When Everett finished college, 
the father put him in as manager 
of a new store in the Hippodrome 
building, which is situated in the 
heart of the downtown business dis- 
trict. 

One stunt that Everett put over 
recently demonstrates what sort of 
a merchandiser he\ is. When the 
fag end of the summer season 
came along, he found in his stock 
quite a supply of bright-colored 
shoes, such as red, green, etc. He 
called on an expert dye man, and 
put him to dyeing the entire stock 
of “brights” into blacks. Then he 
placed the blacks on sale, and every 
customer who inspected that par- 
ticular line was told just what had 
been done. The price for the dyed 
shoes was attractive, but at the 
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same time it was fair to the house. 
The entire stock, with the exception 
of 30 pairs, was sold. 


Picks Fall Leaders 


Walter Synenberg, of the Daniel 
Shoe Store, in Prospect avenue, is 
another merchant whose stock of 
summer shoes has about been dis- 
posed of. It is so low that Synen- 
berg is preparing to put his fall 
styles in the window. 

Here is what he banks on for 
fall: Patent leathers as a leader. 
Black suedes and black satins will 
be next in popularity, and will have 
big sales. Side cuts and cut-outs are 
relied on for another good run. A 
big brown season also is looked for. 


Petot’s Fall Styles 


The first shoe store to make a 
complete display of fall styles in a 
show window is the Petot store. 

There are no high shoes shown. 
Black patents in several different 
styles, with closed models, as well 
as those with cut-outs and side-cuts 
are shown. Tailored effects in shoes 
also are on exhibition. Black suedes 
and black velvets are to be seen 
also. 


May Company Styles 

With its 280 feet of store front, 
the women’s and children’s shoe 
shops of the May Company are fea- 
turing “snappy” shoes at popular 
prices. S. E. Wilkinson, buyer, 
is ably assisted by H. J. Smith and 
E. Burns. The shoe shops of this 
big department store, by their 
clever method of interior window 
display, present a most attractive, 
and unique as well as practical, 
footwear consumer service. In wo- 
men’s shoes, many simple straps in 
medium heels, are shown. Patent 
leather shoes, on several styles of 
lasts and patterns, were prominent- 
ly featured. 





In Milwaukee Interest in 
Fall Styles Is Apparent 


MILWAUKEE—Retail shoe 
merchants have been well satisfied 
with business during the middle 
part of August and prospects for a 
brisk fall business are very good. 
Clearance sales are practically 
completed and the demand for fall 
styles is picking up rapidly. Win- 
dow displays presenting fall mer- 
chandise are being used quite ex- 


tensively by local stores. A fairly 
complete assortment should be on 
display by the opening of state 
fair week, August 25, an event 
which draws crowds of people in 
Milwaukee from all parts of the 
state. 

There has already been a good 
run on tan calf, and this leather 

(Continued on page 83) 
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Hotel Biltmore 
Los Angeles, Cal. 


N serving customers who demand the best in Satin Shoes you 
should unquestionably present shoes made from CEDAR 
CLIFF SATINS. 


When placing your orders—you are serving your customers 
better—if you insist upon 


(CEDARCLIFF 


PURE DYE 


SHOE SATINS 





| 
‘“‘Worth a little more to the woman who knows’”’ | 


| 
| The CEDAR CLIFF SILK COMPANY 251-255 FOURTH AVENUE NEW YORK 
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Fall Business Opens Up 
in St. Louis Shoe Stores 


ST. LOUIS—Unseasonably cold 
weather for the week ending Au- 
gust 16 gave an impetus to the 
sales of women’s fall styles and 
caused conservative masculine cus- 
tomers who want high shoes to put 
in their appearance inthe local 
stores. But it played ducks and 
drakes with the final clearances of 
summer footwear which many 
stores are holding. These two 
trends about countered each other, 
and resulted in a fair week. 

Retail shoe merchants are of the 
opinion that things point to an 
early fall selling season here this 
year. The demand for men’s high 
shoes. was noted in many stores. 
The manager of the corrective de- 
partment of one store said that of 
his last fourteen sales, six had been 
for high shoes. A week ago the de- 
mand would probably have been all 
for low shoes. This proportion was 
larger than he had noticed for six 
months. 


Men Favor Light Tans 


There is a drift toward lighter 
shades than usual for the coming 
season in men’s shoes. A medium 
shade of tan seems to be the best 
bet. In one store a buying schedule 
of something like 50 per cent tan, 
40 per cent black and 10 per cent 
patent is considered correct. Cord 
welts, formed by leaving a fold of 
the upper resting between it and 
the edge of the sole, which were 
more or less new last year, are ex- 
pected to be a fairly good seller this 
season. The cord forms a bulwark 
which renders them almost water- 
proof. 

In women’s shoes, patents seem 
to be ahead of satins by about 15 
per cent. A demand for tan calf is 
developing, and although nothing 
big is expected of this line, it is 
doing about 10 per cent of the busi- 
ness on women’s shoes in some con- 
cerns. Whatever demand there is 
for suede will come with cool 
weather. As the retail merchants’ 
dope sheets now read, patents are to 
be first, satins second, and calf and 
suede tied for third this fall. 


Some Good-Selling Models 


Among the good tan calf sellers 
at one store were two plain pumps, 
one with a perforated collar around 
the ankle and one with a leather 
bow. The manager of a women’s 
department pointed out two styles, 


and said that a large part of the 
women who came in for fall num- 
bers could be persuaded to buy one 
or the other. The first was a three- 
strap cut-out pump, with a Spanish 
or Cuban heel, and came in tan calf, 
black suede-trimmed satin, and 
patent. The second was a plain 
opera pump in either tan calf or 
black patent, with no ornament or 
cut-out. 


Without Benefit of Clear- 
ances 
C. E. Williams, of the C. E. Wil- 
liams Shoe Store, merchandised 
successfully through the clearance 
sale season here without announc- 
ing any reductions on his stock, as 
has been his policy for a long 
period of years. While other stores 
were offering tempting reductions, 
Mr. Williams featured the comfort 
of his $7 line of cushion sole shoes 
for men and women. He also fea- 
tured golf and tennis shoes and 
other canvas numbers with success. 
This kind of advertising, Mr. Wil- 
liams said, brought him through 
the sale period with a good volume 
of profitable business. 
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Gets Holeproof Agency 


The Lanathan hosiery shop has 
secured the exclusive agency for 
Holeproof hosiery in St. Louis’ 
downtown shopping district. 


Balcony for Slow Movers 


John D. Carsey, manager of the 
Nunn-Bush Shoe Store, which re- 
cently opened here, uses his balcony 
stock shelving for his slowest mov- 
ing lines, and not as a place for 
arranging his surplus stock so as to 
duplicate the location of styles and 
sizes carried on the floor. 








Pushing Buckles 


With the prospect of a good 
buckle season, but not much 
demand for this item at pres- 
ent, the Shoemart is doing 
what it can to precipitate 
buckle buying by having its 
salesmen either suggest or 
show a buckle when a sale is 
made on a style with which it 
would look well. Shoes on 
which buckles are displayed in 
windows or cases are not 
price-ticketed, but the same 
number is located nearby with 
a price ticket attached. 

















Black Is Favored Color 
in Minneapolis District 


MINNEAPOLIS — Shoe _ mer- 
chants report a continuance of good 
business since the new wave of 
prosperity struck the Northwest as 
a result of good crops and good 
prices. Latest advices from surveys 
of the territory cl-se to St. Paul are 
that bank deposits have commenced 
to show a big increase already be- 
cause of the early marketing of 
grain. This is reflected in the city 
and buying of merchandise has 
been on a more liberal scale than 
for three years. 


Black Is Favored Color 


Patent leather and dull leather 
pumps in tailored effects with one 
and two straps are the most popular 
shoes among the women purchasers 
in St. Paul shoe stores, particularly 
those buying the higher-priced foot- 
wear. In the more popular-priced 
concerns the slender strapped shoes 
held their own and find a ready de- 
mand. Black satins, black kids, tans 


and browns, calfskins and ooze 
leathers are good. Cut-out laced ox- 
fords and ties are gaining in favor. 


Tan Shoe Week in St. Paul 


St. Paul shoe merchants are 
planning to get together in a con- 
certed effort to put over tans and 
browns. “New Tan and Brown 
Vogue Week” begins August 25 
and all the merchants in the loop 
district and most of those in the 
outlying business sections of the 
city will unite to make it a success. 
Bang-up advertisements in the 
Sunday papers of August 24 will 
be devoted to attractive descrip- 
tions and pictures of tan and brown 
shoes for women. 

The window displays will be built 
entirely on the tan and brown idea. 
Salespeople will talk tan and brown 
to prospective customers. 

The aim is not to “throw down” 


(Continued on p-ge 85) 
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‘“‘We Have Always Wished 
for a Service Like This’’ 


very easy to see that our new plan of showing the newest 
shoes, right on the newest lasts, is much appreciated by every 
buyer who sees this service that takes the guess-work out of buy- 


img lasts. 
If they don’t quote our headline, they do say almost the same 
thing in other words. 








In originating ‘this long-needed service, the 
United Last Company still further signalizes 
its leadership in everything pertaining to the 
designing, making and merchandising of lasts. 


New models right from New York—the heart of fashion—are 
constantly coming to us and going the rounds of United Last 


offices and branches. 


They are all complete shoes, with linings, box toes, and counters, 
everything except the soles, affording an exact conformity to the 
last that gives the true impression to the buyer. 

Newest styles om newest lasts. Latest fashion advice such as you 
can get nowhere else. 





That, we repeat, is service—as we understand it. 


United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 
BOSTON 


BROCKTON ROCHESTER 
NEWARK HAVERHILL \ 212 Essex St. 
LYNN AUBURN P55 le iy j ; NEW YORK 
CHICAGO ST. LOUIS NaN | ip, 1402 Bush Terminal Bldg. 
NEW YORK MILWAUKEE \\ 
NN J CINCINNATI 
803 Sycamore St. 


Affiliated Company 
United Last Company Ltd. : PHILADELPHIA 
Montreal 331 Arch St. 


with Branch Office at Toronto 
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New York Merchants Clean 
Up Fairly Well on Sales 


NEW YORK—tThe retail situa- 
tion in New York shows little 
change, except that the opinion that 
the fall season will. be a good one 
is developing more strongly and 
some of the merchants, who a few 
weeks ago felt that improvement 
was a long way off, are now in a 
much better frame of mind and are 
acting upon it to the extent of plac- 
ing orders in larger quantities than 
they intended. 

The summer clearance sales con- 
tinue on a fairly steady basis. The 
big rush in response to the sales 
are over and trade is now light, but 
fairly regular. Most of the retail 
merchants here appear to have 
cleaned up fairly well on their sum- 
mer stocks, although there is some 
complaint on the score of small 
profits. This was due to the fact 
that the white season developed 
slowly on account of the weather, 
and when it did develop finally, 
prices and profits had been scaled 
down considerably. 


First Fall Patterns Appear 


Here and there is found the first 
harbingers of the fall season. As 
yet there has been nothing definite 





Slater Custom Shop to 
Move 


The custom shop of J. & J. 
Slater soon will be moved 
from 24 East 57th street to 15 
East 57th street, a few doors 
nearer Fifth avenue. The 
building, in which the store is 
now located, has been sold and 
will be altered, necessitating 
the moving of the shop. 
Ready-made shoes will be 
handled in the new store. 

John Slater, head of the 
firm, sailed for an extended 
visit to Europe last Wednes- 
day, August 20. This is his 
first trip abroad in some 
years. He will visit Liverpool, 
his native city, and after a 
motor trip through England 
will also motor through 
France, visiting Dieppe, Deau- 
ville, Trouville, Dinard, Rouen 
and Paris, then on to Vienna, 
the Tyrol and the lake region 
of Switzerland, then to Italy, 
finally sailing for home from 
Naples. 











in the early fall demand, pointing 
toward any one style as a leader. 
The early business has been done 
on rather plain strapped and goring 
models and small tongued Colonials, 
chiefly in patent leather, black 
satin, black calf, tan calf and black 
suede. Some black and brown kid 
also has been sold, but kid is not 
expected to develop the strength of 
the other materials. 


Tan Calf Is Favored 


The public demand for tan calf 
is growing stronger than was indi- 
cated a few weeks ago and some of 
the merchants, who were inclined 
to think that it had been over- 
played, are now beginning to think 
better of it. It has sold well in plain 
stripped pump models and in the 
small tongued Colonials, particular- 
ly in lightweight, closely trimmed 
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welts. It is also good in turns, with 
Spanish heels. 

A few of the merchants are show- 
ing velvets for fall, but as yet there 
has been little action on them. They 
are shown on round toed, short 
vamp and high heeled models with 
a broad strap running diagonally 
across the instep. 


Evening Shoes Elaborate 


While the street and afternoon 
shoes for fall are mainly simple 
styles, evening shoes, if anything, 
are more elaborate. There are color- 
ings in brocades and the use of gold 
and silver, or bright colored kid, 
for decorations, is generous. Early 
business on evening shoes is better 
than usual, particularly among the 
high grade merchants. The inter- 
national polo games next month and 
the visit of the Prince of Wales are 
opening the social season earlier 
than usual and this is reflected in 
an early demand for evening gar- 
ments of all kinds, in which shoes 
are sharing. 





Expect Big Black Season 
in Women’s Fall Patterns 


PHILADELPHIA—<According to 
a prediction made by John C. 
McKeon, of Laird, Schober and Co., 
80 per cent of the shoes for fall will 
be black with patents, ooze, glazed 
kid, dull kid, satin and gun metal 
the dominating materials. The other 
20 per cent will be scattered over 
light brown ooze with combinations 
of kid to blend, whole shoes of 
mahogany kid, and a number of 
welts and turns in tailored effects 
in medium shades of tan calf with 
14/8 and 16/8 wooden heels. Gores 
are still very active, front gores 
predominating. This firm is at pres- 
ent operating very close to capacity, 
making a number of novelties in 
straps and gores and is originating 
what it terms will be some radical 
style departures. 


Opens Three New Stores 


The Beck Hazzard people have 
opened three new Philadelphia 
stores. One of them is in the down- 
town business section, another is 
just south of the central section, 
and the third is on Germantown 
avenue in the 2700 block north, the 
heart of an active local business 
center. These stores are featuring 
shoes for men and for women at $4 


_and..for_ boys and. girls. at. $3...0n.. 


the opening day in all of the stores 
a pair of silk hose or two pairs of 
lisle hose were presented to each 
purchaser of a pair of shoes. 


Features Philadelphia-Made 
Shoes 


One of the prominent Philadel- 
phia manufacturers of high-grade 
footwear has announced that the 
new store of Saks and Company at 
49th street and Fifth avenue will 
feature his line of shoes. Several 
strikingly new patterns will be 
among the showings. 


Selling Women Through the 
Men 


In one of recent advertisements 
Wanamaker’s store featured three 
styles in patent at $6.85 with the 
statement that “men like women to 
wear patent leather shoes.” The ad- 
vertisement went on to say that men 
“like the idea of their wives, sis- 
ters, daughters and sweethearts 
having neat, little shiny feet.” 


Store Lease Expires 


Hallahan’s are closing out the 
stock. of. their store at 921 Market 
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You've Certainly Got a Lot of Boosters for 


TONY 


Reg. U. S. Pat. Off. 


That remark was passed us 
by a universally known shoe- 
man, who visits many of the 
leading cities of the country in 
the course of a year. 


He told us that he heard more 
retailers call for TONY leath- 
ers in their orders than for any 
other leather on the market. 


The fact that TONY BROWN 
and TONY TAN are the most 
demanded colored calfskins for 
fall and winter is not alone 
due to the beauty and distinc- 
tiveness of these colors. 


Beyond that is the great sus- 
taining force of trade confi- 
dence which the TONY name 
inspires everywhere. 











TONY CALF LEATHERS 


Reg. U. S. Pat. OF. 


RED TAN 


BROWN 


BLACK 








CREESE & COOK COMPANY 


SALESROOMS 
95 SOUTH ST., BOSTON 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bidg., St. Louis, Me. 


39 SPRUCE STREET 
NEW YORK CITY 
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street. They were forced to vacate 
because of the expiration of their 
lease. An extra force of salespeople 
was put on duty to handle the 
crowds at the sale. In paid space in 
the newspapers, Charles E. Halla- 
han assured the public of the gen- 
uine emergency which necessitated 
this sale. 


Patent Models Good 


Both plain and perforated patents 
are selling well, according to 
Nathan Laveson, of the United Shoe 
Company. There is some call for 
black suedes an dvelvets are expect- 
ed to go big in the fall. The lower- 
priced shoe manufacturers are hold- 
ing their prices firm but Mr. Lave- 
son says some of the high-priced 
shoe people are offering conces- 
sions. 


New Firm Opens 


The Pioneer Shoe Company has 
opened a store at 14 North 4th 
street. 


Resumes Full Opera: ‘on 


After several weeks of summer 
shut-down the factory of Mrs. A. 
R. King, Inc., has resumed full- 
time operation. It recently reduced 
its prices from 10c to 25c a pair. 
It reports the trade buying more 
confidently and expects patents to 
be the leader for fall. This firm is 
looking for several salesmen to 
travel through the middle west and 
for a resident salesman in Chicago. 


Manufacturers in Europe 


A number of Philadelphia shoe 
manufacturers are in Europe or 
will leave for there shortly. John 
<. McKeon, of Laird, Schober and 
‘Co., will sail on September 17 on 
the Aquitania. He will spend six 
weeks observing general conditions 
and visiting the firm’s foreign 
agencies. His itinerary includes 
Vienna, Budapest, London and 
Paris. J. C. Coppage, of this firm, 
sailed for Europe a few days ago. 

Herman Meyers, of Croxton, 
Wood and Co., Inc., and chairman 
of the National Style Committee of 
the manufacturers’ association, will 
sail shortly on the Homeric for a 
six weeks’ tour of Europe. 

H. C. Volrath, Jr., whose father 
is buyer and manager for the H. & 
‘SS. Pogue Co., Cincinnati, is on a 
trip to London and Paris. 
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Clearance Sales Continue 
Throughout Boston Stores 


BOSTON—Clearance sales con- 
tinued throughout the week ending 
Aug. 16 in Boston shoe stores. The 
end of the week marked the ap- 
proach of the close of the reduced- 
price period, but there wasn’t any 
great activity noticeable gener- 
ally. From several stores reports 
were made that women, particu- 
larly, were still uncertain concer- 
ing ideas about styles. 

In most stores stocks are low. 
Whites and odds and ends have 
been pretty well disposed of as a 
result of generous reductions in 
prices. 

As yet no store has done anything 
to interrupt the trend of the con- 
sumer thought regarding buying 
summer merchandise. Some stores 
have received fall shoes, but are 
not pushing these models yet. 


Patent Leather Is Leader 


Patent leather patterns are ex- 
tremely popular here. White ho- 


siery and other light shades are 
being worn in contrast. Black sat- 
ins are meeting with favor. For 
fall, merchants are looking for a 
continuance of the popularity on 
patents and also expect other 
black materials to be good. Straps, 
concealed gores, oxfords and ties 
promise to be leading patterns for 
the coming season. 

Men’s buying is confined mostly 
to tan oxfords. Sturdy shoes made 
of grain leathers sold more freely 
this summer than heretofore. The 
medium-broad toe has gone very 
well. Some exclusive men’s stores 
have stressed the square French 
type of toe in advertising and win- 
dow displays. 

With the end of August drawing 
near, merchants are looking for- 
ward to a decided increase in the 
children’s trade. About this time 
every year, children’s buying com- 
mences to boom as parents pre- 
pare to have them fitted for the 
opening of school. 





Shoe Style Show Feature 
of Annual Brockton Fair 


BROCKTON—One of the fea- 
tures of the big Brockton Fair, to 
be held in October, will be a Shoe 
Style Show. Already plans are tak- 
ing a definite shape and indications 
point to a very entertaining and in- 
structive show. The show commit- 
tee recently decided to award a 
prize of $50 to the best man and 
woman model appearing in the 
show. 


Three prominent men of the shoe 
industry will be judges in awarding 
the prizes. They include: Thomas 
F. Anderson, secretary of the New 
England Shoe and Leather Associa- 
tion; James H. Stone, president of 
the Shoe Retailer and Everit B. 
Terhune, publisher of the Boot and 
Shoe Recorder. 


The Foreign-Made Footwear 
Question 


“A matter of interest to manu- 
facturers of men’s high grade foot- 
wear, not only in Brockton and the 
South Shore district, but every- 
where in the United States, is the 
competition of foreign made foot- 


wear,” said a local manufacturer. 
While sales of imported footwear 
may be considered by some as a 
negligible quantity, nevertheless 
some interesting figures have re- 
cently been put forward by the 
United States Government. These 
show that during the first six 
months of 1924 there were 144,828 
pairs of men’s leather boots and 
shoes brought into ‘the United 
States from foreign countries, this 
being an increase of 47.7 per cent 
over the quantity of similar goods 
imported during the same period in 
1923. The importation of women’s 
shoes showed a still greater in- 
crease over the _ corresponding 
period last year, this being 111,258 
pairs, an increase of 169.7 per cent. 
“When we remember,” continued 
the manufacturer, “that all these 
shoes are brought into this country 
free of duty, and that they are pro- 
duced under conditions in England 
and other foreign countries that 
represent much longer hours and 
much lower labor costs than prevail 
here, the shoe manufacturers of the 
United States realize that this in- 
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Makes all his satin shoes 


Skinner's 


Skinner’s Shoe Satins are 36 inches 


wide and supplied in four different 
qualities to meet all the require- 
ments of the trade. 


“LOOK FOR THE NAME IN 


of Skinner’s Satin 


A leading manufacturer of women’s 
satin shoes, in speaking of the factors 
that contributed to the high reputation 
of his product, said: 


“In the use of materials, only the 
very best obtainable are chosen— those 
meant for long service. All satin 
numbers are built of the well-known 
Skinner’s Satin and we emphasize this 
fact to our dealers. It is a big selling 
point, for them and for us.” 


Skinner’s Shoe Satin does wear longer 
and your customers know it. 


“Look for the Name in the Selvage” 


WILLIAM SKINNER & SONS 


New York Chicago Boston Philadelphia 
Established 1848 Mills: Holyoke, Mass. 


Shoe 


Satin 
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creased importation of foreign- 
made footwear may become a seri- 
ous menace to concerns who sell 
men’s and women’s shoes made in 
this country, especially those to re- 
tail at upwards of $10 a pair. There 
are factories hereabouts which 
make high grade goods of this des- 
cription. Foreign competitors, by 
having shoes brought into this 
country free of duty, can quote 
lower prices than those for home- 
made goods. Every pair of these 
foreign made shoes sold here means 
the sale of a pair lost to manufac- 
turers in the United States. There 
should be a duty on shoes as on 
other manufactured goods. Our 
shoe men are entitled to protec- 
tion.” 


Douglas Helped to Make 
Brockton Famous 


The news that Hon. William L. 
Douglas was ill brought many ex- 
pressions of sympathy from friends 
and business associates in Brockton 
and elsewhere. Mr. Douglas, who is 
now in his 80th year, has always 
enjoyed good health. Although he 
long ago passed over the details of 
his business to others, yet, one of 
his associates recently remarked: 
“His mind is as keen as ever, and 
he is thoroughly interested in all 
that goes on in his great manu- 
facturing plant.” 

Commenting on the prominent 
part which Mr. Douglas has had in 
the growth of Brockton’s shoe 
business, Editor S. H. Rich of the 
Brockton Daily Enterprise writes: 

“This community owes a great 
deal to Mr. Douglas. He was the 
first to make Brockton known far 
and wide as a shoe manufacturing 
town. His expanding plant has 
given employment to a great num- 
ber of workers. In the prime of his 
life he was active in civic affairs, 
progressive and far-seeing, always 
an energetic and forward-moving 
influence. Brockton is not unmind- 
ful of all that. It learned of his 
illness with real concern, and with 
sincere expressions of hope that he 
may soon be restored to health and 
to that appreciation of the worth- 
while things in life that comes with 
ripened years.” 


Norman Joins Churchill & 
Alden Co. 


Following the important and in- 


teresting news that President 
Frank S. Farnum purchased the 
controlling interest in Churchill & 
Alden Co., and continues as the 


head of that concern, is the state- 
ment given out by the company 
that Howard F. Norman, formerly 
treasurer and sales manager of 
Norman & Bennett, Boston makers 
of sport shoes, is now a member of 
the Churchill & Alden Co. organiza- 
tion. Mr. Norman, who has had 
many years’ experience in the pro- 
duction of high grade sport foot- 
wear, will give special attention to 
a style service on sport shoes to the 
advantage of the Churchill & Alden 
Co’s merchant customers. 


Men’s Oxfords Carried in 
Stock 


The Brockton Shoe Manufactur- 
ing Co., makers of men’s popular 
priced welts, is specializing on four 
lines of men’s oxfords, which are 
carried in stock at the factory for 
immediate delivery: Lotus calf ox- 
ford on a French brogue last, and 
the same shoe in gun metal calf; a 
Rueping calf oxford on a new 
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brogue last, and the same shoe in 
gun metal calf. These shoes are 
made with the new Barbour Storm- 
welt and other up-to-date features. 
The Brockton Shoe Manufacturing 
Company operates two factories, 
one in Brockton and the other in 
Holbrook, Mass., both of which are 
having a large production of men’s 
medium-priced calf welts for vol- 
ume trade. 


Adds Boys’ and Youths’ 
Welts 


The Elliot Shoe Co., for the past 
nine years manufacturing men’s 
welts in Brockton under the name 
of the Selwyn Shoe, has added a 
line of boys’ and youths’ welts of 
the same high grade as the Selwyn 
line for men. The Elliot Shoe Com- 
pany’s market is principally in New 
England, New York state and 
Pennsylvania, although plans are 
made to extend the sales to other 
parts of the United States. 





Orders for Early Deliveries 
in Haverhill Shoe Houses 


HAVERHILL—During the past 
fortnight, a substantial amount of 
business has been received at local 
factories, which indicates a buying 
disposition on the part of mer- 
chants. The fact that the orders 
thus received are mostly for early 
deliveries, shows a continuation of 
the policy maintained by merchants 
to buy in small volume and for 
actual needs. Nevertheless, there is 
an undercurrent which, according 
to reports coming to local manu- 
facturers, promises to develop into 
a real buying movement for the 
coming season. 

Meanwhile, Haverhill factories 
are fairly well occupied in the pro- 
duction of goods, particularly those 
which retail at popular prices. Sum- 
mer dullness at the factories has 
given over to an amount of activity 
through which more shoe workers 
are being employed and more goods 
produced than at any time since the 
late spring months. Ample floor 
space is available for all the expan- 
sion which the trade hopes to ex- 
perience during the next few 
months. 

With the foreign situation im- 
proved and good crops in the West 
and South bringing excellent prices, 
there is every reason to expect a 
marked improvement in the demand 
for Haverhill-made footwear. 


Time Clocks for Factories 


By a decision handed down by 
Edwin Newdick, chairman of the 
local Shoe Arbitration Board, both 
time workers and piece workers in 
Haverhill shoe factories will be re- 
quired to ring time clocks after 
September 1. Piece workers are to 
be given one hour’s pay when 
obliged to wait a full hour for work 
at the start or other time of the 
morning or afternoon, and one-half 
hour’s pay for each additional half 
hour of waiting. The installation of 
time clocks in Haverhill shoe fac- 
tories has been for several years 
strongly advocated by the Haverhill 
Shoe Manufacturers’ Association. 
The fact that piece workers have 
been obliged to wait for work 
through the late arrival of day em- 
ployees has finally brought about 
this decision. Other provisions are 
included covering time workers, and 
to safe-guard time clocks from 
abuse. 


To Check Waste 


A committee recently appointed 
for the purpose of devising meth- 
ods of checking waste in local shoe 
factories recently held its first 
meeting. Its members are Frank 
V. Ryan, representing Chairman 
Newdick; Fred Cooper, represent- 
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Apo.rx Menjou, Famous Players Star 


Beloved Uillain! 


a. the screen’s gallery of villains, none is more thor- } 
oughly lovable than — Menjou. His sophistication 4 
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adds greatly to the success and entertain- 
ment of every photoplay in which he is cast. att} fe Diamond 


On the screen as well as off, Mr. Menjou typifies the 
well groomed man. Visible eyelets are one of the smaller 
but important items which Mr. Menjou finds necessary 
for the correct and fashionable a of his footwear. 4 
Visible eyelets are decorative, they add comfort and long 
wear to your shoes and they are essential for the perfectly + 
finished appearance which is so desirable on all + 
prey nam Shapes Fast Color mye tae gravis ¢ 
celluloid tops cannot wear brassy actually 

outwear the shoe. They can be identified the two 4 
tiny raised diamonds on their surface. ‘Look for the dia-  Alwaysinsist on Goodyear Welt 
mond, only the genuine Diamond Brand (Visible) Fast Shoes with Diamond Brand 

Color Eyelets have this trademark. (Visible) Fast Color Eyelets. 


Ask for shoes with visible eyelets! 
UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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ing the Haverhill Shoe Manufac- 
turers’ Association, and William J. 
Ryan, representing the Shoe Work- 
ers’ Protective Union. This com- 
mittee will function with the plac- 
ing of time clocks in factories and 
the compensation of shoe workers 
in that connection. It is planned to 
devise a form which will show the 
amount of work done and identify 
the worker. Lost time between jobs 
in factories and compensation to 
workers who are obliged to wait 
for materials to work with are 


problems under consideration by 
the committee. 


Increasing Boudoir Output 


Since removing to larger factory 
quarters, A. W. Greeley, manufac- 
turer of women’s boudoirs, has sub- 
stantially increased the output. 
During the month of July more 
than double the amount of Greeley 
boudoirs were shipped from the 
factory than during the correspond- 
ing month in 1923. 





Steady Gain in 
the Lynn 


LYNN—Gains in sales, report- 
ed during August, are being main- 
tained for September. Manufactur- 
ers are posting “Help Wanted” no- 
tices. Labor unions are calling 
shoe workers from their vacations 
back to work in the factories. 
Leather and supply shops are busy. 
These, and other signs, are there 
of improvements in the times. 

With styles, it is the familiar re- 
port of diversity. With buyers 
breaking up their orders into small 
lots, and calls for quick, frequent 
deliveries, it could not be other- 
wise. Yet there is working its way 
along quietly a trend towards 
sturdier shoes, not necessarily 
plainer shoes, but shoes that show 
the earmarks of refined designing 
and shoemaking. 

Dealers in soles report a demand 
for soles of better weight, as well 
as of better grade. A manufacturer 
of counters tells of orders for stout- 
er counters. Foremen in factories 
are more particular about the small 
details of workmanship. A score 
and more instances could be men- 
tioned, to show the improvements 
that are going on in shoes. 

Prices loom up again as a topic. 
Tanners of the North Shore say 
that hides and skins are from 20 
to 30 per cent above the low level 
of this year. Since they are asked 
to pay more for their raw stock, 
they are asking more for their fin- 
ished leather. 


Gains on Welts 


The new interest in welt shoes, 
reported several weeks ago, is gain- 
ing some strength. Several Lynn 
firms are increasing their produc- 
tion of welt shoes, especially in ox- 
ford types for street wear. 


Sales in 
Shoe Factories 


Two new mechanical develop- 
ments of welt shoes are under way. 
The new “stormproof” welting is 
being used to advantage by several 
Lynn manufacturers of welt shoes. 
They have succeeded in sewing it 
into shoes so snugly that it makes 
a perfect looking union between 
the sole and the upper. Not only 
does it serve to make the shoes 
proof against storms, but it adds a 
new look, and a new style value to 
welt shoes. 

The other development of welt 
shoes is found in a new feather- 
weight welting, for use in making 
featherweight welt shoes. Welting, 
of a new tannage, is but 1/20 of 
an inch in thickness. Yet, it is so 
tough that no shoemaker can tear 
it. 


The Gore Styles 

About 1000 different designs in 
gore shoes may be counted up. 
Lynn manufacturers are making, 
for the coming season, more gore 
style shoes than some of them ex- 
pected ever would be made. 

Within the past two seasons, de- 
signers have turned their part to 
the use of gores, and have de- 
signed the 1000 different styles in 
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gore shoes, and the style of gores 
has flourished. 





Little Change in 
Materials 


Black is the color of more 
than half of Lynn’s shoes. 
Patent leather continues to 
hold a powerful grip on its 
popularity. Suede and dull 
calf and kid also are used, 
and satin, too. 

Tans are gaining, especial- 
ly in welt lines. For some rea- 
son, not apparent on the sur- 
face, Russia calf is a most 
popular stock for welt ox- 
fords. Possibly the contrast 
of the white stitches on the 
welted edge has something to 
do with it. 

With a few exceptions, 
shoes are made in solid col- 
ors, and the most common ex- 
ceptions is to be found in the 
combination of black suede 
with black grain calf, or kid, 
for trimmings. 














More New Lasts 

It looked as if the last makers 
went to the peak in making new 
models, during August; but, as a 
matter of fact, they are putting on 
more model makers to whittle out 
more new lasts. 

The styles of lasts, all in use, 
“are legion” as the newspaper 
writers say, when they find it im- 
possible to count the actual num- 
bers. 


The Lynn Fair 

A shoe and leather section will 
be a part of the Lynn fair, which 
begins September 9, at Rockdale 
Park. It will be after the pattern 
of the Brockton Fair. The United 
Shoe Machinery Co. will duplicate 
at this Lynn fair the display which 
it made at the recent Boston shoe 
and leather exposition. 





Rochester Looks Forward 
to an Active Fall Season 


ROCHESTER—Factories are en- 
joying a good fall run of business 
and orders being sent in by the 
traveling salesmen indicate that 
the present good business will con- 
tinue well into the fall. Most fac- 
tories are busy on footwear for im- 


mediate delivery and also for 
delivery in September. Several con- 
cerns have increased their produc- 
tion schedules and it looks like the 
present fall season is going to be 
the biggest one enjoyed by the Ro- 
chester market for several seasons. 
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Favorable Tone to Buying 

The retail shoe business here was 
fair during the week ending Au- 
gust 16. Special sale offerings were 
extensively featured and local mer- 
chants report a fair response on 
the part of the public which is 
enabling them to clean-up their wz PULLMAN TRAVELING SLIPPERS 


shelves of old styles and broken etter Bn ever nQuaiy ~od 


Shoes of Worth| ““ = _ oe Madsen Geseme $18,0 
A. E. NETTLETON CO. New Store Opens ner Sebati 


a. 
Syracuse, N.Y., U.S. A. full sizes 3 toll in Stock 


The new Nisley shoe store located : 
Se cen Se eee at 17 Clinton avenue south was jf ee ‘rede A 


formally opened for business on 


Saturday, August 16, and the mana- 
HOWARD & FOSTER CO. ger, Harry L. Jensen, reports a good 


Men’s and Women’s Welts | _ first day’s business. Women’s style 

sa , footwear at the one price of $5 will 

° ? ) ry a be featured exclusively. The shop 

BROCKTON, MASS. presents an attractive appearance, 

having a wide arch door-way with 
two good size display windows. TRADE MARK REGISTERED 


HURLEY McFarlin’s Oddment Sale | Stock Dept. 5. 


GPseM (5 AR ARCH McFarlin Clothing Company cele- : 

SHOE brated its Norge a oe Is At Your Service 

Sale” last week, offering shoes an 

“Ask the Man Who Wears Them” clothing at marked ocieanan Les- THE STETSON SHOE co. (Ine.) 

ter Watson, manager of the shoe 

department, reports a busy week 

which enabled him to clean-up his 

stock, ready for new fall merchan- 
dise. 












































Traveling in Europe 
Wilbur B. Coon, president of the 
W. B. Coon Company, left Roches- 
ter recently for a vacation trip to 
Europe. 


New Models at McCurdys 

The McCurdy shoe department 
has been conducting a final clear- 
ance sale in which everything in 
white, colors, etc., was placed on 
sale in preparation for new fall 
merchandise. According to Manager 88-90 Reade St. New York 
Jim Olmstead, they are doing a AUCTION TRADE SALES 
splendid business as usual and are of 


looking forward to a good fall busi- SHOES AND RUBBERS 


ness in their second floor depart- i 
ment which they will formally open Every Wein y andl Peiday 


during the second week in Septem- 
ber. New models in patent and 


satin are being featured. "4 
Style Quality 
G. G. Gill Opens Office _ 
New York, N. Y., Aug. 18—G. G. A. FREEDMAN & SONS, Inc. 


Gill, for 10 years with Brown Dur- BROCKTON, 
rell Co. of Boston, is operating an 


office of his own at 276 Fifth av- 

enue, this city, specializing on full- Where to Buy 
fashioned silk hosiery, both plain Wanted Styles 
and fancy. For the past three and An extra Editorial Service to 


a half years, he has been covering “Recorder” readers, free for the 


the South, Southwest and West for | #sking. Write and tell us what 
The Rosenhaim Co., Inc. you would like to know. 
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Colcord & Walker Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and- pumps in the 
latest designs and finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 








Many dependable and 
profitable styles constant- 
ly In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 











ASK FOR SAMPLES 
We Design apa Srint most 


TOLMAN ‘PRINT, INC 


ere e. 


UNIVERSITY © | 
[i peptic Pom) 





ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 














No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
ALL THE TIME 








Milwaukee » 
(Continued from page 71) 
promises to be very popular for 
fall. Black patents and satins con- 
tinue to sell, and some action on 
kid, dull leather and others is re- 
ported. At one store, two eyelet 
ties with round French toes and 
flat heels have been very good. 
These have also been selling with 
Cuban heels. Similar styles have 
been active in patent, kid and mat 
leather, as well as satin. Another 
store has found strip pumps a pop- 
ular style in tan calf, and has also 
been selling this type in patent, 
dull leather and black satin. For 
every-day wear, this store reports 
action on ties and oxfords, particu- 
larly in tan calf. Patent, tan calf 
and satin, in the order mentioned, 
are said to be showing action at 
another high-grade store, where 
Dixie gores are a popular pattern. 

One department store states that 
patents and satins have been very 
god during the early part of the 
month. Ont of 288 pairs of patents 
and 252 satins in novelty designs, 
all but 120 satins and 30 patents 
were sold within about three weeks. 
This store has noted some action 
on tailored pumps in tan calf as 
well as gunmetal, black satin and 
kid. 

Men have shown little interest in 
fall merchandise so far, but have 
continued to buy styles offered at 
clearance sale prices. Special win- 
dow displays will feature fall styles 
for men at several stores during 
the Elk’s convention in Milwaukee 
and other efforts to present fall 
styles will be made during the early 
part of next month. 


Sell New Tan Shades 

New tan shades in hosiery to 
match the tan calf shoes for fall! 
are now moving in Milwaukee shoe 
stores. Such shades as English tan, 
Piccadilly or tony tan are showing 
considerable action. White hosiery 
is almost dead. One shoe store has 
been very successful with Picca- 
dilly and tony tan in hose priced 
at $1.95, and reports action on 
checkered silk and lisle sport hose 
at the same price. Light shades of 
tan have also been good at this 
store as well as a darker brown 
shade, called hazel. 


Leaves Milwaukee Store 

C. H. Jensen, for five years as- 
sistant manager of the Walk-Over 
store in Milwaukee, left here short- 
ly after the middle of the month 
to assume the management of the 





AShoe for Boys 
That Wears 


. Marston & Tapley Co, 
' DANVERS, MASS, 








Bonites Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send /@r Cata 


ALH.Martin@ 


Mahers ROCHESTER NY 


Cdeal Diaby, Shoo rar 
anvers, sachus 
The, 


MEW YORE GFFICA S20 ft ave, 











POSNER SHOES. INC 


140 w. BROA 








Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N.Y. 
Boston Office 16 Columbia Street 


In Stock—Soft Soles 


Also new line Elk Moccasin 
First Steps — Sizes 1 to 6. 
SEND FOR SAMPLES. 

“Nu’’ Baby Shoe Co. - - East Lynn, Mass. 

















4 F WHERE TO BUY’ a 
Gi 





MANHATTAN FINDING CO. 
107 Duane St., New York City 


“KOM-FUT" AR | ‘SUPPORTS 


Shoe co Supplies = every description 
ite today for information 

mF. A  -— —. Pee 
Slippers in stock 
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T. W. GODSOE, Pres. _ F. E. JONES, Treas. 
W.G. DONALD, Vice-Pres. 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


96 SOUTH STREET BOSTON, MASS. 








COATED GEM DUCK 


ADHESIVE BACKING’ CLOTH 
Bubber and feather 
Dry Fodét Welting 





inthe 


Blach ch Glazed Kid 
Surpass LEATHER @ 





Walk-Over store at Kansas City, 
Mo. 


Improvement in Factories 


Shoe factories which were op- 
erating at about 50 or 60 per cent 
of their capacity a short time ago, 
are now running at about 80 per 
cent as a result of a pronounced 
spurt in buying. The recovery 
from the slump of the past few 
months is said to be much more 
rapid than in other shoe centers. 
One local manufacturer stated that 
retail merchants reduced their 
stocks some months ago when 
there was a prospect for another 
peried of depression, forcing the 
factories to curtail production. 
Brisk buying on the part of the 
public has now brought about a 
resumption of heavier production 
and prospects of good business 
throughout fall and winter are con- 
sidered bright. 


Diamond Store Moves 
Because increasing business de- 
manded a larger and: more con- 
venient store, the Diamond Shoe 
Co. has moved its Fond du Lac, 
Wis., store from its former loca- 
tion at 43 South Main street into 

a new location at 79 South Main. 

Edward Heister is manager. 


Becomes Sole Owner 
The shoe store at Burlington, 
Wis., formerly operated under the 
name of J. M. Christien & Son, is 
now owned solely by Frank Chris- 
tien, who recently purchased the 
interest in the store, held by his 

mother, Mrs. J. M. Christien. 





WHERE TO BUY * 
Le Nate oN 





TURN 
Retailing $3.00 te $7.00 








SLIPPERS fer M WOMEN 


and CHILD 
Bedroom and heme 
SLIPPERS in a wide 
variety of styles and 
prices. 
ye SLIPPERS 
lor quality 


FRANK H. jebaran on. co., ne 
24 Washington Square Worcester, 











dll styles made of Dometic and 
Imported Satin Brocadevand Metal = | 








ee, r MGUSTIN Co tend 





Write for Prices 
BEST-EVER SLIPPER CO.., Inc., BROOKLYN, N.Y. 














The One 
Waterproot 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK 
Tanneries at Danverspert 95 ase. Besten, Maas. 

















Style Show Plans 


Plans for the Promenade of 
Styles in Milwaukee, at which 
the latest fall fashions from 
footwear to millinery will be 
displayed, are rapidly nearing 
completion and many attrac- 
tive models have been secured 
from nationally important 
style events. Many shoe mer- 
chants have entered the 
event and will provide foot- 
wear for the variety of cos- 
tumes which will be present- 
ed, as well as for the special 
semi-act for the display of 
shoes and hosiery. As the 
scene is laid at a fashionable 
winter resort, an opportunity 
is presented for showing all 
types of costumes. 


Satin, Felt and Leather 
Soft-Sole SLIPPERS 
for the Entire Family 


No, 7300 Satin 
colors SS 


Copen Blue, Old Rose, 
Lavender, B. - Blue, 
an 
for Price Liat 
NEW ENGLAND SLIPPER CO 


| 140 Green Street_-_- Worcester, Mass. 


FLEXIBLE McKAYS 
with the comfort of Turns 
WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Sold only in case lots 
NORTHEASTERN SHOE 2. Inc. 
54 Auburn St., Chelsea, Mass. a3 























Demand “ae ng Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 
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Hard Toe 
6/11 ........$2.25 
114%4/2 .... 2.35 
2%/7 .... 2.45 
also Kid Gym 


$ 
12/8..........$1.00 


Samples on request 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 
Established 1915 


New York 





BALLET SLIPPERS in Stock 

Black and Pink Satin, Black my officially adopted 
as the best made professional toe and ballet slipper 
in America by International Association Masters of 


Pare 


Only one exelusive agency in a town — 











si 





BLACK’ BALLET § SLIPPERS 





BLOG SHOE FINDING CO., INC. 
147 Duane St., New York, N. ¥. 








BALLET SLIPPERS IN STOCKBIk. Cab, soft 
toe, 8% child's 
iso" 


Bik. India Kid, 


ediu 
8%-1, "$1.40. ; 
Bik. ya. Hard 
toe, 8-8, $2.85 
FERGUSON BROS. Co. 
2121 Washington St., Boston, Mass. 








BALLET SLIPPERS — IN 
(Made by Ballet aa 


Style Bi . 

aA gic! i* Glazed 
6-11 11%-2 2%-8 
$1.25 $1.30 $1.40 
Schwartz & Herder, Ine. 
Mfrs. of High Grade 











Athletic Shoes 
241 No. llth Street + - 














Philadelphia, Pa. 
umith 
ALLETS 


326 W MONROE ST 
CHICAGO 


WS SUMNER SMITH 

















“\ 7540 | 


We 61 
’Sammar St. BOSTON \754" A. 








Minneapolis 
(Continued from page 73) 
blacks but to stimulate sales in 
browns. The tans and browns will 
be pushed for utility and semi- 
dress. The new things in furs and 
hosiery are expected to be a big 
aid. Hosiery in copper, penny, cin- 
namon, cocoa, coffee and taupe and 
furs in brown shades are quite the 
thing and shoe men believe they 
can persuade the women to buy the 
sort of shoes that will add to a 

smart appearance. 


Men’s Business Better 

Shoe sales for men are picking 
up rapidly. Manager Horn of the 
Maurice L. Rothschild clothing 
house shoe department reports that 
90 per cent of the sales run to ox- 
fords. Young men like the broad- 
toed effects in tans and blacks, 
choice being about even between 
the two. There are many calls for 
storm or college welts. 


Florsheim Co. Consolidates 

Florsheim Shoe Company is con- 
solidating its two shoe stores in St. 
Paul. The original store in Bremer 
Arcade, 421 Roberts street, will be 
closed after 25 years and all the 
business concentrated in the new 
store at 16 West Seventh street. 
H. J. Kjillberg will continue as 
manager. The consolidated store 
will be enlarged. Paul -Barcroft, 
who came out from Chicago six 
months ago to reduce the Bremer 
Arcade stock, will return to that 
city. 


Merchants Meet Sept. 17 


Twin City shoe merchants will 
hold their first get-together dinner 
of the fall on September 17, Presi- 
dent Joseph Langley of the North- 
western Retail Shoe Dealers’ Asso- 
ciation announces. The speaker has 
not yet been selected. 


Short Vamp Style Goes 


Well 


Curry’s Booterie did a big busi- 
ness in a short-vamped diagonal 
one-strapped pump. The shoe was 
shown in black satin and velvet, 
otter satin, patent and black kid. A 
collar of different material to give 
contrast circled the vamp from one 
side of the instep to the other. 





New Firm at Atlanta 


Atlanta, Ga., Aug. 20—The Ed- 
wards Shoe Store has applied for a 
charter to operate a shoe depart- 
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IUCHOSIERY M! 


Erie Ave. & — i a | eeene 


Man 
Ladies’ Full Fashioned Chiffon Hose 
“THAT ARE SUPERIOR” 

New York Office, 358 Fifth Ave. 














J. R. BEATON COMPANY, Inc. 


331 FOURTH AVE., NEW YORK 





ATLANTA 
SAN 


CHICAGO 























Specialists in Embroidered Trimmings 
for Felt Slippers, Booties and Moccasins 


New, novel, low-priced copyrighted, de- 
signs and patented process. Also Satin 
Quilting in fancy styles and designs. 


Swiss-American Embroidery Works 
241 Bergenline Ave., W. Hoboken, N. J. 














ment in the W. T. Grant Depart- 
ment store after alterations are 
completed at 52-54-56 Whitehall 
street and expect to open about 
October 1st. The incorporators are 
Sol I. Yudelson, D. L. Spielberger 
and Alfred Yeargin, all of Atlanta. 





In New Location 
Boston, Mass., Aug. 20—The 
Merchants Shoe Co. opened its new 
and larger quarters at 57 Lincoln 
street on August 19. George M. 
Rosen is manager. 





True Shape Hosiery Co. 
Represented in New York 


Philadelphia, Aug. 19—~-The True 
Shape Hosiery Company of this city 
is now represented in the New York 
Metropolitan district by the Eagle 
Sales & Distributing Company, 
room 300, 1123 Broadway, New 
York. The concern has attractive 
sales rooms and among the mem- 
bers of the sales force who have 
covered New York for years are: 
Messrs. Apter, Steer and Jacobs. 


j 
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bu'can stretch shoes sahdy 
on Repco Stretchers. 


VERY shoeman knows that great care 
must be taken in stretching shoes. Sud- 
den pressure inside a shoe will break even 
the most responsive leather. 
The regular, easy action of Repco Stretcher elimi- 


nates sudden and jerky pressure and assures safe 
stretching. 


Repco Shoe Stretchers contain no springs, arrows 
or other delicate or easily injured parts. 


The blocks are made of fully seasoned maple, care- 
fully shaped and smoothly finished, and are held 
together by a strong steel hinge. 


The stretching action is by means of a toggle joint, 
controlled by a square-threaded screw of large pitch. 


Every shoe store should be equipped with the 
entire nine sizes of Repco Shoe Stretchers. 
No. 000 dowrn to No. 6. Corn and bunion 
plates are packed with every stretcher. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON 
SAN FRANCISCO BRANCH, 859 MISSION STREET 


J. K. KRIEG COMPANY 
39 WARREN ST., NEW YORK 
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Made in Milwaukee 
Sold all over the World 








cca 


LOTUS CALF 


PIETAILERS who know the 
prominence which leather 
takes in the eye of the con- 
sumer are urged to learn the 


LOTUS CALF line. 


MECCA LOTUS CALF is a light shade 
of brown in a glazed and boarded chrome 
tanned calf leather. It will shed water 
and at the same time take an exceptionally 
high polish. Bearing the P. & V. trade 
mark guarantees it as a leather that will 
give the maximum in service and satisfac- 
tion. 


MECCA LOTUS CALF quality can be 
measured by the same standards that all 
Lotus full-grain boarded colored leathers 
must meet. 


PFISTER & VOGEL | EATHER Co. 


PHILADELPHIA, PA. 


MILWAUKEE, WIS. 
BOSTON, MASS. 
NEW YORK, N. Y. 
CHICAGO, ILL. 





ST. LOUIS, . 
CINCINNATI, O. 
ST. PAUL, MINN. LEICESTER, ENG. 

SAN FRANCISCO, CAL. FRANKFURT, GERMANY 
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Four Beautiful Styles for Fall 
In Stock 


No. B-367—Price $5.25 
Patent Leather, Three-Strap Pump, 


No. B-370—Price $4.85 
Patent Colt, Two-Button, Two-Strap 





Jet Beaded Goring on Straps, 14-8 Cov- 
ered Wood Cuban Heel. Wilson Sewed. 
AA 4-8 


No. B-368—Price $5.25 C 2-8 
Satin, Three-Strap tery Jet Beaded 
u 





SIZES AND WIDTHS 


A 34-8 


D 2-8 
TERMS: Net 30 Days 


Pump, Cut-Outs on Quarter, 14/8 
Covered Wood Cuban Heel. Wilson 


B 2-8 | Sewed 


No. B-371—Price $4.85 
_ Calf, Two-Button, Two-Strap 








Goring on Straps, Black Suede Saddle, 
14/8 Covered Wood Cuban Heel. Wil- 
son Sewed. 


, Cut-Outs on Quarter, 14/8 Cov- 
a Jood Cuban Heel. Wilson Sewed. 


JOY, CLARK & NIER, Ine. 


Rochester, New York 
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Act Quick 
Remarkable 
Opportunity 


for live wide-awake responsible shoe merchant to 
sublet large and attractive 


Shoe Dept. 


Mammoth 
Clothing Store 
for Menand Boys 


44 EAST 14TH STREET 
(Extending from 14th to 13th Street) 


On Both Main Floor and Lower Selling Floor 


Here is an extraordinary opportunity for the right man to 
secure highly-desirable space for shoe department in New 
York’s best retail location. (Since the opening of our new 
store we have done over half a million in four mon ) 

Only those considered who are prepared to et, such a de- 
partment in keeping with the — policy of large vol- 
ume, rapid turnover and small profi 

Must be financially responsible. ony sublet this department, 
based on percentage of sales and guarantee 


For Full Details, Address 


George F. Sultzbach 


44 E. 14TH STREET, NEW YORK CITY 
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Get Ready 


For School Opening 
IN STOCK 


Ballet Slippers 


No. 601 Black Kid 














No. 601 
Soft Toe 


Gymnasium Shoes 


Women’s Black Kid 


141-—Elk Sole. ..... 
703—Chrome Sole . . 
701—Rubber Sole .. 


No. 141 


Brooks Shoe Manufacturing Co. 
1731-41 North Sixth Street 
PHILADELPHIA 
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STARBUK 


For (@) Fall 


Us 


ARK BROWN shades in suede finished leathers are 
established in popularity for the coming Fall. 


To meet the demand of your customers of moderate means 
yet who want absolute color correctness, specify STARBUK 


°° BRACKEN 


and 


* PICKANINNY 


‘Tolman, Dow & Company 


ochester, N. Y. 


«Co. Leathers That Bring Reorders Me ‘© Charles L. Kirk 
174 Lincoln St., Boston, Mass. 








, io it. Louis. Mo. 
. General Representatives incede Continental Europe T.M Ppiceacrald & Co. 
7th Street New Castile Leath Co.— ters, Paris, France 1602 Locust St. 
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THE CORRECT STYLE FOR THE OCCASION 


Preeminent for dress and street wear, Sterling Patent is 
presented by leading shoe manufacturers in a multitude of 
Styles for Occasions. For every requirement, STERLING 
stands for style, beauty and wearing quality in Patent. 


SterlingGolt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY - BOSTON, MASS. 


TTEEETIITT ITY TTT rrr titi p> «aii ttt rir > Tir 


. 














23, 1924 





A 


! 

















August 23, 1924 


OUR NEW IN-STOCK 
CATALOG WILL BE 
READY THE FIRST 
WEEK IN SEPTEMBER. 
WRITEFOR YOUR COPY. 
ADDRESS ALL COM. 
MUNICATIONS TO THE 
FACTORY. 
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Howard ¥Iser 


A KIPPY MODEL 


The “BLACKSTONE” 


A SMART STYLE AND REPEATING. 
MODELED IN IMPORTED TAN AND BLACK CALF. 


BOSTON OFFICE 


Howard & Foster Co.  - seevazenes 


MARBRIDGE BUILDING 


Brockton, Mass. SI SS 





Lares 


| 
. 
| 
| 
| 
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*’ “SPORT STYLES AND WALKING 
SHOES FOR PREP SCHOOL AND 
COLLEGE TRADE 


IN STOCK 


At Once Deliveries 





No. 562 
No. 308 Dundee Last No. 327 Dundee Last C. & C. Tony Tan oxford, 6 rows stitching, 
Grey Elk Sport Oxford, soft box, black Mirror Cc. & C. Tony Tan heavy single sole, Wingfoot heel. A, 7 to 11; 
Calf wing tip. Eyelet stay and heel foxing. sole. B, C, D, E wide $5.65 B, 6 to 11; C and D, 6 to 11..................... t 
. A, B, C, mdee Last No. 462 


Disk crepe so D wide $5.85 Noo 568 Du 
As above, but with leather sole. A, B, C, D As above in imported black. Same sizes and 
$5.50 idths $5.5 


SEND FOR STOCK STYLE FOLDER 
THE DALTON CO., INC., Mfrs. Men’s Fine Shoes BROCKTON, MASS. 


BOSTON: 183 Essex Street CHICAGO: 1618 Depuntte Bide. 209 S. State St. NEW YORK: 6651 Marbridge Building 
GEO. J. LOVELY, GEO. W. MANSON, JR. E. B. SLOCUM, C. F. ow GEO. S. DYER 


eee EE EEE EEE EEE EEE EEEECEEEEECEEEEEEE 
ANNOUNCING HOTSPUR CREPE RUBBER! 


A particularly fine grade of Ceylon Plantation Rubber especially Pe og 
6 Thicknesses prepared for the requirements of the American Shoe Manufacturer | Brown, Red, Geant, 
Gray, Yellow, Pur- 


te” to 4%” HERMAN N W E B E R pr. Green, Biack, 


REPRESENTING RUBBER INDUSTRIES, Ltd. Snow White, Jass 


606-610 NEWARK STREET, HOBOKEN, N. J. (mized). 
IMPORTERS OF FINE RUBBER 


SoSoooooeoescooosoeaeoceseeoeeceoosoeaass 

















APPROVED BY EM GREELEY BOUDOIRS XR 
MEDICAL MEN are recognized as being 


different than _ ordinary 
se a sturdy su for the ankles of 
ir chuidren and a fully venth boudoirs. They appeal to the 
= ie cnercelled "Well Knows discriminating. Only 
r mend ite wee. of the very best materi- 
childrens shoes als enter into their 
emTHANoRe: complete by din construction. They not 
IN only look good but 
STOCK ay are we. Sample 
them. Ask for prices. 
BURKLEY bn Bish go, Cotant Styles in stock. Prompt 
SHOE CO. Caedhar Uf celia bait. deliveries. 


If your jobber cannot supply you, write us. 


RA. W. GREELEY, Haverhill, Mass. 3K 
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To be in step with Allen, Goller is to 
know one of the most profitable and fast 





~ , moving lines of women’s up-to-the- 
minute footwear. 

ey ? i If New York Says, It’s the Latest Style” 

We've Got It! 


=\l1 Allen: Goller Shoe Co. 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston 



































BOOT AND SHOE RECORDER August 23, 192, 


ri 


fh f a 


4 


we beg 





e ! Our Sales Representatives 
Wait for the Hagerstown an: S. G. Allison, Massachusetts. 
R. L. Ball, Me., N. H., Vt. 
TT Harry Baum, Massachusetts. 
H. P. Burgess, So. Carolina, Florida. 
C. G. Carlson, Arizona, New Mexico. 
. G. Casterlin, Michigan. 
. Coker, Louisiana, Texas. 
. Dreyer, Maryland, Delaware. 
. Duckett, Colorado, Wyo., Utah. 
. Fahrney, Md., Penn., W. Va. 
. Fairchild, Cal., N. Mex. 
. Farr, Kentucky, Tenn. 
. Franklin, Pa., N. J. 
. Fuller, ‘Texas. 
. Gilmore, New York. 
. Gray, Pa. 
. Greene, Washington, Oregon. 
. Harker, Pa. 
. Holmes, Alabama, Florida. 
. Jacobs, Mississippi. 
. Lehman, Pa. 
. Lyon, Minnesota. 
« Miller, New York. 
. Newcomer, Iowa, Nebraska. 
. Page, Michigan. 
. Pavey, Illinois. 
. Phillips, New York City. 
. Puckett, Ga. 
. Rapp, New Jersey. 
. Sarling, Virgina, North Carolina. 
iller, Illinois. 
Shank, Ohio. 
‘oath, Wisconsin, Indiana. 
Sparks, Oklahoma. 
Ww rd, Wisconsin. 
. Weaver, Wisconsin. 
. Wharton, North Carolina, Tenn. 
. Wharton, Virginia, West Virginia. 
. Whittington, Ind. 
. Williams, Missouri. 


172 


IN STOCK 


STITCHDOWNS 





pOzP rrr pr orm 


No. 


30—Brown Kid Romeo, double sole...... 2.2.2.0... 0. cece ce cece ee ees 
reas Games Meee, GE OEE onic c oc cc ck bccvaveulecctsunbdbesct as 
33—Brown Kid Everett, double sole.....................-. 
40—Golden Brown Romeo, double sole... .... 


POPP Rr Per oRPe Pe oReo, 
wet P re 


McKAY STRAPS 
No. 8%-1l1 114%-2 2%-8 
72—Patent Strap, diamond cutout....... ec | 
172—Patent Strap, English toe. Pea ukntuk an kone $2.40 
83—Patent Strap, half moon cutout. vee. 2.25 
183—Patent Strap, half moon cutout, Engli sh. 2.50 


Ask for Complete Stock List 
Samples Gladly Submitted 


Hagerstown Shoe & Legging Co., Inc. 


Hagerstown, Maryland 


Mer TONES ew 
Em Sener go mr 
> 2 
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ra 7 w SO Ds Te / 4 C 95 
Menz Case Americas 1Z00Y 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 
Fond du lac, Wis. 





eAre Your 
W indows 
Doing Their 
Full Duty? 


Five show cards selected from the June 
issue of the 16 window cards of the 
Recorder Show Card Service. 


Unless you give them 


The cards illustrated hit the nail on the head because they 
a “voice” they are touch the yital points of retail demand for June. They 
say the right thing at the right time. They present an 
loafing on their job appearance that is in keeping with a well equipped and 
\ ; neatly trimmed window. They fit into artistically designed 
of intelligent sales- mats, or frames, which are furnished as a part of this service. 
: The cards are changed monthly. A set of neat price tickets 

Mans hip . are also furnished monthly with this service. 











WHERE THE BUYER Fine Calf Leathers 
SEEKS THE SELLER asieupadiocanae 


In the CLASSIFIED ADVERTISING SEC- = 
TION of the Boot and Shoe Recorder. Velvetta Calf 


The “want ad” does not attempt to create Tuscan Calf— . 
desire. The desire already exists in the prospective , 
buyer’s mind, and he seeks out the want ad. It is a Russia Calf— 
case of the buyer seeking the seller. 

















Boot and Shoe Recorder Classified Advertising Strictly Pine Full-grain Calf Leather 
can do for you what it is doing for others. Keep HUNT-RANKIN LEATHER CO. 
it in mind—and in action. 106 Beach St., Boston, Mass., U. S. A. = 


\ 
A thee I 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT. ps 


Recorder rates for space less than one-eighth page per 


7 times 13 times 26 times 52 times 
$4.00 $3.50 $3.00 $2.50 
8.00 7.00 6.00 5.00 
12.00 10.50 9.00 7.50 
16.00 14.00 12.00 10.00 


wass bo counead in the obvqreiinaseah. and pend tov ensued 3 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 





SALESMEN WANTED 


a 
— 
W: 
ties, 
to ads must be sent under letter postage. = 
diun 
in 3 
conf 
refe 
Milo 
A 


SALESMEN WANTED 





GALESMEN for high-grade Brooklyn turns. 
Must have good following. Will share profits 
with such a man. Wonderful opportunity. Ad- 
dress K-682, care Boot and Shoe Recorder, 127 
Duane St, New York. 





ANTED-—Salesman for the state of Texas, 

also one for territory comprising Ark., 
Miss., and La., with established business in 
that territory. To carry our up-to-the-limit 
line of flexible-process shoes, for children, 
misses, growing girls, and young women, and 
our line of water proof bottom chrome soled 
stitchdowns in connection with the line they 
are now carrying on a seven per cent com- 
mission basis. Address reply E-982, care of 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





GALESMAN WANTED for established mid- 
eastern territory. Give references and ex- 
perience. Jung Shoe Company, Sheboygan, 


Wisconsin. 





GALESMEN wanted to sell on straight com- 
mission, exclusively or non-conflicting side 
line. Big boys’, boys’, youths’ and little gents’ 
shoes, in Goodyear welt, McKay and Nailed, in 
following territories: Missouri, Kansas, Okla., 
and Ark., Texas, Iowa, Nebraska, Wisconsin, 
No. and So. Dakota, Tenn., and Ky. Must give 
references with application. Belleville Shoe Mfg. 
Co., Belleville, Ill. 





WANTED—Experienced salesmen = cover 








stitchdowns des 
cago, also states oa 


resentatives in Middle 


127 Duane Street, New York City. 








SALESMEN WANTED FOR THE RETAIL TRADE 


Nationally r~-— High-Grade Line of Children’s, Misses’ and Girls’ Turns, Wee and 

Western states. Resident salesm 
hio, Indiana, Michigan, Kentucky and West Virginia. Also other 
desirable territories available. Will consider men carrying non-conflicting line or exclusive 
representation. All applications confidential. Address K-676, care Boot and Shoe Recorder, 


an for Chi- 








Michigan 


Write for particulars, giving references. 





Indiana— Wisconsin 


We ed salesmen to cover the above territo 
STAMP WORK SHOES, Goodyear Welt and Nailed, in » oO 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


- We make unlined UNION 
uting and Moulder. 








YNN MANUFACTURER of women’s me- 

dium priced welts wants salesmen in Day- 
ton, Cleveland, Chicago, Cincinnati, Pitts- 
burgh, Buffalo and Baltimore. Line includes 
staples and novelties and features a fine line 
of wide ankle shoes with built-in arch support- 
er shanks. Twenty-five numbers in stock at all 
times. Can be had as side line if desired. 8% 
commission id weekly. Address E-983, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





Indiana, Illinois, Michigan, 
Pennsylvania, K ky, T Minne- 
sota, Washington, Oregon, Mississippi, North 
and South Dakota, to carry our complete line 
of First S and s ring-heel turns in sizes 
to 1144/2; also our Flexible Welts and Stitch- 
downs in sizes running from 1 to 11. Goods 
carried in stock. Our line can be carried with 
non-conflicting lines. We pay 7% commission. 
Samples now ready. Give full particulars and 
references when sending in your application. 
Flexible Shoe Company, Rochester, N. Y. 








GALESMEN WANTED to sell popular priced 
line 1-6 first steps and 2-8 stitc s, 
shoes of merit, in connection with line now 
handling; fifty styles in stock, 7 per cent com- 
mission. Give ~ ay ay how ‘long sold present 
line, annual sales. Elam Shoe Mfg. Co., 
16 Columbia St., beaten. Mass. 





ANTED—Salesman for Florida to carry 

our line of infants’, children’s and misses’ 
medium and fine turns. Staples and Lest novel- 
ties carried in stock. ve line can be car- 
ried in connection with other lines. References 
necessary. Rohrer & Co., Orwigsburg, Pa. 





Wanted: High-class, expe- 
rienced shoe salesman to 
represent a line of popular 
priced men’s dress shoe 
manufacturer in the fol- 
lowing territories: W. Va., 
Pa., Wis., Ill., Ky., N. C. 
and S. C. Address E-972, 
care Boot and Shoe Re- 
corder, 207 South Street, 
Boston, Mass. 











GALESMAN wanted for Maryland and Penn- 
sylvania to carry as side line our fine line 
of Women’s and Misses’ McKays. Address, stat- 
ing experience, Box E-988, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





W ANTED—Salesma: perienced in sell- 
ing a high-grade feo © - men’s dress shoes 
to represent us in ——_ Pennsylvania and 
New Jersey, also one represent us in Minne- 
sota and South Dakota, Good In-Stock Depart- 
ment; 6% commission. Wonderful opportunity 
for salesman with established trade, Give ref- 
erences and name of at least two manufac- 
turers you have represented, also amount of 
annual sales for each. Strictly confidential. 
se Bush & Weldon Shoe Co., Milwaukee, 





ALESMAN WANTED, commission basis, 

McKays, Stitchdowns, Leggings, for west- 
ern section of Ohio. Hagerstown Shoe & Leg- 
ging Co., Hagerstown, Maryland. 





W ANTED—Live-wire salesmen with estab- 
lished trade in New England, Indiana and 
Illinois, Kentucky and Tennessee, and the 
Northwest to carry Rochester’s leading Soft 
soles, Infants’ and Children’s Turns in connec- 
tion with present line. Highest commission 
paid. Give full particulars in first letter. J. J. 
MacMaster, Rochester, N. Y. 





ALESMAN WANTED—Salesman to cover 

the southern coast states from Virginia to 
Florida, both inclusive, carrying our line of 
men’s and women’s shoes. Resident of the ter- 
ritory preferred. Commission 6% and a fair 
trade already established. Williams-Kneeland 
Company, South Braintree, Mass. 





ALESMEN for a real snappy condensed 
specialty line branded ladies silk hosiery. 
Sold with a guarantee to the Dry Goods, Shoe 
and Specialty Shops throughout the country. 
Easily carried. State territory covering sae 
line now handling. Address E-904, care 
Shoe Recorder, 207 South St., San 


ANTED—A high-grade salesman to cal! on 

the wholesale trade with a medium-priced 
line of misses’ infants’ and children’s line of 
turn and stitchdown shoes. ag 4 ,one who 

an acquaintance ng trade, 
who specialize on juvenile pon Ramos and one 
who has a knowledge of this grade of foot- 
wear. Good opportunty to a real money 
and work less than half time. Strictly on a 
commission basis. Territory anywhere except 
the following cities: New York, Chicago and 
= Angeles. Address Drawer H, Pen Argyl, 








ANTED—Experienced salesman to carry 

on commission “KESCO” line of infants’, 
children’s and misses’ turn shoes, in Ohio, 
Indiana and Kentucky. Address with refer- 
oom, The Kepner-Scott Shoe Co., Orwigsburg, 
a. 





ANTED—Experienced a for Ohio. 

Men’s Medium. Price Shoes (all 

leather) selling at $3.40 to $3. 60. E. B. Pieken- 
brock Sons, Dubuque, Iowa. 





WANTED Salesman for Indiana to carry 
factory line of medium and fine infants’, 
children’s and misses’ turns. Staple shoes and 
slippers carried in stock. Can be carried as 
side line. The line has been sold through the 
state for years. Give references and experience 
in first letter. Address E-971, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 





eS eae salesman to shew, as & 
line or otherwise, some thirty samples of 
onteaes — arch support shoes to 
retail at $5.00 and $6.00, also novelty shoes. 
Quick selling. oe Eight per cent 
commission vent, References necessary. 
Westoott Whiewors Ge Syracuse, N. Y. 





ALESMAN WANTED, commission basis, 
McKays, Stitchdowns, Leggings for St. 
Louis and Southeast Missouri. Must have work- 
er who knows St. Louis city trade, both large 
and small. Hagerstown Shoe and Legging Co., 
Hagerstown, Maryland. 





WANTED—Experienced salesmen to 
sell on commission fifty styles women’s 
Arch Support oxfords and pumps car- 
ried in stock. Territories open: New 
York State, Indiana and Illinois, Wis- 
consin, Iowa and Minnesota. The Ed- 
wards Shoe Company, Owego, N. Y. 
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SALESMEN WANTED 


BUSINESS OPPORTUNITY 


FOR RENT 








—_-— 


PY ANTaD— Experiences salesman for Okla- 
homa; Men’s Medium Price Dress Welt 
Shoes (All Leather) selling at $3.40 to $3.60. 
E. B. Piekenbrock & Sons, Dubuque, Ia. 


ws ANTED—Salesmen who are covering es- 
tablished territory to carry our line of 
Flexible turns, consisting of casi and novel- 
ties, sizes 1 to 5, mock-heels and 5 to 8 spring- 
heels ; also a line of flexible welts, sizes 2 to 5 
and 5 to 8. This is an in-stock line of me- 
dium-priced children’s shoes; samples packed 
in a compact grip; paying a high rate of 
commission, and can be carried with any non- 
conflicting line. Please give full details and 
references. Samples ready Angus 15. R. C. 
Milow Shoe Co., Inc., Rochester, Y. 


ALESMEN WANTED—With 

trade for Arkansas, Louisiana, Mississippi, 
Tennessee, Kentucky, Alabama, Georgia, Flor- 
ida, Virginia, West Virginia, North and South 
Carolina, Pennsylvania, Pacific Coast and the 
New England states, sell our line of 
Infants’, Children’s and Misses’ turn shoes and 
sandals; strictly 7% commission. Forty-five 
numbers in stock; can be sold with other non- 
conflicting line. Address with references 
Rehr Shoe Co., Orwigsburg, Pa. 


ALESMAN WANTED—Commission basis, 
McKays, Stitchdowns, Leggings, for Rhode 
Island and South Shore Massachusetts. Hag- 
erstown S & Legging Co., Hagerstown, 
Maryland. 








established 








POSITION WANTED 


OP NOTCH SALESMAN, with following, 

in Central West, open for real line. Six 
years with long general line. Want to specialize. 
Age 35. Aggressive, capable, plenty of initia- 
tive. Excellent appearance. Morgan, Box 45, 
Des Moines, Ia. 


ACCOUNTANT and office manager, thorough, 
practical, experienced shoe factory account. 
ing, including costs, payrolls, commercial re- 
ports, etc., desires responsible position. Avail- 
able September Ist. Address K 683, care Boot 
od Shoe Recorder, 127 Duane St., New York 
ity. 


RETAIL SHOEMAN, 15 years’ Boston ex- 
perience, capable of taking charge and 
buying for shoe department or stere, will be 
open for proposition Sept. Ist. Address E-984, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














Rubber Manufacturers 
Showroom Space 
on Duane Street 


Here’s an opportunity to share ex- 
cellent show-room space on Duane 
Street, the heart of New York’s Shoe 
Market. 


If desired our salesmen can assist 
on floor and local territory. No draw- 
ing account to worry about. Address 
K-680, care Boot and Shoe Recorder, 
127 Duane Street, New York, N. Y. 








Well-known European LEATHER SLIP- 
PER and NOVELTY Manufacturer, hav- 
ing already large out-let in the United 
States, wants to connect with responsible 
Shoe concern or distributor having estab- 
lished selling organization and steady cus- 
temers. Excellent opportunity for first class 
firm. Apply Box No. K-681, Care Boot 
and Shoe Recorder, 127 Duane St., New 
York City. 


For RENT—Store 20 x 100, steam heated, 
modern in every respect, good location for 
popular-price shoe store; reasonable rent. Ad- 
dress H. J. Friedman, Kalamazoo, Mich. 


FOR RENT 


Space for men’s and boys’ shoe depart- 
ment, best location in the city in a well 
established and exclusive men’s and 
boys’ store. We are enlarging our floor 
space to double its present capacity. 
Max Crone & Co., Wheeling, W. Va. 

















FOR SALE 


OR SALE—Clean Shoe Stock in good town 
of 8,000 in Southern Michigan; invoice 
about $8,000.00. Address E-967, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 








NEWLY Established Shoe Store in live New 
Jersey town. Stock, lease, fixtures and 
name can be purchased reasonably. Small 
amount of«cash required; owner has other in- 
terests. Address K-679, care of Boot and Shoe 
Recorder, 127 Duane St., New York. 








For sale—One lot, consisting 30,000 dozen 
pairs rubber heels, black only, in three 
sizes, for ladies’ shoes. Each pair boxed 
with nails, ready for shipment from Eu- 
ropean factory. Price C. I. F. New York 
33 cents a dozen pair. Samples on request. 
H. Lenart, Room 1261, 1123 Broadway, 
New York City. 














LINE WANTED 





ANTED—Line men’s medium-priced Welt 
Shoes for Chicago territory. Well acquaint- 
ed in territory. Address E-986, care Boot and 
= Recorder, 189 W. Madison St., Chicago, 





SHOE BUYER 
AVAILABLE 


Competent Shoe Buyer and 
Merchandise man will shortly be 
available for new connection. 
Know shoe market thoroughly 
and eae furnish best of refer- 
ence: 
WHAT HAVE YOU TO 
OFFER? 

Address E-987, care Boot and 
Shoe Recorder, 207 South St., 
Boston, Mass. 





EXPERIENCED SALESMAN open for line 
of shoes, covering Pennsylvania and New 
Jersey with car. Have large following, among 
better-class merchants, who buy shoes and 
pay their bills. Wants line for coming season. 
Best of references furnished. Address E-989, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





W ANTED~-Popular-priced line, men’s shoes, 
Tex. and La., have several years’ experi- 
ence in this territory; age 87, single; live in 
the territory. Can furnish satisfactory record. 
Address E-990, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





POSITION WANTED 














SALES EXECUTIVE 


INTERESTED TO CHANGE 


Have had extensive experience in all branches of distributing 
work, particularly in having and handling salesmen, analysis 
of sales and territories, etc. Will gladly give full details of 
experience and reason for changing. Address E-985, care Boot 
and Shoe Recorder, 207 South Street, Boston, Mass. 





WANTED TO PURCHASE 








THE NEW YORK EXPORT 


PURCHASING CORPORATION 
596 BROADWAY, NEW YORK, N. Y. 
—- Cana Aa 


W SELLE 
WILL | § SUR PLUS STOCKS | 
BUY (| ENTIRE STOCK 
Bargains in shoes always on hand for 
special sales and bargain basements 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 

For 30 years our specialty 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 


CASH PAID 


for shoe stores or surplus stecks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 




















HIGHEST om PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no ob- 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
Correspondence confidential. Established 
1890. MAX GLAUBERG 

313 Church Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 8764-5802 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 
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WANTED TO PURCHASE 














WE PAY CASH 
If you have surplus stocks in 
any quantity that you want to 
move—write us. 
E. M. MERBLUM 


23 Lispenard St., New York City 
PHONE CANAL 0616 











MISCELLANEOUS 








Neatest, strongest, lightest aad most 
convenient fitting stool on the market. 


Finish ed G >! fon Ork of 
Muh >gany 


Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th Sz., St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


ects fe, THEECHICAGO 
and Prices WIRE CHAIR CO. 


621 N. La SalleJStreet, Chicago, Il. 








WINDOW DISPLAY FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKEN CO 


11 WT. 4°" ST. CINCINNATI.©O 





Heywood) i “ike cficld } 





H-W Chairs Save 
Shoe Store Space 


Grace saving is as essential in 
the shoe store as the theatre. 
So H-W opera chair models have 
been modified to meet your need. 
H.-W expert shoe store seating serv- 
ice is at your service — free. 
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Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for catalog 
giving full descrip- 
tion and prices. 


THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, Il. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, For Sales, etc., see Want Page. 


recaution is taken by the BOOT AND 
SHOE” ECORDER to a printing ony 
statement likely to mislead its cn = The 

publishers reserve the right to reject any 
odearticina or — matter which is not in 
line with this policy 





OFFICES IN 
BOSTON OFFICE: 207 South Street. 
— . io abn yo) St. Geo. 
CHICAGO OFFICES 189 Wat Madison St. Tele 
hone M C. Bowen 
st LOUIS ¢ OFFICE: Loathor Trades Bide. 


= 
NEW ORK OFFICE: Room 101 fieohem Bide. 
27 Duane St. ee Scott, Manager. T: 


Rhone Whitehall 7 
P Tag > OFFICE: Suite 1420 Videos 
, H. Wal bor 4 Scott, Manager. Telep ‘elephone 


Rit tenhouse 343 

HAVERHILL OFFICE: Chamber of Commerce 
a _ Ha —_— National Bank Bldg. Geo. 

CINCINNATY Of MOFric E: Second National Bank 
OC Powers Bldg. Ro- 
siter L. Seward, Western New York LU. 

sentative. T 133. 
LYNN OFFICE: . Gannon 
MILWAUKEE OFFICE: Leonard E. e Tdleoh (B. 

Cc. So Sessa, | ne 405 
WASHINGTON ¢ OFFICE: William L. Daley, 26 
PARIS OFFICE: 2 Rue des Italiens. L. Hubbard, 
LONDO DON My P. a won ten Manager, 
AUSTRALE TIAN «OFFICE: 439 Fy age od St., 
CONTINENTAL OFFICE: William Salzman, 

12, Vienna, Austria. 
ANGE ENTINA: Buenos Buenos Aires, Rivadavia, 2721 
BRAZIL Zit Geren. Joke s. Fitch, 33 Rue General 
CHILE: Les Rosas 1123-1127.. Otto 
ite. 

CUBA: Mr. H. Gomes, Corrales 2A, Havana, 
JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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Do You Know? 


That you can buy it—or 
sell it—tbrough the 


‘“*Where to Buy’”’ 
Columns 
This feature in its quick 
service is a time saver in 


meeting immediate 
needs. 
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BUSINESS REVERSES 


San Francisco, Cal.—Tieburg Bros., shoes, re- 
ported offering to compromise at 50 per cent. 

Wilmington, Del.—Ford Rennie Leather Co., 
glazed kid manufacturers, reported petitioned 
or petitioner in bankruptcy. 

Chicago, Ill—King & Swick (3323 W. Roose- 
velt road), shoes, reported assigned. 

National Shoe Store, Ben Reyn, proprie- 
tor (2127 W. Division street), shoes, re- 
ported petitioned or petitioner in bankruptcy 
and receiver appointed. 

East St. Louis, Ill—A. I. Cummings, shoes, 
reported petitioned or petitioner in bank- 
ruptcy. 

Brockton, Mass.—Wolstad Shoe Store, 
reported assigned. 

Lowell, Mass.—John Parillo, John the Shoe- 
man, shoes, reported petitioned or petitioner 
in bankruptcy. 

Taunton, Mass.—Joseph Weiner, 
ported assigned. 

Haverhill, Mass.—Kostarty Mazenkas, inner 
soles, reported petitioned or petitioner in 
bankruptcy. 

Lynn, Mass.—Hubbard & Davis Shoe Co., 
manufacturers, offering to compromise at 35 
per cent. 

Detroit, Mich.—Samuel Rothstein, S. E. R. 
Mercantile Co. (9234 Joseph Campan ave- 
nue), shoes, etc., reported petitioned or peti- 
tioner in bankruptcy. 

Minneapolis, Minn.—Maurice I. Braman & Co., 
shoes, reported offering to compromise at 20 
per cent. 

Nicollet Bootery, Inc., shoes, reported pe- 
tioned or petitioner in bankruptcy. 

Chapman Bros. Shoe Co., wholesale shoes, 
reported offering to compromise at 50 per 
cent. 

Farmington, N. H.—Haskell, Brown and Brad- 
bury, Inc., shoe manufacturers, reported 
receivers appoin 

New Brunswick, N. J.—S. Long & Son, shoes, 
reported meeting of creditors called. 

Riverside, J.—Riverside Shoe Mfg. Co., 
shoe manufacturers, - eg offering to 
compromise at 25 per cent. 

Brooklyn, N. Y.—Charles A. Weigler (794 Nos- 
trand avenue), reported offering to compro- 
mise at 50 per cent. 

Circle Shoe Shop, Inc. (635 Sutter avenue), 
shoes, reported petitioned or petitioner in 
bankruptcy. 

Utica, N. Y¥.—S. & S. Shoe Co., shoes, re- 
ported petitioned or petitioner in bank- 


ruptcy. 

North Wilkesboro, N. C.—The Boston Store, 
Annie P. Kaplon, shoes, etc., reported peti- 
tioned or petitioner in bankruptcy. y. 

Cleveland, O.—Frank Bags (2759 E. 79th 
street), shoes, etc., reported petitioned or 
jo mm gad in bankruptcy and receiver ap- 


shoes, 


shoes, re- 


nted. 
Springfield, O.—Alfred A. Lazarus, shoes, re- 
ported offering to compromise at 40 per 


cent. 

Cincinnati, O.—Sam B. Wolf Shoe Co., shoe 
manufacturers, reported receiver = inted. 
Altoona, Penn.—Arthur W. McGoi Royal 
Boot Shop, shoes, reported petitioned or pe- 

tioner in bankruptcy. 

Bentleyville, Penn.—Albert Tony & Co., shoes, 
ete., repo petitioned or petitioner in 
bankruptcy. 

Catawissa, Penn.—All Wear Shoe Co., manu- 
facturers, reported offering to compromise at 
15 per cent. 

— Penn.—Nathan Abrams, shoes, etc., 
ported asking for general extension. 
Philadelphia, Penn. — Alexander's, Samuel 
Alexander, shoes, reported offering to com- 

promise at 25 per cent. 
David L. Holtz, shoes, etc., reported of- 
fering to compromise at 20 per cent. 

Huntington, W. Va.—Weller Shoe Co., shoes, 
reported offering to ecmngeuthee at 20 per 
cent. 

-——~Y Penn.—Mahon Shoe Co., shoes, re- 
ported asking for general extension. 

Bishopville, S. C.—O. Levy, shoes, reported 
offering to comprom 

Memphis, Tenn. Shop of Culture, Inc., shoes, 
reported offering to compromise at 35 per 
cent. 

Beaumont, Texas—M. A. Friedman, shoes, etc., 
reported petitioned or petitioner in bank- 


uptey. 
Qelvatien, Texas—Flatto Shoe Co., shoes, re- 
ported petitioned or petitioner in bank- 

ruptey. 


BUSINESS CHANGES 


Hermosa Beach, Cal.—A. and S. C. Ferggamo, 
shoes, reported succeeded by John Checkley. 

Los Angeles, Cal.—Harris & Frank, Inc., 
ro ete., Melville C. Adler, vice-president, 
ied. 

Oceanside, Cal.—I. L. Moon, shoes, reported 
succeeded by Lichtenberger-Ferguson Co. 

Wilmington, Cal—S. Cohen (236 Canal 
avenue), shoes, reported succeeded by Charles 
M. Underhill. 

Los Angeles, Cal.—M. C. Connolly, shoes, re- 
ported succeeded by Sam Longbottom. 

Denver, Colo.—Henning Shoe Co. (820 15th 
eet). shoes, reported to discontinue Aug. 


Leesburg, Fla.—C. M. Adams, shoes, etc., died. 

Boise, Idaho—Sam Klinger, shoes, etc., re- 
ported sold out business, now operating as 
Marks & Klinger at 4008 Lawrence avenue, 
Chicago, Ill. 

Chicago, Ill.—William A. Zorn (4047 Milwau- 
kee avenue), shoes, died. 

Aledo, IlL.—E. H. Osborn, shoes, etc., reported 
sold out to G. A. 

Chicago, -. —W. H. er ior, Inc., 
Walter I. Schiff retired. 

Walnut, Kan.—G. F. Carlton, shoes, etc., re- 
ported sold or closed out business. 

or ~ eae Mass.—A. Munroe, Jr., shoes, etc., 
ied. 

Boston, Mass.—Jones, Peterson & Newhall, 
shoes, Charles K. Peterson, reported retired. 

The Star Shoe Manufacturing Co., moved 

to 168 Lincoln street, Boston. 

Cambridge, Mass.—Su vy? Tanning Co., tan- 
ners, incorporated 

Haverhill, Mass. pe A ‘Shoe Co., manu- 
facturers, name changed to The Rickard 
Shoe Co. 

Rickard Shoe Co., manufacturers, name 

changed to The Vina Corporation. 

Pontica, Mich.—Lenhoff Clothing Co., shoes, 
incorporated $25,000. 

Marysville, Mo. —Yehle Dry Goods Co., shoes, 

L. B. Tracy, retired. 


shoes, etc., 
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Brooklyn, N. Y.—Charles I. Clark 
Broadway), shoes, out of business. 

Adelphi Shoe Mfg. on manufacturers, 
shoes, incorporated $10,00 

Paul Littauer (312 ebdhdien ave- 
nue), shoes, reported sold or closed out 
business. 

Benjamin Stadler & Son, Benjamin Shoe 
Shop (1613 Pitkin avenue), shoes, reported 
succeeded by Benjamin Bootery, Inc. 

Suckoff & Rubinsky (1048 Manhattan 
avenue), shoes, reported sold or closed out 
business. 

New York City—Louis Weissman (1449 First 
avenue), reported sold or closed out business. 

Peekskill, N. Y¥.—Petrillo & De Mario, shoes, 
reported succeeded by H. Heller. 

Barberton, O.—M. Richberger, shoes, etc., will 
be succeeded by the Co-operative Clothing 
Co., on Sept. 1. 

Allentown, Penn.—Harrisburg Davies Shoe Co., 
shoes, incorporated $25,000 

Philadelphia, Penn.—Gonsherry & Nadler 
(4056 Lancaster avenue), shoes, reported 
partnership dissolved. 

Reading, Penn.—R. & L. Shoe Co., 
corporated $25,000. 

Johnson City, Tenn.—Hunter Shoe Co., shoes, 
capital decreased from $100,000 to $25, 000. 
El Paso, Texas—Blumenthal, Inc., shoes, etc., 

incorporated $135,000. 

Springfield, Vt.—George D. Nelson, Standard 
Shoe Store, shoes, reported succeeded by 
K. N. Saunders. 


Menzies Show Big Gain 


Fond du Lac, Wis., Aug. 20—On 
July 31, the Menzies Shoe Co. of 
this city, manufacturers of men’s 
and boys’ dress and work shoes, 
closed the first quarter of the new 
fiscal year. For May, June and July 
the shipments were $30,466.52 
greater than for the corresponding 
period in 1923. 

During the week ending Aug. 2, 
the heaviest mail order business the 
company has ever enjoyed was 
handled, the president, S. D. Nich- 
ols, reports. 
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This is the imposing front of a new G. R. Kinney store on Pennsylvania 
street, Indianapolis, Ind. The lobby is very inviting. R. W. Heuser is 
manager. 
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The Man who has a 


very 7 definite prefer- 


ence for comfortable 
footwear 7? 2 insists on 
?shoes with? 


LACING HOOKS 


Aish for shoes with lacing hooks 
TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION - 
Selling ) Agents 
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V itamines—in business too! 


OU have heard about vitamines in food 

—that essential, vitalizing element 
which, like the spark in a gas engine, 
awakens otherwise dormant energy. It is 
said that yeast contains much of this life- 
sustaining substance; it exists in other foods 
in varying degree, in some not at all. What- 
ever else you eat, you must get vitamines. 


There are vitamines also in the retail, indus- 
trial and professional fields—the vitamines 
of ideas, information, news and classified ex- 
perience, which are carried in good business 
papers such as belong to the A. B. P. With- 
out such vitamines, most fields of business, 
like ‘the human organism, would function 


but sluggishly. 


Because of this essential, bread-and-butter 
character, the A. B. P. papers command the 
highest degree of attention, authority and in- 
fluence. They effect an advertising contact 
obtainable in no other way, even at many 
times their moderate cost. 
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You will benefit immensely from an ade- 

quate application of advertising vitamines in ety A the As- 
. . . soctate usiness 

the form of space in member publications of —p,4.,,, ne..” 


the Associated Business Papers reaching the means proven circu- 
lations, PLUS the 


most effective buying power of their respec- Mead stiadaal-dn 
tive fields. all other departments 
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The Boot and Shoe Recorder 


Is a Member of the Associated Business Papers, Inc. 
Also a Member of the Audit Bureau of Circulations. 
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THE STITCHDOWN PROCESS IS SPECIALLY ADAPTED TO 
CHILDREN’S FOOTWEAR. IT REQUIRES SPECIAL KNOWL- 
EDGE AND A LIFETIME OF TRAINING FOR EXECUTIVES, A 
CAREFUL TRAINING AND SUPERVISION OF WORKMEN. 


WE ARE SPECIALISTS. WE KNOW SPECIALIZATION MEANS A 
GREATER PERFECTION OF DETAIL AND IT IS OUR MINUTE 
ATTENTION TO ALL DETAILS OF WORKMANSHIP, MATERIAL 
AND PATTERN THAT .MAKES THE HELMHOLZ LINE THE 
MOST TALKED OF LINE OF CHILDREN’S STITCHDOWNS IN 
AMERICA. 


HELMHOLZ SHOES FOR CHILDREN ARE MADE IN A FACTORY 
WHERE ONLY STITCHDOWN SHOES ARE MADE. THEY ARE 
MADE IN A FACTORY WHERE ONLY THE BEST OF WORKMAN- 
SHIP, LASTS AND MATERIALS ARE GOOD ENOUGH. 


YOU WILL ASSURE THE FUTURE OF YOUR CHILDREN’S BUSI- 
NESS WITH HELMHOLZ CHILDREN’S STITCHDOWNS. YOU 
WILL BUILD NEW BUSINESS WITH EVERY PAIR THAT YOU 
SELL FOR THEY ARE MADE TO SATISFY THE CUSTOMER. 


THE HELMHOLZ SALESMEN ARE OUT WITH THE NEW FALL 
LINES. BEFORE PLACING YOUR ORDERS FOR FALL REQUIRE- 
| MENTS, SEE THIS LINE OF “DIFFERENT” SHOES FOR THE 

LITTLE FEET. 


HELMHOLZ SHOE Mee. Co. 


HIGH GRADE SHOES 
FOR CHILDREN. 


MILWAUKEE J. K. Orr Shoe Company Atlanta, Georg’a WISCONSIN 
clusive Distributors 


Georgia. No. and So. Carolina 


« Dheyre Better Stitchdowns + 
































































ett Me. 24. Published every week by the Best and Ghee Rewsiee Publishing Com , 207 South St., Boston, Mass. Entered as second-class mat- 
ter April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress March 23, 1879. Subscription price, $5.00 per year. Printed in U.S.A. 
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Beaver-Racquet 
Piccaninny 
Stone Grey 
Bunny 


LEVOR 
GRAN TAID 

















TANNERIES AT 
Gloversville, New York 






SALESROOMS 
New York, Boston, Milwaukee, St. Louis, Cincinnati 
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CONOMY and retrenchment are 

more than indicated—they are at 
work. Shoes of neutral shades, each 
suitable for several costumes, have 
replaced the extravagant ‘shoes to 
match’”’ and “fashionable contrast’’ 
colors. 


(924 


pO 





Your customers are buying shoes for 
double and triple duty. If you carry 
such footwear in useful neutral shades 
—Levor Shades — you are well abreast 
of the demand and on safe ground. 
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| LITTLE JOURNEYS TO AND FROM PLACES | 


The Old Elm’s Son 





The Old Elm’s Son—the old elm of Boston Common which antedated the 
settlement of the city, was brought down in a gale in 1876. A shoot from it planted on the 
same spot has grown to be a fair sized tree. Our first rubber heels were made when this elm 
was a mere sapling. Bull Dog, Vim and Ever Grip are the natural successors of these early 
rubber heels. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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WHEN YOU CONSIDER 


that an advance showing of 
the newer models will influence 
the younger men in their 
selection of fall footwear, you 
will appreciate the advantage 
of getting these styles quickly 
in event you have not ordered 
a. them for fall. 
TAN BRAWNIE CALF 
Brewster Lace Oxford 
BARBOUR STORM 
WELT 
B.C, D, 6-11 
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These are two of the new snappy styles that are 


NOW IN STOCK 


{Over thirty-five other numbers to select from 


Te 


An intensive national adver- 
tising campaign in the SATUR- 
DAY EVENING POST dur- 
ing the coming fall and winter 
will feature extensively IN- 
STOCK STYLES. To display 
these styles in your windows 
will surely mean bigger and 
better sales for you. 


HUME 






































CATALOG ON REQUEST—DEPT. A 


M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 
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How Far Cana Flea Jump? 





We don’t know—but we do know 
that COFFEE WILO ELK in your 


children’s shoes will jump your sales 








5 ew know children need rugged shoes. We 
know that COFFEE WILO ELK will give 
rugged wear and service combined with appear- 
ance and comfort for growing feet. 





Be sure you get what you order if you specify 


COFFEE WILO ELK 


There Are 17 WILO ELK Colors 


RED LIGHT SMOKE COCOA 
WHITE LOG CABIN PEARL 
BLUE BEIGE OLIVE 
GREEN SILVER GRAY TANGERINE 
COFFEE DARK GRAY BLACK 
CHOCOLATE . DARK SMOKE 





C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of ve j I e) Leathers 


10 Spruce Street, New York —BRANCHES— 


No. 401 Metropolitan Bldg. 
308 Leather Trades Bidg., St. Louis, Mo. t 
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An In-Stock Service 
on MATRIX Shoes 


Now able to ship on an instant’s notice this remarkably 
excellent fitting shoe. 


The numbers shown here are IN STOCK. 





Each embodies all the wonderful and exclusive MATRIX 
features, which make this the easiest and most perfect 
fitting shoe in the world. 


If a dealer, send your sizes. 
If not a dealer, write. 





Style B502—Black Kid 2-Strap, ° 
Goodyear Welt. AAA, re -9, RA, ° 
314-9, C, 214-9, D, 2-9, E, 3-9, EE. 5-9. $5.75 


HE ONLY SHOE MADE 

AS NATURE MADE THE 
FOOT. Soles permanently mould- 
ed—fit every curve of the foot. 


Feels “like an old shoe” from the 
start. 


Style ~s% Black Kid 6-Eyelet Oxford, 


11/8 Heel, T. Lift, Goodyear ‘ AAA. 
AA, 5-9, A, ie B, 4-9, C, 9, De RIDDER 
E, 48 50 PROCESS SMOE 


FE. P. REED & CO. 


Exclusive Makers of Women’s MATRIX Shoes 
ROCHESTER, N. Y. 


New York Office: 299 Broadway, W. D. F. Gibson 





Style B500—Black Kid 6-Eyelet Oxford, 
Li t,, Goodyear Welt. AAA 
Sb ea ‘RA Cme Ore Men’s MATRIX Shoes made by Alden, Walker & Wilde, 
ome stat ewe at B500, in Brown wn East Weymouth, Mass. 


same sizes and wi 
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~in America’s Style Centers ~ 


Fifth Avenue, New York— 
America’s greatest style boule- 
vard. 


AFFOR KID takes a prominent place in 


the leather specifications of America’s best 
shoe manufacturers. 
Style No. 109, Delmar Last, in 


i i i - Kaffor Kid, from the famous Walk- 
Its extremely light weight, fine grain and non See ae a te Oe ee. 


scuffing qualities make it ideal for fine working Campello, Mass. 
and soft fitting. 


KAFFOR KID has all of the sturdiness of calf 
and with it—the soft glove-fitting qualities of 
kid leather without the disadvantages. 


Its colors, Morro Brown, Arab, Tan and Black 
give it a full range for fall styles. “tec:ns ee 


Many good shoe dealers specify KAFFOR KID ee ee 
for its assurance of the customer’s satisfaction. 
The shoe illustrated is from the famous Walk- 
Over line, made by George E. Keith, Campello, 
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No. R6483 
Genuine Patent Chrome. Fancy Cut-out 
Front with Elastic Gore. Leather Quarter 
Lined. All Solid Construction. One-Piece 
Leather Inner sole. Best Bend Soles, Close ; 
Edge. Rubber Heel. 
Widths C, D 


R6483— Misses’ Low Heel, 1144-2..$2.75 
R6485—Y. L., 24-7, B, C, D......... 3.25 
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' No. R6483 
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No. R6471 
Genuine Patent Chrome. Cut-out Strap 
with Elastic Gore Concealed by Tailored 
Patent Bow. All Solid Construction. 
Leather Quarter Lined. One-Piece Leather 
Inner Sole. Rubber Heel. Imitation Welt. 
Widths C, D 
R6470—Wdsg. Rubber Heel, 844-11 ..$2.40 
R6471— Misses’, Low Heel, 1114-2.. 2.75 
R6473—Y. L., 244-7, B, C ,D.......... 3.25 
Same in Gun Metal 
R6479—-Misses’, Low Heel, 1114-2..$2.75 
R6481—Y. L., 214-7, B, C, D............ 3.25 
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No. R6471 
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Depend on Helthy-Fut diversity for the latest in footwear for infants, 
children, misses and growing girls. Depend on SINBAC to carry your | 
surplus stock and operate on a quick turnover basis. The large stock on the ‘i 
floor in Chicago enables you to carry a conservative stock and size up H° 
every week. Orders are usually filled the day received. ‘i 






SINSHEIMER BRO.8& So 
211-15-15 W. MONROE 


CHI CAGO 
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From this battery of grading 
machines comes that uni- 
formity of product which 
distinguishes Dunbar Pat- 
terns above alli others. 


Certainty of Fit and Style 


In the Dunbar method of pattern making, every possible means is provided to insure 
absolute accuracy and uniformity. 

On the Dunbar grading machines the patterns are cut with such exactness and pre- 
cision that the extreme sizes fit as accurately as the model size. 

Shoe manufacturers find that in Dunbar Patterns all laps, seams and folds are the same 
on all sizes. Shoe merchants find that shoes made on Dunbar Patterns have a more 
absolute certainty of fit and style. 

The business of the Dunbar organization is to create new styles and to interpret those 
styles in workable, practical patterns which give greater satisfaction to the entire 


industry. 
Your Designs are safe when locked 
in the Dunbar Treasure Chest. 


DUNBAR PATTERN CO. 


SHOE PATTERN MAKERS 


Ye —"N\ SS 


hee ae Fans == 
' Cal ST. LOUIS ~ CHICAGO ~ MONTREAL. ' 
P 7 ~B ap 


> 
\ YIU VY Tb tw =<?) 











i i 











August 30, 1924 


BOOT AND SHOE RECORDER 


11 











heel. 











B888—Black Cedar Cliff Satin, 
Suede Trim. 15/8 Spanish Full 
Louis heel. Code “Ivy.” 


B and C widths ..........Price $3.50 
B889—Same .with 13/8 Cuban 
heel. Code “Iris.” C width 


Price $3.25 


B273—All Patent. 13/8 Cuban 
Code 


“Celia.” C width. 
Price $3.50 


Uskide Top Lifts 


CASE 
LOTS 
ONLY 


IMMEDIATE 


SHIPMENT 








| B270—Patent Leather, 13/8 
Cuban Heel. Code “Rae.” 
PINE” stticisctsicnitinte Price $3.50 


Uskide Top Lifts 


PATTERNS THAT PULL SALES 

























B31@—Genuine Silver Brocade, Silver Kid Trim, 16/8 
Full Louis Heel. Code “Starlight.” 
B and C widths Price $5.00 


18 and 36 Pairs Only on This Number 








B220—Patent Leather 13/8 
Cuban Heel. Code “Verne.” 
5 Price $3.50 


B853—Black Cedar Cliff Satin, 
Suede Trim, 13/8 Cuban Heel. 
Code “Edel.” 

ff eae Price $3.25 


B852—Black Satin with 15/8 
Full Louis Heel. Code “Gaby.” 


C width only .......... Price $3.50 


CASE 
LOTS 
ONLY 


IMMEDIATE 
SHIPMENT 











SPECIA 


confine our efforts to 36 vr. case lot buvers. 


Owing to the overwhelming demand for 
Hannahson’s Shoes we are obliged to 
Get vreference 


in shipment bv ordering our straicht factorv cases. Case 


size runs 3 to 7—3% to 8—4 to 7—4 to 8. 


HANN AHSON 


HAVERHILL, MASS. 


B870—Black Cedar Cliff Satin, 
Suede Trim, 15/8 Full Louis 
Heel, Code “Adonis.” 

B and C widths ...... Price $3.50 


B871—Same as above 
13/8 Cuban Heel. Code “Aline.” 
C width ...... siotilatadend Price $3.25 


Uskide Top Lifts 
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THE SHOE THAT BREATHES 








Re 
REFRESHING 


iT eReaTHes 


Patented Under 
No. 1208955 
Stock No. 1200 


Stock No. 1300 Gun Metal Oxford, Hague Last 
Kid Oxford, Sterling Last 


Stock No. 1350 Stock No. 1250 
Colored Calf Oxford, Scot Last : Colored Calf Oxford, Hague Last 


Suppose We Dressed Our Head and 
Hands As We Dress Our Feet? 


Your hair, your head, your hands get plenty of healthful fresh air—and if they 
do not—they complain to the brain in no uncertain terms. But the poor suffocated 
feet get no relief. Centuries of unventilated footwear have made such shoes the 
accepted thing—although they are all wrong from a sane, health-view point. 

With the perfection of VENTO Shoes—breathing out dead air and replacing it 
with fresh at each step—you have a “Health Shoe” with a provable, visible argu- 
ment which will deeply impress every customer. They sell on sight. They repeat 
on performance. Week by week, VENTO popularity increases. 

You can have an exclusive sales agency for VENTOS, if it has not already 
been taken in your territory. At least, ask for it! 











THE PRESTON B. KEITH SHOE COMPANY 


BROCKTON $ Campello Station Mass. 
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NEW OXFORDS FOR FALL 


Made in a variety of leathers and patterns to meet the 
after-vacation demand for more sturdy and appropriate 
cool weather footwear. All Goodyear welted soles. 


Our line will September 14 to 17, 


be shown at Room 622, 
the Illinois Jefferson Hotel, 
Shoe Retailers’ Mr. Denton 


Association in charge. 


at Peoria, No. 403—Price $3.50. 


Patent Blucher Oxford, Plain Toe, Creased 
Vamp, 8/8 Rubber Heel, Hackney Last. 
AA to D. 

No. 401—Same style in Dull Calf. 
Price $3.50. 


No. 402—Same style in Tan Calf. 
Price $3.50. 


ALL 
SHOES 
CARRIED 
IN 
STOCK 


Ne. 406—Price $3.75. 
Dull Calf Mildred Oxford, Pinked Wing 
Tip and Fox, 9/8 Rubber Heel, Belmont 
Last. A D. 


No. 415—Price $3.75. 
Patent Pauline Oxford, Dull Calf, Wing 
Tip and Saddle, 9/8 Rubber Heel, Belmont 
Last. AA to D. 


No. 413—Same style in Light Tan Calf. No. 405—Same style in Light Tan Calf. 
Price $3.75. Price $3.75. 


No. 414—Same style in Dark Tan Calf. No. 407—Same style in Dark Tan Calf. 
Price $3.75. Price $3.75. 


Our Monthly Style Book sent on request 


THOMSON-CROOKER SHOE COMPANY 


C. R. Thomson, President 


J. M. Thomson, Treasurer E. H. Cushing, Secretary 


Buford H. Jones, 
Vice-President 


18-26 Station St., Boston, Mass. 








P. Howard Tarr, Asst. Treas. 
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Cash! Cash! 


Cash! 


CJ ) 
Co 
































We Are In the Market For 


1,000,000 
PAIRS OF SHOES 


For Domestic and Export Trade 


N accordance with the established ROSENBERG 
policy we will pay cash for all acceptable 
lots of shoes offered us, up to 1,000,000 pairs. 


Our buying capacity is well known, as we are the 
largest wholesale buyers of shoes, for cash, in this 


country. 


S. ROSENBERG & SON 


140-144 Essex Street 
BOSTON, MASS. 




















NU 


BOOT AND SHOE RECORDER 


F you can point to Goodyear Wingfoot Heels when 
you are selling a good pair of shoes, you have clinched 
the guality argument right there. More of your custom- 
ers know Goodyear Wingfoot Heels than any other 
kind. More of them walk on Goodyear Wingfoot Heels 
than on any other kind. They recognize instantly that 
the manufacturer has equipped these shoes with the 
quality heels that wear longer, fit better and look better. 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


WENGEFOOT 
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A permanent jet black dye 
—for all light colored shoes 


Tey REPCO on any light colored 

shoe. It will turn the shoe to 4 positive 
permanent black of a smooth and 
glossy lustre. 


There is no disagreeable odor to Repco Dye 
and it is unaffected by water. It will not rub 
off. Black polishes and pastes can be applied 
to shoes treated with Repco with most pleas- 
ing results. 





Shoe stores, repair shops and findings dealers 
selling or using Repco Dye find it a profitable 
investment and an excellent trade-builder. 


REPCO DYE 


4 
black, all kinds of russet, o 
shoes. 


 enpeay = os conn oe Suggest Repco Dye to your customers as a 


dry. , oe sh . ne 
=o win Ny Oe Se te ot Se Or means of getting longer wear out of their light 
hers, 
IMPORTANT aes colored shoes. 
t 
sole comune Y apes pied aS P17 4 
Cin. add a little wood or denatured 


3Ho UNITED 
= REPAIRING macnine 


COMPANY 
S°S8TON, mass. 
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Shoe Findings Jobbers 


ZS\\\\\ 
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United Shoe Machinery Corporation, Boston, Mass. 


San Francisco Branch, 859 Mission Street 


J.K. Krieg Company, 39 Warren St., New York, N. Y. 
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SHOE 


Fall Edition of Brogues 


T is clear that the Men’s shoe business wants Fall and Winter Oxfords 

with real snap in them. Our recent introduction of half a dozen new 
and distinctive “treatments of cold-weather low-cuts has encountered a 
success, in the form of orders from dealers, that is highly significant. 


In this collection of new Fall Oxfords the Brogue is scoring strongly. 
Our Brogue lasts, widened in the forepart to meet the season’s best 
tendencies, produce beautiful 
shoes. They give ample oppor- 
tunity for our introduction of 
some handsome new pattern 
treatments, and they compose 
a line of Oxfords that has 
already created a vigorous 
demand. 


New Fall Brogues 
IN STOCK 


AKE a close look at this 
illustration of our Stock 
No. 055-B, in Tan Scotch 
Grain. (Its companion style is 
No. 050-B in Black Scotch 
Grain.) The last has the 
slightly fuller forepart that 
will sell briskly throughout 
the Fall and Winter months. pak Ne ER. -One” 
The bottom is two full oak Regular box (Light shade). 
soles through to the heel. Eye- ae 5 Cas 5 oe 


lets are good-size, and all ee tin llicediee! uae 
brass. cept made of Black Scotch 


We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio, showing seven 
groups of Bates “Shoes for the Occasion.” 


Pind, BATES CO. 


- MASSACHUSETTS 
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UNIFORMITY 


DARBROOK 
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#84 ARBROOK SHOE SATINS, woven under uni- 
‘ form conditions of excellence in both yarn and skill, assure un- 
varying standards and appearance. 


@ 


The volume of manufacture in DARBROOK silks—known in 
the silk trade for generations, and running to thirty million yards 
annually—makes this possible and certain. 


® 


If your satin footwear is made of DARBROOK SHOE SATINS, 
you may be sure that what you had in your first order will be 
identical, so far as material goes when you re-order, early or late. 


@ 


The importance to the retail shoe merchant of the uniformity of 
DARBROOK SHOE SATINS throughout their entire range 
is obvious. 


‘SHOE SATINS 


Schwarzenbach Huber & Co. : 


470-478 Fourth Avenue : 
New York City 
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In Stocks 


for immediate delivery 


**Foot-Lite” 


BALLET SLIPPERS 


HARD and SOFT TOES 


No. 601 Soft Toe 
0. TEE: $1.45 
Misses’ cosastescss 
Child’s ... a 


601 


No. 606 Hard Toe 


Women’s ............. $2.75 
ET 
ERs 


No. 606 


GYMNASIUM SHOES 


Women’s 
141—Elk Sole........$1.05 
703—Chrome Sole.. 1.40 
701—Rubber Sole.. 1.70 


No. 141 


Mail Sample Order Today 
Write for catalog 


BROOKS SHOE MFG. CO. 


1735-41 No. 6th St., Phila., Pa. 


THEEIRUE ys 
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Combining 

all that’s best 

in both leather 
and rubber! 


The recent discovery of a new and remarkable 
soling compound was made possible by the 
extensive laboratories maintained by the Hood 
Rubber Company and a corps of chemists always 
on the alert to improve the company’s products. 


The soles of this new compound outwear 
leather! They do not wet through! They have 
none of the disadvantages of leather! 


They do not slip! They do not burn the feet! 
They do not deteriorate with age! They have 
none of the disadvantages of rubber! 


This new compound differs from either rubber 
or fibre. There is no canvas in the composition. 
It makes the most comfortable and the most 
flexible sole ever put upon a shoe. 


Manufactured by HOOD RUBBER COMPANY 
Watertown, Mass. 


Soles 


One of several dozen shoes 
showing, after nine months 
of test wear, a full nine iron 
as against the original ten 
iron when first worn. 
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NOW—FOR WOMEN, TOO! 


Supports the arch 
across the ball 


as well as the one 
from heel to ball —> 


Not some, but all the bones 
of the foot arches are rested 
and supported. 


INSTOCKNOW 


Black and Brown Kid 


$5.75 and $6.00 


It’s because of the way the Certified PROVEN ARCH Shoe for Men 
has made good. Wives, sisters and daughters of the gratified wearers, 
seeing the marked advantage of the PROVEN ARCH Shank, said 
“Why can’t we have that built into our shoes?’ They went to their 
shoe dealers and clamored for it. The dealers came to us and clamored 
for it. We have responded with this Certified PROVEN ARCH Shoe 


for Women. 
Ask for New Catalogue 


STONEFIELD-EVANS SHOE COMPANY 


ROCKFORD, ILLINOIS 


J. Wurmeer, 410 Security Bldg. R. W. Martina, Sheidiey Bidg. 
CHICAGO KANSAS CITY, MO. 
A. L. Sendall, 325 Consolidated Bidg., LOS ANGELES 
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Patent applied for 


The PROVEN ARCH 
Shank—strong, springy and 
perspiration-proof — sup- 
ports the arches without 
hampering the muscles 


Patent applied for 


The comfort features of the 
PROVEN ARCH Shank 
are augmented by a cusb- 
ion cemented between in- 
sole and outsole. 
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A Perfect Waterproofer 








Without Surface Grease 








Don't sell greasy, slimy water- 
proof shoes this winter 


What kind of waterproof shoes will 
you sell this winter? 


The old-fashioned greasy surface 
type that cannot be shined, and are 
always unsightly? 


Or will you sell the modernized and 
much handsomer kind, treated with 
KORITE that doesn’t darken the 
leather or leave it slimy and which 
can be polished and kept clean 


just like unwaterproofed shoes? 


KORITED Shoes are more than 
waterproof—they are far more com- 
fortable through the softening and 
livening properties which KORITE 
gives them. 


Sell KORITED Shoes and see how 
the sales roll up as one customer tells 
another where he got such remark- 
able waterproof shoes. 


We will gladly tell you where you can obtain KORITED 
Shoes if your manufacturer cannol supply you 


Forward looking manufacturers are KORITING their 


shoes. 


Forward looking retailers are having their shoes 


KORITED. 





Korite Products, Ince. 


292 Main Street 
Cambridge, Mass. 
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ARMSTRONG CORK COMPANY, 


Press It Flat — Se é 


USH in the side of a rubber ball, and 
as soon as the pressure is removed 
it springs back into shape again. 

Press flat the toe of a shoe equipped 
with an Armstrong Soft Box, and it 
springs back into its original shape 
again. 

There you have one of the advan- 
tages of the new Armstrong Soft Box. 


Shoe Products Division, 


1f Come Back 


It keeps its shape. It will not crease 
even after the shoe has been thorough- 
ly broken in. It will not bunch up, 
leaving disagreeable ridges across the 
toe of the shoe. 

If you want the soft toe shoes you 
sell to retain their style and comfort, 
specify Armstrong Soft Box Toes. 


Lancaster, Pa 


Armstrong 
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Circle. Cork Box Toe 
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Constant use of straps and oxfords (which afford no support to the flesh of the 
ankle) has resulted in the fleshy enlargement of the ankle and loss of its shapeliness. 


How many of your customers either”think or even express the wish for the trim, 
shapely ankle they used to have? 


The “‘Ye Olde Tyme Ankle Saver Boot,”’ 
Will Do the Trick 


This is a boot specially designed for correc- she has a few minutes with no need to be 
tion or prevention of the “‘Peasant’”’ ankle. dressed up. 


Sell it to your customer as a second pair to This boot is to be used just as any reducing 
wear around the house or at any time when bandage would be used. 


It is an 8-inch boot made from genuine black 
“VICI KID” with imitation tip and 12/8 adver- 
tised rubber heel. 


The corrective feature of the shoe is the wide non- 
stretch bandage built into the lining, a bandage which 
is at the same time soft and flexible and positively 
will not hurt or chafe the ankle. 


The boot is made with an under measure ankle and 
top so that when first put on there is an extra large 
opening in front. This allows for closer lacing as the 
size of the ankle is reduced. 


For your convenience we carry the ANKLE SAVER 
BOOT in stock, A to E width, Price, $4.40. 


STYLE. 15! ORDER SIZES 
In Sock 494, 34-98, 246-9C, TODAY! 


LUNN & SWEET, Inc. Auburn, Maine 
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New, Live Numbers Different Styles 


to attract the Women Buyer to YOUR Store to Brighten up Your Stock | 


Style 6403—Patent Leather Kaffor Kid 
Trim Paris Pump, 14/8 Celluloid Cov- 
ered Cuban Heel, B-D $4.25 


Style 6775—Patent Leather Tudor 
F Side Gore Pump, 13/8 Celluloid Coy- 
Style 6817—Patent Lea Prim- ‘ ered Cuban Heel, B-D ? 
rose Pump, . a 
Spanish 


Style 6749—Patent Leather Black 
Kaffor Kid Trim Poppy Pump, 15/8 
Celluloid Covered Louis Heel, pe 

7 


IN STOCK ORDERS FILLED 
NOW AT ONCE 


reece... RICE & HUTCHINS ... 2x22 
Rice & Hutchins Chicago Co. Rice & Hutchius New York Co. 


Rice & Hutchins Cleveland Co. Rice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Atianta Co. INCORPORATED Atlas Shoe Co., Boston, Mass. 


Rice & Hutchins Baltimore Co. 13 HIGH ST. BOSTON U. S.A. Jos. I. Meany & Co., Inc., Phila., Pa. 
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PROSPERITY 


Elements Contributing to Industry's Well-Being 
Are Many—When Can We Count on 
Getting Them Together? 


By ALBERT W. FREY 


Instructor in Marketing, Amos Tuck School of Administration 
and Finance, Dartmouth College 


opinion as to when conditions in the shoe 

industry will show any material improvement. 
Many are greatly heartened by the turn for the better 
which is taking place now, while others forecast poor 
business in general for at least two more years. It is 
interesting to analyze the situation in order to ascer- 
tain what factors have been influential in making 
present conditions what they are, and to weigh the 
factors which may bring improvement to the industry. 


The ideal situation would be to have every 
pair of shoes that is manufactured in the 
hands of the ultimate consumer by the end of 
the following season. 


There are but two factors that can interfere with 
the practical working out of this ideal and oh! how 


\ T the present time there is a wide diversity of 


present those factors have been during the past two 
years—on the one hand, too much production on the 
part of the manufacturer, and on the other, too little 
demand on the part of the consumer. Both of these 
causes amount to the same thing but can be considered 
separately. 


Production Shows Steady Gain 


A few figures give a good picture of the production 
side. The total number of pairs of shoes manufactured 
in this country in some recent years has been: 


292,666,468 pairs 
331,224,628 pairs 
286,771,101 pairs 
323,876,458 pairs 
351,114,278 pairs 
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Export figures for 1923 show an increase of 36 per 
cent over 1922, or a total of 7,341,997 pairs. 


Full Capacity Far Ahead of Demand 


Inasmuch as labor troubles have kept many factories 
closed or on the move for long periods of time and 
inasmuch as many factories have been voluntarily 
shut down at times, it is evident that full production 
capacity of the shoe industry is far in excess of any 
probable demand. Last year three pairs of shoes were 
manufactured for every man, woman and child in the 
United States and there were the facilities for turning 
out many more pairs. This then is one very strong 
reason for the demoraliza- 
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What Effect Automobiles Have Had 


The tremendous sales of automobiles has had an- 
other influence on shoe consumption other than 
diminishing the amount of money available for spend- 
ing on footwear. It has meant longer wear from each 
pair of shoes! People riding in automobiles are not 
wearing out shoe leather, and the majority of people 
are riding in automobiles. How much this factor has 
retarded footwear purchases it is, of course, impossible 
to figure, but it probably has been very important. 

A few years ago, shoe seasons were well defined. 
Low shoes were worn in the spring and summer and 
high shoes in the fall and 
winter. Everybody could be 





tion of the boot and shoe 
industry, over-production. 

A plant capacity built to 
serve this country when it 
could and did buy anything 
and everything and to serve 
an unprecedented export de- 
mand is no longer of any 
use. Curtailment is in order! 
On what possible prediction 
could the shoe industry have 
based its record production 
of last year? 


Why Demand Has Fallen Off 


While it is true that pro- 
duction was much greater 
than should have been the 
case even with normal de- 
mand, this over-production 





In Which We Repeat 


In case you don’t happen to read the last portion 
of this article by Mr. Frey, here it is all off by itself: 

“The fact that many shoes are advertised today 
would be a good thing if they were WELL advertised. 
But after looking over a series of competitive shoe 
advertisements, how much is the consumer impressed 
by any of them? Almost any shoe can be made to look 
well in a picture and practically the same words can 
be used in talking about the siz dollar shoe as in talking 
about the one at fifteen dollars. 

“The shoe that is selling today and the shoe 
that will sell in the future is the one that has a 
talking point. In addition to style, a real proof 
of quality (not the mere mention of it), a real 
proof of comfort, a real proof of value, a real 
proof that the shoe will preserve the arches or 
do this, that or the other, will mean a real 
demand from Mr. Public.” 


expected to buy two pairs of 
shoes a year. But not now! 
_The low shoe is acceptable 
the year ’round and a pair is 
often worn that long and 
longer, especially in the case 
of men. Styles come and go 
at random now, again 
breaking the tradition of 
“seasons.” 


Modern Shoes Better Made 
—Wear Longer 


This condition, then, to- 
gether with the fact that 
shoes are in general a much 
better product than a few 
years ago means a long 
period between sales to the 
average person. A good shoe 








was accentuated by a falling 
off of purchases by con- 
sumers beyond expectations. Turning to the demand 
side then, it should be of interest to note some of the 
probable causes of this diminished demand but of still 
more interest to note that some of these causes are 
with us to stay. 

The greatest factor in influencing decreased sales 
of shoes as in all lines was the decreased purchasing 
power of the country. Agriculture has been having a 
hard time for several years trying at least to break 
even. Industrial regions, with few exceptions, never 
have really gotten under way since 1920. Both the 
farmer and the industrial worker have had little 
money to spend and very little, it seems, for some 
staples. The man with the regular pay envelope gen- 
erally had a mortgage on it—installment buying. 

Another factor which links itself with the first is 
the craze for the automobile and radio which has swept 
the country. Purchasing power has seemed to be almost 
non-existent except for these two commodities. No 
matter how many other things must be omitted, the 
family must ride! And surely every one should have a 
radio outfit! Whether these purchases are made out- 
right or on a “so much a month” basis, the amount 
left for necessities (?) is small. And it has been 
undoubtedly true that, after the women had made their 
shoe purchases at prevailing prices, the head of the 
home reckoned that the cobbler could put several addi- 
tional months’ wear in his shoes. 


today outlasts by some 
months the good shoe of some years ago. 

Possible purchases have also been put off by the 
great number of markdowns on shoes for several 
months back. Retailers have been vying with one 
another to sell shoes on a price-cutting basis to the 
point where the public are hesitant to buy today for 
fear they can strike a better bargain tomorrow. Price 
seems to be a poor bait today. 


Where Style Steps In 


For all these reasons, then, the retailer has not 
moved shoes from his shelves in anything approaching 
volume enough to make a fair profit. And the pity of 
it is that he will never move some of his stock from 
his shelves, at least without practically giving it away. 
This brings up that awful problem of style. 

The blame for the introduction of the style factor 
in the shoe business is difficult to place. Some say it 
originated with the consumer and some lay it to the 
manufacturer. The latter argument takes the course 
that style was the recourse of the manufacturer to 
stimulate sales when the demand began to slow up. 
But on whom the blame should fall is small matter 
now, but great matter is it that the epidemic is with 
us. The manufacturer does not know which way to 
turn. With a large factory, he may no sooner have 
gotten everything in readiness to turn out some new 
style when he will find that new style is old. There is 
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a story which, while probably old now, is still very 
applicable here. A shoe buyer having placed an order 
with a manufacturer was asked to designate manner 
of shipment. “Ship them in a casket,” was his reply; 
“they'll be dead when they get to me.” 


And Its Economic Cost 


The constant change from style to style has meant, 
then, increased costs at the factory. Next, the style 
change has left a few and maybe many pairs on the 
dealer’s shelves, which he finds it impossible to move. 
The longer it stays in his store, the harder it becomes 
to get rid of the stock. He is cautious about ordering 
from the factory after being caught this way a few 
times. With leftovers on his shelves, he must increase 
the margin on the shoes he does sell. The customers 
come in and want a new style; he has not dared to 
stock it; result, a lost customer. Or with prices higher 
because he has been stuck in the past, he finds the 
store next door is running a sale. More lost customers! 
In self-defense he opens a sale himself; soon every- 
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body’s doing it. Then the public sit by and wait for 
the bottom to be reached. No wonder the retailer finds 


it hard to smile these days. And with him this way, 


how many orders can the manufacturer expect? 


What Firms Have Made Money—And Why 


But through these hard months, there has been some 
money made. Since many of the large factories have 
found themselves too unwieldy to keep up in the style 
fight, that is, unable to shift easily with each style 
change, they have been in hot water. Some other large 
factories, however, have kept going at a profit because 
they have turned out a standard product for years and 
have been willing to stay with it during this trying 
period. Especially have some of the factories with a 
legitimate talking point for their shoe been successful. 
A great many small concerns have been making money 
not in spite of, but because of, the demand for style. 
They have been able to shift quickly from this pattern 
to that and even should they be caught sometimes, the 

(Continued on page 37) 


One of the most attractive retail shoe stores in Atlanta has been recently opened at 77-A Peachtree 
Street, in the downtown retail shopping district, by the Florsheim Shoe Co., a store that many visiting 
merchants have declared one of the model retail shoe stores in the Southeast. 

Though not a very large store, so far as square feet of floor space may be concerned, the arrangement 


of the stock on the shelves is such that the store is able to carry in sight a much larger stock than the average 
store of much larger floor space, as the shelves have been built almost entirely to the ceiling and extend the 
full length of the store. Yet, this does not at all detract from the interior appearance of the store, rather 
adds to it, in fact, as one can readily see by the accompanying photograph of the new store’s interior. 

The glass show case at the front sets off the whole attractively, as do the glass mirrored doors built into 
the shelves at each side of the store, and at the rear. These doors serve a double purpose. For one thing, 
they enable the customer to inspect his footwear from any angle by means of the mirrors, while on shelves 
behind the doors is provided ample space for stocking such findings and surplus hosiery as the store carries. 

Roy L. Clutterbuck, for a number of years identified with the retail shoe business in the South, is the 


manager of the new store. 
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High-heeled pumps like 

these, says Dr. Marshall, 

tax the normal foot adapt- 

ability to the utmost, and 

should not be worn contin- 
uously. 


What Should Be Done About the Increasing 
Popularity of Pumps? 
(The Views of an Orthopedic Surgeon) 


ELL all the pumps that you can while their 

popularity continues, retail shoe merchants 

undoubtedly will say, An orthopedic surgeon 
might add: Familiarize yourself with their limitations 
so that you will be prepared to meet troubles that 
surely will arise. 

High-heeled pumps like those figured in the accom- 
panying illustrations are very attractive when they 
are encountered, as these were, among many intri- 
cate designs and multiplicity of straps, tongues, bows 
and buckles at the recent Boston Shoe Style Show. 
And it is natural that there should be a tendency 
toward a return to simplicity of shoe appearances 
after the great wealth of styles which of late have 
been a manifestation of the never-ending change in 
fashions. 

When Pumps Are Beneficial 


There are many persons with normal feet who can 
wear pumps for a few hours at repeated intervals 
without harm; but high-heeled pumps tax natural foot 
adaptability to the utmost. If they are not used too 
long or too frequently, it is conceivable that pumps 
may even help to increase foot resistance and foot 
endurance in some instances. 

However, when an individual can afford only one 
pair of shoes, then use of exactly the same kind of 
shoes may possibly represent the last refinement of 
atrociousness if such pumps are worn continuously. 
Under the latter conditions they may violate most 
important healthful principles. 

Consider the instance of the young lady whose feet 
are figured in the illustration. She was obliged by cir- 
cumstances to wear her high-heeled pumps all day, 
day after day, also to stand and to walk in them con- 


siderably. 


When They Are Harmful 


Her feet became tired, sore and puffy to a degree 
that she was compelled to wear elastic anterior arch 
cuffs inside of the pumps to minimize discomfort and 
to reduce the abnormal swelling. 

In this instance at this particular time the wearer 
of the pumps was using them too continuously; but 
this fact does not contradict the undeniably fashion- 
able merits of the shoes. Responsibility for her trouble 
rested primarily with herself and with circumstances 
which she found herself in, not with the footwear that 
would fulfill its intended purpose if more discreetly 
worn. 


Peculiarities of High-Heeled Pumps 


They are held on the feet only by comparatively 
small pockets at front ends and by shallow heel pockets 
at extreme posterior ends of the shoes. They cannot 
be fitted long and loose because then they will slip 
at heels and their sides will gap. When they are fitted 
snugly there is a bulging of the flesh above the level 
of the shoe surface at base of the toes as the illus- 
tration clearly shows. Much of the pressure has to be 
borne by the narrow zone of leather or other material 
which forms the edge of the anterior pocket, but tips 
of toes within this tight compartment share in sus- 
taining the downward forward thrust which accom- 
panies each step that is taken. 

The higher heels are made, the greater will be pres- 
sures on front parts of feet and shoes, and back pres- 
sures on tips of toes will tend to produce anterior arch 
troubles and calluses with greatest facility. 

Straps across upper surfaces of feet when of proper 
snugness help very materially in lessening painful 
pressures at tips and bases of toes. High-heeled opera 
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pumps without straps accordingly posess a minimum 
amount of comfortable qualities with a large amount 
of fashionable features. 


Interfere with Circulation 


Puffiness of feet which develops from the wearing of 
pumps commonly indicates harmful squeezing of blood 
vessels and interference with circulation in the toes, 
and is especially likely to occur when the tread of the 
pumps is too narrow and toes are jammed into anterior 
pockets under constantly great pressure. 

Long arches of the feet from heel to ball, however, 
are well supported by short tight shoes, and these 
arches do not break down. Instead, if there is any 
weakness of foot ligaments, these long arches tend to 
bulge upward in abnormal fashion instead of sagging 
down. And tender spots frequently are found on upper 
surfaces of such feet which represent points of abnor- 
mal strain in ligaments. 

Many persons of exceptionally heavy weight or with 
relaxed or weakened ligaments find that they cannot 
wear pumps, and it must be freely admitted that from 
an orthopedic standpoint such shoes should be used 
only by a certain group of vigorous healthy individuals 
who can endure the severe test without harm. 


An Argument for Extra Pair Sales 


Popularity and fashionable merits, however, deter- 
mine the sales, and it is a useless, thankless task to 
try to dissuade the public from purchasing what they 
think they want. It seems wiser not to make any 
attempt, yet in appropriate individual instances expla- 
nations by shoe salesmen regarding pump limitations, 
and what should be done in the event that trouble 
develops, probably is a wise procedure. 

Some customers will appreciate being reminded that 
extra footwear of different types should be available 
immediately for alternate wear when their stylish 
pumps become too uncomfortable. In fact, it may be 
possible in some instances to increase sales by selling 
an extra pair of shoes with 
each pair of pumps. 

The public does not realize 
thoroughly, nor apparently 
do some shoe salesmen who 
are selling only special lines 
of shoes, that average nor- 
mal feet are benefited by 
frequent changes in shoes, 
including various minor 
changes in shoe proportions 
and shapes, in snugness and 
looseness of fittings, in flexi- 
bility and stiffness of shanks, 
in heights of heels. 

Normal feet that are sub- 
jected to changed conditions 
repeatedly will not develop 
any single undesirable tend- 


«ete 


ency. Instead they will Pumps have to be fitted snugly. This leads to 
adapt themselves and retain p,Jg9ing of the flesh at the base of the toes. Undue 


much of the natural powers pressure, furthermore, 


of accommodation with anterior part of the foot in the forward thrust 
which accompanies each step. 


which they are originally 
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endowed. The fact that some types of shoes are a little 
more comfortable than others should not lead to the 
mistake of selecting the most comfortable single style 
and size for constant use, thereby sacrificing natural 
foot functions to the pursuit of greatest comfort alone. 
There are now numerous individuals who have be- 
come dependent on such single types and sizes, who 
would not be so if in the past they had endured some 
purposeful variations in their shoes in order to pre- 
serve their natural foot adaptabilities. 


Change Off with Other Types 


When pumps become uncomfortable, or at definitely 
recurring periods, other shoes should be worn alter- 
nately that possess qualities which pumps lack; 
namely, shoes that possess more toe room and different 
shapes, shoes that can be fitted long, that have proper 
breadth of tread, that have different heels, that sup- 
port upper surfaces of feet more effectively and com- 
fortably. 

It seems to the writer that the retail shoe business 
may suffer from either too many or too few rational 
medical ideas. If orthopedic principles are entirely 
ignored, as occasionally happens, shoe sales may con- 
tinue to be made for a considerable period apparently 
as briskly as ever; but in the long run, nevertheless, 
such shoe stores seem bound to be stricken with a 
mysterious ‘malady, a kind of deficiency sickness com- 
parable to physical diseases like beri-beri which fol- 
lows gradually after too exclusive diet of polished rice 
for too long a time, or scurvy that seafaring men have 
suffered from when they have been subjected for long 
periods to limited rations. 

There are certain orthopedic medical principles 
which are necessary for sustained business vigor of 
maximum degree; and, while attractiveness and style 
in footwear undoubtedly will always continue to be 
most important factors in shoe sales, yet every pro- 
gressive salesman ought to think seriously of ortho- 
pedic possibilities and limitations of the tasks before 
him at least occasionally. 

One of the best recom- 
mendations for a store is its 
consistency in properly fit- 
ting customers. Regardless 
of the attractiveness of the 
shoe, if it is ill-fitted, it loses 
its significance as a style 
model. 

If he can really apply 
these principles discrimi- 
nately and honestly, not with 
pseudo-scientific camouflage, 
he will be serving his cus- 
tomers and himself most 
satisfactorily. On the other 
hand, his task of selling 
shoes properly should be a 
sufficiently important one— 
engaging his whole energy 
—to prevent him from at- 
tempting to convert the shoe 
store into an unsatisfactory 
medical clinic. 
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The Editor Writes from New York: 


‘When I hit the factories of Brooklyn, I ran into 
a very encouraging situation. Merchants want 
shoes for September and October selling, and 
many orders, double the size expected, have put 
the trade in a real spirit for big business the last 
four months of the year. I was surprised to see the 
good taste in shoes. The wild-eyed stuff is gone. I 
am thinking our September 6th Style Issue will be 
the best on record.”’ 





HE opera pump is sweeping through the 

| country at an alarming rate. The switch from 
fancy and extremely cut-out shoes to the very 
simple lines of the strip pump brings on a condi- 
tion that needs study and explanation. We are for- 
tunate in this issue in being able to present a 
research by Dr. H. W. Marshall on the “wear- 
ability of the pump.” He scores a strong point 
when he says, “If it is the fashion, let it be re- 
stricted to three hours wearing per day if women 
are to be comfortably foot-covered.” If in selling 
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the opera pump, emphasis can be put on the point 
that it is new and fashionable, BUT that it isn’t 
good for all-day wearing, then indeed will the 
pump serve a real service in developing the theme 
“Shoes for Occasions.” 

This gives a place for oxford types for walking 
and shopping wear; straps for a little dressier 
wear; the opera pump for afternoon and evening 
wear. It makes several distinct periods of shoe 
wearing per day. It encourages shoe conscious- 
ness through the element of comfort as well as 
good taste. 

Some merchants won’t look at operas and strip 
pumps because they feel that not thirty per cent 
of their customers can be properly fitted, even 
with a full range of sizes. Fitting standards vary 
throughout the country. The extension given in 
New York City is much less than the fitting al- 
lowance given in Texas. What is a 4-B fitting 
in New York on a pump, would be a size 3 fitting 
in Seattle. 

Standards of fittings vary with the round pump 
forepart, the distance between the ball and the 
heel gives the only play to fitting preference. If 
pumps are fitted in New York so that the toes 
won’t have to grip to hold the shoe on, in some 
other part of the country the heel slips with 
every step. 

The fine science of fitting pumps correctly comes 
into play in a season of emphasis on very simple 
shoes. A full range of sizes and widths must be 
carried. We are not discounting the fact that 
pumps are the go, and that the customer now-a- 
days, wants what she wants and will have no 
other, but be sure to protect yourself with a 
sufficient mark up to cover returns and possible 
left-overs. 

There has been no type of shoe better suited 
to the problem of both style and correct fit than 
the strap model. 

Strive to select ties and high throated pumps 
that will make a few widths cover the entire 
range of widths from AAA to E. When a mer- 
chant buys thirty-six pairs of shoes and finds 
that to pay the manufacturer and his overhead, 
he has to sell thirty-two pairs at a good profit, it 
pays to look at the remaining four which repre- 
sent ultimate net profit. 

We always endeavor to encourage a new de- 
velopment of style if it has within it the makings 
of a national demand for extra pairs, provided 
the merchant can make a profit thereon. Pumps 
have their place, but do your best to insist that 
the customer uses it as a part-time shoe. Quote 
Dr. Marshall if you want to, for his research was 
both extensive in numbers of feet studied, and 
intensive in his recommendations to make the 
shoe just one of a number of pairs per day. 
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HE ability to hop over a dull period and plan 

for a busy period ahead is what makes mer- 
chandising so fascinating and so successful when 
well done. Indications are pretty general through- 
out the country that the last four months of 
this year will be profitable to the majority of 
stores in the United States. Many merchants 
have taken it for granted, because of the bad six 
months opening the year, that the old rule would 
prevail, “If you don’t make money in the first six 
months, you never will in the last.” There are 
many factors, both domestic and foreign, both 
actual and mental, that indicate a buying spirit 
on the part of the public. Many merchants have 
anticipated this, and have placed orders far in ex- 
cess of what might be expected for the four 
months ahead. These merchants feel that their 
communities will have more money to spend for 
apparel needs. 

What has been termed “A corrupted market” 
is nearing its close. In this period, many manu- 
facturers felt that it was easier to keep their 
mills going at a loss, than to stop the works and 
let old overhead eat its way into the capital. Let’s 
hope not many factories and tanneries have com- 
mitments on this basis extending well into the 
fall. It is evident to many houses that the demand 
for early deliveries will make September a great 
production month rather than, as was the case 
last year, moving it into October and November. 
Likewise, many shoe merchants who were able 
in July and August to give the public wonderful 
values at low prices, have made strong friend- 
ships with their customers and expect to see 
them in September buying new shoes at regular 
prices. 

It is a great source of satisfaction to a store 
to be able to give a real value in its sale so that 
the public has the satisfaction of having bought 
the right shoe at a very reasonable price. The 
store’s reputation is increased by such good busi- 
ness methods. The customer, however, who has 
bought passe styles at $1.00 per pair forgets the 
price and thinks only of the “rotten deal.” The 
shoes were worth only a dollar in the first place. 

There is a healthy call for new shoes at a date 
earlier than was expected. Many stores have 
held their fall openings in August and the pre- 
season sales should prove an excellent forecast of 
a good demand in September and October. An 
early Labor Day and an early school season both 
help materially to make the public buy early. 
There is an encouraging upswing to business, and 
from present indications it will sweep through 
the four months remaining this year to the profit 
of the merchant and the pleasure of the public. 
If the movement can be sustained by good values 
and good styles, it will do more to put the shoe 
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industry on its feet than any development of the 


past five years. 





Pretty Shoes Continue 


ON’T run away with the idea that the term 

“simplified” shoes mean plain and feature- 
less shoes. The plain opera pump is the other 
extreme to the wild orgy ,of cut-outs and open 
shanks, now happily over. The new shoes in the 
making have intrinsic beauty in them. Clever 
stitching good lines, here and there a cut-out, 
and a new strap effect make the new footwear 
very distinctive and different from what has gone 
before. We want to encourage pretty shoes, be- 
cause it means more sales. In any number of 
factories you will hear of pretty shoes on which 
two years of constant business have been had. 
The gaaterials may change but the patterns con- 
tinue to give satisfaction. The lasts are standard 
in their good-fitting qualities. There is every 
reason for holding fast to a good number when 
a recognized shoe factory is full to capacity on six 
typically pretty shoes in contrast to a kitchen 
shop not a mile distant with every rack different 
in leather, pattern and design. 

Hold to the good things and encourage more 
people to appreciate pretty footwear. If the shoe 
trade can ever develop a unity of style presenta- 
tion, it would be a great thing for stability of 
business and profits. If one typical shoe could be 
made a national favorite all over the country for 
one or more months, it would do much to give the 
public confidence in the styles bought. Stick to 
your lines and grades—give preference to a steady 
customer and let the transients with freakish 
ideas go where they will. Better business can be 
built by a policy of consistency. Better business 
can be had by sticking to certain types of shoes 
and avoiding duplication. There is a great oppor- 
tunity for common sense to become again the 
measuring stick of the shoe industry’s efficiency 
in public service. 





What a Dollar Buys 


HE purchasing power of the dollar, based on 

its 100 cents value before the war, was 69 
cents in June, 1924, according to a study in the 
current issue of the monthly Labor Review. For 
all groups of commodities, the dollar reached its 
lowest value in May, 1920, when it would buy only 
40 cents worth of goods. The value rose in the 
last half of 1921 and in the first of 1922, when 
it was above 70 cents, since which period it has 
fluctuated over a small scale. Last January, the 
dollar was worth 56 cents. 
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Here Are A Lot of Things You Can Do 
to Start the Fall Season Right 


Arguments You Can Use in Persuading the Public to Buy 
New Shoes Right After Labor Day 


HERE are the outside influences that will 
V \ focus new shoe buying in the fall? Can Labor 
Day be the fall substitute for spring’s Easter? 
The merchant reasons thus and nothing comes of it 
because the fall is strangely lacking in any turning 
point. 
On Labor Day one meets as many vacationists just 
starting, it seems, as ones 


Those are some of the reasons found within the store 
itself as to why new shoes should be purchased in the 
fall. 

Moreover, looking at the advertising expense during 
the last two months may provide additional reasons 


for putting some fall “hustle” into advertising. The 
money left unspent dur- 





returning, and the only 
article of apparel that 
really goes “out” in Sep- 
tember is the straw hat 
for men. 


Look Inside for Fall Ideas 


At the opening of the 
school term the children 
can start with the same 
shoes they have worn 
during the summer if the 
weather is right. The 
older folks can wear their 


ing those two months can 
now be profitably put to 
work when the season is 
young. 

For example, the straw 
hat business of last spring 
was delayed by the 
weather, yet every man 
was soon provided with 
one; and the only fault 
the hat sellers had to find 
was that the hat bought 
late in the season usually 
lasts over the entire sea- 








son. The sale of a second 








summer shoes for a long 





hat became an impos- 





while yet before they 














sibility and that second 





change. 








That is taking the 


hat remaining on _ the 








shelves represented the 








pessimistic view of the 











matter, but only by look- 


profit on the first hat sold, 





ing at two sides of a 





substantially. 








question is it possible to 
come to any logical con- 
clusion. 

On the other hand there 
are the new styles arriv- 
ing daily that bring 
with them the freshening 
atmosphere of fall; in the 
women’s styles there is 
the lure of pretty things 
as well as the distinction 


STREET 





YourrNameHere 


Unless sales can be 
made early enough in a 
season the total sales dur- 
ing the season will not. be 
profitable. That is the 
greatest reason for doing 
the heaviest selling at the 
very start of a season. To 
do so insures a profitable 
wind-up of the season in 
shoes or anything. 

To give the greatest 


TOWN 








so dear to every woman of 
wearing the new things 
first. 

In the men’s styles there is the business value of a 
fresh pair of shoes as a general thing, and the economy 
of the daily change for another generalization. 

In the children’s department there is the big appeal 
not only of starting the child off to School, feeling new 
all over, with gentle emphasis on the influence of pride 
on ability to learn, but that still greater one that 
growth of feet in the summer months may have put the 
wearing of present shoes out of the question. In the 
case of old customers the records will tell just when 
thé last pair of shoes were purchased. 


Fig. A 


satisfaction, a shoe, the 
same as a hat, or an auto- 
mobile, or anything else, must be efficient; and while 
a shoe may “get by,” the disagreeable qualities of age 
in it make themselves known one way or another. In 
planning advertising it is a good thing, perhaps, to 
keep in one’s mind the fact that most people do not 
own enough shoes to get the maximum of satisfaction 
out of their footwear. 


The Inside Dope on Fig. A 


See Fig. A. It presumes that nobody is interested 
in shoes, but it does that just to start the right 
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thought in the reader on the subject of shoes. 

The illustrations picture the family looking at their 
new shoes and when it is seen, works on the imagina- 
tion of the one seeing it. 

The copy is short and to the point and the leading 
fall numbers for each member of the family are 
shown, too. 

“Fall Shoes?” questions the headline, and then it 
goes on with, “Yes, they’re important,” thus answer- 
ing its own question. There’s a message in the head- 
line, if nothing else were read. 

The shoes are shown in attractive fashion—the 
name is displayed promi- 
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Continue as follows, “There will be some surprises 
for you. The old shoes that have stood the pelting sun 
during the hot weather now give way to the fresh ones 
of fall design. 


“You expect to come back refreshed from your 
vacationing and so why put obstacles in your path 
making it harder to do so? Why not enjoy the fall by 
having a spic fall appearance? The longer you wait 
the less you'll enjoy it. 


“A pair of smart patent pumps aren’t a luxury any 
more than a pair of sensible shaped oxfords for 
business or shopping. 

“The wardrobe that 





nently. The advertisement 
patterned after this layout 
holds a promise of being 
able to pay its way. 

Then there’s the heart of 
the message. It must be 
something you’ve wanted 
to tell your customers for 
a long while and now take 
this as the best time to 
tell it. 

For instance, take as a 
foundation for the text the 
fact that for a while folks 
have been heard to say 
that your shoes cost more 





~ will not ‘perk up’ at having 
a pair of our shoes added 
to it does not exist.” 


To Former Customers 


The old customer must 
not be forgotten. Look up 
their records. If the rec- 
ords show that a new pair 
of shoes are in order send 
them a letter as follows: 

“What are you going to 


tOurShop forFall- |." ™ 


“If you have worn the 








last pair you bought here 











steadily your shoes have 








than others. 
Then let the copy run 
like this: “. . . And like all 


cost you only five cents a 











day, less than a milk shake 





important things they’re 





at the drug store. 





not to be disregarded; you 





“If you have worn them 





can’t economize in them 





NN 


ZA 
steadily you can, with the 





without having them; you 








can’t put off buying them 


LA greatest of economy, put 








any more than you can put 


Zyl them aside for a new pair. 





“And you'll be glad you 





off a visit to the doctor 





did when you see our new 





when you’re sick.” 








An executive said once 


patents and browns for 








that he judged a man to a 
great extent by the ap- 
pearance of his shoes. If 





‘Stour Name Herre 


fall. We are sending this 
letter to our old friends 
whom we know and to 








they bulged or were run STREET TOWN whom we would not at- 
down at the heels it meant tempt to sell a thing they 
a lack of attention on his couldn’t use. 

part to details, or a mind . “But we know you can 
likely to be dilatory in Fig.B use a new pair of fall shoes, 


other things. 

Certainly delay in purchasing a pair of shoes will 
affect more than outward appearance. There is a time 
when a pair of shoes can be economically discarded. 
To wear a pair of shoes after smartness, protection 
and support, and hygiene have ceased to be their big 
qualities is to practice false economy. 

You can throw these shoes away after having worn 
them long enough to say they are the most economical. 

You will have had your money’s worth out of them 
long before you feel that, “Johnnie is such a trial to 
keep looking fit,” or, “I hate to put aside shoes with so 
much more wear left in them.” 


The Way te Handle Fig. B 
“At Our Shop for Fall,” is the heading for this ad. 


and we know that you’ll appreciate this reminder that 
they are here. 

“Come in while you have a chance to get the pick 
of the styles. 


In Springfield, Ill., where a great many automobile 
campers make over-night stops in nearby districts, 
C. J. Brahler, manager of the G. R. Kinney shoe store, 
makes a good many dollars by going after this type 
of trade. This is the way he does it: 

Nearly every morning either he or some of his sales- 
men swoop down about seven o’clock at the public 
camp. They carry a good stock of felt slippers and 
children’s sandals. They sell at about a dollar a pair, 
and the Springfield merchant reports that he has done 
well. 
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I’m Buying No Strip Pumps, Says Virmond 
of Milwaukee 


Going to Have Semi-Fancy Patterns—Colonials, 
Straps and Oxfords 


By GEORGE VIRMOND 
Of Caspari ¢ Virmond, Milwaukee 


patterns which have been such a wonderful 

benefit to the shoe fraternity and, in the pro- 
motion of which a vast amount of time, energy and 
money have been expended, it seems almost idiotic 
to promote strip pumps. 

No doubt you recall the time when the entire shoe 
craft put its efforts behind the move to sell more pairs, 
thus introducing the era of millinery styles. They put 
pep into the game. In fact, the promotion work was 
done so fast and patterns were produced so rapidly 
that the shoe manufacturing end of the industry, while 
it kept up with style developments, could not deliver 
good fitting shoes. Only recently have many of these 
patterns been perfected in so far as fitting values are 
concerned. And now we hear they are to be sup- 
planted by the strip pump. From one extreme to the 
other—the pendulum has swung too far. 


Strip Pump Good for Too Many Occasions 


Did you ever stop to think that if a woman were 
to confine her wardrobe to the strip pump, it would 
cover a large field for wearing purposes? Did you 
also ever stop to think that less leather is required and 
that the style is entirely too plain to be effectvie? 

I fully realize that it is high time to check the 
extreme; therefore, we have selected patterns at the 
present tine that are perfected and have good fitting 
qualities, such as colonials in three or four variations 
as far as tongues are concerned, and we have decided 
to use these with buckles for street wear together with 
probably a button oxford 


\ FTER all these years of good, speedy style 


and Jack Rabbit for colors, and, before the season was 
well under way, we learned that the “hosiery made 
the shoe” for style. For goodness’ sake, let us reverse 
and have the “shoe make the hose,” which can only be 
accomplished in patterns together with a change of 
the colors if we can put colors over. 

It is very evident that this fall will be a black and 
brown season and we are going to try to produce these 
two colors for street wear in colonials, oxfords, and 


probably button effects, but will still concentrate on 


the colonial which is perfected as far as fit is con- 
cerned. For dress we will feature the corresponding 
styles in different decorative colonials, modified 
millinery styles that fit. Those that’ have been tried 
out. 

Get me right, I do not refer to jazzy patterns. Shoes 
for the occasion can only be supplied by giving them 
different style patterns, like a sack coat for street and 
a tuxedo for other occasions, likewise with shoes. 

If our efforts are concentrated more on styles and 
patterns we feel that the shoe game will continue to 
be an art, and we have something to work on for 
developing pairs for style. 





To Discuss High Cost of Buying 


Peoria, Ill., Aug. 26—Plans are complete for the 
annual convention of the Illinois Shoe Retailers’ 
Association which is to be held here September 15, 16 
and 17. A great deal of care has been exercised by the 
committee in arranging the 
program. Sam Davis, field 





and the standard oxford of 
old. For evening wear we 
intend to feature strap 
slippers, tongue colonials in 
different leathers, and this 
in turn will give a woman 
a variety of styles for her 
wardrobe. Whereas, on the 
other hand a patent leather 
strip pump will answer 
practically all purposes in 
the wardrobe. Women can 
use strip pumps for street 
or dress wear, and one pair 
of pumps will cover the field. 


Black and Brown Colonials 


We have had experiences 
from the season past where 
shoe men all over the coun- 
try have fostered Airedale 


shoes. 





Millinery Styles Put Pep 
into Shoe Game 


Millinery styles in footwear put more pep 
into the game. They put force behind the 
movement to sell more pairs of women’s 


Only recently have the fitting values of 
styleful shoes been perfected, and if they 
are to be supplanted by the strip pump, it’s 
going from one extreme to the other. 


The strip pump is too plain to be effec- 
tive. It covers a wide field for wearing 
purposes—it’s good for too many occasions. 

Have the “shoe make the hose” instead 
of the “hosiery make the shoe.” 


Evident that the fall will be a black and 
brown season.—George Virmond. 


secretary of the National 
Shoe Retailers’ Association, 
is to be the main speaker 
and his subject will be “The 
High Cost of Buying.” 
Open forum. discussions 
on important store problems 
are to be held daily. Other 
attractions will include a 
shoe style show, banquet 
and tours about the city. An 
entertainment program for 
the ladies who attend has 
been arranged. A. E. Schu- 
lein, president, who has di- 
rected the work in prepara- 
tion for the annual event, 
is confident that there will 
be a very gratifying at- 
tendance at this convention. 
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With the reopening of the Rink store i» Indianapolis, after extensive alterations, 
women shoppers were treated to one of the finest shoe departments in the city. The Rink 
store for years had been a cloak and suit house, but when the interests of the late Joseph 
Rink were acquired by the J. H. Mack Company of New York, it was changed into a 


modern department store. 


The shoe department, which is in the rear of the main floor, is equipped with upholstered 
chairs done in blue and rose tapestry, with a velvet floor covering to match. Two island 
cases make it possible to display exceptional merchandise. The stock room is entirely hidden 
behind mahogany panels. The salesman enters the stockroom through doorways hidden by 
blue velvet drapes. Queen Quality shoes are handled exclusively. 











Prosperity 
(Continued from page 29) 
loss has been swallowed more easily than would have 
been the case if they were operating on a large scale. 
And the stronger they become, the weaker become 
some of their larger competitors. 

It is easy to tell how conditions are at present but 
extremely difficult to predict what the years ahead 
will bring. Certain changes are necessary to bring 
about improvement, some of which lie within the 
power of the shoe people and some of which they 
cannot effect. 


Production Now Being Curtailed 


In the first place, there is curtailment of production 
about which something has been said in the opening 
paragraphs. Labor conditions have kept some factories 
closed, lack of profitable orders has closed others. The 
total production for the first five months of 1924 was 
24,000,000 pairs less than for the corresponding period 
of 1923. For May, production was the lowest of any 
month this year and 5,000,000 pairs under May, 1923. 


These figures are very encouraging and indicate an 
an earlier clarification of the problem than would 
otherwise be possible. 

Secondly, many prophets foresee better business in 
the recent rise in the price of wheat, corn, cotton, and 
hogs. If these high prices hold for any length of time, 
there will be a slight turn toward prosperity, but 
only slight, because any money that the farmer makes 
now must go toward paying debts that are now some 
years old. After settling these contracts he will be in 
the market again. When the farmer begins to purchase 
manufactured products, industrial centers should in 
turn pick up considerably. ; 


Labor Troubles Getting Lighter 


Thirdly, labor troubles seem nearer settlement now 
than has been the case for a long time. With this 
bugaboo out of the way, the harassed manufacturer 
will be able to figure his costs better and be able to 
live up to his contracts for delivery. 

Next, “sales” have been a help and will help some- 

(Continued on page 40) 
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Concentrate and Anticipate—Then Advertise 


and Stabilize 


From address before Convention of the Wisconsin 
Retail Shoe Dealers’ Association 
By W. W. KISS 


Sales and Advertising Manager of the 
F. Mayer Boot § Shoe Co. 





Have enough sizes, urges Mr. Kiss, to give adequate fitting service even though it 
may mean fewer styles in your stock. Buy non-conflicting lines because in this way you 
assure yourself of non-conflicting styles. Don’t allow yourself to carry any one mer- 
chandising policy to an extreme because that policy is apt to become a boomerang. Con- 
centrate and anticipate—then advertise and stabilize. 





your service. There are many things. First and 

probably most important of all is the proper 
fitting of shoes. You cannot present to your trade 
every whim of footwear fashion in a sufficient assort- 
ment of sizes and widths to fit all feet. You cannot 
buy one type of footwear from half a dozen houses 
and expect to do justice to that division of your busi- 
ness. Concentrate your buying—use standardized 
lines and stick to them. 

I know a certain retailer who is sitting in this hall 
today—a man whom you all know and respect for his 
business judgment and his commercial success. Only 
a few months ago that man made the statement that 
he knowingly lost occasional sales because one of his 
lines had failed to include a certain style. He said, 
though, that he would not buy any style unless it was 
included in one of his regular lines because he knows 
that the penalty of a few lost sales is not nearly as 
great as the severe penalty for stocking conflicting 
lines. 


, OU ask what you can do to improve or assure 


How One Man Achieved Success 


There is another retailer here today—a young man 
who is a hard, honest worker. He started in the shoe 
retail business not so many years ago with a moderate 
but reasonable amount of capital. Lacking experience, 
he bought from many houses and as a result soon over- 
bought. At the end of his second year things looked 
pretty bad and he thought he would have to go into 
bankruptcy. He could not pay his bills. An inventory 
of his business showed that he had actually made a 
very splendid profit but it was all invested in stock. 
With the help of several concerns from whom he had 
been buying this young man stayed in business. He 
has standardized his lines. He buys from fewer houses 
and today he is on a sound footing. 

Non-conflicting lines mean non-conflicting styles. 
You are not apt to buy two similar shoes from one 


line but you may buy many similar styles from dif- 
ferent lines. Place your investment in full runs of 
sizes and widths instead of half-hearted assortments 
of numerous confusing styles and you will improve 
your service. 


The Danger of Extremes 


You will find, gentlemen, that invariably the things 
that are wise from a dollar and cents business stand- 
point are also the things that increase the measure of 
your service and justify you in expecting an enlarged 
remuneration from your business. 

Extremes are bad—they are an unhealthy influence 
in any business. A man may have a good idea, a good 
method, a sound merchandising practice, but once 
let him become so wrapped up in it that he carries it 
to extremes and that idea becomes a boomerang—that 
merchandising practice becomes unsound. 

I doubt if there is a man in this hall but will admit 
that there are some sound basic ideas in the bolshevik 
scheme of things. Yet we have all witnessed the horror 
wrought in the dismal failure of the extreme applica- 
tion of those ideas. 


Extreme Buying Methods and the Penalty 


In our business we are viewing now the failure of 
the extreme in buying methods. There has been a 
great deal of propaganda published and distributed in 
recent months, both to encourage and discourage 
advance buying. I would not insult your intelligence 
by standing here before you and making the claim 
that either of these ideas is thoroughly right or wrong. 
I do claim, however, that either of these ideas, carried 
to extremes, is absolutely wrong and injurious to your 
interests. I make that statement emphatically and with 
the absolute courage of my convictions because you 
and I have all pitied the unfortunate merchant who 
purchased his requirements of certain types of shoes 
too far in advance and then found it impossible to 
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merchandise those shoes at anything but a loss due 
to a switch in the style taste of his community. 

On the other hand, we have witnessed the unenviable 
position of the merchant who waited until the latest 
possible moment to make purchases. He has found that 
the most desirable merchandise in his regular lines 
has been unobtainable for quick delivery. So he has 
gone to market and bought a few shoes from every 
manufacturer or jobber who happened to have a few 
shoes on the floor. Then, at the height of the season, 
he has found himself with an enormous investment 
in odds and ends—without the necessary assortments 
of merchandise. 
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increase the salary paid you by the people of your 
community. 

It is needless to dwell on the need for making 
your store pleasant—proper illumination, comfortable 
seating accommodations and all the other elements 
required to make your store attractive. 

Improve your service to the community by adopting 
standard lines—insure that service by adhering to 
those lines and anticipating your requirements. Then, 
when you have made your service the best obtainable, 
complete the fulfillment of your responsibility by 
telling the people of your community about your 
superior service so that they may know and appreciate 
the advantages of buying shoes from you—that they 
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And, gentlemen, what has he done? 


Turning Friends Into 
Enemies 

Lacking the courage to 
turn business from his door 
or feeling that to do so 
meant business suicide he 
has encouraged his trade to 
accept shoes other than from 
his regular lines. He has 
deliberately broken down the 
barrier built up through long 
years of conscientious ser- 
vice—the barrier that made 
his customers his own and 
kept them from his compet- 
itor’s stores. He has fitted 
feet a little wider, a trifle 
narrower, a bit shorter or a 
size longer than they should 
have been fitted. He has sold 
shoes, in many cases, of in- 
ferior quality. He has sacri- 





‘What Are You Worth to Your 
Community? 


OU have the power in your hands, 

gentlemen, to bring misery, ill health 
and unhappiness to the people of your 
community. On the other hand, you are 
granted the privilege of guarding the health 
of these people by bringing to them the 
priceless gift of happy feet. 

Your customers—the people of your 
community—furnish you an income in the 
form of profit. They really pay you a salary 
in return for which you are expected to 
render a certain service. 

When an employee in your store demon- 
strates his ability, sincerity and willingness 
to work you increase his rate of pay. It is 
just as true that when you prove to your 
community that you want to please—that 
you are prepared to render a full measure 
of the service you are paid for—your busi- 
ness will grow and your profits will 


may be encouraged to bene- 
fit by your full selections of 
footwear. 


Other Things to Do 


Spread your message 
broadcast through the many 
mediums of publicity that are 
yours to command. If your 
service is really better and 
you. do not tell folks about it, 
you are unfair to them for 
you fail to offer them an 
opportunity to enjoy your 
service. 

I have dealt largely with 
your responsibility because 
that is where your greatest 
interest lies. The manufac- 
turer has a responsibility to 
you fully as great as your 
responsibility to the con- 
sumer. He must deliver to 





ficed his prestige—risked his increase. 


you the kind of shoes that 
build business by rendering 











reputation— tossed to the 
winds his most valuable 
asset, the good-will of his customers. 

What is the result? 

That merchant may still be in business, but he has 
forced himself into the background. He not only must 
build up again the confidence of his community. He 
must now break down a new barrier of his own mak- 
ing— that formidable barrier that makes his former 
customers say, “I’ll never buy another pair of shoes 
from him.” 


How Far in Advance to Buy 


Co-operate with the salesman who calls on you. 
Your interest is his interest and he knows it. As 
business men you must look ahead—must anticipate 
conditions and requirements. In making this state- 
ment I do net mean to imply that you should purchase 
your full requirements six months in advance. It is 
my endeavor to emphasize the importance of placing 
orders sufficiently in advance and in sufficient volume 
to insure sufficient stocks. 

You must follow this policy if you are to earn and 





service and satisfaction to 
the consumer. He must feel and know that his respon- 
sibility does not end with the delivery of merchandise 
to your store. I pass over these things quickly, not 
because I do not fully appreciate their great import- 
ance, but because they are not directly your problem. 


What Co-operation Can Accomplish 


My message to you today is first, concentrate and 
anticipate—then advertise and stabilize. 

And now let me say, gentlemen, that when the manu- 
facturer realizes and fulfills his great responsibilities 
to you and when you, the retailers of the United States, 
appreciate your opportunities and in turn fulfill sin- 
cerely your responsibility tq the people of your com- 
munity—then, gentlemen, you, the retailers, and we, 
the manufacturers, can stand shoulder to shoulder and 
look out at the clear dawn of a new—a brighter—a 
better business day. 





Watch for the September 6th Boot and Shoe 
Recorder if you want to know what’s what in style. 
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Prosperity 
(Continued from page 37) 
what in the months to come. Over-production has been 
so great and demand so slow, however, that “sales” 
have not had the usual effect of getting rid of most 
of the surplus stock. But well enough that any of the 
surplus has been moved! 

Fifth, styles will, in all probability, be diminished in 
number. Men seem to be asking for simplicity of pat- 
tern already and standardization is less of a problem 
in this field. In the case of women, as styles constantly 
changing will mean a consistently high price, it is 
likely that in time education of the public to a realiza- 
tion of this fact will make it possible to cut out at 
least the extremes and approach standardization. 


European Conditions Better 


Lastly, there is hope on the part of some that the 
European countries will get on their feet soon and be 
able to purchase from the United States. As far as the 
shoe business is concerned, comparing these exports 
with our total production, such a revival will do little 
good, for Europe has never been a large purchaser of 
American shoes. But if every little bit helps, this 
hope is worth while. 

With production cut down to a point more nearly 
approaching demand, with purchasing power higher, 
better labor conditions and standardization a pos- 
sibility, the shoe industry will right itself once more. 
But through all this period of adjustment, the man- 
ufacturer must realize that the consumer is getting 
an education on shoes. In the past and maybe today, 
the majority of people have been and are influenced 
by the price appeal in buying shoes. Five dollars is 
less than $10 no matter what the shoe is; a really 
poor shoe can look to the average person about as good 
as a high quality shoe. But price has been overdone. 
This has been evident in the recent outbreak of mark- 
down sales, where shoes that were almost given away 
found no taker. 


Cheap Shoes Not a Solution 

People who have been waiting to get shoes cheap 
have had their inning and they have found that cheap 
shoes are really CHEAP. They will be inclined to buy 
a better shoe next time. The people who have for the 
first time bought shoes which have heretofore seemed 
too dear for them but now come within their grasp 
through the “sale” medium will find the purchase of 
such shoes in the future worth while. In other words, 
people must be getting educated to the fact that not 
price but value is the guide to proper shoe purchase. 

These few last words may well be devoted to adver- 
tising. The fact that many shoes are advertised today 
would be a good thing if they were well advertised. But 
after looking over a series of competitive shoe adver- 
tisements, how much is the consumer impressed by any 
of them? Almost any shoe can be made to look well 
in a picture and practically the same words can be 
used in talking about the six dollar shoe as in talking 
about the one at fifteen dollars. The shoe that is selling 
today and the shoe that will sell in the future is the 
one that has a talking point. In addition to style, a 
real proof of quality (not the mere mention of it), 
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a real proof of comfort, a real proof of value, a real 
proof that the shoe will preserve the arches or do this, 
that, or the other, will mean a real demand from 


Mr. Public! 





New Sales Manager for Lorraine Calf 
Leathers 


Boston, Aug. 27—An important and interesting 
announcement has just been made by Rousmaniere, 
Williams & Co., distributors of Lorraine calf leathers, 
in their engagement of Francis W. Dow as manager 
of sales. 

There are few better known or more experienced 
leather marchandisers than Mr. Dow. For a Jong 


FRANCIS W. DOW 
New Manager of Sales for 
Rousmaniere, Williams & Co. of 
Boston, Mass. 


period of years he has been engaged in the making 
and merchandising of leather, and has been connected 
with some of the best known and most strongly estab- 
lished leather producing firms. Besides an intimate 
and broad acquaintance With the shoe manufacturing 
firms of this country, Mr. Dow has also traveled 
extensively in Europe, and may be said to have a 
thorough knowledge of the world’s leather require- 
ments. 

In associating himself with Lorraine calf leathers, 
Mr. Dow feels assured of a quality background on 
which to base a successful selling campaign. The well- 
known tanning genius of George A. Laemmele has 
already made itself evident in Lorraine calf leathers, 
and the two together should now be able to achieve 
even greater success for this line.of recognized calf 
leather quality. 





Silver Kid in Gloves and Slippers 
Among the novelties in gloves are those trimmed 
with silver kid, a material now employed for trimming 
hats and for evening slippers, says the Dry Goods 
Economist. 








st 30, 192 
$ August 30, 1924 BOOT AND SHOE RECORDER 


ie, a real 
r do this, 


ae | eee Goodyear Welts in Calf and Patent Leathers 
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nanager ING experience, large 

productive capacity and 

rienced 5 a consistent reputation for 

a Jong giving values both in mer- 
. chandise and service give us 


this opportunity to offer you 
this unusual pattern. 


We predict a big demand 
for this number and ask 
you to get your order in 
while we still have 4 
good floor stock. 














2100 Coronation 
Wos. Tan Calf Dixie Tie, Pl. Toe, 
S. S., 8/8-in. Rub. Hl... Welt? Theda 
Last. A4-8, B3-8, C&D 2%-8. 


$3.35 
In Stock 


2101 Coronation / 2102 Coronation 
Wos. Bik. Calf Dixie Tie, Pl. Toe, S.S., 8/8-in. Rub. H1., Wos. Pat. Dixie Tie, Pl. Toe, S. S., 8/8-in. Rud. ML., 
Welt, Theda Last. A4-8, B 3-8, C&D2%-8 Welt, Theda Last. A 4-8, B 3-8, C&D2%-8 
$3.35 


$3.35 
In Stock In Stock 


Visit the sales room nearest you—located in the following cities: 
maha, Indianapolis, Ind. Dallas, Texas Cincinnati, Ohio Detroit, Mich. 
406 ye oSiock 883 Meyer-Kiser Bank Bldg. 1015 Commerce _ 68 Wiggins Block 403 Lafayette Building 
Chicago, IIl. Knoxville, Tenn. Stsningtem, 4 Kansas City, Mo. Les Angeles, Cal. 
406 Security Building St. James Hotel 402 Chamb ce Bldg. 817 Central St. Hotel Angelus 
Memphis, Tenn. Cleveland, Ohio Seattle, Wash. San Francisco 
227-8 Winfry Building 349 The Arcade Building 614 Terminal Sales Bldg. Stewart Hotel 


GENTRAL SHOE Co. 


Manufacturers St. Louis, U. S. A. 
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ympic 
Championships 


‘Won on 


Keds. 


Trademark Reg. U.S. Pat. Off. 


N the Olympic tennis matches players wearing Keds 
won the following victories: 
MEN’S SINGLES MEN’S DOUBLES 
WOMEN’S SINGLES WOMEN’S DOUBLES 
This sweeping performance follows the winning of eleven 


national and two world championships in 1923. Keds still 
lead all other tennis shoes! 











The qualities that make Keds the choice of champions are 
the qualities that make them popular. Boys and girls follow 
the leaders in sport and sport equipment. Get the juvenile 
trade of your neighborhood by selling Keds. 


United States Rubber Company 
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Fall Is Good Season to Sell Ganvas Shoes to 


HE advent of September 

marks the opening of schools 

nationally, a period when the 
retail shoe merchant has his part 
to play in fitting out the children. 
Although the summer season is 
past, there is still a good oppor- 
tunity to retail canvas shoes. 

There is no question in the minds 
of many merchants concerning the 
great favor in which school children 
hold..canvas shoes. The average 
child wants to wear canvas foot- 
wear. They derive more pleasure 
out of this desire during the sum- 
mer months, but September and 
October are ideal months for wear- 
ing light shoes. 

A close study of the merchandis- 
ing principles of the canvas styles 
reveals that the average woman 
isn’t so keen buying canvas shoes 
for her children. She prefers the 
sturdier-looking leather shoe for 
school wear and more often for 
play purposes. 

It’s a good bet that the alert 
retail shoe merchant who is anxious 
to realize a profit on his canvas pat- 
terns can sell a good many pairs 
by clever suggestive methods. For 
instance, conceding that the boy or 
girl, accompanied by the mother, 
is keenly interested in canvas 
models, bring out a canvas pair 
when the leather shoe sale is con- 
cluded. Without impairing the 
chances of closing the leather shoe 
sale, you are showing the child 
something he wants. The difference 
in the price of the leather and 
canvas shoe is so marked that the 
latter will be bought as an extra 
pair. The fall is just as appropriate 
a season for wearing light canvas 
models as spring, and with the 
enthusiasm of the children running 
high merchandising prospects are 
good. 


Gymnasium Season Opens 


The opening of school also means 
that children must have canvas 
shoes for wear in gymnasiums. The 
indoor athletic program is adopted 
nationally in public and private 
schools and the proper footwear for 
this feature is canvas. Attention to 
the opening of the gymnasium sea- 
son in school is a good subject for 
advertising in daily papers. Let 
the consumer know that your store 
sells the right shoe for athletic 


School Children 


wear. A suggestive window display 
with a setting significant of indoor 
recreation is ideal for putting 
across the idea that it’s time to buy 
canvas shoes. 

Besides the interest manifested 
by school children in indoor athletic 
programs, adult participation in 
gymnasium activities is growing 
year by year. Busines men are 
much more interested in this form 
of recreation than heretofore and 
are prospects for canvas styles. Men 
play volley ball, handball and other 
indoor games at the close of the 
business day. You can get his trade 
on canvas types as well as his 
leather shoe business. 





Michigan Arch Preserver 
Shoe Dealers to Meet 


Detroit, Mich., Aug. 27—At the 
Hotel Tuller the second meeting 
of the Michigan Arch Preserver 
Shoe Dealers’ Association will be 
held. At this meeting they plan to 
complete their plans of organiza- 
tion and adopt the by-laws which 
are now being drawn up by a 
committee. This organization is 
very unique inasmuch as it was 
formed entirely on the volition of 
the merchants themselves. There 
is an interesting story attached to 
its formation. 

One Saturday night in July a 
few of the merchants were con- 
gregated in a hotel in Detroit talk- 
ing Arch Preserver shoes. Two of 
them felt the need of a vacation 
and they decided to spend it on a 
motor trip to the factory of the 
Selby Shoe Company, Portsmouth, 
Ohio, where the Women’s Arch 
Preserver shoes are manufactured. 

The plan sounded good to those 
present and after a few telephone 
calls they had aroused enthusi- 
asm among a number of dealers 
throughout that section. A party 
was formed and they motored 
down from Detroit to Portsmouth 
where they inspected the Selby 
factory from cellar to garret. They 
were all successful Arch Preser- 
ver shoe merchants and being live 
ones they were naturally inter- 
ested in knowing the details of con- 
struction in the Arch Preserver 
shoe. 


Their stay at Portsmouth was 


very instructive, also they were 
royally entertained. 

On the last night of their stay 
in Portsmouth they were all so 
enthused over the Arch Preser- 
ver Shoe franchise which they 
held in their respective cities and 
towns that they resolved to form 
a club which would be of mutual 
benefit, the club’s purpose to en- 
able an exchange of ideas among 
retail merchants to keep the clos- 
est co-operation and harmony and 
to preach the gospel of the Arch 
Preserver Shoe at all times. 


The charter members of the club 
include: President, Charles Rapp, 
Royal Shoe Company, Detroit, 
Mich.; vice-president, Clyde Hamp- 
shire, Van Hamp Shoe Company, 
Pontiac, Mich.; secretary and 
treasurer, T. L. Hammond, Paul 
Steketee & Sons, Grand Rapids, 
Mich.; W. R. Schaefer, Schaefer’s 
Boot Shop, Lansing, Mich.; Arthur 
Johnson, Johnson Shoe Company, 
Ionia, Mich.; J. S. Field, Howell 
Mich.; Charles Wahr, Wahr Shoe 
Store, Ann Arbor, Mich.; A. J. 
Bobay, Bobay Shoe Expert, Fort 
Wayne, Ind.; A. J. Klingel, Klin- 
gel’s Arch Preserver Shoe Store, 
South Bend, Ind.; J. A. Clark, 
Wolf & Dessauer Inc., Fort Wayne, 
Ind.; L. L. Lindsey, J. P. Lorey, 
K. Fred Pitcher, Ernest Patten, 
William P. Hardy Company, Musk- 
egon, Mich.; George T. Moore, 
Gilmore Bros., Kalamazoo, Mich.; 
John Mann, Port Huron, Mich. 





Good Sole Leather Demand 


Philadelphia—Sole leather tan- 
ners report fair activity in their 
line continues. Most of the buying 
is to take care merely of orders in 
hand, but some tanners report that 
several factories are anxious to buy 


ahead and protect themselves 
against possible price advances. 
They want to buy at today’s prices 
but want shipments deferred for a 
month or two. In nearly every case 
tanners have refused to sell at 
today’s prices for future delivery. 
Due to the curtailment of produc- 
tion on the part of the tanners and 
the continued good demand for sole . 
leather coming from the shoe fac- 
tories, prices are very much firmer 
and advances are reported in some 
quarters. 
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GLOVE-GRIP SHOES 








Four of the New Glove-Grip Styles on 
Our New Pasadena Last Added to Our 
Fall and Winter Line 


These numbers, together with other numbers for men and women, make 
Arnold Stock Style Service more attractive than ever. 


These prices $ 
subject to be 
change without a 
notice 


MODEL 732 THE PASADENA MODEL 734 THE PASADENA 
Arnold Glove Grip, Three-Strap, Patent Colt, Perforated Arnold Glove Grip, Two-Strap, Black Kid, 13/8 Half Rubber 
Imitation Tip, 13/8 Half Rubber Heel, Combination Last. Heel, Combination Last. 


IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, AAA/A IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, AAA/A 
and AA/B, 3 to 10; A/C and B/D, 2% to 10. and AA/B, 3 to 10; A/C, B/D and C/E, 2% to 10. 
Price $7.25 Price $6.50 

Profits are what every shoe merchant wants and profits are what every 
shoe merchant can expect, if they sell Arnold Glove Grip Shoes. Arnold 
Glove Grip Shoes make money for merchants on the strength of their 
appeal to the good taste and common sense of an increasingly large number 


of men and women. 


Send for Style 
Catalogue (S) 
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MODEL 727 THE PASADENA MODEL 738 
Arnold Glove Grip, Two-Strap, Black Satin, 13/8 Covered Arnold Glove Grip Circular Oxford, Black Calf, Folded Tip, 
Heel, Combination Last. 13/8 Half Rubber Heel, Combination Last. 
IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, AAA/A IN STOCK: Sizes AAAAA/AAA, 4 to 10; AAAA/AA, AAA/A 
and AA/B, 3 to 10; A/C and B/D, 2% to 10. and AA/B, 3 to 10; A/C-and B/D, 2% to 10. 


Price $6.85 Price $6.05 


M. N. Arnold Shoe Company, Factory—North Abington, Mass. 


BOSTON OFFICE—10 High Street NEW YORK OFFICE—127 Duane Street 
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N.S. T. A. Urges Members to Read Trade Papers 


O. F. Swanson Wins First Prize in Johansen Bros. Shoe Co.’s 


N the August bulletin sent 
i] from the office of the National 

Shoe Travelers’ Association 
some very valuable suggestions 
were made, among which was that 
“Every shoe traveling salesman in 
the United States should read each 
week the columns of the various 
trade journals, because of the mat- 
ter therein contained pertinent to 
the conditions in the country, trend 
of styles, requirements of the vari- 
ous sections and the personal topics 
which are discussed by various men, 
well versed in salesmanship and 
manufacturing.” 

The bulletin stated that it is posi- 
tively necessary for the salesman 
to keep abreast of conditions and 
that no better medium is afforded 
for obtaining this information than 
through the trade journals. 

“It is as necessary for the shoe 
traveling salesman to know the ins 
and outs of his particular profes- 
sion as it is for a business man or 
professional man to acquire all the 
necessary knowledge peculiar to his 
calling, continues the bulletin. 

“The trade journals have men 
of high calibre who specialize in 
collecting data from the various 


KNOW 


“Calendar Style Contest”’ 


sources and only by continued and 
conscientious reading of the collab- 
oration can one become acquainted 
with conditions and . requirements 
which are essential to the present 
trade evolution. 

“Many selling ideas are given 
through the trade journals, all of 
which are essential to the success 
of the traveling shoe salesman. 

“Give more of your time to the 
perusal of the trade journals and 
the adoption of the many sugges- 
tions given by them. 

“Subscribe at once for a shoe 
trade journal.” 


Swanson and Johnson Prize 
Winners 


O. F. Swanson, who covers Kan- 
sas and Nebraska for the Johansen 
Bros. Shoe Co., won first prize in 
the concern’s “Calendar Style Con- 
test,” for having sold the greatest 
number of pairs of shoes under a 
monthly shipment style service 
agreement. Morris Johnson, who 
travels for Johansen in Tennessee, 
Kentucky and part of Missouri, won 
second prize. 

The first prize was a Swiss watch, 


JONES SHOF CO.- 
SHOES BY 
THAT WE 


ao THEN 
THAT MY 
TELUNG HIM 

THE 


the second a solid leather grip, as 
announced by Sam Beeson, sales- 
manager, on February 1 of this 
year. The contest ran from Feb- 
ruary 12 to July 1. Its purpose was 
to develop the new style service fea- 
ture, by which merchants who 
signed for a certain period of time 
were shipped a fixed number of new 
styles each month, picked by the 
company. 


“Shine” Davis with N. B. 
Thayer 


Boston—Fred C. Davis, known to 
all New England, as “Shine” Davis, 
for a good many years with 
the T. D. Barry Co. of Brockton, 
and for the past year and a half 
with the Emerson Shoe Co., has re- 
cently joined the salesforce of N. B. 
Thayer & Co. “Shine” has traveled 
New England for a decade and five 
years. He is a good and conscien- 
tious worker and very popular with 
the trade. 

He is a member of the Boston 
Shoe Travelers’ Association, as well 
as the N. S. T. A. “Shine” has been 
selling the N. B. Thayer & Co.’s 
line of boys’ shoes since August 1 


OF with APOLOGIES TO BRIGGS 
BOY! 


WHAT A 
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we 
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Leading merchants find this line ex- 
ceedingly profitable because of the 
longer life of the styles which we 
constantly offer. 


If New York Says, ‘It’ s the Latest Style” 
We ve Got It! 
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_ Allen. Goller Shoe Co 


Boston Office, 207 Essex St~Factory 60 K Street, South Boston 
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“SHINE” (FRED C.) DAVIS 


Who covers New England for 
N. B. Thayer & Co. 





and is very much enthused over 
his line. The Thayer folks are en- 
thused over “Shine” and Sales 
Manager Brewer reports the rec- 
ords show that Fred C. Davis has 
been doing exceptionally well. 


Pulsifer with Douglas 


G. R. Pulsifer of Brockton, re- 
cently with the A. G. Walton Co., is 
to represent the W. L. Douglas Shoe 
Co. in parts of Wisconsin, Minne- 
sota, and the northern parts of 
Michigan. Mr. Pulsifer is a young 
and energetic man and is “going at 
it” with a determination to uphold 
the prestige and progressiveness of 
his house. 


Jesse Keith with T. D. Barry 


Jesse Keith, recently with the 
Emerson Co., and for a quarter of 
a century prior to that with the 
T. D. Barry Co., has now gone back 
to his “old love” and will represent 
the T. D. Barry Co. in the South. 
Jesse has a host of friends in this 
territory, as he has covered it for 
so many years. He was in Brockton 
recently, going over his samples and 
will start out from the Hub for 
Dixieland about September 1. 


Richart with Old Colony 


R. M. Richart, one of the real en- 
thusiasts on the Southwest which 
includes Texas. and Houston (his 
home town) in particular, has 
changed lines. For ten and a half 
years, R. M. Richart traveled the 
South and Oklahoma for the Emer- 


BOOT AND 


0. F. SWANSON 


Who covers Kansas and Ne- 

braska for the Johansen Bros. 

Shoe Co. Mr. Swanson won first 

prize in his firm’s “Calendar 
Style Contest.” 





son Shoe Co. He now represents the 
Old Colony Shoe Co. of Brockton, 
and carries with him “everything 
new in Old Colony’s men’s welts at 
popular prices.” R. M. left the Hub 
on Tuesday, August 26, en route for 
Houston, where he has awaiting 
him a charming wife, three boys 
and a daughter. He expects to get 
well started on shoe selling by Sep- 
tember 1. And he says everything 
looks good to him in his territory— 
the cotton crop now promises to be 
very satisfactory in October, and 
he believes that the situation in 
Europe will help Texas greatly. 


Men’s Short Vamps Popular 


Asked what he thought of men’s 
short vamps and broad toes, he said 
that these are popular numbers. 
“You cannot sell anything in nar- 
row toes in my country,” said he, 
“the young fellows, especially (‘the 
jelly beans’ and ‘drug store cow- 
boys’), all want the broad toes.” 

Mr. Richart is one of the charter 
members of the old Texas Shoe 
Travelers’ Association, which was 
organized about 17 years ago—now 
the Southwestern. He is also a 
member of the N. 8. T. A. 

Asked about the weather in 
Texas, he said that it was always 
good, and in his vicinity the aver- 
age temperature is about 60, with 
never a frost or snow, and yet al- 
ways a cool breeze on warm days 
from the Gulf. 
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CHARLES AUER 


Who covers his old territory 

including Pennsylvania, West 

Virginia and Virginia, as well 

as New York City, Philadelphia 

and Washington for The Cahill 
Shoe Co. 





Chas. Auer with Cahill Line 


Charles Auer has now joined the 
salesforce of The Cahill Shoe Co., 
Cincinnati. He will cover his old 
territory, including Pennsylvania, 
West Virginia and a few in Vir- 
ginia. He will also call on his trade 
in New York City, Philadelphia and 
Washington. Mr. Auer is well 
known in the.above territory, hav- 
ing traveled same for the past fif- 
teen years and has a host of friends 
among the trade. 

He will start out on this territory 
the first week in September, show- 
ing “Cahill’s Catchy Creations,” 
which are “strictly” up to the min- 
ute styleful styles. 


Langston Increases Terri- 


tory 
Ralph Langston, who covers Colo- 
rado for the Johansen Bros. Shoe 


Co., with his headquarters in 
Denver, has been given the addi- 
tional territory of Montana, Idaho, 
Utah and Wyoming. This territory 
was formerly traveled for the com- 
pany by T. P. Kelly. 


McEwan with Merritt, 
Elliott & Co. 


Robert McEwan, Pittsfield, Mass., 
will represent Merritt, Elliott & 
Co. in Connecticut and southern 
Massachusetts. Mr. McEwan will 
cover his territory in a sedan-car. 
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ALBERT L. CARLISLE 


Who travels Ohio, Indiana and 
Michigan for the J. E. French 
Co. of Rockland, Mass. 





Salesmen for Schwarz- 
Ruggles 

Representatives of Schwarz- 
Ruggles Inc. are preparing to start 
on their season’s trips with the lat- 
est styles of men’s fine welts made 
by this concern. They include 
Charles L. Davis, formerly with 
W. L. Douglas Shoe Company, who 
will look after the Middle West; Ed 
Cox in the South; E. S. Ruggles, 
New England, New York State and 
Pennsylvania; Bruno Schwarz, for- 
eign trade. 


Tommie Meade Home 


Thomas H. Meade, who travels 
Pennsylvania and Ohio for the Peck 
Shoe Co., Worcester, Mass., recently 


returned from a month’s trip 
through his territory. He will start 
out again about the middle of Sep- 
tember. Asked as to the percentage 
of low shoes for winter wear, he 
felt that it would be about 75 per 
cent. He believes that the great ma- 
jority of men’s shoes that will be 
sold will be black, with about 14 
iron soles. 


Bearse on Trip 


Chandler F. Bearse, of Gregory 
& Reati Co. left Monday noon of this 
week on a five to six weeks’ Pacific 
Coast trip. Chandler says that he 
has the most attractive line he has 
ever shown in his sixteen years’ 
road experience. He is anticipating 
real action and is “going after it” 
with enthusiasm. 











ELI COHEN 


Representing Perkins Bros. & 
Cohen, Inc. of Lynn, Mass. 





Eli Cohen, who formerly traveled 
for Hutchinson-Winch and prior to 
that for seven years with the old 
firm of Raymond, Swig & Malloy, 
is now traveling for Perkins Bros. 
& Cohen, Inc., of Lynn, of which 
firm he is the president. Mr. Cohen 
sells his line of misses’, children’s 
and infants’ shoes in Pennsylvania 
and New York State. 

“Eli” recently returned to Boston 
from a three weeks’ trip through 
his territory and sold enough shoes 
to keep his factory busy for the 
next four months. “Eli” is a hustler 
and an expert shoeman. He has had 
wide experience in shoe selling, both 
on the road and in retail stores. He 
is a member of the N. S. T. A. and 
Pennsylvania Shoe Travelers’ Asso- 
ciation. He states that he is soon 
to join the Boston Shoe Travelers’ 
Association. 


A Co-operative Plan 


Mr. Cohen says that his new con- 
cern is going along “wonderfully.” 
This business is conducted on the 
co-operative plan, with workers and 
employees sharing alike in the earn- 
ings. Theshoeworkers are all skilled 
operatives. The other officials of the 
concern are: George A. Perkins, 
Sr., vice-president; Leland F. Per- 
kins, treasurer, and Ernest C. Lang, 
secretary. Charles E. Perkins is also 
intérested in the business. At the 
present time, they are turning out 
20 cases a day. 

Mr. Cohen will start on the road, 
October 15, with his spring line. 


Thief Gets 24 Lefts 


Unless he has lost his right leg, 
the man who stole the sample case 
of Paul S. Lippincott, Jr., will find 
his booty of little value as the 24 
shoes which the ‘case contained 
were all made for the left foot. The 
case disappeared while in an auto- 
mobile parked at 5th and Arch 
streets, Philadelphia. Mr. Lippin- 
cott is president of the Philadel- 
phia Shoe Travelers’ Association. 
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LOU LIVINGSTON 


Who represents Cornell Shoe 

Co., Brooklyn. He is President 

of the Greystone Bootery, New 
York. 





Livingston Sells Cornell 
Shoes 


Louis M. Livingston, the famous 
Louis, known from the Atlantic to 
the Pacific Coast, is one of the chief 
hustlers at the Cornell Shoe Com- 
pany. 

Good Display Man 


“Lou” is a good display man. He 
likes the game and does not appar- 
ently mind the hours that are often 
necessary to create an artistic trim. 

“Lou” is president of the Grey- 
stone Bootery, under the Greystone 
Hotel, 91st Street and Broadway, 
New York. He was also a former 
shoe buyer, so he knows what the 
public want the manufacturer to 
make. 

Mr. Livingston is a member of 
the N.S.T.A. He has been 12 
years on the road. He has confi- 
dence in his line and “stickto- 
itiveness.” He relates that he 
“drummed” one of his customers 
for five years before selling him 
the first bill of goods—but that 
customer has been a big buyer 
ever since. 


From Law to Shoes 


“Lou” related that while 70 per 
cent of his family are in the shoe 
business, he thought seriously at 
one time of going into the legal 
profession and studied law for two 
years, but the shoe business was 
in his blood and he gave up law 
for shoes. 
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FOR STYLE ~ QUALITY~ SATISFACTION 





FACTORY OF THE ROTH SHOE MFG. CO.. CINCINNATI 


There is a place in every shoe 
store in the United States 
for a Cincinnati-made line. 
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Gore Colonial in all-over patent. 
pion cdl keen black calf and suedes. 








Here is another shoe recently added to the ‘‘Salable 
to the last pair’ line. Like all other Stanley Dutten- 
hofer shoes it is built according to our well-defined high 
standard of manufacture. 


This “Salable to the last pair’’ idea means that our 
shoes are so fine in finish, of such wonderful quality, 
built over the best fitting lasts available, and so con- 
servatively styled that out of every 12 pair lot you can 
sell the 12th and last pair, which represents net profit to 
you. 


It will pay you to see our line. 


Every organization pos- 
sesses its symbol of 
success, romance 


adventure in the com- 
mercial world. 

This one, in addition 
bears a most interesting 
cannot here disclose. 
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2° MAN who had occasion 
recently to visit a large 
number of shoe stores— 





simply as an investigator —brought 
back this report, ‘*The public is buy- 
ing more critically. The thing that im- 
pressed me most as | passed from city 
"7 to city and from store to store, was 
that people are buying 





more critically, and with 
more intelligence than they ever 
bought before. They want nice, clean, 
fashionable merchandise of quality, 
at reasonable prices.’ This demand 
on the part of the public, incident- 
ally, is bringing distinct benefits to 
Cincinnati. Merchants, conscious of 
the new preferences, are finding them 
ideally met in Cincinnati products. 
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KRIPPEN DORF 
Styles 


A STEP OR TWO AHEAD 











BRS? 


TYLES by Krippendorf are indicative 
of the latest tendencies in fashion. 
Follow them carefully, for nowhere will 
you find more authentic patterns. 
Our many years in the manufacture of 
fine footwear lends us the assurance that 
what we offer you will delight the most 
fastidious women of your community. 
We feel sure that you will not only be 
Slack Soe ang Pent pleased with the intrinsic style value, but 
See wer also with the beautiful workmanship and 
quality in Krippendorf styles. 


The Krippendorf Dittmann Co. 


Cincinnati, Ohio 
STYLE QUALITY SERVICE 


Russia Calf 
. Tie” 


“Duchess 
French Last. — > 
13/8” military L 


Patent Cutout | 


Billie last, light welt, 
1%” military heel. 





THE QUALITY SHOE 
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HEWN a merchant 


\“D-E-L-I-G-H-T-F-U-L” VV socts 3" K shoe 


he gets more than shoes. 


that is the expression most often He gets style—ahead of 
used by wearers of F.& K. Shoes the vogue. He gets Quality 
unexcelled. He gets fitting 


qualities unequalled. He 
gets salability, profit- 
making, mnon-inventory 
merchandise, and above all 
else— 
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Reputation that has gone 
: throughout the length and 
J. & K. Airy Welts breadth of the land. 


The factory is nearing capacity. We Millions of _ satisfied 
expect to reach the limit of production wearers, thousands of pros- 
very soon. Salesmen are booking a large perous dealers, and the sin- 
business. Merchants who have delayed cere admiration of the 
buying are urged to get their orders in as trade in general, attest the 
quickly as possible. We want to satisfy Reputation of J & K foot- 
every demand for J & K Shoes, but we wear. 


will be compelled to decline late orders. 
You venture into no un- 


Write or wire immediately if you known, untried field when 
want the “non-inventory line” of J & K you buy J & K Shoes. You 
Airy Welts. do no experimenting. 


Tie up with 2 proven 

The illustration is of success. Line up shoulder 
one of our typical Fall to shoulder with an organi- 
Fashions that make busi- zation that is pledged to 


ness good for J & K your service. 
merchants. 


Buy right if you would 
The “Biltmore” sell profitably. 


THE JULIAN & KOKENGE CO. 


«Makers of the Famous B, Fitting Shoes 


CINCINNATI, OHIO. 
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On time for the brisk Fall 
demand. 


The demand for gore effects again puts 
Cahill’s Catchy Creations in the front. 


Light, airy shoes, snug-fitting and service- 
able. No. 5070 


Made in all over Patent Leather with gore adjust- 
ments. L 


Smart round toe. Carries 16/8 Spike Covered Heel 
with a Uskide Top-Lift. 


The Cahill Shoe Co. Also made in other materials. 


MANUFACTURERS 
Cincinnati - 


Shoes that bring a quick turnover and 
bigger profits. 
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You Know This Is True— 


You Never Regret 
Buying a Real 
Staple Shoe 


Get this, though, we don’t mean 
“stickers” when we advise you to 
buy staples. So-called “novelties” 
are usually the shoes that linger on 
your shelves long after they've out- 
stayed their welcome. 


The B.W. Business Woman) Shoe 


is a staple because it sells twelve 
months a year—and that’s where 
you make your profit. 


—in stock 








ready to ship—net 30 days 


Black Kid Oxford Brown Kid Oxford 
AAA, 5-10 B, AAA. 5-9 B. 3-9 


AA, 5-10 . . 9 Cc, 3-9 
A, 410 . A 49 D, 3-9 
E,49 


S401 $5.00 


_— Black Kid Oxford Brown Kid Oxford 

ee (Arch Corrective) (Arch Corrective) 

AAA, $-10 B, 4-10 AAA, 5-9 BB. 3-9 

URBAN SANDAL ote es MB &o 
A modish, ultra-clever sandal which every E, 4-9 


woman will love at first sight. S403 $4.60 S404 $5.20 
Write for sample 








HROTH SHOE”4@. 


7 CINCINNATI 
There are no shoes better than Cincinnati-made shoes; there are none so good as ROTH'S 
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Righty Years of Cincinnati Shoes 


=} f the leading shoe manufacturing cities in the country. 

4% Not simply hit or miss shoe manufacturing, but a 

3#@p) producer of shoes known in the trade for their quality, 

beauty of style and design. This “Quality” is assured by the men 
who build the shoes. 

Before the days of the Forty-Niners, Cincinnati had become 
the home of shoemakers, whose long experience and practical 
application in shoemaking was destined to make them known as 
producers of quality shoes. 

In those early days, when shoes were made entirely by hand, 
the pride of the craft dominated each act of these experts. 

Although machinery was introduced around 1850 by George 

Stribley, pioneer Cincinnati shoe manufacturer, the Cincinnati 

Idea of “Quality” produced shoes was not forgotten. Stribley passed on to his 
workers, his ideals as a practical shoemaker—the ideals of quality in materials 
and workmanship, in producing good shoes. Down through the years, from 
father to son, and from son to grandson, has come the heritage of the Cincinnati 
shoe builder—knowledge, skill and responsibility for work well done. 

And Cincinnati shoe workers are skilled workmen, pupils of a correct school, 
continuing for eighty years. Although each shoe is not now made by an in- 
dividual there still exists that old-time pride in the perfection of the part, which 
passes through their skilled hands. 

Production of Cincinnati made shoes has continued to be the work of in- 
dividuals. Each workman feels his responsibility 
in helping to turn out a good product—he knows 
that the Company is trusting its reputation to 
his skill. 

Continuing along the lines of quality produc- 
tion has helped both the Cincinnati worker as 
well as the manufacturer. Records of many Cin- 
cinnati shoe workers show that they have been 
employed year after year with the same firms. 
The manufacturers themselves have been re- 
warded with “repeat”’ orders, from a satisfied 
trade—a condition only possible when quality 
goods are the rule. 
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Part No. 86—and Cincinnati Shoes 


W\GS)RHILE inspecting the assembling plant of a large 

(4/3 automobile concern recently, we were struck by the 
BY extent to which specialization of labor has been car- 
Ve p> ried. In fact, when we asked one workman what his 
job was, he answered, “Oh, I put in Part No. 86!" 

The manufacturing of shoes—as conducted, for instance, in 
such a shoe center as Cincinnati—affords an interesting contrast 
in craftsmanship. 

In the making of motor cars, the machine is the thing—in the 
other, the artisan is all important. Not that each man makes an 
entire shoe—or is familiar with every process in the manufacture 
of fine footwear—yet there is an individual responsibility and a 
call for real craftsmanship. And in Cincinnati—which the 
federal census credits with a larger percentage of American born citizens than 
any other large city in the United States—there is a pride in this craftsmanship 
—in the product produced—that explains, perhaps, the unusually high quality 
of Cincinnati's shoes. 

A large number of Cincinnati shoe craftsmen—a surprisingly large number— 
have records of upward of ten, fifteen, and twenty-five years’ service with the 
same firms. Autos parked outside the factories testify to their prosperity—and 
homes owned—not rented--testify to their thrift. 

It is such intangibles—the integrity of the men 
producing the product—which today is keeping 
Cincinnati well up in the front as a quality shoe- 
making center. 




































Watch for the next Cincinnati 
Market Section in the Septem- 
ber 27th Boot and Shoe Recorder 












BOOT AND SHOB RECORDER August 30, 192; 


Shoes made for 


SCHOOL DAYS 


. Growing minds and growing feet! Last season's 
text-books and Shoes are too small. America’s 
children, advancing to higher grades, need new 
books and Shoes to fit them. 

Likewise—dealers who grow in size grow also in 
their ability to serve. 

We have grown. Our new lines excel any we have 
ever before shown! 

















A few of our numbers now 


IN STOCK 


No. 6111—Misses’ 614-inch Russia Calf Lace Polish. Tip. Nature ket pV natooe Lift Heel 
Goodyear Welt, Drill lined, Select Quality Thru-out. Sizes 11 44 to 2, C my ~ 
No. 6112—Same in Children’s 84 to 11. C to D.. 

oy 6541—DMisses’, same style as No. 6111, All Biown ‘Calf, ‘lok. Welt McKay owed wt 
to 

No. 6542—Children's 8 to 11 

oe, 6031—Misses’, same style as above, All Mahogany Side, Imit. Welt McKay sewed. nT? 
to2.. 

No. 6032—Children's, 8% to 11 . 

No. 6571—Misses’ 6-inch Lace Polish, Black Patent Colt ‘Veme por Pen Imit. Tip. Indian 
itn vee Top, Black Patent Collar Insert. Wingfoot Heel, Heavy Flexible Stitchdown ‘sae 


No. 6572—Children's, 8% to 11, Plain Toe, Rubber Wedge Heel 
No. 6573—Child's 5 to 8, Spring Heel. . 
No. 6752—Children’s Nut Brown Lotus Calf Blucher Lace Shoe, ‘Plain Neture Toe, Flex 
Stitchdown Chrome Sole, Rubber Wedge Heel, White Eyelets and Welting. 84% to 11, 1. ms 
No. 6753—Same in 5 to 8, Spring Heel. . . $1.50 
No. 6732—Children’s Nut Brown Soft Kip, ‘Lese Polish, Necture ‘Lest, ‘Flexible Caneme Stitch- 
down Sole, Rubber Wedge Heel. 8% to 1 $1.35 
No. 6733—Same in 5 to 8, Spring Heel x 
No. 6061—SPECIAL, Children’s Brown Side Lace Polish, Nature Last. aay anni 
Sole, Spring Heel. Sizes 5 to 2 (36 PAIR LOTS). .$1.00 
“FIVE-TOE™ Line of CHILDREN’S HAND TURN BUT TON SHOES i in sizes 3 to 8. 
= 6086—Biack Patent Vamp and Fox, Champagne Kid Top, Matched Buttons, Spring Heel. 
lo. 6096—Same with Field Mouse Kid Top. No. C5e—Gume with bepred Guede bined No. 6104 
ee with Red Kid Top. Sizes 3 to 8 . ° ... $1.50 
Many Other Pretty, Well Made, 3 to 8 Tum Shees: at $1. 10 ond $1. 00. 


See our complete line of “SHOES FOR 
EVERYONE.” Write for our Fall and Winter 
Catalog just published. 





No. 6301—Misses’ Black Patent Colt Lace Boot as 
illustrated. Imit. Tip. Field Mouse Kid Top, Black 
Patent Collar Insert, Black Eyelets and Lace, White 
rubber Welting. —— Lift Heel, flexible McKay 
sewed. 11 %to2 $3.00 
No. 6302—In Children’s 8% to 11, Rubber Vote 
Heel $2.7 


No. 6291—Misses’ (same style as above), Brown 
Cait Lace Boot, Smoke Gray Kid Top, Brown Calf 
Collar Insert, Brown Eyelets and Lace, A i 


No. 6292—In Cate s 844 toll, wanes Ss 
Heel 


No. 6351—Misses” Patent ‘Chseme. with Field 
Mouse Kid Top and Patent Collar, similar to abov: 
style, sa? Heel, Imit. Welt McKay sewed 
ll Mto2 $2.60 
No. 6352—In Children’s 8% to 11, Rubber Wedge 
Heel $2.3. 


REMEMBER —these numbers are 
only a few of the many beautiful 
new styles our Fall Line presents! 








806 Walnut St., Cincinnati, O. 





THE CHARLES MEIS SHOE COMPANY 


Manufacturers and Wholesalers 


Factory at Lebanon, Ohio 
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or Che fra shoe of ts kinal coer made 

| ch ARCH SUPPORT SHOE 
in Zephyr-light “TERNS” 


—¥ 


eason's 
1erica’s 
d new 


also in 


e have ¢ aa 
a> of the day's modes. Glove-fitting and casy to wear!” 
For deep in the instep es thé Aftch-Tone shank, a tiny 
~ badge of tempered steel, incredibly strong agd weight 
. feststing, balancing the arch as Nature intended, driv- 
~~" ang away ‘the “droopy” feeling of fatigue, keeping 
. arches and teet always healthy and normal. Truly a —. 
Tome tor Tired Feeg! : 
OF course this shoe fits, as only a Red Cross Shee 
can fit. ft is made over the famous Red Gross Shoe 
“Limit” lasts —every fittung measurement has been 
established with scentificex a 
' actress. Vamps cannot draw, 
treads cannde burn, hgels can: 
ngt.slip or pinch. Your Red ‘ 
> Cross Arch Tone Shoes will 1) : 
tt your foot m action or ae 
repose, from the very first moment you wear them. . 
Today; viset the nearest Red-Cross Shoe shop and 


. ( Vein APS you are wondernng what um meant 
‘ by “turn.” A turn shoe ws the lightest, damnti 
est type of shoe made — only m “turns” can 
te found the lovely, airy effect so much in voque ~ 
today? But until now ao “turn” embodied an arch 
suppert. feature. It remained for Red Cross Shoe 
craftsmen to do what no one had done before to 
sombyne the comfort of an arch feature with ‘ture 
shoe smartness —in this new Arch-Tone. Tum 
* Zephyr'light and dainty, charmingly s<vled, yet 
with an arch support feature that hanishes tootwean 
ness and keeps your tect ever youthful and active 
the new Red Cross Arch- Tone Shoe in Turn Exfects 
the first shoe of the kind ever made’ 





Like Cinderella's shpper, st might have been dash 
toned by some fairy shoemaker, so pertectly. does i 
answer all gour tootwear wishes 

And how dehghted you will be with at! Fashioned 

* of the most fetching materials m the most exquisite 
. 


F 





wtspect these Red Cross Arch-Tone Turn Shoes. 

. You'll ind them, attractively priced, in all the favored __ 
modes for Fall. Por the addrem of the nearest Red: / 
Cross Shoe tore, write. The United Seates Shoe 
Company. Cincinnats, Obio. 


ty the foot in action or repose 


a 
” 











AUTUMN’S GREATEST SALES OPPORTUNITY 
RED CROSS ARCH-TONE TURNS 


No need to tell you that today's market is a turn 
market. The fairy-weight effects, possible only in 
turns, hold the center of Fashion's stage But low 
many women require some kind of arch support— 
how many are seeking an ultra-stylish shoe that 
provides such comfort? 

The new Red Cross Arch-Tone Turn is the 100 
per cent answer to this wish. Beautifully styled, it 
still retains a wearing ease as delightful as its 
exquisite appearance. For the famous Arch-Tone 
shank in the instep balances the arch, keeps the 
foot young, banishing fatigue. 


THE KROHN-FECHHEIM 


Then remember: this shoe has that tremendous 
selling point exclusive to Red Cross Shoes—it is 
made over * 


oss Shoe 


ment has been established with scientific exactness 
—this shoe fits in action or repose. 

Finally, behind this shoe with its exclusive 
features and natural sales a 1 will be a full page, 
full color announcement in The Ladies’ Home Jour- 
nal, focusing the attention of your customers and 
prospects on this shoe, building more sales, more 
profits for you. 

If there is no Red Cross Shoe in your town, write 
or wire for complete details on how you can make 
the most of this big autumn opportunity in Red 
Cross Footwear. 


‘Limit™ lasts. Every fitting measure- 


“Bends with your foot” 
TRADE MARK 


ER COMPANY, CINCINNATI, OHIO 


Branch of The United States Shoe Company 
Pacific Coast Representative : Saul Berner, 418 Pacific Building, San Francisco, Calif. 
This full page advertisement in four colors appears in the October issue of The Ladies’ Home Journal. 
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or a Foot... 
is as strong as its arch 


The bridges built in Caesar's day were slight, frail things compared with 
the gigantic structures of today. Yet many of these ancient bridges are 
still standing—the arches that held them were built so well. 

It's the same way with a foot. So long as the arch has perfect support, so 
long as it is correctly balanced, the foot will remain healthy, graceful and 
active. A perfect arch insures the foot. 

It's because the Arch Protector Shoe keeps arches in such perfect condi- 
tion that this shoe has become a favorite with discerning women and a 
sure profit-maker on the shelves of thousands of dealers. Like the bridges 
of Caesar, the narrow span of tempered steel that forms the patented 
Arch Protector Steel Shank is slight—no broad, ugly band of metal to dis- 
figure the shoe. So accurately has this shank been balanced that it gives 
perfect support, leaving the shoe flexible and delightful to the foot in 


walking. _ Finally, the shoe itself has been fashioned so grace- 
: fully, its lines are so youthfully buoyant, that to the 
beholder the shoe is not “‘one of those arch shoes.” 
Instead, a smart, modish shoe that particular women 
are proud to call their own. 


If there is no Arch Protector dealer in your town, you 
can cultivate to your profit the waiting, eager market 
of women seeking just such a shoe as the Arch Pro- 
tector. You'll find prices reasonable, the margin un- 
expectedly large. Write for details of the proposition. 


The Val Duttenhofer Sons Co. 


Branch of The United States Shoe Company 


TaeGesdenn Cincinnati, Ohio 
A_ three-stra 17 ao Minneapolis Office New York Office 
rey heel, rubber top 723 ton 1404 Bush Terminal Building 
lift, welt sole, Arch Protector 
Shank. In stock, $5.50—Sizes 
2 to 9, in AAA to D widths. 
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Correct 
That’s All 











GEORGETTE 


A pattern that fits into your store with most 

amazing results, 

Illustrated is a Tan Calf on our beautiful 

round toe M 7 last so much in demand by the 

fashionable younger set. 

Equally attractive is this pattern for dress 

occasions on our M2 13/8 Block Heel or M4 

16/8 Spanish Louis Heel Lasts, fashioned and 

perfected in Black Satin or Velvet with Black 
THE VOLLMAN LINE Suede Trimming—all over Patent or Black 

Supreme in style, fit and Suede. 


kmanship, retaili t $6 — ‘ 
to $8 "inde tte om teen Positively made in four weeks to your order. 


hearts of consumers quickly. 


May we show you why? 
Our special representative will 
call upon inquiry. , UW ; 
President 


Walk and Be Healthy 


Te; Vonb mar, Lawrences, Co, 


STATION A 


DEPENDABILITY 





— 
= 


ones ie é 
THE QUALITY SHOE QeeeGenet) MARKET OF AMERICA 


ae | 


ao A Gio 
came 8 gap p = . 
| ee 2s 





BOOT AND SHOE RECORDER August 30, 192, 





Two Words 


.... and the Right Answer 
“How much?"’—these are the two words that make or break 
a sale. 
But it is all ““making™ and no “breaking” with these Holters 
Style McKays. Not that they're made for “price appeal” — 
they are, as you see, correctly styled, trimly tailoredfshoes— 
a delight to any woman's eye. But when the “How Much?” 
comes—you have the right answer— 
For these style McKays retail at from $6.00 to $8.50. 
Right in style—right in price—right for you. 


NB. We make a line of lower-priced Holters Mc Kays, 
too. They are manufactured in Plant No. 2, Louisville, Ky. THE LOTUS 


THE -gieaees: SHOE CO., CINCINNATI, OHIO 


Branch of the United States Shoe Co. 


CHICAGO OFFICE MINNEAPOLIS OFFICE, W YORK OFFICE, 
210 Security Building 723 Boston Block 1404 Bech Terminal Building 
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Tan Oxfords Commence 
to Sell Early in Chicago 


CHICAGO — Retail shoe mer- 
chants have enjoyed a week’s 
business that promises well for the 
fall season. Considerable buying 
was done during the week ending 
August 23. The buying was mostly 
on leathers and styles predicted to 
be good fall sellers. Tan street 
oxfords are gaining ground and 
there is now reason to believe that 
the fall demand will run heavy to 
this color of leather. It’s also ap- 
parent that tan and black will be 
the leading colors with the balance 
in favor of the tans for street wear. 

There seems to be less demand 
for the more intricate designs, the 
popular demand running to oxfords, 
gored tongue pumps and ankle strap 
patterns. Much business is being 
done, however, at prices that are 
somewhat lower than ordinary 
mark-up which seems to be neces- 
sary to attract buying. The extreme 
tans are not popular—the demand 
seeming to be on a half-way shade 
between the dark brown and the 
light tan and indications are that 





Sales Force to Wear 
High Shoes Oct. 1 


John Spalo, buyer and 
manager of the Hub Store 
shoe department, is putting a 
new “wrinkle” into effect that 
might be a very productive 
and pleasing one if generally 
followed. “Beginning the first 
of October,” says John, “every 
man on my floor is going to 
put on high shoes and this 
includes myself. We never will 
be able to swing men ‘back 
into the high shoe idea if the 
clerks in the stores continue 
to wear oxfords. Certainly, 
you can’t talk high shoes with 
that handicap. We are going 
to sell high shoes this fall, 
and this winter and I believe 
by wearing them ourselves 
we can increase the sale by 
fifty per cent. The oxford fad 
is foolishness and certainly 
not practical in any way here 
in this climate, and I think a 
little determined and sensible 
effort will bring the high 
footwear back to where it 
belongs.” 











the final decision of the public will 
rest here. 

In the men’s line there has been 
considerable activity and this, too, 
has been more marked at the “sale” 
prices rather than the normal. Too 
much sale selling in late June, July 
and early August is undoubtedly to 
blame for this and the public mind 
seems to be fixed at a point from a 
dollar to a dollar and a half below 
right selling figures and there it 
stays. The lighter tan shades are 
gaining some ground with the 
younger men but still cannot be 
considered to be the “best” sellers 
even here and while a few stores 
have had a very successful season 
with the light shades—the general 
average is not good. 
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Wholesale Markets Quiet 


The wholesale markets are still 
quiet and little buying is being 
done. Some fall orders are being 
placed, but the bulk of the fall 
ordering is still to be done. This is 
due considerably to the fact that 
no more than half of the houses 
have their fall lines out on their 
territories as yet. Orders that are 
being placed, however, show an 
optimistic trend and the general 
improvement of credits tends to 
show a feeling of relief from diffi- 
culties. 


Error Corrected 

In the August 16 issue of the 
Recorder under the heading 
“Changes in Business,” the name 
of Louis Mandelstein, shoe mer- 
chant at 3512 South State street, 
was printed as being in financial 
difficulties. This was an error and 
referred to another man bearing 
the same name. 





Fall Business Opens Slowly 
in Milwaukee Shoe Stores 


MILWAUKEE — A general in- 
crease throughout all departments 
of Milwaukee shoe stores has been 
noted in the past few weeks, cen- 
tering particularly on women’s 
shoes. Fall business is commencing 
very well and an unusually good 
season is expected, as all indications 
point to continued improvement 
from now until the end of the fall 
season. In contrast to early summer, 
weather conditions are now favor- 
ing shoe merchants as cool days are 
bringing forth a greater demand 
for fall shoes than is customary 
for this time of the year. 


Oxfords Important 


Oxfords are taking an important 
place in early business, although 
Dixie ties, straps and strip pumps 
are also active. One store which 
carries a widely varied line of 
women’s shoes reports that short 
vamp oxfords with box heels form 
about 80 per cent of their present 
business. Tan calf is attaining great 
favor in this city and is leading 
early sales. As interest has centered 
around shoes for street wear and 
every-day types, tan calf has met 
with good response. Patents con- 
tinue to hold a strong position, and 
dull kid and satins are also men- 
tioned. 


Some interest in fall footwear for 


men is reported, but a more decided 
improvement in this department is 
expected later in the season. Little 
change can be noticed in fall styles, 
except that the toes are inclined to 
be a trifle wider and more blunt. 
Slight differences in patterns are 
being introduced but the general 
lines remain the same. Black and 
tan oxfords are selling in about the 
same proportion. 


Select Convention City 


Racine, Wis., has been selected 
as the convention city for the 1925 
meeting of the Wisconsin Shoe 
Retailers’ Association. 


Tan Hosiery Shades 


Colors to match or harmonize 
with tan calf shoes are showing the 
most action in hosiery departments 
at the present time. Matching 
shades are favored at some shoe 
stores, but others report an in- 
creased demand for lighter tan 
shades. A department store is fea- 
turing Russian calf but is also 
showing Aztec, bunny and banana 
as lighter shades, and cocoa, picka- 
ninny and coffee in darker colors. 
This store is also expecting action 
on gray tones, particularly Oriental 
pearl, babbling brook and stone 

(Continued on page 81) 
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RUEPINGS 


KIN KIN 


SPORT SHOE LEATHER 


Good shoes for alert young women who 
love golf, hiking and all the sports which 
give them rugged health, should be made 
of leather that is close grained and tough. 
Rueping’s KIN KIN is that—and, more- 
over, it is soft and ELASTIC! 


Rueping’s 


yor Qutdoor Wear 
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'3546—Ruepings 
os Smoked Elk, 
Seminole Calf 31 Sad- 





KIN-KIN 


is widely used in the 
better makes of young 
women’s shoes such as 
the “National Parks”’ 
line, because this fine 
elk tannage yields gent- 
ly to every movement of 
the foot—wears best— 
cleans with least effort. 


When making out your 
order for shoes, don’t 
write just “‘elk’’ —write 
Rueping’s KIN KIN. 


FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal Northampton, Eng. 
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~SHOE STORE SERVICE 


SECTION 


A “Department of the Boot and ShoeRecorder 





Devoted to Findings, Fixtures and the Proper Display and Control of Merchandise 





Tie Up with Local Events 


Fairs, Carnivals, Benefits and 
Chautauqua Can All Be Made to 


TTENTION, interest, desire, 
action! In these four words 
a famous school of sales- 

manship has summarized the con- 

ditions or stages through which a 

buyer’s mind must pass before he 

or she makes a purchase. 

Good merchandising, good ad- 
vertising, good salesmanship can 
be good only in proportion to its 
power for producing the mental 
processes which will carry the mind 
of the prospective buyer through 
these stages. 


How to Use the News of the Day 


Attention and interest can be 
aroused with anything that is news 
—anything that affords informa- 
tion of value—anything that ap- 
peals to curiosity. 

Almost every day something 
transpires that is news to your 
locality or to a large group.of peo- 
ple in it. 

For instance, a Chautauqua 
comes. That’s news. It interests a 
good portion of the people in your 
trading radius and, perhaps, be- 
yond. They want to read about the 
Chautauqua. A display line men- 
tioning Chautauqua is sure to get 
attention. Therefore, the large 
space which the local paper devotes 
to the Chautauqua can be utilized 
by the merchant for his own’ benefit 
if his advertising ties up with it 
closely enough. 


Advertising Which Helps 


' “But,” -you may ask, “Where does 


the tie-up come in? What has the 
Chautauqua to do with my shoes?” 
Right here there is plenty of scope 
for you to exercise your own in- 
genuity in making a tie-up. 








Help in Getting More Shoes Sold 





The two subjects may be con- 
nected in one heading in this man- 
ner: 


At the Chautauqua you'll see 
many smart oxfords, but none 
more distinctive than these. 


This same basic idea, of course, 
is susceptible to many variations. 
For example: 


Be ready for the Chautau- 
qua. You'll naturally want to 
look your best. Remember that 
shoes are the foundation of the 
wardrobe. 


From such openings as these you. 


can swing right into a description 
of the particular shoes that are 
being advertised. 

The closer the tie-up, the more 
attention and interest the adver- 
tising arouses—and this means 
more desire for the merchandise; 
more positive action. 

Now, the ad headings given 
above are examples of tie-ups. Here 
is an example of a closer tie-up: 


Miss Dollie Beale, Dainty 
Dramatic Star of the Mutual 
Chautauqua Co., dresses with 
notable good taste and correct- 
ness in her role as Mary in 
“The Vital Question.” Observe 
how becoming to her Poiret 
sports costume are her Hia- 
watha Sport Oxfords of Au- 
tumn Brown from Smith’s 
Booterie. 


Of course, in order to effect this 
closer tie-up, it is necessary first to 
see that the player in question is 
equipped with the shoes in ques- 
tion. Don’t call that hopeless until 





you’ve tried. Look up the press 
agent of the Chautauqua company. 
Ten chances to one, he will see pub- 
licity value in it and be willing to 
co-operate by helping to select 
some shoes that would be suitable 
for use in some of the plays pre- 
sented and introducing you to the 
players, who are not usually likely 
to object either to the shoes or the 
publicity. Pictures of the player 
can easily be secured for use in the 
newspaper ads, window display 
cards and dodgers which can be 
distributed at the Chautauqua 
grounds. 


Other Tie-Ups You Can Use 
Tie-up advertising of a similar 


“ nature can be used in connection 


with state fairs, county fairs, car- 
nivals, festivals, benefits and num- 
erous other events. 

When a large club, society or col- 
lege gives a ball, this is worth tying 
up with. 

Large industries also offer tie-up 
opportunities for the alert mer- 
chant. A steel mill where work has 
been slack suddenly opens up full 
blast. Several hundred men are put 
on in certain departments where 
working conditions call for a par- 
ticular type of shoe or boot. 

Will you be ready to make a drive 
on that one item at the psychologi- 
cal moment? Will you have news- 
paper ads, circulars and show cards 
already prepared so that you can 
“shoot” on a half day’s notice, or 
will you defer this preparation 
until you get the news, thus taking 
chances on competitors getting the 
“jump” on you? 

(Continued on page 73) 
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Merry-Go-Round Shoe Shop 








’ 


Here is the most attractive piece 
of equipment ever put into a 
Children’s Shoe Department! 


It makes the children clamor to 
be taken to your store. 

—makes them content to stay on 
the Merry-Go-Round instead of 
running around the store. 
—sends them out with something 
to tell their friends about. 


The Merry-Go-Round Shoe Shop 
has passed the experimental stage 


Patent Applied For 





Draws in the 
little folk— 


keeps them interested 
and out of mischief 


—has made good with a capital G 
in a number of the best-known 

* stores throughout the country, 
such as Stone Shoe Co., Cleveland; 
Joseph Horn, Pittsburgh; Chas. 
Hallahan, Philadelphia; Leon Kahn, 
Dallas; Farr Bros. Co., Allentown; 
Famous & Barr, St. Louis; Dunlap 
Shoe Co., Columbus. 


This unique, bright colored, bril- 
liantly-lighted fitting fixture, seats 
six kiddies in animal chairs, and 
their parents beside them on the 


platform It is 8 ft. in diameter. 
A space 14 ft. square will leave a 
8 ft. aisle all around it. The height 
over all is 8 ft.; the platform 2 ft. 
high, and the chair seats 11 inches 
above it, so that with the child 
seated the foot extended is about 
85 inches from the floor—just right 
for fitting without the use of a 
stool. 


Sold only to one dealer in a town. 
Price $350.00, f. o. b. Cedar Rapids. 


Secure option for your city NOW. Write for detailed information. 


MERRY-GO-ROUND SHOE SHOP, 858 So. 18th St., East, CEDAR RAPIDS, IOWA 


Merry-Kiddie Shoe Fixtures 


an ao ae see ee ie = ete ee. ee al ee OB 


Seven clever shoe stands in attrac- 
tive circus subjects, ranging in 
height from 18 to 48 inches. 
Made of indestructible 3-ply wood, 
brightly: colored and lacquered. 
Complete set, $35.00, f. o. b. Cedar 
Rapids. 
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Figure 1—This background setting for a fall style’s window may be assembled 


from a set of interchangeable background units of wallboard, which can be used 


again in other combinations to form any number of good designs. 


Adding Charm to the Display of 


Fall Shoes 


Some Decorative Ideas to Make Style Windows More Attractive 


are now showing and adver- 

tising “Early Fall Styles,” 
“Advance Fall Styles,” and selling 
them. Whether it is a good policy 
for stores in the smaller cities and 
towns to do this is sometimes a 
problem, because of the smaller 
number of styles that are stocked. 
It does not pay to show all the fall 
styles in August and have nothing 
new for September. There can be 
no question of the advisability of 
showing the new styles just as 
soon as the School Shoe Sales have 
had their run. 

A retail shoe merchant in a city 
of 7,000 follows a schedule, closely, 
that seems to suit his purpose very 
well. He begins advertising the 
advance showings of fall styles for 
women on the second day of Sep- 
tember. The men’s new styles are 
featured during the second week. 
During the last week of the month 
he has a Fall Fashion Parade, or 
Formal Opening for all lines. 

Some shoemen question the 


s HOE stores in the larger cities 


value of’a special Opening Display ° 


By A. E. EDGAR 


of Fall Styles and merely start off 
the month with fall advertising in 
a general way. This is not taking 
advantage of the opportunities an 
opening brings to the shoe retailer. 
It does not feature strongly enough 
the changing of the seasons. 

A fall opening divides the sea- 
sons and emphasizes the fact that 
the new styles have arrived. It is a 
means of getting the prospect’s 
attention that no other method will 


Oe 


Those 
Better 
Shoes 











Figure 2—An attractive form 
of show card is obtained by 
using an actual book for a 


~t5 


secure. It brings customers to the ' 
store, and customers mean sales. 

The fall opening event need not 
be so elaborate that its cost is ex- 
cessive. In fact, that is just what 
the shoe dealer should try to avoid. 
Beautiful displays for the fall 
opening can be installed at little 
cost if full advantage is taken of 
the regular display equipment. 
Expenses for souvenirs, music, 
invitations and similar attractions 
are to be incurred only when re- 
sults may be secured that are 
commensurate with the amounts 
expended. They are not necessary 
to a fall opening, but help a great 
deal in making it an event to be 
talked about and remembered by 
the prospective customers of the 
store. 

The fall opening is easily made 
more elaborate than the spring 
opening without additional expense. 
In the fall, just before the heavy 
frosts kill off the flowers, there is 
a wealth of natural bloom that may 
be secured at little, or no cost. The 


flower garden will provide an 
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Algaier Shoe Store, Brooklyn, N. Y. 


American"Interlocking Shoe Store Chairs 


are, in point of beauty as well as of service, something more than just 
chairs. In design and finish they have refinements that spell Individu- 
ality. Their sturdy construction makes them the most economical fo 
install. 

Write for,.Catalog 


AMERICAN SEATING (COMPANY 


General Offices, 1016 Lytton Building 
CHICAGO 
601-119 W. 40th St. 302-69 Canal St. 
BOSTON 
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Figure 8—In but a few minutes the design shown in Figure 1 
can be changed to this. 


abundance of interior decorations 
so that the store may be made a 
bower of beauty. The wealth of 
decorative material that may be 
obtained in the fields and woods is 
just begging to be used. Nature is 
a riot of color and offers her bounty 
to the shoe merchant. 


























Figure 4—The effect of a 

show card is often enhanced 

by mounting on it a printed 
illustration. 


Artificial Flowers Best for 
Windows 


The window display decoratives 
are best when of the artificial va- 
riety. Natural flowers soon fade in 
the enclosed window space, but 
they are more beautiful than arti- 
ficial decorations in the interior 
displays. The red and orange leaves 
of the trees may sometimes be 
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incorporated in window displays, 
but these too, soon dry up and lose 
their attractiveness in the window. 

The fall style display should be 
made as different from the average 
display as the shoe merchant can 
manage. For one thing, there should 
be very few shoes shown in this 
display. The decoratives should be 
attractively suitable for the show- 
ing of new styles. 


Appropriate Background Settings 


A suitable setting for a fall style 
display is illustrated in Fig. 1. 
This is constructed entirely of 
units chosen from the Recorder 
Interchangeable Display Unit Set, 
described fully during the past few 
months in these pages. The follow- 
ing units are used: A, B, C, D, H, 
N, R and V. It may also be con- 
structed in the following manner: 
Prepare a suitable wallboard panel 
for the center, the size most de- 
sirable for the window the setting 
is to be fitted to. The two narrow 
panels set against the larger one 
and the flank pieces at the outer 
edges of the background may be 
made of wallboard or boards. The 
cross pieces may easily be made of 
boards, while the oval is best cut 
out of wallboard. The assembling 
of these pieces, or units, is easily 
done. They may be finished with 
water or oil paints in any selected 
color scheme. The lighter grays, 
tans and cream are suitable colors 
for fall displays. Light backgrounds 
should be the rule, although trim- 







































































Figure 5—The flower bowl and lattice for this setting can easily 
be made by following the simple instructions given in this article. 
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New Way Assembly Plan 
of Interchangeable Units 
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When assembled, they give the : 

appearance of a solidly built B 

fixture. Any combination of a 

units can be made with the tl 
same cornice, base, pilaster, 

and end. aes : 

. e C 

PROM the standpoint of productive- d 

ness and increased patronage, the Hosiery ; 

department is rapidly becoming a permanent asset h 

to progressive shoe stores. : 

Shoe merchants who installed hosiery 

as a drawing card for their stores have come to i 

a 

i 


realize that the hosiery department is self-sustain- 
ing and capable of producing quick returns on a 
comparatively small investment in merchandise 
and New Way Sectional, Interchangeable Hosiery 
Equipment. 


The fact that New Way Hosiery equip- 
ment is of standardized construction permits its 
addition to New Way Shoe Shelving at any time 
with uniform results in appearance and finish. 


= sme eae ue ue meme mee eee eee 
B.S. R. 8 


Please give us information about items we 
have checked. No further obligation whatever 
(] Secti i,t hangeable New Way Hosiery Units. 

[] Sectional New Way Shelving for Women's Shoes. 

[_] Sectional New Way Shelving for Men's Shoes. 

[-] Show Cases. [[] Explain Your Designing Service. 

0 Explain Your Store Planning Service. 

(_] Send Your Shoe Storé Equipment Catalog, 





New Way Hosiery Equipment capable of producing quick 
returns as well as increased effici is worthy of your 
investigation—information and prices furnished upon request. 


GRAND RAPIDS SHOW CASE CO. 


World’s Largest Designers and Manufacturers of Store Equipment 


FACTORIES: GRAND RAPIDS, MICH. - PORTLAND, OREGON 


OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
Store Planning Merchandising Counsel 
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Figure 7. 


mings may be dark to provide con- 
trast. : 

It is suggested that two or three 
plateaus be used in the back of the 
window, but that not more than 
two or three stands of graduated 
heights be used on each, with per- 
haps a couple of shoes shown on 
the floor of the plateau. The front 
part of the display may have as a 
central point of interest a show 
card of a design suited for a style 
display. Then sparcely placed, on 
stands, and on the floor, a few more 
shoes may be shown. Not more than 
half as many shoes should be in- 
cluded in the opening style display 
as are usually shown in the display 
at other times. Fewer still will per- 
haps be better. Hosiery and find- 
ings may be included as accessory 
articles in the display, but spar- 
ingly. 


Dress Accessories Help Shoe 
Displays 


Units in which articles not sold 
by the store, but which elaborates 
the style idea may also be used to 
advantage. With a street style, for 
instance, a scarf of brilliant hue, a 
pair of gloves, a handbag, and a 
pair of hose that match may be 
displayed in an attractive arrange- 
ment. With a formal evening slip- 
per, a pair of hose, a fan, lace hand- 
kerchief and a bottle of perfume 
may be shown. Units of this char- 
acter must be placed with plenty of 
space around them to give them a 
chance to get the undivided atten- 
tion of the customer for as long a 
period as possible. Closely packed 
shoes detract.from each other be- 
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Figure 6. 





These designs are specially suited to narrow windows or to unit displays of merchandise. 





cause they are competing - with 
each other for attention all the 
time. 


An Interesting Show Card 


The shoe merchant may make a 
very attractive fall style show card 
out of a large book, such as is illus- 
trated in Fig. 2. A book that meas- 
ures in the neighborhood of eight 
by eleven inches when closed will 
serve, one with gilt edges preferred, 
but. not necessary. The book must 
be one that will lie flat when 
opened, or nearly so. To prepare 
the book for this display follow the 








ss 


ST tee: ys 
or ae ee . & M BS at OY > / fe, 
RE eB ON Na hed 2 ON A ER EE 
Pale ESOS PE Mot ea eS ee Roe 


























Figure 9 — This ‘card gets its . 
point across in a filash. 
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Figure 8 


plan outlined here. Cut two sheets 
of paper to the size of the two 
pages of the book when opened. 
Crease in the middle to fit where 
the leaves of the book are bound 
together. With ribbon tie these 
sheets in place in the opened book, 
letting one strand of the ribbon fall 
over the page away from the center. 
The lettering should be done before 
the sheets are secured in place in 
the book. This may be used lying 
flat on the floor of the window, or 
on an incline, supported at the 
upper end by a fixture that does 
not show when in place. 


A Change in Background 

Another setting, suitable for any 
fall display, is illustrated in Fig. 3. 
This is made of the Recorder In- 
terchangeable Units, A, B, H, V 
and X, with a decorative shield and 
cross piece added. The panel may 
be made of one piece of wallboard, 
the flanking panels and shield of 
the same material, the cross-piece 
and lattice of strips of wood. A 
study of this setting with that illus- 
trated in Fig. 1 will show a close 
similarity of design yet with little 
change an entirely different setting 
is secured. The Interchangeable 
Units make this possible with little 
expenditure of time. 


‘Tllustrated Show Cards Attract 


The show card illustrated in Fig. 
4 is of a type that may be used in 
the fall displays. The illustration 
may be of shoes, of nature, human 
figures, etc., with equal attraction 
value, if they are well selected. The 
nature of the illustration will de- 

(Continued on page 73) 
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BEAUTIFUL GLASS FIXTURES 


FOR SHOE DISPLAY 


UR popular Glass Fixtures consist of pedestals of 
varying heights and a large variety of plate glasses with polished and beveled 
edges. With these you are enabled to build an almost endless number of designs, 
either “high up” or “‘low down.” 
Above we show a sample trim. We also have a variety of individual shoe stands, 
a few types of which are shown above. 
WHY NOT GET IN LINE FOR TRADE PULLING, TRANSPARENT, CLEAN AND SPARKLING GLASS FIXTURES 


ASK FOR CATALOG NO. 18 
WINDOW VALANCES, WINDOW RUGS and PLUSH 


QUICK SHIPMENT— WRITE FOR SAMPLES 
Quality — Service — Courtesy 
Visit Our Chicago or New York Show Room 








ew voux swow soem | THE HECHT FIXTURE CO. 


16 West 3ist St. 
Between Broadway and 5th Avenue DEPT. 12 








Medinah Building, Wells St. and Jackson Blvd., Chicago, IIl. 











Wiartemore 'S } 


SHOE POLISHES ARE SUPERIOR 


It is well to remember that they are the finest polishes made and that the line 
covers every polish required for redressing any leather or fabric shoe. This 
fact is your guide in buying and guarantee of satisfaction in selling. For right 
now retailing we recommend— 

— IAN CREAM, for black, brown neutral and all colored smooth leather 
shoes. 
GILT EDGE, the old-time favorite that sells all the time, for black kid and calf 


shoes. 
FRENCH GLOSS, another favorite popular as the old-time songs and wears as 


well. 

OILY CREAM, something real smooth as a seller for black, white and colored 
shoes. Put up in tubes. 

DANDY RUSSET COMBINATION, especially for tan shoes. 

SUPERB PATENT PASTE, the first and last word in patent leather dressings. 
cng CLEANER, the “big stick” in getting business. Colors for all suede 
shoes. 

GOLD DRESSING and Silver Dressing puts the sparkle into the gold and silver 
brocades. For the Paisleys we recommend—CLEANALL, cleans any colored 
fabric and will not stain or draw the colors. 

DYES, yes we have them. - Handy, indeed, for use about the store or home. 
Black, brown, tan. 

Anything we have not listed—space is limited—that you feel the need of, 
write us regarding it, or refer to the guide of all shoe polish guides—Whitte- 
more’s Shoe Polish Chart. 


If Unable to Obtain Them Through Jobbers, Notify Us 
WHITTEMORE BROS. (supere Snot Pilon Since 192) CAMBRIDGE, MASS. 
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Tie Up Wjth Local Events 
(Continued from page 65) 


Things that are going on in your 
vicinity have news value. It pays 
to tie up -with them wherever pos- 
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then painted with oil paint. Black 
and gray, gray and cream, tan and 
cream, and other color combina- 
tions may be used. The lattice may 
be made of one-inch, or two-inch 
strips and painted. Artificial 


it may be painted; if not, it may be » 


wrapped with green paper. Flowers 
and leaves should be sparingly 
attached to these stems, which 
should be bent into graceful curves. 

Fixtures of this nature may be 





sible. Keep posted on 
events. Lay your plans for 
tie-up long enough ahead so 
that you will have plenty of 
time to work them out 
smoothly in detail. 





Adding Charm to the 
Display of Fall 


Shoes 
(Continued from page 71) 


termine the lay-out of the 
card. The twin panel effect 
illustrated is attractive. 


Decorations That You Can 
Make or Order Made 


A skeleton setting is illus- 
trated in Fig. 5. The back- 
ground may be the per- 
manent panelled background 
of the window, or a silk or 
velour drape, or panels of 
wallboard may be _  intro- 
duced. The panel shown 
against the background may 
even be omitted if the per- 
manent wooden background 
is used, although the panel 
gives an airiness to the dis- 
play that the darker wood 
will not impart. \ 

The chief part of this 
decoration is the flower 
bowl and lattice. The bowl 
may be constructed as fol- 
lows: The feet may be cir- 
cular or square. The lower 
part of the base may be 
made of a piece of 2x 4 inch 
scantling, dressed on all 
sides. The black part in the 
illustration may be cut out 
of inch lumber six inches 
wide. Note that the lips of 
the bowl are much longer 
than the longest part of the 
base. The bowl may be cut 
out of lumber 2x4 inches, 
or 2x6 inches. Two pieces 
of the same size should be 
cut and fastened together 
on their flat sides, after a 
part of each has been hol- 


coming 


flowers are then arranged in the 








Recorder Merchandising Calendar 
for September 

September 1-6—Time now for dressing 
up the store for the new season. Clear the 
front of sale signs and bargain show cards. 
Take out the piles of sale shoes from the 
windows and, if you have a row of bargain 
tables heaped up with odd lots, remove 
these entirely or set some back in the rear 
of the store, leaving the principal inside 
display space for an artistically arranged 
showing of fall fashions. 

Start your newspaper advertising on fall 
shoes. 

Advertise and display children’s shoes 
for school opening. 

September 8-18—Are any events to be 
held in your town—such as fairs, carnivals, 
etc.? If so, plan some advertising and dis- 
play features to tie up with them. 

Go over carefully with your salespeople 
each of the new shoes in the fall line. Make 
clear to them why these shoes were selected 
—explain the talking points of construction 
and material—show which are best adapted 
to certain styles and colors in suits, dresses, 
etc. 

September 15-20—How about the show 
cards in your windows? Do these fall behind 
the quality and finish of the window back- 
ground, display fixtures, decorations and 
the shoes themselves? If so, take steps to 
get some that are in keeping. If this 
“stumps” you, write the Western Service 
Department of the Boot and Shoe Recorder. 

Work ahead on the shoe cuts and illus- 
trations for your ads for several weeks to 
come. At the same time plan the special 
background settings and decorations for 
your windows and order the necessary 
materials. 

September 22-30—Are you putting out 
good strong “leaders” and changing them 
frequently? It pays to get people in the 
habit of looking for something NEW in 
your ads and your windows. 

Get an early start on addressing and 
stamping your monthly statements. Have 
them all in the mail on the 30th. Quick 
collections are essential to quick turnover. 








purchased ready for use from 


window decorative supply 
houses, but where the ex- 
pense has to be considered 
the shoe merchant may make 
his own, following the speci- 
fications outlined. in the fore- 
going paragraph. 


An Oriental Touch 


73 


The Chinese note remains © 
in fall garments, although it , 
may be modified to some — 


extent. Even if it were | 
omitted altogether from the - 


style and color of fall wear- 
ing apparel, an Oriental 
decorative is always in or- 
der, provided it does not 
conflict with the rest of the 


decorations. In Fig. 6 an : 


easily constructed decorative 


is illustrated. The base is | 
made of a six-inch board, . 


the frame-work of strips 
two inches wide, or less. The 
placque is made of wall- 


board, although heavy card- , 


board will answer. The pic- 


ture may be painted directly ~ 


on the placque, on paper, 
cloth or other material, or a 
printed illustration may be 
used. Embroidered pieces 
may be used instead of the 
picture. The lanterns may be 
real Chinese paper lanterns, 
or wallboard cut-outs. The 
opening below the placque 
may be backed with any ma- 
terial: that can be outlined 
as shown, or with Chinese 
matting, preferably with an 
art motif painted or printed 
on it. Suitable subjects may 
be found at wall paper 
houses. This piece may be 
used in a similar manner to 
the floral decoration illus- 
trated in Fig. 5. 


A less elaborate, but none . 


the less effective, setting is 


illustrated in Fig. 7. This - 


makes use of the Recorder 
Interchangeable Units, A, 








lowed out of the inner sides where 
the flowers are to rest. For the 
Same reason the lip of the bowl 
should have an opening cut in the 
center to admit the stems of the 
flowers. These various parts are to 
be securely nailed together, and 


purpose. If the insulation is good 





bowl. The long curving branches 
may be made of wicker, which is 
quite the thing nowadays, but if 
the merchant has none of this ma- 
teria] at hand electric light or tele- 
phone wire may be used for the 


H, M and Z. Other units may be 
combined with this as the central 


portion to form an entire setting. — 
It may be used as a background of ~ 


a unit for the center of the win- 
dow where it will be exceptionally 
effective. 
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Know Your Business 


Do you know where your business stands at the end of the day, week or year? 


That’s the information that guides and makes profit for successful shoe merchants— 
keeps them out of difficulties with banks and with manufacturers. 


You can know from day to day just where your business stands with the RECORDER 
STORE RECORDS SIMPLIFIED. Simple, compact and not at all difficult to keep up. 
All accounts show balance at the end of the day if you wish. No need to be an accountant 
to keep them. ; 


Protect your future by keeping a 
close “tab” on today. Keep out the 
little losses that eat up profit. Buy 
right. Sell right. KNOW YOUR 
OWN BUSINESS BETTER. 


BOOT & SHOE 
RECORDER 


Western Service Department 
189 W. MADISON STREET 
CHICAGO .. ILLINOIS 





MAIL THIS COUPON TODAY! 








BOOT & SHOE RECORDER 

Shoe Store Service Department 

189 W. Madison Street. Chicago, Ill. 
Please send me,express prepaid, STORE RECORDS 
SIMPLIFIED. 

I will pay the tman $17.50 u receipt. It is 
enientend Seewens us that I will give ten days 
examination. If not satisfied with the system I will 
return it postpaid and you will refund me the 
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Don’t Do Without 
Things You Need for 


Want of Knowing 
Where to Get Them 


Write for the information vou 
want to the Shoe Store Service 
Department of the Boot ard 
Shoe Recorder. 


You may have seen somewhere something in the 
line of equipment or supplies for store or office— 
something that you would like to have but don’t 
know where to get it. Or possibly you want some- 
thing a bit different to anything you’ve seen and 
are able to describe in a general way what you 
have in mind. In either case, this department is 
likely to be in a position to furnish or secure the 
information you want—in which case you are 
welcome to the service as a subscriber to the 
Recorder. 





Are You Interested in 
Window and Interior LIGHTING? 
Write for Interesting Booklets—FREE 
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1 Sign. | 
Welcome hg 





Whenever you are in Chicago you 

are welcome at the Western office of 

the Bool and Shoe Recorder—in the 

Security Building on the southeast corner of 
Madison and Wells Streets. 


We want you to come in and feel at home 
—and to avail yourself of any service or in- 
formation that we can give. 





Decorations 

O Floral Decorations 

O Special Backgrounds 
O Rugs 

OG Pillows 

0 Valances 

0 Decorating Plush 
Office Equipment 

0 Adding Machines 

2 Bookkeeping Systems 
0 Check Protector 

0 Sales Check Books 
Miscellaneous 

O Repair Equipment 

0 Play Room Equipment 
O Duplicators 

© Stock Boxes 

0 Carton Labels 

O Leg Forms 


Merchandise 


© Hosiery (kind) 
O Arch Supports, metal 


Oo 
O Shoe Trees 


O For Men 

0 For Women 
0 For Children 

O For Men 


0 For Women 
O For Children 


0 Window Lighting 

0 Interior Lighting 

O The Hosiery Survey 

0 Booklets on Leather 

0 Show Cards 

0 Stock Record System 

0 Sales Record System 
Store Equipment 

0 Store Front Construction 


O AutographicSalesRegisters 
‘0 Foot Measuring Devices 

0 X-Ray Machines 

Window ipment 

a) vile 5 Dedtgvounds 
0 Shoe Display Fixtures 

0 Hosie Display Fixtures 
0 Color Reflectors 
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oAdvertising Novelties 


OSouvenirs 








Supports, non metal 


Mail This Coupon for Manufacturers’ Catalogs and Literature 


Remarks 























Store Name 





Address 





Citv and State 4/26/24 


Address Shoe Store Service Department, Boot and Shoe Recorder, 189 W. Madison Street, Chicago . 
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=e For Better and Quick 
tthe Mick | For Better and Quicker 


in Your 
Shoe Displays -~ YW 





The Reischmann Fitting Stool, here illustrated, is a piece of 
equipment that will add much to the greater efficiency of your 


store. 

It is equipped with Hart’s Standardized shoe gage, an exclusive 
feature with Reischmann. This device not only takes the 
uncertainty out of shoe fitting, but enables your sales force to 
handle more customers quickly and with greater ease. 

When not in use, the gage is placed handily in a small com- 
partment provided for it, as indicated in the illustration above. 
Send for our new booklet, giving full details and prices on this 
and our other store equipment. 


Capezio Shoes—1634 Broadway, New York 


A “Pittsburgh” Windo-Spot, used when occasion : 
demands, gives plus value to the show window 

lighted with “Pittsburgh” Silvered Reflectors. It 

puts a real “kick” in me diaples bY Betagins os 

the feature to be emphasized. en the display e 

justifies it, add “Pittsburgh"’ Color-Lite. Register 


For many years we have specialized in show win- F 
dow lighting and have a fund of information that For Any Manifold Record 


will help you. 
FOUR EXCLUSIVE FEATURES: 


1. A load is a single pack- 3. Slips lie flat—not curled. 
et for any number of car- 4. Issues all tickets or 
bon copies. automatically refolds one 
2. Keeps slips in align- copy in a flat pack in the 
ment. locked compartment. 


American Sales Book Company, Ld., Elmira, N.Y. 


Dept. A-7148 


SHOW WINDOW LIGHTING |_| r= xsnssiutecien eos esi, Cees gin ek Co 


IN CANADA, F. N. Burt Company, Ld., Toronto, Can. 








deserves first consideration from shoe merchants who aim 
at the best results. Not a single “Pittsburgh” reflector 
made since August Ist 1916—over 8 years ago—when we 
began using our secret process of backing, has ever been = 
reported to us as having the silvering tarnish or discolor, 
wl the —e A =" _- or peel. This unequalled 

year record is bac y our 5-year absolute and uncon- Fixtures that 


ditional guarantee. 


Send us a rough pencil sketch of the floor plan of the 

yg BA - 8 nae -.> the length of the L d Di it 

glass, the distance from ¢ to background, from fi 

to ceiling, from floor to transom bar [if any], and height en on y 

of ye Ly My ae suggestions for the . 

proper lighting o: i i 

Lo pal such a window and send an estimate to Displays 








Write for a free copy of our booklet, “Show-Window Lighting” Our Prices are Moderate 


Pittsburgh Reflector Compan ; 
eee Teen Reflector & Illuminating pe y No. 1787 Write for Catalog 
404 Bowman Building, Pittsburgh, Pa. 


NEW YORK OFFICE— sid West Washington eeseet AR T I ST I Cc Woo D 


145 W. 4ist Street (at Broadway) 
— 1-5 . SAN FRANCISC 
t ghth Street 90 New Montgomery Street W Oo 
TORONTO. ONT.—Wilson Illumination Co., 237% Yonge Street TURNING RKS 
mg A OL alr gg og fae, Ee puiwins s CHICAGO 
E—A. ns, Jr., Co., t. Paw lace. Halsted 
. CLEVELAND—Sioan Building. * S11 N. 

Successors to Polay Fixture “erviee No. 313 
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Build Prestige Through Your Display Windows 





































































































































































of India are eagerly ° 
$ by wealthy increases sales. 





iy 
connoisseurs the world 





Aa all just what does Prestige Mean? 
Isn’t it only an expression of confidence 
by the buying public and an acknowledgment 
of the superiority of your Service-Merchan- 
, ‘ dise and Values? If this is the case, then your 
| = = Sales Volume must be large if your Store has 
¢ your ze =e Prestige. Slovenly windows never built Pres- 
elusive | Se a tige for any store nor will merchandise alone 
wee to =F == build it. There must be that added touch of 
1 com- . Decorations to make your merchandise stand 
m this out. 
The Guide bo Better Dindow Dispiys’ If Prestige is what you are after then we can 
ey help you. 
: Get a copy of this valuable booklet. It’s Free. 
The Adler-Jones Company 645 So. Wells Street, Chicago 
TMeM 
a 4 
ee | F 
| morse Your Trade Mark in Gold | 
5 INDIA ; 
| The art of hammer. Not “just a mark” but—your trade mark standing out ie 
5 travelled from ancient in clear, brilliant embossed gold. Every shoe that = 
2s oo leaves your store should bear this unmistakable mark : 
| jomthy anh commen of quality. It creates confidence in your product and 


SSE eee 





MOU NMOL LOE 


RAUSKOLB GOLD LEAF 
E W. RAUSKOLB COMP | 


16 FRANKLIN ST. MEDFORD, MASS. ; 
aN Pe ' areal 
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IN STOCK for Scholars! 


You can depend on 3 W’s 
Lenox for three things: To 
sell—to repeat—and to be 
delivered quickly from our 
In-Stock Department. Are 
you ready for the school 
rush? 


For 
GROWING GIRLS 


MISSES : 
CHILDREN Pat. Came Field Mouse al 3 Bar 


. Rubber Heel, McKa 
THE NEW LENOX WELT 
Made in patent leather vamp with dull 134 to 8, Bee acd hee. $3.00 
quarter. Also in all patent leather and in Sal ted for state of to i1,D & E, \aoctag Re ¥ 
oF tn -_, $1.85 Virginia; also salesmen for 7 234—4 to 8, Dé E, hand turn, spring 
Sizes 8% to il : NI countiesof Central Pennsylvania. hee . 2.05 
Also carried in stock in oxford. 10 cents Must have established trade. Ree in Tan Calf, Smoked Elk . Top 
per pair less. eat ony — Girls’ 2% to7,C &D 
ubber heel, broad toe J 
345—Misses’ ) es to 2, Da & E, rubber 





Weimer, Wright and Watkin Co. ? 


39 S. Second Street, Philadelphia = 4 pacetees Te, csadinaied 2.05 




















—For 


Your White Shoe Trade 


The Old Dependable Cake at om, 
Dressing for White Shoes 


‘‘The Name Blanco Is Signal of the Best 
Available White Cleaner”’ 


LAING, HARRAR & CHAMBERLIN 


Sole Distributors for the United States 
Carried Also in Khaki 


43 North Third Street - - Philadelphia and Web 
JOSEPH PICKERING & SONS SHEFFIELD, ENGLAND Manufacturers 
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Diamond Brand (Visible) Fast The genuine Diamond Brand 
Color Eyelets have genuine cellu- (Visible) Fast Color Eyelets 
loid tops that never lose their . can be identified by the two 
color and that actually outwear tiny raised diamonds on their 
the shoe. celluloid surface. 


V isible eyelets are decorative,.add 
comfort and long wear to lace shoes, 
and -are essential for the perfectly 
finished’ appearance that is so desir- 
able on all good footwear. Always’. 
insist on Goodyear Welt shoes with 
Diamond Brand (Visible) 
Fast Color Eyelets. 





UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide: institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be | : 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough 
in a small or medium-sized department store, or are experienced 
in general store work in special lines. The investment of money 
is not necessary for your success with us. The financial backing 
of our company is ample. Briefly, this is our proposi 
and proven over a pe’ of 21 years: 


You come to us first as a salesman in one of our stores. 
During the pues of proving your ability learn the 
greater possibilities of co-operative effort. Your progress 
depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When you make a success of the management, Pah are sold 
a one-third interest in a new store and become i o 
You may afterwards acquire a partnersh 

which are the outgrowth of the one 


loaned you by the J. C. Penney Ra ae and you Teer it 
from subsequent profits of the store. 


Write gee for, our booklet, “Working Plan of the J. Cc. 


Pe Gi r and number of years’ ex- — 
periense in in our Unes of merchand dise im your first letter. We may 


for personal interview later. All correspondence 
oor confidential. 


Address your letter to our nearest employment office: 


J. C. PENNEY CO., Inc. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 





* 
* 
* 
sd 
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“Clifton” 
GEM DUCK ° 


FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 


+ 


Used with our wet process it produces a 
perfect innersole, as it is easily formed in 
and hugs the lip ‘providing strength where 
strength is most needed. 

““CLIFTON”’ COVERING CLOTHS 
“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” 
specialties register high. 


CLIFTON 


MANUFACTURING CO. 
65 Brookside Ave., Jamaica Plain 
BOSTON, MASS. 


- 

















. YOU WILL PROFIT 


By selling Cinderella Suede Sticks 

which are made in over fifty shades, 

ground of solid colors. They will 

thoroughly clean and recolor nappy 

leathers. This package is easy to 
use with its suede brush and handy buffer. 


Wire Suede Brush and Felt Buffer can be bought 
separately for only $2.00 per dozen. 


YOU WILL WANT 


Cinderella White Kid Cleaner, the fastest moving 
high quality package on the market. Makes friends 
and keeps them too, because 

it thoroughly cleans and re- 

glazes yellow and wom white 

Why not use these Cinderella 

GOOD WILL BUILDERS to 
increase your customers’ sat- 

isfaction? 

Produced by 
EVERETT & BARRON CO. 


Providence, R. I. 


Makers of highest quality 
footwear finishes 
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Milwaukee 
(Continued from page 63) 
gray. Cannon will be played up in 

place of black. 


Reports Business Improve- 
ment 


Improvement in general business 
conditions and a better feeling in 
shoe and leather industries is re- 
ported in a survey of July, made by 
R. E. Wright of the commercial 
service department of the First Wis- 
consin National Bank of this city. 
A slight increase in many other 
lines of business is noted in the sur- 
vey. “Hosiery mills and shoe fac- 
tories have received a fair increase 
of orders,” states the survey. “The 
increase in shoe business has 
strengthened leather demand and 
prices. A distinctly improved feel- 
ing pervades the shoe and leather 
industries.” 


Expects Big Business 

“We expect the biggest season we 
have ever had,” stated George Vir- 
mond of the Caspari & Virmond 
Co., prominent local shoe firm. “And 
why shouldn’t we? Styles are more 
or less standard. Colors are definite- 
ly black and brown. We’ve got a 
few figures chalked up on a black- 
board to watch and we are ready 
to go after business. We have 
already sold nearly half of our fall 
stock and are re-ordering.” 

Caspari & Virmond are featuring 
oxfords, strap pumps and a few 
Colonials. Strip pumps will be in- 
cluded in their fall stock, but they 
will not be pushed during the sea- 
son, according to Mr. Virmond, who 
believes that wide use of this style 
would mark a deterioration in the 
shoe business. “Last year it was 
said that hosiery made the shoes. 
This year we expect to have shoes 
make the hosiery, and strip pumps 
would not do this.” 


Shoe Industry Leads 


Growth of the shoe manufactur- 
ing industry in Chippewa Falls, 
Wis., has been responsible for the 
development of that modern city. 
It was the establishment of the shoe 
industry at the close of the period 
when lumbering was the all-impor- 
tant consideration of this state that 
enabled Chippewa Falls to escape 
the fate of oblivion which awaited 
so many lumbering towns. This city 
is now the home for five shoe fac- 
tories, four of which are located in 
large, modern buildings. The four 


companies which make Chippewa 
Falls important as a shoe manu- 
facturing center are the Olson Shoe 
Co., Hand Made Shoe Co., Flug 
Weiler Shoe Co. and the Chippewa 
Shoe Manufacturing Co. All of 
these concerns have grown from 
small companies, hiring only a few 
men, to large factories. 
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Patents Measuring Device 


William Scharun, aged 71, who 
has been a shoemaker during his 
entire business career, has just 
patented a device for measuring 
feet which he considers more accu- 
rate and more satisfactory than 
present methods. 





Drive for School Shoe 


Trade Opens in St. Louis 


ST. LOUIS—Retail merchants 
began their usual drive for the 
school children’s trade here during 
the week ending August 23. Sev- 
eral window displays and news- 
paper advertisements of school 
shoes appeared. Campaigns by most 
down-town stores to get the chil- 
dren’s shoe trade are likely to be 
half-hearted, however, for two rea- 
sons. First, parents no longer rec- 
ognize a definite pre-school buying 
season, but allow their children to 
wear whatever shoes they may have 
until well into the fall. And second, 
few of the down-town stores have 
a very large children’s trade to 
draw on. This business is drifting 
to the community stores. The ex- 
perience of one large down-town 
store last year indicates how the 
wind is blowing. This concern 
staged a big school shoe selling 
event and advertised it heavily, 
even taking space on street car 
fronts. The result was not satisfac- 
tory. The last week has shown a 
slight increase in children’s trade, 
and the next, which is the week be- 
fore school opens, will probably be 
a good deal larger. But the matter 
rests there. 


Fall Shoes Being Shown 


Popular-priced stores are featur- 
ing fall shoes for all they are worth, 
but some of the more exclusive con- 
cerns are continuing their clear- 
ances. In one large store featuring 
high-grade footwear the week’s 
business was divided evenly be- 
tween sale merchandise and fall 
numbers. 

Customers from the small towns 
are beginning to put in their ap- 
pearance. Good roads are constantly 
being completed between St. Louis 
and outlying districts, and each one 
brings more out-of-town trade to 
the city stores. One manager re- 
ported that his week’s business was 
big, mainly because of an influx of 
small town customers, and of mer- 


chants who were in St. Louis to 
place orders for fall, and who pre- 
ferred to buy their personal needs 
at retail. 


Some Leading Patterns 


A canvass of women’s depart- 
ments to determine the best sellers 
in fall lines now being shown re- 
vealed the following candidates for 
the hall of fame: A plain black 
patent pump. with a gored front, 
faintly reminiscent of a Colonial 
tongue, with Cuban heels; a black 
patent pump with a Spanish heel, 
and a strap cut-out of a spider type 
—that..is, a gore plate over the 
instep, with three straps radiating 
to the collar on each side; a four- 
strap side cut-out spike in black 
patent, satin, suede and kid, and 
in Russia calf; an, opera pump in 
black patent and satin which fea- 
tured a slim double strap that 
slanted over the instep and had a 
bow to conceal its button. It had a 
spike heel. 

Front gores.are selling much 
better than side gores, perhaps be- 
cause the latter appeared last year, 
and are less novel. At some stores 
Cuban heels are going ahead of 
Spanish numbers in volume, but 
the demand for spike heels is grow- 
ing also. There is some tendency 
toward lower heels. 

Calf, in the tan ranges, accounts 
for from 10 to 25 per cent of the 
business. A store where a 20 to 25 
per cent demand for tan calf had 
been registered for two weeks, re- 
ported a good sale for Russia calf. 
It is playing this line to be good 
for a period of six to eight weeks. 

Black patent will remain in the 
lead of satin in the same shades 
for some time, it is believed. 

Opera pumps are selling well in 
practically all of the stores here, 
The only stipulation seems to be 
that the style be smartly tailored. 
It must present a sophisticated 
simplicity, with trim lines and 
clever stitchings. 
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LEATHER 











In choosing a standard 





That leather is PARA- 
MOUNT —a name of 


acknowledged significance. 


patent leather for your 
shoes, you cannot do bet- 


ter than select the one r aad ' 
. . Oo spec its use 1s to 
which has set the pace in ame 


discount to the greatest 
patent leather develop- 


; degree complaints and 
ment over a period of , , 


; comebacks. 
thirty years. 














= Vy 


THAYER-FOSS COMPANY 





MR. SAMUEL SHAPIRO “ ‘ Re OY ee nrc W. A. BENNETT, JR. 
Spruce & William Sts., [a : a as - oS oe < Wo +s 1015 Second National 
- New York, N. Y. - « # age : ‘ . . Noedt Bank Building, 
- pape. > .e" Cincinnati, Ohio 


WALTER P. TITTER 
22 Andrews St., 


Rochester, N. Y. 
S. L. DANFORTH 


c/o St. Paul Stay Co., 


COOKMAN & CLARK ‘“[@leee. Ee , . at Seo Rosabel St., 
$23 Arch St. , a, : , . . St. Paul, Mich, 


Philadelphia, Pa. 


A. M. ROBLEE SSS E. ‘A. OLIVER 
1602 Locust St., - 
Se. Rieata, Mo. Leathers of Merit B acres 


BOSTON, MASS. 
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Square Toe for Men 


, As for the men’s end of the busi- 
ness, Many retailers are ordering 
the four-inch vamp with the sawed- 
off toe. Popular-priced stores expect 
soft toes to sell well, while the 
more exclusive concerns see the 
same demand for stiff toe caps as 
ever. Shoes with wide perforations 
are being featured in some stores, 
while othérs believe that the plainer 
the stitching, the better. 

The question as to whether a tan 
season for men’s shoes will result 
in an increased demand for high 
shoes has been raised. It is said in 
some quarters that when tans are 
good some men prefer to buy high 
numbers, as tan low shoes look too 
much like summer styles. 


Advertising Linked With 
.Theatre Opening 


The shoe mart tied up its pub- 
licity this week with the opening 
of the magnificent new Lowe’s 
State Theatre, which is located 
next door to it. The feature of the 
opening was the arrival in town of 
a large number of screen stars— 
among them Mae Murray, Claire 
Windsor, Aileen Pringle and Elinor 
Glyn. A full page advertisement 
run in a local paper put over the 
fact that the store was next to the 
theatre by means of a large illus- 
tration. Photographs of ten of the 
feminine moving picture stars ex- 
pected were reproduced, and be- 
neath each photograph was illus- 
trated a shoe style named after the 
star. 

The shoe mart windows, featuring 
fall styles, were beautifully ar- 
ranged, with many expensive pieces 
of furniture used as accessories. 
Framed pictures of many of the 
visiting stars were incorporated in 
the displays. 

“I put on this campaign in a 
neighborly spirit,” said M. M. 
McCain, manager of the store, “to 
welcome the new theatre. It will, of 
course, be a big drawing card for 
our store, and the event offered a 
good opportunity for some timely 
advertising. Both the advertisement 
and our windows drew much fa- 
vorable attention, and the effect will 
be felt for some time to come.” 


Prince of India Buys Shoes 
at Gralnick’s 
The Gralnick Shoe Store at 2339 


Olive street fitted Maharaja Rajen- 
dra Bahadur, High-Prince of Jind, 
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Northern British India, to two 
pairs of patent leather oxfords and 
two pairs of Dr. Scholl’s arch sup- 
ports. The shoes were made by the 
Brockton Shoe Manufacturing Co. 


Shoe House Shows Increasé 


The Brown Shoe Co. experienced . 


a gain in shipments for’ the first 
two weeks of August over the same 


period last year that amounted to 


$880,000. This practically wipes out 


the loss in shipments that the com- 
pany had sustained during May, 
June and July, and points to a sub- 
stantial gain for the current fiscal 
year. The company states that the 
manner in which merchants are 
buying now indicates a big increase 
in business during September and 
October. 





Cincinnati Merchants Look 
Forward to. Big Fall Trade 


CINCINNATI—Rarely ever have 
the leading shoe merchants of this 
vicinity looked forward to a fall 
season with more enthusiasm than 
at present. The general feeling that 
good business is ahead exists in all 
quarters. Merchants feel that with 
the coming of the first change in 
the weather an active fall season 
will set in. 

During the past few weeks local 
merchants have done extremely 
well in cleaning house. The gen- 
eral report is that stocks are cleaner 
than they have been for many years 
past. One of the largest and oldest 
downtown merchants states that 
his stocks are cleaner than they 
have ever been in the history of the 
store. 

The week ending August 23 
marked the final steps in the stock 
clearance processes. In a few hours 
one day, the Potter Shoe Co., with- 
out advertising in the newspapers, 
but by simply putting the shoes in 
the windows, moved over three hun- 
dred pairs of undesirables at $1.00 
in the children’s department and 
at $1.85 in the basement depart- 
ment. 


Queen Quality Store Opens 


On Monday, August 18th, the 
new store of the Queen Quality 
Boot Shop opened. A sale of new 
fall styles at a special price of 
$6.45 was held. Manager J. A. Zahn 
states that the first week’s business 
proved to be very satisfactory. The 
new store, which is located just 
two doors above the old Queen 
Quality Shop on Race street, is 
finished in black with gold trim- 
mings. 


Good Trade on Riding Boots 


Riding boots are selling in 
greater volume at the Potter Shoe 
Store. In fact, it is thought by the 


Potter management that many mer- 
chants are losing out by not going 
after this business. Potters have 
increased their riding boot busi- 
ness. They simply occasionally pic- 
ture a pair in one of their ads. 


Travelers’ Outing Enter- 
taining 

The annual outing of the Cincin-~ 
nati Association of National Shoe 
Travelers was held on August 
at the Cincinnati Shoemen’s Camp 
on the Little Miami River. The 
usual form of entertainment was 
provided, including a round of 
games, bathing and a big dinner, 
Wm. K. Harrison took the lead in 
handling the details of the event. 


McLaughlin Picks Styles 


In discussing the types of shoes 
that will sell best in the Ohio Val. 
ley section this fall, Harry C, 
McLaughlin of the Potter Shoe 
Store believes that for women black 
shoes will be in greatest demand 
He places patent leather as leaders 
with satin running second; these 
to be sold in a variety of gore and 
strap effects. Next he thinks that 
black and tan Russia calfs, in both 
gores and oxfords will be popular, 
and following these he places black 
and brown 00ze. 

In referring to patterns, he picks 
a style known as the “Sabot” shoe 
with the wide instep strap, carrying 
small cut-outs. The Colonial gore in 
the oxford type is also to be popu- 
lar. A one-strap pattern with the 
shirred goring is also to be con- 
sidered. 

Mr. McLaughlin chooses the ma-~ 
jority of the heels around 12/8 
inches in height and Cuban in de- 
sign. He thinks, though, that the 
16/8 inch Spanish is also to have 
a good call. 
































































A Best Seller for Fall 


ON A NEW FRENCH LAST 
JUST INTRODUCED IN THE WEBER LINE 


EBER UNION MADE SHOES 
are not made merely to look well 
in the window. Customers find that they 
render a service on the feet, that out- 
shines their good looks. 
Here’s a brand new one that every young 
fellow will want the instant he sees it. 


To Retail at $5.00—$7.50 
Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. 
New York Office: 1828 Broadway, Marbridge Bidg. 
H. Harris, Rep. 











CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there's a type of shoe, boot or moccasin, for every outdoor sport. The 
dealer who handles Russell's nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 


“IKE WALTON” *“*APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
eq waterproofed veal with choicest of genuine moccasins for camp and 
-wearing Maple-Pac soles. outing wear. Shaped to natural lines. Made in 

unch as a boot, yet flexible late and gray elkskin with rubber or 
as a moccasin. flexible, sturdy Maple-Pac Soles. 


Write for Catalog and Dealer Discounts 


The W.C. RUSSELL MOCCASIN CO, 
927 Capron Si., Berlin, Wis. 
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In Fort Worth Summer 
Shows a Gain Over 1923 


FORT WORTH—tThe end of the 
sales period is in sight in shoe 
stores here. Continued hot weather 
accelerated the sale of whites. 
Greatly reduced prices helped great- 
ly in ridding the stock of most of 
the local stores of the left-over 
spring styles in tans and beige. A 
sale at the W. C. Stripling store, 
which advertised special sizes as 
well as prices went well. Nearly 400 
pairs of sample shoes were offered 
to the women who could wear 4 or 
At. 

Men’s shoes were stressed in the 
later part of the sales period. Tan 
oxfords met with the best sales, al- 
though all types and modes were 
made attractive through the reduc- 
tion in price. The Florsheim Store 
put on a sale that found a quick 
response. 

Although July and August are 
never really big months, several 
Fort Worth merchants expressed 
satisfaction over the fact that the 
records reveal that this period 
shows improvement over the period 
of last year. One merchant attribu- 
ted the fact to earlier fall buying; 
another to the fact that general 
business conditions are better. 


Fall Buying Commences 


The rapidly growing custom of 
wearing felt hats in July has helped 
the sale of fall shoes. The most pop- 
ular of the earlier models are tan 
one-strap pumps. Due to the re- 
peated showings of the modish 
small black hat, black patents are 
enjoying a vogue which some mer- 
chants expect to grow. Satins are in 
demand. 


Light Colored Hosiery 


Stores are showing and selling 
light colored hosiery. The younger 
girls are wearing colored hose with 
white and with black pumps. 


L. E. Langston Makes 
Shoe Store Managers 


L. E. Langston of the Beacon 
Shoe store enjoys the reputation of 
starting out and training more shoe 
store managers than most any other 
shoe retailer, anywhere. Recently, 
Jack Wallace assumed the manager- 
ship of the local Beacon store. He is 
the third of the Wallace brothers to 
get his start and win his spurs un- 
der the tutorship of L. E. Langston 


of the Beacon Shoe Store. Joe Wal- 
lace is manager of the store in Okla- 
homa City; Gillis Wallace heads the 
store in Wichita Falls and now 
Jack Wallace manages the Fort 
Worth concern. 


Taylor Shop Active 


The Taylor Shop did a clever 
piece of advertising when Sunshine 
Mary Anderson, movie star, visited 
here. A very attractive early fall 
mode in a one-strap pattern was 
named the Sunshine Mary Pump, 
and the actress was invited to the 
shop and fitted with a pair of pumps 
named in her honor. An attractive 
window display of these pumps was 
placed in the windows. 





E. R. PRATHER 
Sales manager and style man 
for the Union Shoe Co., of 
Chillicothe, Ohio. He formerly 
traveled Indiana and Michigan 
for this concern for the past 20 
years, and resided in Anderson, 
Ind. He is moving his family to 
Chillicothe and in the future 
will reside there, as most of his 
time will be taken up at the 
factory with his new position. 





Cut-Out Oxfords Popular 


Cleveland, Ohio—Cut-out oxfords 
are popular numbers in this city. 
Some merchants say that they are 
the intermediate step between the 
fancy, cut-out straps and the plain 
oxfords. 
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Dittmann Co. to Quit 


St. Louis, Mo., August 2—Liqui- 
dation of the Geo. F. Dittmann 
Boot & Shoe Co., which was 
founded in St. Louis more than 86 
years ago by George F. Dittmann, 
is now under way, and in a month 
or two the business will be closed 
down. _ 


The officers decided against tak- 
ing over specialty lines in addi- 
tion to the staple line of low-priced 
shoes now carried, which would 
have been necessary in order to 
continue the business under pres- 
ent conditions in the industry. Re- 
duction of stock and trade was 
begun about a year ago. 


The company has not lost 
money, and in the past has made 
money, it is stated by Philip Bec- 
ker. The $450,000 capital stock is 
held chiefly by the officers, who 
are: William H. Dittmann, pres- 
ident, son of the founder; Robert 
W. Dittmann, son of the president, 
who is vice-president and active 
head; Max Stern, secretary, and 
Philip A. Becker, treasurer. 


Market conditions began to 
change about six years ago, Mr. 
Becker said. Labor costs increased 
and St. Louis, growing as a center 
of the shoe industry, became 
known for higher-priced shoes. To 
meet this changed condition, it 
would have been necessary for the 
company to modify its factories. 
Instead, the two Dittmann factor- 
ies were sold, and since then the 
company has acted as a whole- 
saler. 





The Canadian Shoe Show 


The shoe industry of Canada is 
making a great national exposition 
of footwear at the Coliseum, To- 
ronto, August 23d to September 6th. 
It is held in conjunction with the 
Canadian National Exposition, an 
enterprise typifying the energy, 
resources and progress of the 
dominion. 

This is the 46th consecutive year 
of the exposition, which includes 
all lines of industry, agriculture, 
etc., in Canada. The attendance last 
year was 1,493,000 people. Thirty 
exhibitors of shoes, rubbers and 
machinery are assembled in the 
Coliseum. where a shoe style show 
will be held as an exposition fea- 
ture. 





Many people are so busy planning 
for a retreat that they’re not pre- 
pared to advance—W-O Calendar 
in Walk-Over Factory Prints. 
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Out of the 
‘“‘Price-Hunting’’ Class 


N times of uncertain buying it is the product of known 

value that retains the confidence of the buying public. 
Unbranded goods, or goods of uncertain value, are the first 
to suffer from decreased demand. The article that has estab- 
lished its value, and a real sense of the quality behind its 
trademark, scarcely feels the fluctuations that prove so 
dangerous to less-known goods. 


In millions of homes, there is no other felt slipper known 
but Daniel Green Comfys. These millions make a steady, 
unchanging market, whose sense of loyalty and whose true 
appreciation of Daniel Green value has placed their busi- 
ness beyond the fluctuations of price. This is one reason 
why so many thousands of dealers stick unswervingly and 
loyally to Daniel Green Comfy Slippers. 


Here is an eye-opener! Ask your own sales people how 
many sales they are losing on Daniel Green Comfy Slippers, 
because you are out of sizes. 


Daniel Green dealers are placing their orders now because 
they know that Daniel Green prices will not change, nor 
does the factor of price affect their salability. We shall be 
glad to hear from you concerning your requirements for 
fall and winter. 


Daniel Green Felt Shoe Co. 


General Offices—Dolgeville, New York 
Sales Offices 
116 East 13th Street 10 High Street 
New York City Boston, Mass 
189 West Madison Street 
Chicago, IIL 
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New York Retail Shoe Men 
Eager for Fall Opening 


NEW YORK—tThe recent cool 
spell here brought out some early 
fall shoppers and helped the shoe 
trade to some extent, but it is not 
expected that any real demand for 
fall footwear will evince itself until 
about the middle of September. Fall 
shoes are being displayed more fre- 
quently and have been played up 
strongly by a few stores in adver- 
tising in an effort to get the season 
started as early as possible. The 
merchants here are frankly anxious 
to see the beginning of a new sea- 
son as the summer season just clos- 
ing has not been satisfactory in all 
cases. It is doubtful if the bulk of 
the retail shoe merchants here did 
as big a volume of business in 
money value during June, July and 
August as they did a year ago. One 
of the best established shoe stores 
in town, which was beating last 
year’s sales every month until May, 
has shown slight losses since then, 
despite extra advertising and sales 
efforts. 


Competition Is Very Keen 


Competition in the shoe trade in 
New York is keener perhaps than in 
any other city in the country. The 
large growth of apartment house 
building in the upper West side, 
Bronx and Brooklyn sections has 
been followed by the establishment 
of numerous: new stores in these 
districts. There has been a vast i 
crease in the number of new heigh- 
borhood shoe stores started within 
the last year, all taking a certain 
amount of business from the older 
established institutions in the down- 
town shopping district. 


High Rents Hurt Retail Trade 


At the same time, rents have in- 
creased in New York, until the 
average citizen, according to one 
recent survey, is spending closer to 
a half of his income.on rent, than 
the scientifically correct one quar- 
ter. This, of course, is shown in 
reduced purchases of apparel and 
other personal items, including 
shoes. At least, this is a logical ex- 
planation, which has been arrived 
at by several merchants here who 
have spent considerable time, en- 
ergy and even money in attempting 
to discover the reason for the 
apparent let down in shoe buying 
on the part of consumers. 

Despite the hesitant attitude of 
consumers at present, optimism on 





Colonials Selling Freely 


The early fall business in 
women’s shoes has been cen- 
tered largely on neat strapped, 
gored or small tongued Co- 
lonial patterns. In high grade 
footwear the Colonial and 
regent pump patterns are 
selling particularly well at 
present. In these particular 
patterns the new tan shade is 
going about as well as black. 











the general fall outlook continues. 
Reports from a wide variety of 


trades in New York indicate clearly 


that there has been an upswing in 
business sinee the low point reached 
in July. Employment in general has 
increased, and some of the trades 
that occupy prominent places in 
New York, such as apparel, textiles 
and kindred lines, are more active 
than they have been since March. 
This is expected to be reflected in 
good retail trade_in general this 
fall. 

Social activities scheduled for the 
early fall also are more widespread 
than usual and this may lead to a 
better demand for high grade foot- 
wear. In fact, it already has made 
some impression on the trade. 


Early Fall Style Tendencies 


The fall style development is com- 


ing about slowly. Retail merchants 
are feeling out the temper of the 
buying public on plainer types of 
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shoes, with enough early reaction to 
establish the belief that while com- 
paratively simple patterns are 
wanted, the shoes must have an air 
of smartness about them. The ri- 
valry between the new tan shades 
and blacks continues, with the 
blacks apparently getting the better 
of the argument. That tans will not 
sell as strongly as many expected, 
and most wished, seems to be fair- 
ly well established. At present the 
large bulk of silks and dress goods 
going to both retail houses and 
garment manufacturers is black. 
This indicates, if anything, that 
the efforts to relegate black to a 
secondary position, have failed. 

Even in men’s shoes the business 
seems to be swinging to blacks a 
little more strongly despite indi- 
cations that more light colored 
suits than usual will be worn this 
fall. 


Wholley and Steen at 
Washington 

F. X. Wholley of the Barnet 
Leather Co., Inc. and J. A. Steen 
of the American Hide and Leather , 
Co. were in Washington recently 
visiting around through the fed- 
eral departments in the interest of 
the Calf Tanners’ Association. Mr. 
Wholley will have charge of the 
tariff matters for the Calf Tan- 
ners’ Association during the next 
Congress and Mr. Steen, under Mr. 
Wholley’s direction, will investi- 
gate the conditions in the foreign 
markets as they interest the var- 
ious American calf tanners. Fol- 
lowing his Washington visit, Mr. 
Steen went to Boston to the con- 
ference of the sales organization 
of the American Hide and Leather 
Co. 





Everything in Readiness 
for Fall Season Opening 


BOSTON—Clearance sales lin- 
gered on during the week ending 
Aug. 16 in shoe stores here. Gen- 
erally the report was made that 
colored suedes and whites were 
pretty well cleaned out. Little con- 
sumer interest in new fall styles 
was apparent and few stores put 
any impetus behind the movement 
to push these new patterns. 

One® store’ displays a clearance 
sale in one of its windows and in 


’ the other calléd attention to its new 


fall styles for women. The week was 
about parallel to the preceding 


weeks in August from a viewpoint 
of volume of sales. There seemed 
an uncertain attitude on the part 
of many women who were looking 
about. Patent sold well and some 
merchants are feeling the call for 
tan calf and black suede. . 

At some of the stores where fall 
styles are on display, the leading 
materials are patent, tan calf and 
black suede. Operas are expected 
to be in good demand, and of 
course straps will be a pattern fac- 
tor. Plain strap numbers in tan calf 
with medium and medium high 
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Dr. Darling Shoes 


will show good profits and build a reputation. 
Our In-Stock Department is finding it difficult 
to keep up sizes to supply the demand for our 
Dr. Darling specialties. Particularly the style 


shown here. 


Style B-604—Price wa. $4.25 
Black glazed kid. 12/8 “Cuban heel. Rubber 


top lift. Perforated tip. Perforated lace sta j i i 
Tron oie orate we nike one Hd You can also enjoy this pleasant experience 
sprin; . 

‘A wonder for comfort. AA, ‘ti 4, 49; if you buy these shoes. 

Eng nS 3%4-9; D, 3%-9; E, 3 


60 Pre ns TO Folder or Salesman on request. 


SHERWOOD SHOE CO. :: Rochester, N. Y. 


ORIGINATORS OF QUALITY McKA YS 





























NU LIFE 7 Top Lifts 


Save the shoe frame 
just as balloon tires save the automobile chassis 


Cushion the shoe from jars.and by longer pre- 
serving the tread, save wood heels from running 
over and splitting which results in the whole 
shoe warping out of shape. 


NU-LIFE Top Lifts are made in 12 
sizes that fit all styles of wood heels. 


HANOVER RUBBER COMPANY 


WEST HANOVER, MASS. 
Boston Salesroom, 10 High St. 
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heels promise to be good sellers. 
The concealed goring style, also 
front and side gore patterns, are 
impressive looking, especially in 
black suede. Small black rosettes, 
placed at the side of the shoe, are 
used in black suede styles for fall. 


Blonde Satin for Fall 


Great things are expected of 
blonde satin. It is expected to make 
a marked impression as a popular 
fall style. Present indications point 
to it being carried in a diversity of 
styles. The shoe department at the 
C. F. Hovey Co., of which Milton 
Plant is manager, showed several 
striking patterns in this material 
during the week commencing Aug. 
25. 

The men’s trade was fairly active. 
Broad-toed models appear to be 
gaining and it looks like a big fall 
season on this type of shoe in tan 
oxfords. The trend is definitely 
toward roomier patterns for men 
and the broad-looking model fits in 
nicely with the loose-fitting trousers 
that are now the vogue. 


E. D. Lewis with Thayer 
McNeil 


E. D. Lewis, formerly manager of 
the Rice & Hutchins, Inc., Tremont 
street store, for seven years, and 
later manager of the John Davis 
Shoe Store, Providence, R. I., is now 
a member of the sales force in the 
women’s shoe department of the 
Thayer McNeil Co. 

Mr. Lewis reports that black strip 
pumps are selling well—also quite 
a few.tans. It looks to him as if fall 
business would open up early this 
year. 


Salesmen’s Meeting on 
October 6 


The Boston Retail Shoe Sales- 
men’s Association will hold its first 


meeting of the fall season at 
Dupont’s, 40 West street, on Mon- 
day, October 6. The speaker of the 
evening will be E. Mark Sullivan, 
corporation counsel of Boston. F. N. 
Greenwood, president, and Percy E. 
Thayer, head of the educational 
committee, state that a very inter- 
esting and instructive program is 
being arranged for this and suc- 
ceeding meetings of the association. 


Miami Buyer Visits 
Charles K. Sheben, buyer for the 
Standard Shoe Company, Miami, 
Fla., was a visitor in this city re- 
cently. Mr. Sheben made a call at 
the Recorder office and had a word 


to say about what he is selling in 
the sunny Southern city. In wom- 
en’s shoes, Mr. Sheben stated that 
“the newest things in novelties” 
are in demand. He stated that 
satins are very strong and will con- 
tinue to be strong; that suedes are 
coming along well. He said that 
there was a great demand for black 
kid. As to heels, a very popular 
height is the “Junior,” or about a 
14/8, Spanish Louis; that high 
heels are good, on very elaborate 
evening pumps, with dainty cut-out 
work. While the military heel is not 
moving very well, he finds a de- 
mand for the almost flat heel. He 
also finds that the short vamp in 
the medium toe is very good. 


Ferrers in New Position 


C. C. Ferrers returns to Boston 
as buyer and manager for Jones, 


C. C. FERRERS 


Peterson & Newhall Company. He 
assumes his new duties on Septem- 
ber 1. Mr. Ferrers has recently 
managed Burton, Inc., of Hartford, 
Conn., prior to which he was a shoe 
buyer in the Jordan Marsh Com- 
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pany. During the National Shoe Re- 
tailers’ Convention in 1920, he was 
chairman of the Style Show Com- 
mittee. He has a wide and exten- 
sive following in Boston and is wel- 
comed back to his home town. 


Wholesaler in Market for 
1,000,000 Pairs 

A healthy index that better busi- 
ness is just around the corner is to 
be had in the announcement of 
S. Rosenberg & Son, well-known 
shoe jobbing house of Boston, that 
they are in the market for one mil- 
lion pairs of shoes of all kinds, for 
both domestic and export selling. 

The firm states that they are pre- 
pared to pay cash for any and all 
suitable lots, including discontinued 
patterns and styles, particularly in 
C, D and E widths. 

S. Rosenberg & Son are well 
known as being probably the largest 
handlers of job shoes in this coun- 
try, and doubtless also in the world, 
and their information as to both 
domestic and foreign markets is 
necessarily very extensive. They 
are preparing to cope successfully 
with the demands which are now 
being brought to them for Ameri- 
can shoes, and this offer to buy any- 
thing up to one million pairs is but 
one effort along these lines. 


Sport Shoe Spurt 
Boston, Aug. 25—Gillett-Upton 
Shoe Co. reports a marked interest 
in sport footwear during the past 
few weeks. Many numbers in tan 
and brown Russia calf with crepe 

rubber soles have sold freely. 


Plain Effects Sell Buckles 

Boston, Aug. 27—George H. 
Wirth of the Geo. H. Wirth Co., is 
selling many ornamental buckles. 
He attributes their popularity to 
the demand for opera and short 
tongue pumps. Patent, black satin 
and tan Russias in plain effects, 
look good to him, he says, for early 
fall. 





Marked Gains in Brooklyn 
Manufacturing District 


BROOKLYN—Business in the 
Brooklyn shoe producing district 
continues to gain. Orders are larger 
and more frequent, and as a result 
factory operations have been in- 
creased perceptibly. It is difficult 
to determine the extent of the 


improvement as it has not been even 
in all factories. It is stated on good 
authority, however, that as a rule 
the larger producers are operating 
at from 30 to 40 per cent greater 
production than was the case two 
months ago. Although figures on 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


‘ Put Crawford Arch Support-_ 
ing Shank Shoes on your 
customers’ feet. It will 
prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 








“Nhe Shocetith the Giatlood 
Arch Supporting Shank 








I United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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employment are not obtainable, 
there has been a fairly sharp up- 
turn in the number of new workers 
engaged or old workers. who. have 
returned after lengthy lay-offs. 
Although the improvement has 
been sizeable, there is nothing re- 
sembling a boom, and there is still 
room for further gains. According 
to one of the leading manufacturers 
here, optimistic sentiment has out- 
run actual improvement, which 
appears to be the case in many 
other industries besides shoes. At 
the same time, the upturn has been 
strong enough to furnish a good 
basis for belief that further gains 
are coming and this probably ac- 





Plain Straps Good for 
Fall and Winter 


New patterns are shown 
from time to time but they 
show little marked differen- 
tiation from those introduced 
at the beginning of the fall 
selling season. There is plenty 
of variety in current patterns, 
even though most of them 
are along more simple lines 
than have been shown for sev- 
eral seasons. Plain strapped 
models are becoming more 
popular for late fall and early 
winter selling and recently 
there has been a steady de- 
mand for well-made one and 
two-strap patterns in plain 
brown or black calfskin with 
welt soles and medium heels. 
Along with this is a better 
demand for plain oxfords. 
These are two of the most 
conservative and staple types 
that can be produced. 











counts for the more optimistic 
spirit prevailing among the shoe 
manufacturers. 


Merchants Buying More Sizes 


The new business coming into 
the factories is of a more satisfac- 
tory nature than it has been for 
several seasons. The chief change 
noted is that retail merchants are 
now buying fewer patterns and 
more sizes in the patterns they do 
buy. This is making for more 
steady production and economies in 
9perations. It is this feature, it is 
said, that is largely responsible for 
the fact that prices here have not 
been increased to any extent de- 
spite some stiffening in the leather 
market. 


Another feature that has come to 
notice is the fact that retail shoe 
merchants appear to be confining 
their orders to fewer manufac- 
turers. This is more or less a 
natural correlary to the buying of 
fewer patterns, but it has helped 
the larger manufacturers with 
established reputations and has 
worked to the disadvantage of many 
of the mushroom producers with 
which the district is dotted. 
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In this respect business is decid- 
edly more normal. The trend of 
styles also is showing a more 
stabilized and normal character. 
Several manufacturers assert that 
some of their best selling numbers 
at present are those that were 
shown in the Brooklyn style show 
last May. It has been some time 
since styles projected in the spring 
have held through into the fall 
season. 





Lynn Factories Enjoy a 
Good Trade in August 


LYNN—tThe shoe business near 
the close of August showed an en- 
couraging increase in volume. More 
conservatism about styles is appar- 
ent. A grading up of shoes is going 
on in face of a rising raw material 
market. 


Lynn made and shipped more 
shoes during August than during 
any month since the spring time 
rush. Buyers seemed eager for 
shoes, too. Apparently, Lynn’s shoe 
business, which was dull during the 
late spring and early summer, is 
going to even up for the year with 
a brisk fall and winter run. 


The Style Survey 


Black is the leading color and the 
latter part of August showed a 


further gain on black shoes— 
patents leading by far, and suedes, 
satins, black kid and calf, and some 
velvets coming after. Mention 
should also be made of tan calf and 
kid, especially as used for welt ox- 
fords. 

Lasts are of many types. Manu- 
facturers are trying new models of 
pump lasts, new oxford lasts of 
medium and wide toes, such as 
brogues, and also modifications of 
the popular New York toe last. Be- 
sides there is some interest in 
slimmer toes. 

Heels continue to range from 
10/8 to 16/8 high, with a few for- 
mal dress slippers carrying higher 
heels. They are generally graded as 
from 10/8 to 14/8 for low and 
from 14/8 to 16/8 for high. 

Patterns reveal a larger interest 
in pump styles, plain or opera 
pumps, yoke pumps, tongue pumps, 
and various gore style pumps, some 
with slide, buckle or bow orna- 
ments, Strap pumps, especially of 
the twor and three-strap styles con- 
tinue good, to be sure. * 

Gore patterns show a tendency 


to the larger use of gores in the 
sides, and, also, an effort to use 
gores in ties, and even in oxford 
styles. For instance, a four eyelet 
oxford has a webbing in its tongue, 
so that the shoe may be put on or 
taken off without unfastening the 
lace. 


Jones Left $300,000 


The late V. K. Jones, of V. K. & 
A. H. Jones, Lynn shoe manufac- 
turers, left an estate of $300,000. 
To his two bookkeepers, who had 
been with him for years, he left a 
fund of $50,000, a direction that his 
estate should see to it that their 
income was each $5000 annually, 
and that, upon the death of other 
heirs, they should have half the 
estate. ; 


Welts for New York 


Hennessey, Maxwell & Hennessey 
are sending a lot of welt oxfords to 
New York. A number of them have 
the new storm welting. 


In New Quarters 


The Standard Shoe Co., makers 
of women’s welt shoes, has moved 
to the Realty building, at 192 Broad 
street, where it will increase its 
production of welts. 


“The Busiest Shop” 


Employees of Murphy, Gorman & 
Waterhouse threw out a banner 
over the big shop in Liberty square, 
which read, “The Busiest Shop in 
Lynn.” They say they intend to 
keep it there. 


All Blacks 


At the Daley Golden Rule factory 
it is all black shoes that are being 
made. Pumps, in opera, yoke and 
gore styles predominate, and there 
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are straps, too. Some new models, 
of the step-in type please New York 
buyers. Heels are 12/8 high for 
low, and 16/8 high for high. 


Lion Company Opens 
The Lion Shoe Co., which has 
taken new and larger quarters in 
the Harwood factory on Allerton 
street, “opened it up” with a recep- 
tion to friends recently. 


Men’s “New Era” Shoes 


A. E. Little & Co. are experiment- 
ing with the making of men’s shoes 
by the “New Era” process, which 
they have invented and patented for 
the manufacture of women’s shoes. 
In this new era process, uppers are 











stapled to insoles, and outsoles are 
sewed directly to insoles by a lock 
stitch machine of a new construc- 
tion. 


New Lynch Styles 
T. Frank Lynch of the T. Frank 
Lynch Shoe Co. will show New York 
buyers some new very striking 
styles. Incide tally, his shop is go- 
ing to capacity, chiefly on blacks. 


Mr. Fisher Improving 

Samuel Fisher, of A. Fisher & 
Son, and president of the Lynn Shoe 
Manufacturers’ Association, is re- 
covering from an attack of typhoid 
fever, which he suffered while visit- 
ing his summer home in New 
Hampshire. 





Busier Times Develop in 
Haverhill Shoe District 


HAVERHILL—Buying methods 
pursued by a large proportion of 
shoe merchants, according to Ha- 
verhill manufacturers, are a serious 
handicap regarding obtaining vol- 
ume factory production. Buying 
only for immediate needs has 
brought about new problems to fac- 
tories in Haverhill and elsewhere. 
While this prevails in all grades of 
footwear, it is particularly true in 
regard to the higher-priced lines. 
Salesmen are calling on the trade 
more frequently than ever before 
as a means of keeping up the volume 
of factory production. This calls 
for continuous selling effort with 
the added expense for transporta- 
tion and hotel accommodation. 

However, with the improvement 
in business conditions, which is 
gradually coming about, local manu- 
facturers are encouraged to con- 
tinue their efforts in regard to 
volume production through attrac- 
tive novelties which they are bring- 
ing before the merchants. Price, 
too, is an important factor and one 
which Haverhill manufacturers 
have worked out in a way which is 
bringing to the city more business 
than for months past. “Pretty 
shoes at popular prices” is a slogan 
which is always in the minds of 
merchants. Along this line Haver- 
hill manufacturers are thoroughly 
competent to deliver satisfactory 
footwear. 


For Porto Rican Trade 


An interesting feature in con- 
nection with the exporting of Ha- 


verhill-made shoes is the fact that 
in some of the countries or islands 
where these are sent the styles 
selected by the merchant are those 
which are out of date in the United 
States. That-is to say, in many for- 
eign localities the style trend is a 
year or so behind that of the trade 
in the United States. Illustrative 
of this is the selling to foreign 
buyers at the present time of 
Haverhill turns and McKays in 
elaborate cut-out patterns. These 
styles which are now to a great ex- 
tent out of date in United States 
stores are favorites, for instance, 
with Porto Rican buyers. A pat- 
tern, showing 36 cut-outs, recently 
was sold in a good sized order to 
an island buyer. This was made up 















in black patent, which is a prime 
favorite with the trade in tropical 
countries. Colored patent and kid 
leathers of shades which have been 
dropped to a great extent in the 
United States, meet with the ap- 
proval of Island buyers and con- 
sumers. 


Adams Factory Had Busy 
Six Months 


F. E. Adams Shoe Co., with its 
factory in the neighboring town of 
Seabrook, N. H., recently concluded 
the most prosperous six months in 
its history. Stock taking has been 
finished and work resumed with 
orders in hand for several thousand 
pairs of women’s high grade turn 
shoes. The Adams line is sold to 
leading retail and department 
stores in the principal cities and 
larger towns of the United States. 
Frank E. Adams, head of ‘this 
house, is a Haverhill resident and 
previous to his removal to a new 
plant in Seabrook, was identified 
with this city in a business way. 
He is one of the most successful 
New England shoe manufacturers 
of the younger generation, his busi- 
ness having increased through the 
production of dependable goods 
backed by intensive merchandising. 


Working on a Busy 
Schedule 


Witherell & Dobbins Company, 
makers of women’s popular-priced 
turn footwear, is getting out a 
good production at its factory. Phil 
English, Jr., of this concern, is on 
a trip to the cities in the Middle 
West and Northwest, showing the 
newest styles manufactured by this 
progressive house. 





Philadelphia Concerns 
Receiving Steady Orders 


PHILADELPHIA — Orders con- 
tinue to come into the shoe factories 
here for both immediate delivery 
and for shipment a little later on in 
fall. Demand is very largely con- 
fined to patent leather, tan calf, 
black calf, and some suede. Satins 
are quiet. Both front and side gores 
are reported moving fairly well. 
Straps are still called for in a variety 
of rather fancy designs. Manufac- 
turers report that it is still neces- 
sary to bring out new models all the 
time to keep the trade satisfied but 
that patterns are neither so fancy 


nor so numerous as was the case at 
the height of the fancy shoe vogue. 
Prices generally show no variation 
from last year’s quotations. The 
only fluctuations apparent are those 
necessitated by the varying amount 
of work on different patterns. 


Colored Linings to Continue 
Popular 
Herman Meyers, of Croxton 
Wood and Co., Inc., thinks that col- 
ored linings will not be superseded 
(Continued on page 95) 
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Shoe Stores in Rochester 
Ready. for Fall Opening 


ROCHESTER—Shoe merchants 
will co-operate with the Rochester 
Exposition which opens Labor Day 
by special window displays and by 
decorating their store fronts in an 
effective manner. Several merchants 
exhibit lines of footwear at this 
exposition which is attended by 
visitors from all parts of the coun- 
try. 


Leather in Children’s Shoes 


The use of leather in children’s 
shoes is featured in an unusually 
large sized newspaper advertise- 
ment by the Wm. Eastwood & Son 
Co. This announcement was a tie-in 
ad with another ad that urged the 
use of leather for footwear. In the 
Eastwood announcement every type 
of a child’s shoe from the moccasin 
to the play shoe is shown. 


Sales for August Show Gain 


Retail shoe sales for this August 
will undoubte‘ly sljightly exceed 
total sales for the corresponding 
month a year ago, according to 
several local shoe men. Women’s 
footwear especially increased in 
total sales, while hosiery took a 
slight decline, according to figures 
available for the greater part of 
the month. Merchants look for an 
early opening for fall business. 


Satin and Patent for Fall 


Manufacturers as well as retail 
merchants agree that black patent 
and satin will be strong for fall. 
Straps and goring effects will pre- 
dominate, according to Harry Joy 
of Joy, Clark & Nier, Inc. The 
meduim round toe and the short 
vamp last also will be demanded. 





Brockton Firms Planning 
for Fall Selling Program 


BROCKTON — Preparatory to 
the opening of another season, shoe 
manufacturers in Brockton and the 
adjoining district are making plans 
for a most intensive selling cam- 
paign. They appreciate that mer- 
chandising is their greatest prob- 
lem. Such being the fact, the local 
manufacturers, with characteristic 
energy, are making changes in their 
selling forces wherever weak spots 
exist, localizing so far as possible 
their salesmen’s territory so that 
their selling force is in constant 
touch with customers, planning 
publicity through the use of 
printers’ ink and in other ways 
lining up their selling campaign 
after most modern and progres- 
sive ideas. It is along these lines 
that Brockton manufacturers pro- 
pose to merchandise their products 
the coming season. They recognize 
the fact that merchants are not 
buying as far ahead of their needs 
as formerly, and for that reason 
they must be more closely and care 
fully looked after concerning their 
needs from month to month and 
even from week to week for season- 
able merchandise. That is to say, 
the bringing of shoes from the 
factory to the merchant is a point 
on which manufacturers are con- 


centrating to a greater extent than 
ever before along ideas which are 
expected to be of mutual advan- 
tage. 


Passed the Million Mark 


Since placing the Barbour Storm- 
welt on the market a few months 
ago, the Barbour Welting Co. of 
Brockton has produced at the fac- 
tory in this city more than a million 
yards of this patented welt. There 
are now more than 200 concerns 
manufacturing men’s and women’s 
welt shoes which have adopted the 
Barbour Stormwelt as a feature of 
their production. Daily additions 
are being made to this extensive 
list. As a means of bringing this 
novelty to the attention of the 
public, a campaign of advertising 
will be inaugurated in October. 


The. Made-in-Brockton Shoe 


About ten years ago a movement 
was inaugurated in this city to in- 
crease the sale of Brockton shoes 
by stamping on the sole and plac- 
ing on the carton label of each pair, 
the words “Made in Brockton.” 
This plan was backed by the Brock- 
ton Board of Trade, as it was then 
known, and was put in operation 
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by a committee from that organi- 
zation. The plan was well received 
by local manufacturers. Several 
concerns utilized this “Made in 
Brockton” slogan for a considerable 
period of time. The Brockton 
Chamber of Commerce is now plan- 
ning to boost Brockton district 
shoes by issuing a bi-monthly pub- 
lication which will set forth the 
merits of local-made footwear. This 
is to be distributed gratis to a 
large list of retail shoe merchants 
all over the United States. 


Sport Shoes for Foreign 
Trade 


A manufacturing concern which 
has paid considerable attention to 
the exporting of shoes, reports: 
“We are sending a considerable 
amount of men’s sport shoes abroad 
at the present time, particularly 
to far eastern countries. Japan is 
calling for lines of men’s sport 
shoes of a good grade made up in 
plain or fancy combinations of 
colored leathers with leather or 
rubber soles and heels. We are also 
sending to that country some regu- 
lar lines of shoes of the good 
grades. Cheaper footwear is being 
produced to a considerable extent 
by the Japanese in factories in 
their own country. We learn from 
customers that new shoe factories 
are to be opened in Japan in the 
near future. 


Resignation of Factory 
Foreman 


Arthur P. Starrat, for 44 years 
in charge of the stitching room 
department of W. L. Douglas Shoe 
Co., has resigned his position in 
that organization. Mr. Starrat, who 
recently reached his 73d birth- 
day, was given valuable remem- 
brances by the women employed in 
his department. He is succeeded by 
Sheldon B. Olson who formerly had 
charge of the Emerson Shoe Com- 
pany stitching department. Mr. 
Starrat has purchased a farm near 
Brockton where he will reside. 


Brockton Fair Shoe Style 
Show in October 


Plans for the Brockton Fair Shoe 
Style Show, one of the big features 
of the annual Brockton Fair to be 
held Oct. 1, 2, 3, 4 and 5, are taking 
a definite shape. The shoe style 
show is to be held daily between 9 
A.M. and 8 P.M. 

There will be plenty of music, 
continuous style show and vaude- 
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ville, specialty numbers and several 
innovations which will make the 
show complete and snappy. With 
butterflies everywhere, brilliant 
lights, entrancing music and ravish- 
ing costumes, the brilliancy of 
Fairyland will be the setting for 
the happiness of thougands every 
hour. 

The makeup of the 1924 commit- 
tee is as follows: Hon. John S. 
Kent, president of Brockton Shoe 
Manufacturers’ Association, hon- 
orary chairman; Frank E. Packard, 
general chairman; George M. Rand, 
general manager and decorator; 
William B. Nash, style show direc- 
tor; John S. Kent, Jr., men’s shoe 
styles; W. W. MacArthur, exhibits 
and exhibition; Frank M. Bump, 
secretary and treasurer; assisted 
by Mollie F. Hurley, dancing super- 
visor; J. Frank Beal, music; Frank 
E. Cobb, exhibits; Miss A. L. 
Glidden, advisory; A. Scudder 
Moore, electrical; Old Colony Ad- 
vertising Club, Burton L. Wales, 
president, publicity. 


List of Exhibitors 


The following concerns are to 
exhibit at the style show: C. A. 
Eaton Shoe Industries, E. E. Tay- 
lor Co., Union Shoe Co., Inc., 
Thompson Bros. Shoe Co., Field & 
Flint Co., Howard & Foster Co., 
Conrad Shoe Co., M. A. Packard 
Co., T. D. Barry Co., Stone, Tarlow 
Co., Inc., Philip Giard Shoe Co., 
Brockton Shoe Manufacturing Co., 
Bion F. Reynolds, Mohawk Mocca- 
sin Co., A. Freedman & Sons, Inc., 
Buckley Shoe Co., Sporwin Shoe 
Co., Whitman & Keith Co., C. S. 
Marshall Co., Wall, Doyle & Daly, 
Inc., Dalton Shoe Co., Churchill & 
Alden Co., George E. Keith Co., 
A. E. Little Co., W. L. Douglas 
Shoe Co., Brockton Co-operative 
Boot & Shoe Co., Stacy-Adams Co., 
C. E. Lynch Shoe Mfg. Co., Preston 
B. Keith Co., Poole & Johnston, all 
of Brockton. 

Edwin Clapp & Son, Inc., East 
Weymouth; J. E. French Co,, Rock- 
land; Hurley Shoe Co., Rockland; 
Emerson Shoe Co., Rockland; C. B. 
Slater Co., South Braintree; M. N. 
Arnold Shoe Co., North Abington; 
E. T. Wright & Co., Inc., Rockland; 
Rice & Hutchins, Inc., Boston; 
L. A. Crossett Co., North Abing- 
ton; Richards & Brennan Co., Ran- 
dolph. 





Coed—“Your new overcoat is 
rather loud.” 

Frosh—‘It’s all right when I put 
on a muffler.”"——From the Literary 
Digest. 
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Philadelphia 

(Continued from page 92) 
by black for lining purposes. In 
some quarters it was predicted that 
black would be used as lining in 
fall because of the turning to black 
hosiery. Mr. Meyers, however, 
points out the fact that not only 
can shoes with light linings be worn 
with black stockings, but also with 
stockings of the various delicate 
light shades without soiling them. 
This two-fold advantage, he thinks, 
will continue the popularity of 
colored linings, regardless of what 
color stockings are worn. There is 
a feeling, also, among manufac- 
turers that shoes with dark outsides 
and light colored linings are far 
more attractive than shoes with 
dark linings. 


Featuring August Sales 


Most of the stores here are fea- 
turing August clearance salés at 
greatly reduced prices. Gimbel 
Brothers recently offered twenty 
styles in women’s low shoes at $2.90 
a pair. The lot included dress, 
street, vacation, and fancy styles in 
satin pumps, patent sandals, white 
kid sandals, gray suede pumps, 
black kid oxfords and white canvas. 


Shoe Polish Sales 


According to P. P. Lagomarsino, 
a large shoe store supply merchant, 
some shoe stores are letting the 
dressing business slip through their 
fingers. Mr. Lagomarsino reports 
that he sold more white dressing 
this year than ever before and that 
80 per cent of it went to the whole- 
sale drug trade. Mr. Lagomarsino 
thinks the retail stores should han- 
dle more findings and is offering a 
showcase for the display of findings 
free to each retail shoe store whose 
sales are large enough to warrant 
such a gift. He has placed one, fully 
equipped with finders articles, on 
the floor of his store to be used as a 
model by retailers. 


No Change Seen in Factory 
Wage Scale 


With the exception of one or two 
manufacturers, who are going to 
work for wage cuts to take effect 
towards the close of the year, there 
is no indication of anything which 
looks like wage adjustments in Phil- 
adélphia factories. Some manufac- 
turers think that the question will 
come up sooner or later for discus- 
sion but there has been no talk so 
far which would indicate that this 
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matter is at all alive at this time. 
One manufacturer whose plant is 
running to capacity says that he 
will not try to put through a wage 
cut as long as the cost of other com- 
modities continues on its present 
level with advances. 


Good Demand for Children’s 
Shoes 

There is considerable demand for 
children’s shoes, according to the 
Weber Shoe Company, in patent 
leather, tan calf, tan kid, genuine 
buck, and nubuck. In shoes for girls 
two-tones in patent and white, pat- 
ent with mouse colored tops, and 
patent with suede top are in de- 
mand. 


Tan Calf Selling Well 

The Remy Landsberg Company 
reports that so far as it is con- 
cerned there is very little call for 
patents but quite an active demand 
for the lighter shades of tan calf. 
Black calf is quiet. According to 
this firm fancy shoes are on the de- 
cline and plainer patterns are tak- 
ing their place. Prices remain un- 
changed. 


Women’s White Shoe Sale 

Snellenburg’s store recently fea- 
tured a sale of 2000 pairs of wom- 
en’s white pumps and sports ox- 
fords. They were offered at $3.25 a 
pair. Included in the sale were 
white kid lattice front pumps, fancy 
instep strap pumps, white calf cut- 
out three-buckle sandals, fancy cut- 
out vamp sandals, and many styles 
of sports oxfords and pumps in 
combinations of white linen with 
white calf trimming. 


United Shoe Machinery 
Employees’ Outing 

Beverly, Mass., Aug. 26—More 
than 10,000 persons attended the 
Sam-Sam day, the annual good 
time day of the United Shoe Ma- 
chinery Athletic Association. The 
program was very entertaining and 
continued throughout the day and 
evening. Louis A. Coolidge, treas- 
urer of the company, was the prin- 
cipal speaker. 


New Shoe Stores 

The Palmer Shoe Store, Houlton, 
Maine, Robert A. Palmer, Jr. John 
K. Palmer and Beatrice W. Palmer, 
officers. 

Blaw & Rosenthal, Ringold, 
Texas. 

Ernest Beaumier, 
N H 
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Merchants Company Holds 
Open House 


Boston, Aug. 27.—The Merchants 
Shoe Company celebrated “Open 
House” at its new headquarters in 
the center of the Boston shoe dis- 
trict recently. The new location on 
the corner of Essex and Lincoln 
streets covers 2500 feet of active 
selling and sample room space, an 
increase of 100 per cent over the 
former location. George M. Rosen, 
treasurer and general manager, was 
the recipient of m&ahy baskets of 
flowers on opening day. Since start- 
ing the Merchants Shoe Company 
in 1918, the business of specializing 


GEORGE M. ROSEN 


in women’s footwear of the better 
grade has increased until now the 
house covers all of the New Eng- 
land and is spreading out into 
other sections of the country. Mr. 
Rosen has had 25 years of shoe 
experience, ranging from the own- 
ership of one store to the owner- 
ship of eight. He is now exclusively 
in the wholesale shoe business. 

The new sample rooms are fur- 
nished in oak and tan, and con- 
sist of a buying office and sample 
rooms on the main floor with 
accounting department on the mez- 
zanine. 


New Shoe Stores 

Weiss & Jackier, 32 Avenue B, 
New York City—Men’s, women’s 
and children’s shoes and hosiery. 

M. Eckhaus & Son, 74 Main 
street, Paterson — Contemplating 
opening new store. 

Maison Maurice (short vamp 
shoes and bobbed hair hats) (third 
store in chain), Worcester, Mass. 








MANHATTAN FINDING CO. 


107 Duane St., New York City 


alizin 
“KOM-F Fur AR | "SUPPORTS 


Shoe Store Supplies z* every description 
Write today for information 
We carry a full line of Gym and Ballet 
Slippers in stock 














Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 


























New England Section for 
N.S. R. A. Convention 


Boston, Aug. 28—The large ex- 
hibit hall in Mechanics Building 
has been reserved for the New 
England exhibitors planning to 
participate in the 14th annual 
convention-exposition of the Na- 
tional Shoe Retailers’ Association. 
It is to be held here January 12, 
18, 14 and 15. Applications for 
space should be made to George M. 
Spangler, Manager National Shoe 
Retailers’ Association, 224 South 
Michigan avenue, Chicago. 





“The average woman has a vo- 
cabulary of only 800 words,” de- 
clares the figure hound. It’s a stock 
to be sure, but think of the turn- 
over.—Walk-Over Factory Prints. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


word for each insertion. 
.~_~ For other “Want” 
insertion. 


coventy See 
— + cents per word 
mum = accepted, $1.25. Ads under this 


Recorder rates for space less than one-eighth page per Piinimam amoon ila ar ge cents 
7 times 13 times 26 times 52 times 
$4.00 $3.50 $3.00 
8.00 7.00 
12.00 10.50 9. 00 
16.00 14.00 12.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMAN calling on retail ladies’ shoe 
stores and Department Stores to carry a 
small line of best selling Rhinestone Shoe 
buckles and Ornaments. Commissions 10%. Ad- 
dress E-991, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


P ROMINENT Rochester manufacturer, mak- 
ing a line of Women’s and Big Girls’ pop- 
ular price novelty shoes, will engage the serv- 
ices of a high power, live-wire salesman, who 
can produce results. Must have acquaintances 
and following among New York State mer- 
chants. We have a good size clientele that 
we will turn over. State past experience, sales 
record and trade references in your first letter. 
Address E-992, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


ALESMEN WANTED—We require several 

salesmen to carry fine line of Men’s Good- 
year Welts to retailers and chain stores. Sev- 
eral territories open. Write in detail experi- 
ence present connection, kind and amount of 
shoes sold. Replies shall be considered strictly 
confidential. Box K-687, care Boot and: Shoe 
Recorder, 127 Duane St., New York. 


WANTED. EXPERIENCED SALESMEN— 
Side line Children’s Turns. New York, 
Pennsylvania, Illinois, Indiana, Iowa, Michi- 
gan, Ohio. Straight 7% commission. In-stock 
. Give qualifications and references 

letter, stating what line you handle. 
Scbuyinilt Shoe Co., formerly F. C. Gerber, 
Orwigsburg, Pa. 


W4NTED— Experienced salesman to carry on 
commission, “Kesco” line of Infants’ 
Children’s and Misses’ Turn Shoes, in Ohio, 
Indiana and Kentucky. Also salesman for New 
York and New Jersey. Address with references, 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 


ALESMAN, with car, to cover Baltimore 

and vicinity with Milwaukee Made Men's 
and Boys’ Work and Semi-Dress Shoes, also 
Children’s Stitchdowns. Stock carried in New 
York. Commission basis, drawing account. Re- 
ply to E-993, care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


XPERIENCED SALESMAN to cover our 
established trade in New Jersey to sell our 
complete line in stock. All corresp 























Michigan 


Write for particulars, giving references. 





Indiana— Wisconsin 
We want cmetnest salesmen to cover the above peustiee 
STAMP WO SHOES, snedvess Welt and Nailed, in 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


. We make unlined UNION 
her, Outing and Moulder. 








GALESMEN wanted to sell on straight com- 
mission, ny or non-conflicting side 
line. Big boys’, boys’, youths’ and little gents’ 
shoes, in Goodyear welt, McKay and Nailed, in 
following territories: Missouri, Kansas, Okla., 
and Ark., Texas, lowa, Nebraska, Wisconsin, 
No. and So. Dakota, Tenn., and Ky. Must give 
references with application. Belleville Shoe Mfg. 
Co., Belleville, Il. 


WANTED—Experienced salesmen who cover 
—— Illinois, Michigan, Wisconsin, 
Penns: a Kentucky, Tennessee, Minne- 
Se. . Mississippi, a 

our eae | 
r+ ‘spring-healturne aps 
our Flexible Welts = Stitch- 





non-conflicting lines. an pay 7% commission. 
Samples now ready. ve full particulars and 
references when any im your +; 
Flexible Shoe Company, Rochester, N. 


.ALESMEN WANTED to sell 
line 1-6 first steps and 
shoes of merit, Bees, 





16 Columbia St.. 


LS MANUFACTURER of women’s 
welts wants salesmen in 

ton, Cleveland, Chicago, Cincinnati, 

burgh, Buffalo and Baltimore. Line includes 

staples and novelties and features a fine line 

of wide ankle shoes with Ln = iy) arch support- 

er shanks. be apy numbers in stock at all 

times. Can be had as side a = if desired. 8% 

commission id dress E-983, care 

Boot one a. Recorder, 207 South Street, 








treated confidential. Address E-994, care Boot 
and Shoe Recorder, 127 Duane St., New York. 


W ANTED—Salesman for Florida to carry 
our line of infants’, children’s and misses’ 
medium and fine turns. Staples and Lest novel- 
ties carried in stock. Above line can be car- 
ried in connection with other lines. References 
necessary. Rohrer & Co., Orwigsburg, Pa. 





Colo., New Mexico 
and Arizona 


dren’s and big misses’ stitchdowns. oo 
Recorder, 207 South Street, Boston, Mass. 


Kentucky! 


=, ability who can show reco: 


So. Idaho, Utah 
and Navada 


Just a few samples to carry from which you can sell enough numbers to pay 
then some. Successful men only to sell high-grade evento 
y confidential. Write E-995, care 


Tennessee! 


Successful men to sell the Helmholz Jimmy & sage J line of 
commission, including mail orders. Big sellers 
of past performance need apply. Give lines sold 
3 years and shipments last 12 months. 





Ww for a real snappy condensed 
specialty line branded ladies silk hosiery. 
with a guarantee to the Dry Goods, Shoe 


No. Idaho and 
Montana 


r traveling 
line of chil- 
and Shoe 


New Hamp. and Vt.! 


high-grade stitchdowns. 7% 
in stock at popular prices. Only men of 


HELMHOLZ SHOE MFG. CO., 
Line 


The J 
P. O. Box 


immy & Jenny 
580, Milwaukee, Wis. 


ANTED—Salesman experienced in sell. 

ing a high-grade line of men’s dress shoes 
to represent us in Eastern Pennsylvania and 
New Jersey, one to represent us in Minne. 
sota and South Dakota. Good In-Stock Depart. 


‘ive ref- 
erences and name of at least two manufac- 
turers you have represented, also amount of 
annual sales for each. Strictly confidential, 
— Bush & Weldon Shoe Co., Milwaukee, 








W ANTED—Sal n for Indi to carry 
factory line of medium and fine infants’, 
children’s and misses’ turns. Staple shoes and 
slippers carried in stock. Can be carried as 
side line. The line has been sold through the 
state for years. Give references and experience 
in first letter. Address E-971, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 


Walks tet os aie ee to shew. ase 
line or otherwise, some thirty samples of 
support shoes 








Wanted: High-class, expe- 
rienced shoe salesman to 
represent a line of popular 
priced men’s dress shoe 
manufacturer in the fol- 
lowing territories: W. Va., 
Pa., Wis., Ill, Ky., N. C. 
and S. C. Address E-972, 
care Boot and Shoe Re- 
corder, 207 South Street, 
Boston, Mass. 








SALESMAN WANTED 


Manufacturer’s line of the most perfect 
for children, boys and 


a. A trade. am ay and refer- 
basis. Cali- 
teva Seamless Paoy, Co., yt Beach, Calif. 








THE BOARDMAN SHOE CO. has 
several openings in the West and Mi<- 
die West for experienced salesmen, 
with established trade,  % sell > aaa - 
novelties and staples stock, 
——_ commission. Give full details 
and references in first letter. Address 
564 Atlantic Ave., Mass. 
aia 

















‘er © tes ee 
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WANTED TO PURCHASE 





SALESMEN WANTED LINE WANTED 








ANUFACTURER’S li ted for Ce E NEw Yo RT 
ne wan or n- EXPO 
SALESMEN tral New Jersey and part of Pennsylvania. PURCHASING aa. 
in Penn., Ohio, Tl, and the South, Established trade. A-1 references. Address K- Phone—-Canal 6874 . 
wishing a side line of Infants’ and 689, care Boot and Shoe Recorder, 127 Duane SLOW Ss Ca s 
Children’s Moccasins and Stitchdowns. St., New York. WILL Oy, a STOCKS FOR 
Please write The Berkshire Moccasin BUY IRE S$ ‘oc CASH 
Co. the bent ie Digest Retail Shes ANTED—For New York, New Jersey, Bargains in shoes always on hand for 
Dealers and Department Stores need popular-priced ladies shoe and felt lines. special sales and bargain basements 
write E-996, care Boot and Shoe Re- We eee Cole ab es oe 
< is field. ress , care 
corder, 207 South Street, Boston, Maas. Recorder, 207 South Street, Boston, Mass. 























We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. Quantity no object. 
WANTED—Experienced salesmen to For 30 years our specialty. 
scll on commission fifty styles women’s BUSINESS OPPORTUNITY Bank and mercantile reference. 

Arch Support oxfords and pumps car- BROOKLYN PURCHASING SYNDICATE 
ried in stock. Territories open: New ee yy Proprietor 

York State, Indiana and Illinois, Wis- roadway, Brooklyn 

consin, Iowa and Minnesota. The Ed- WANTED Phone Stagg 1757 


wards Shoe Company, Owego, N. Y. 





























Either active or inactive partner 
to take the place of present part- C ASH P AID 
ner, who must retire on account of P ge: “a - ws 
i i t' stoc! stocks 
poor health, in an established shoe Se eatin Gwe tote @ cw > ee oe 


manufacturing concern, with ca- 

POSITION WANTED pacity for making 1000 pairs per KIRSCH_BLACHER Co..I 
OSITION WANTED—Man 35 years old, day of Women’s Novelty Turn and ¢22-424 Breadway, New York, 3. ~ a7 
having 15 years’ experience in buying for 5 McKay Shoes. Partner must be fi- Phone icing 1443 it 
of his own stores, went to the Boston market nancially worth at least $50,000.00, 


ery 60 days for 10 years, wishes to connect . 
with a ites concern as buyer. Address E-997, but need only to invest $15,000.00 


care Boot and Shoe Recorder, 207 South St., to become one-half owner. This Cc A H A D 

Boston, Mass. business is on a sound basis with Pn S P po t - 

panel . 8 stores or surplus s © oes 

W!NDOW TRIMMER, well known, desires no indebtedness Address Post Of- = is be tasdeniien, Laan See 
position with chain stores. Address K-684, fice Box 711, Haverhill, Mass. over. We will send a representative to 

care Boot and Shoe Recorder, 127 Duane St., investigate and make offer upon request. 

New_York. Kalter Cerf. Mercantile Co., Inc. 

A | SHOE MAN, open for position as buyer, 591 Broadway, New York City 

‘i-! manager, merchandiser, October first; Phone Spring 5160-5161-5162 

past record excellent. “What have you to of- 

fer?’ P. E., 2283 N. McLean St., Ottumwa, TO LET 


Iowa 


















































HIGHEST CASH PRICES PAID 
OP NOTCH SALESMAN, with following, for entire shoe stocks. We also buy your 
in — West, — 3 real line. _ = y J 4 slow =. — + ob- 

years with long general line. ant to specialize. > t. tail or wholesale. ort term leases 

Age 35. Aggressive, capable, plenty of initia- Remarkable Opportunity en off your hands. Wire or phone us. 

tive. Excellent appearance. Morgan, Box 46, > . Correspondence confidential. Established 

Des Moines, Ia. - ye 2 live, oo - yee 1890. MAX GLAUBERG 
CCOUNTANT and offi . th h, e shoe merchant to subdiet at- 313 Church Street, New York C 

A practical, qugerteneud-ahee iuatery ant. tractive SHOE DEPARTMENT We also purchase clothing, hats, furnishing 

ing, including costs, payrolls, commercial re- in leading Women’s Ready-To- goods, etc. Phone Canal 8764-5802 


pase gnires,Fegpanelble position. Avail, || Wear specialty shops in the fol- 
and Shoe Recorder, 127 Duane St., New York lowing cities: 
City. Amsterdam, N. Y. 
Hagerstown, Md. 
“SHOE FACTORY EXECUTIVE Tow ~~ ng WANTED TO PURCHASE 
ag ty Te - Here is an opportunity for 
which he is now acting as Production, the “—_ man to secure highly 
Credit and Office Manager and member of desirable space for a SHOE DE- 
aah te PARTMENT in the best retail 
eral Manager. Age 37. Address Box E-998, location in the above cities. 
care Boot and Shoe Recorder, 207 South Only those will be considered 
Street, Besten, Mass. who are financially responsible. 
Will sublet these departments 
on a basis of percentage of 
— — 

: : " or full particulars, write to 
Managing Executive, expe Box K-686, care Boot and Shoe 


rienced in Manufacture of ee as Duane St., New 
Welt Shoes, will be open for 

new connection about Octo- 
ber Ist. Address B-1, care 
Boot and Shoe Recorder, 
207 South Street, Boston, tA Rs Rh 
near New York. Must be well located. Address 


ass. K-688, care Boot and Shoe Recorder, 127 Duane 
M -$ St., New York. 


HIGHEST PRICE PAID 
FOR 
SHOE STORES 
= SURPLUS STOCK Information for Shoe Merchants 
INDOW TRIMMERS WANTED to sell YOUNG & CO. “Where to Buy” constitutes a source of 
window display fixtures on commission 315-317 Church St. Now York, N. Y. knowledge so that y who — through these 


basis. Artistic Wood Turning Work, 511 N. pages may 
Halsted St., Chicago, Ill. — 
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S. M. Barnet in Europe 


New York, Aug. 22—S. M. Bar- 
net, president of the Barnet Leath- 
er Co., Inc., and also president of 
the Calf Tanners’ Association, 
sailed for Europe on the “Majestic” 
on August 16 to make an extended 
tour of the continent. Mr. Barnet, 
while abroad, will investigate the 
comparative wages paid labor in 
the European tanneries and will co- 
operate with the various govern- 
ment investigators who are abroad 
on the tariff investigation, secur- 
ing information for Senate Reso- 
lution No. 256, which was intro- 
duced to aid the calf tanners in 
their tariff problems, at the insti- 
gation of Mr. Barnet. He will also 
visit the various style centers and 
look over such shades and leathers 
as are the latest vogue. Mrs. Bar- 
net and Sylvan M. Barnet, Jr., will 
accompany him on this trip. 


Byrd Murray Is Dead 


Nashville, Tenn.—Byrd Murray, 
president of the Murray-Dibrell 
Shoe Co., is dead. Mr. Murray was 
one of the pioneers in the jobbing 
trade of the South. He represented 
his firm on the road for many years 
following the Civil War—later, his 
duties as president of the company 
required his entire time at the 
store. He was one of the best known 
and esteemed men in the trade and 
numbered his friends among the re- 
tail shoe merchants of the South by 
the hundreds. 








Salesman in Knickers 

In a suburban Boston store, a 
salesman appeared the other morn- 
ing wearing knickerbockers, woolen 
stockings and sport shoes. The 
manager sent him home, saying 
that sport apparel was not proper 
for business hours. The clerk re- 
torted that the store features sport 
hosiery and golf shoes, and added 
that he expected to go on an outing 
at the end of the day. 





Winpow DisPLAy FIXTURES 
ASK FOR CATALOG 


THE OSCAR ONKENCO 


11 WT +™" ST. CINCINNATI. GD 





MISCELLANEOUS 








“VARNUM” 
SIZE STICKS 


Are Used in All UP-TO-DATE 
RETAIL SHOE STORES 


How Is Your Supply? 


THREE STYLES 
No. 1, 2, 3 
English, French, American 
Standard Measures 


Price No. 3 
MOST POPULAR 


$1.50 Each 
“Varnum™ Size Sticks 
are made of Extra 
' Quality Maple Wood, 
with Nickel Plated 


Trimmings. Makes an attrac- 
tive fixture for the store, also a 
long wearing and useful one as 
well. 


Write Us Direct i 
Cannot 


Frank W. Whitcher Co. 
Manufacturers 
BOSTON, MASS. 


BRANCH, CHICAGO, ILL, 


Your Dealer 
You 


August 30, 1925 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advertising 
Rattés furnished on application. ver rates for 
Wants, For Sales, etc., see Want 

the BOOT AND 
printing any 

The 


Every precaution is hoon 
SHOE RECORDER to a 


. statement likely to mislead its readers. 


publishers reserve the right to reject any 
advertising or reading matter which is not in 
line with this policy. 














“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Nail 


The only nipper 

the right shape to-out 

t to cut 

out adhe on the tnalls 
of shoes. 


**Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. ie Wo Lake ot. 





OFFICES IN 


BOSTON baa Ko South Street. 

BROCKTON E: 224 Moraine St. Geo. 
eR. ager. T 07. 

CHICAGO oa 189 } sees ee. Tele 
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Mbenz Case An rican oy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 
Fond du lac, Wis. 








GREELEY BOUDOIRS Bt 
ARE REPEATERS 


Once a buyer, always a buyer. 
Our customers buy Greeley 
Boudoirs and come 
back for more. These 
goods are worth every 
cent we ask for them. 
Send for samples and prices. 
We carry them in stock and 


In Black or Colorei Kii ° 4 
36 pair lots only. Leather make prompt deliveries. 


or rubber heels. 








If your jobber cannot supply you, write us. 


ix A. W. GREELEY, Haverhill, Mass. x 





APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
: children and as @ fully venti- 
shoe, the Ventilated Foot 

te . Well known 


surgeons 
your of 
children'sshoes 
etnTLA%easi complete by sending 


— way he 2133 
for immediate actios. 
BURKLEY 
SHOE CO. 


1156 No. Main Stree: 
Brockton, Mass 





There Js a 
Pigskin for 
Fine Shoes 


It is called Roser’s Pigskin. 


Tanned especially to bring out the beauty of the skin 
and to retain its natural durability. Roser’s Pigskin is 
ome adopted by leading manufacturers of highest grade 
‘ootwear. 


We show an example of Roser’s Pigskin as it is used 
in a new model by Churchill & Alden, Brockton. 


HERMAN ROSER & SON, Inc. 


GLASTONBURY, CONN. 





H. O. Richards & Co. 
48 Lincoln St. 


Ernest W. Worsdell ¢; 
Co., Inc. 
74 Gold St., New York 








WHERE THE BUYER 
SEEKS THE SELLER 


In the CLASSIFIED ADVERTISING SEC- 
TION of the Boot and Shoe Recorder. 


The “want ad” does not attempt to create 
desire. The desire already exists in the prospective 
buyer’s mind, and he seeks out the want ad. It is a 
case of the buyer seeking the seller. 

Boot and Shoe Recorder Classified Advertising 
can do for you what it is doing for others. Keep 
it in mind—and in action. 











Fine Calf Leathers 


Manufacturers of 


Velvetta Calf— 
Tuscan Calf— 
Russia CalfK— 











Strictly Pine Full-grain Calf Leather 
HUNT-RANKIN LEATHER CO. 
106 Beach St., Boston, Mass., U. S. A. 
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Reynolds, Bien F., Brockton, Mass. ............ 94 

Reed, E. P., & Co., Rochester, N. Y. .. 

Rice & Hutchins, Inc., Boston 

Richards & B Ce., Randolph, Mass. 94 

Roberts, Johnson and Rand Co., St. Louis, 
SID: : cncitcenggsasinentedinanzenentcctianapsingiestgeiiaisanas 3rd Cover 

Rogers Bros. Shoe Ce., Boston 

Rosenberg, S., & Son, Bost 

Reth Shoe Mfg. Co., Cincinnati, Ohio 

Russell, W. C., Moccasin Co., Berlin, Wis. 84 








Schwartz & Herder, Inc., Phila., Pa. 

Sherwood Shoe Co., Rochester, N. Y. ............ 88 

a ee ee +] 

Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass. ................ $4 

Stetson Shoe Co., Inc., So. Weymouth, 
Mass. 


Teeple Shoe Co., Waupun, Wis. ...................... 20 
Tessier & Bowdoin, Haverhill, Mass. ........ 95 
Thomson-Crooker Shoe Co., 


United States Rubber Co., New York City.. 42 
Voliman, Lawrence Co., Cincinnati, Ohio .. 61 


Weber Bros. Shoe Co., No. Adams, Mass.....84 

Weimer, Wright &* Watkins Co., Philadel- 
phia, Pa. 

Whitman & Keith, Brockton, Mass. .............. 94 


HOSIERY 
Arteraft Silk Hosiery Mills, Philadelphia .. 95 
Beaton, J. R. Co., Inc., New York City 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., Chicago, Ill. ........................ 77 

American Sales Book Co., Ld., Elmira, 
N. Y. 

Américan Seating Co., Chicago, Ill. 

Artistic Wood Turning Work, Chicago 


Grand Rapids Show Case Co.,~ Grand 
ES TDUUUEDY. dnc dicnstthiicctsnnpiticcsinnistecitiaeiinetiaa 706 


Hecht Fixture Co., Chicago, Ill. .................... 72 


Manhattan Finding Co., New York City 
Merry-Go-Round Shee Shop, Cedar Rapids, 


Milbradt Mfg. Co., St. Louis, Mo. 
Miller, Robert E., Inc., New York City 96 
Myers, F. E., & Bro. Co., The, Ashland, O. 99 


Onken, Osear Co., Cincinnati, Ohio 
Pittsburgh Reflector Company, Pittsburgh, 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa. 


Beggs & Cobb, Inc., Boston 
Boston Woven Hose & Rubber Co., Cam- 


Chamberlain, B. F., Bost 
Cliften Mfg. Ce., Boston 





Goodyear Tire & Rubber Co., Akron, O.... 


Hanover Rubber Co., W. Hanover, Mass... 
Hunt-Rankin Leather Co., Boston 


Jones Co., F. E., Boston 

Kepner, C. D., Leather Co., Boston 
Levor, G., & Co., Ine., New York City...... 
Ohie Leather Co., Girard, Ohio 


Surpass Leather Co., Boston 
Thayer Foss Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass. ... 
Everett & Barron, Providence, R. I. ......... 80 
Korite Products, Inc., Cambridge, Mass... 23 


Laing, Harrar & Chamberlain, Inc., Phila- 





Rauskelb Co., F. W., Medford, Mass. 
Russell Mfg. Co., Middletown, Conn 


Tubular Rivet & Stud Co., Boston 


United Fast Color Byelet Co., Boston 
United ‘Shee Machinery Corp., Boston ....16, 90 


MISCELLANEOUS 
Atlantic Printing Co., Boston 
Breeklyn Purchasing Syndicate 


Glauberg, Max, New York City 
Kalter Cerf. Mercantile Co., Inc., New 


Kirsch-Blacher Co.; Inc., New York City... 99 


New York Export Purchasing Corp., New 
York City ........ 











The Man who has a 
very 7 definite prefer 
ence for comfortable | 


footwear 2 2 insists on 
shoes with? 


LACING HOOKS 
Sisk for shoes with lacing hooks 
Tf 


TUBULAR RIVET AND STUD COMPANY 


UNITED SHOE MACHINERY CORPORATION 
Selling Agents | 
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High Powered Patterns for 
Early Fall 


%, B4695—Patent Leather Hand Braided 


Strap, imitation Turn, 16/8 full covered B4900—-Patent Leather imitation Turn, 
B4261—Black satin, Black Suede trimmed, Spanish heel. A-C ....... --.ssssssus(460 16/8 full covered Spanish heel. A-C... $4.75 
imitation Turn, 16/8 full covered Spanish B4696—As illustrated. Black Satin, Patent B4902—As illustrated, Black Satin, Black 
heel, A-C was ~ $4.00 Leather Braided Strap, and trimmed. 16/8 Suede trimmed. A-Co..0.00.000000......-- $4.75 
B4262—As illustrated, all Black Suede. full covered Spanish heel. A-C ............$4.60 B4904—As illustrated, Black Suede, Gun 
(< jeer . : $4.00 Metal Calf trimmed. A-C $4.75 
B4263—As illustrated, Patent Leather, Dull ° B4914—As illustrated, Black Velvet, Patent 
Calf trimmed. A-C 7 --- 4,00 Leather trimmed. A-C s<eegetaiessiann ee 








A selection of styles that 
are absolutely the last word 


in novelties. We have them é 
first. / 
for Immediate Delivery 
Patterns that Sell Extra 
Pairs for''You. 
Priced Right. . 
Terms: 2% 10, net 30. 


F. 0:'B. Boston. 

, 25 cents per less in B4967—Patent Leather, 1 Bar Cut Steel 

ong Potent [ast Le eas 36 pair lots of = number. Beaded Gore, imitation Turn, 13/8 covered 
rn. cove » 4 “ References required on new SS ee * eee 

B4906—As illustrated, Black Satin, Suede accounts. 

trimmed, A-C eevee 35 


Ped 


B4270—Black Satin, Black Suede trimmed, B4690—Patent Leather Hand Braided Strap 
B4698—aAll Patent Leather, imitation Turn, imitation Turn, 13/8 covered Cuban heel. imitation Turn, 12/8 covered Cuban heel 
12/8 covered Cuban heel. A.-C $4 $4.50 


B4910—As illustrated, Black Satin, Black 
Suede trimmed. A-C $4.60 


B4911—As illustrated, Black Suede, Pease 




















Leather trimmed. A-C 


50 A-C $3.90 A-C 
B4699—As illustrated Black Satin, Black B4271—As illustrated, All Patent Leather. 
Suede trimmed, AnC oo.........cccccccctecceeeee F450 A-C $3.90 


B4700—As illustrated. Black Suede, Patent 
Leather Perf. Collar. A-C $4.50 


B4697—As illustrated, Light Russia Calf. B4694—As illustrated, Light Russia Calf. 
pawn me: $4.56 A-C $3.99 A-C 


a $4.50 


y) OGERS BROS. SHOE CO. 
6l| 59 LINCOLN ST. BOSTON MASS. | 


SAN FRANCISCO 


= 


ra 





(Neb al ww 


ow 
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MORE DIGNIFIED FOOTWEAR 


The trade is demanding pat- 
terns that are plainer, more 
simple, in other words, as it 
has been well put, more 
dignified. The “ADORA” 
line from end to end, carries 
out that idea. 


Recognized, as it is, by the 
entire trade as thoroughly 
made, and of the best 
materials, rightly priced, as 
it is, with patterns to meet 
the latest demand, the 
“ADORA” line stands 
without a rival for real shoe 
value. 


Pattern illustrated is par- 
ticularly good in all Patent 
leather, in black or brown 
satin, also in silver brocade 
with trimmings of silver 
kid. The beaded gore carry- 
ing out the narrow strap 
effect makes an attractive as 
well as a perfect fitting shoe. 


F. E. Adams Shoe Sanne 


siitiiad N. HL 


BOSTON NEW YORE CHICAGO 
215 Essex Street Marbridge Bidg., Room 433 Chicage Bidg., Room 810 


SALESMEN 


Pacific Coast — Geo. R. Rule New York — Frank Harris Southern States — Ernest and Harry White 
Chicago District — Frank Parker Eastern States — Frank Law 
Middle States — Chas. Reedholm 


Lo Lo. Loh 


KG 











- 


Boot and op Apey pam Se FH 


April 15, 1922, at the Post Office at Boston, Mass., under the act of Congress of 1879. ee ee Printed in U.S.A. 
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Women who can well afford to 
pay more than the Creighton Price 
still insist on wearing Creighton 


Styles. 























er 6, 192) 








September 6, 1924 


BOOT AND SHOE RECORDER 
















lax IEE RE’S a crisp tang in the 
es air—a lazy whiff of wood 

kaa smoke with a brisk nip-o’- 
frost. Autumn! De-Luxe trains thunder 
from the North woods. Home-coming 
liners arrive from Europe. Dame 


Fashion is ready for her fall shopping. 





And she—like you—will follow the 
Creighton Line to complete satisfaction. 


Here are two of Creighton’s choicest 
designs which will make the eyes of 
Beauty snap with appreciation! 


CARRIED IN STOCK FOR 
IMMEDIATE DELIVERY 


A. M. CREIGHTON 


Lynn 


Massachusetts 



































No. 465 


Russia Calf 
“Empire” 
Goodyear Welt—8/8 Wingfoot Heel 
Widths A-D 


Price $4.25 





No. 333 
Patent Leather 
“Ida” 
Flexible Sewed—8/8 Covered Heel 


Widths A-D 
Price $4.50 
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LEATHER 


ty 


Constant reorders without complaint 
are to us the best possible evi- 
dence that CORONA PATENT 
LEATHER is giving unusual 
satisfaction to shoe manufac- 
turers, shoe merchants and shoe 
wearers. 


The silent approval of those very 
critical manufacturers, who are 
using more and more CORONA, 
speaks louder to us than any 
other kind of praise that could be 
bestowed upon it. 


Actions speak louder than words. 


& SONS Sole Selling Agents of 


129 South Street 
BOSTON, MASS. 








There Is Only f There Never Has 
One Vici Kid x y Been Any Other 


PAGS FSG Wear meme ae PWeaean aes eRe 
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The Polyscroll 


An [ Miller Style 
The Big Hit of the Season 
IN STOCK 


No. 01-19—Patent Leather, very light 
welt sole, covered Cuban heel . . $7.75 


No. 11-19—Black Kid, very light welt 


sole, covered Cuban heel 


For September J No. 21-19—Black Ooze Calf, very light 
15th Delivery ) elt sole, covered Cuban heel . . $8.00 


No. 41-19—Brown Kid, very light welt 


sole, covered Cuban heel 


Widths AAA to D—Sizes 2 to 9 
Terms: Net 30 days 


I. MILLER @ SOND 


One Carlton Avenue, Brooklyn, N. Y. 


ay, 


> Dye The Day DMeMeoQrSMDSwn7nanW 


> Mr 2 


Dra <>) 


Vis 
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Shoes by Courtesy 4 
Premier Shoe Co., 808 
Driggs Ave., Brooklyn, 
N. Y. Made of VODE 
KID, color 88, Bronz; 
quarter lining, color 4, 
Havana Brown. 








Shoes by Courtesy of 
Premier Shoe Co., 803 
Driggs Ave., Brooklyn, 
N. Y. Made of VODE 
KID, color 88, Bron; 
quarter lining, color 5l, 
Champagne. 
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The Most Exclusive Shops Are 
Featuring Bronze Kid 





Restrained elegance, now the key- 


the Brown family—some call it 












yl p note of fashion, cannot be better the most aristocratic of all Browns. 
VODE 
go te in shoe leather than by In following out this latest shoe 
-_ « — fashion development, call for 
Be 6 ee VODE Bronze Kid if you want 
=S=> That Bronze Kid is being featured styles that will literally urge the 
by New York’s exclusive shops is customer to purchase 
only natural. oe 
That’s characteristic of al]] 
Browns are the favored fall colors, “Y0de Kid colors — color liveliness 
and Bronze is a true member of that makes appealing shoes. 
We recommend for Fall the following “Vode Kid (0/ors 
Color A HAVANA BROWN Color 114 HAZEL BROWN 
Color B GOLDEN BROWN Color 70 JACK RABBIT 
Color 88. BRONZE Color 170 ORIENTAL PEARL 
Color 11 TAN Color 17 AIREDALE 
Color 112 APRICOT Color 51 CHAMPAGNE 
“A decided finishing touch to the shoe—quarter linings 
of Brown shades, Gray, Champagne and White.” 
se The Standard Kid Co. 
—— 209 South Street, Boston, Mass. 
Bronze; 


color 5l, 


Branch Offices 
——_— 100 Gold Street 


- New York, N. Y. 


70 North 4th Street 
Philadelphia, Pa. 





Agencies 
Chicago Cincinnati 
Los Angeles St. Louis 
Montreal Rochester 


and all leather centers 
of the world 
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the leading shiny 
leather 
A. C. LAWRENCE 
210 SOUTH STREET, 


For Twenty-Five Years 


BOOT AND SHOE 


a 
ae 
a 
ae 
= 
< 
Lx) 
—] 
= 
ra 
Lx) 
= 
< 
QO. 


= 
-- 


- 
= 
oe -- . 
- e 
- - 
-_—_ a 
-- 
a 


\ 
“" 


—_— 
_ 





6, 1924 


™ 


W WB MAY Qo 


AY 


Vy 
\\ 
V\\\ 


/ 
/ 


September 6, 1924 


BOOT AND SHOE RECORDER 





























Brophy Lros. 

































































\ \ E share the belief that the shoe industry is well out of the doldrums, 
and into the favorable Trade Winds. 


Our own factory volume is at new high point—and the increase has been 
steady—healthful—larger orders from the same customers. 


Wouldn’t our shoes help your business? 
Have you seen them?— 

Brophy Bros. Modish McKays— 
QUALITY Shoes—Popularly PRICED. 


BROPHY BROS. SHOE CO. 


SOUTH BOSTON, MASS. 


NEW YORK SALESROOM 
755 MARBRIDGE BLDG. 


BOSTON SALESROOM 
89 BEDFORD ST. 


LCT 
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HATA 
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“CALF LEATHERS ARE WHAT THEY WANT” 


Another Creese and Cook Success 


PICCADILLY 


Grain Calf 


In BLACK and TONY TAN 


This new CREESE and COOK leather has received the endorsement 
of those NEW YORK retailers who constitute a real style judgeship. 


PICCADILLY GRAIN CALF is their idea of a real leather for 


brogues — particularly on account of its deep and distinguishing pattern. 


You will want to see sample cuttings of course. They are waiting 
your request. 


TONY CALF LEATHERS 


Reg. U. S. Pat. Off. 


RED TAN BROWN BLACK 














CREESE & COOK COMPANY 


SALESROOMS ey We Gh TANNERIES 
95 SOUTH ST., BOSTON OHGRY -<. ®ND CONES, DANVERSPORT, MASS. 


P. A. HENRY & CO. Me og SAMUEL WOLFENSTEIN 


706 Broadway, Cincinnati, O. SP AP 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. agri os NEW YORK CITY 


———.  _  oowon™_..n’”..-.-rxTcW.1-*LOQOWNwm. SLL 





September 6, 1924 











BOOT AND SHOE RECORDER 





“Beals-Pratt”’ 
Fall Profit Makers 


“Best at the Price” 


IN STOCK 


HOUSANDS of shoe merchants have 
found the Beals-Pratt line a most 
profitable purchase. You also will find 
it so. 
Acquire a Beals-Pratt distributing privi- 
lege and increase your business and 
naturally—your profits. 
You'll find the Beals-Pratt line a ready 
seller. It’s a profit maker for you from 
start to finish and it’s complete with $5.00 
to $8.00 sellers. 
Our “Best at the Price” slogan is no idle 
one. Beals-Pratt Shoes give super value 
to the customer. 
A fast.working “In-Stock” department to 
take care of your orders. 


Beals-Pratt Shoe Mfg. Co. 


MILWAUKEE, WISCONSIN 


B-485—Black Boarded Calf Lace Oxford, Half Wing.v.. Heel, 
A-Grade Full Grain Counter, 10 Iron A-Grade Sole. Bleached 
Calf Quarter lining, Frat Last, B, C and D, 5% to 11....$4.60 
B-486—Same as above. Brown Boarded Calf .......................$4.60 


SALESMAN wanted for 
ESTABLISHED Minnesota Territory 


B-322—iwv. yX Tan Boarded Calf Lace Oxford, Half Wi 

— Bool, “Welt, Bleach x Counter, 10 Iron Sole, ‘—~ 
rm We _ ie. If 

BG and D, 6%4'te a Quarter Lining, Frat Last, 

B-323—Same as A 4. Black Boarded Caif 


B-487—No. »yX Tan Boarded Calf Lace Oxford, Half Wing- 
foot Heel, A-Grade Full Grain Counter, 10 Iron A-Grade Oak 
Sole, Bleached Calf Quarter Lining, Campus Last, B, 
C and D. 5% to 11 

B-488—Same as above, Black Boarded Calf 


B-326—Black Boarded Calf Whole quarter Bal., % Wing- 
are —_— Full-Grain Counter, Frat Last, B, 
B-301—Same as above in Ruby Red Calf, Radio Last... 
B-311—Same as S-301, Boarded Calf Bal. .. ‘$4. 
B-312—Black Boarded Calf Bal., same as style S-301....$4.00 





~~ 
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“Pridefully Made for Pridefully Made Shoes” 








Fashion Says: Suede Calf 
in These Hygrade Colors 


BLACK and PICKANNINY BROWN 


HYGRADE announces a rich HYGRADE PICKANNINY 
jet black that holds its jetness BROWN is an indescribably rich 


under all conditions—one of the dark brown shade. 


most difficult tasks in tanning. In all respects admitted by the 
most critical shoe men to be the 
most perfect brown suede on the 


It is deservedly in demand with 
market. 


shoe manufacturers who must 
have only the finest. Sample cuttings gladly sent. 





Samuel Shapiro 


Spruce & WitL1AM Sts.New York 
Sole Ordos 


Ky rade Suedes for th 
sh hoe Der Excellence ‘ 


TANNERY, PEABODY, MASS. 


BOSTON OFFICE, 31 SOUTH ST. 
GEO. F. WELDON, MANAGER 
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ovelty New 


SHOES ON THE FLOOR 
FOR AT ONCE DELIVERY 


No, 2920—Skinner’s 5004 oy Satin. 
Patent Trim, Side Gore, 

Military, B, C and D wi $3. 
No. 2921—Same on. = Ooze Calf, 


Trim, 13/8 Leather Military Heel, 
C and D widths 


No. 4332—Black Satin, Cut-Out Oxford, Black 
Ooze Trim, ry bus Full Louis Heel, 
Tassel Lace, AA, A, B and C widths......$5.00 


ORDER 


niente sad 


16/8 Spanish Full Louis, A, B and C 

_. 
001—-Same style, 

i. 18/8 Covered Military Heel, A, 

B, C and D widths 33.85 


No. 102—Skinner’s 5004 pe Satin, 
One Strap, Weaved Cross Strap, Black 
Ooze Trim, 16/8 Spanish Full Louis 
Heel, B, 

No. 1 me 

Leather, B, C and - widths 

No. 105—Same tyle, all 
Leather, aos Bonnel Military, 

and D w 50 
Ne. 106—Same style, Black Satin, 
Black Ooze Trim, 13/8 Covered Mili- 
tary, B, C and D widths $3.5 


No. 2500—Patent Leather One Strap, 
avs Covered Military Heel, B, C = 


$3.5) 
Ne. 2501—Same style, Black Satin, 
Black Ooze Trim, B, C and D widths, 


$3. 
No. 3803—Same style, all Patent 
ee Goodyear Welt, we —. 
Heel, B, C and D widths ..... ... $3.50 


NOVELTY SHOE CO. 


32 S. WELLS ST. “True to its Name”’ 


CHICAGO 
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Display Fixtures 
for 
Juvenile Shoes 
in 
Louis XVI Period 
Design 


Children’s hosiery is prominently shown with the shoes in this window. The display fixtures 
are particularly pleasing in design. Note the juvenile set in the center. 


Fixtures in miniature design are highly useful for assisting 
with arrangement of children’s sizes—in your windows. 
They make it possible to arrange displays in a uniform 
manner and fit into the balance of the display in a way that 
produces favorable attention. 


Attention paid to infant and juvenile styles in shoes 
produces a pleasing effect on the adult and stimulates more 
business. 
Juvenile Fixtures described in our Shoe Store book— 
a copy will be gladly mailed at your request. 


HUGH LYONS & COMPANY 


LANSING, MICHIGAN 


SALES OFFICES 
Baltimore—No. 1 N. Eutaw St. 


New York—35 W. 82nd St. 
Chicago—217 W. Jackson Blvd. Boston—52 Chauncy St. 





























cA WORD WIT} A WORLD OF 
MEANING~T0 BUYERS OF 


SMART SHOES FOR WOMEN 
Watk-Croft, 


SMART SHOPS FOR WOMEN ARE MADE BY 
BANCROFT WALKER COMPANY 
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The PATENT LEATHER that 


and the maximum 
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gives the minimum of trouble 


DF satisfaction 
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BUCKLE-UP 


Now is the time to prepare for the coming demand in shoe ornaments. 


Le “Amco” Klassic Styles offer up-to-the-minute selections in rhinestone, cut steel, 
beaded and leather or satin novelties for the manufacturer, jobber or retailer. Send 
in your order at once for quick delivery, sure profit and satisfaction to your trade. 


Illustrated are a few good numbers for your goring or plain pumps. 








8283—Rosette of bead trimmed braid i 
Black, Brown or Gray. 


8284—As shown by Boyd-Welsh Shoe Co. a "aon 5 8368—As shown by Travaso Shoe Co. 
Bead trimmed rosette satin and : : r 

standard leathers «$9.00 per doz. pr. ore . en he $9.00 > - 
Gold or silver kid...........$15.00 per doz. pr. . _ . Gl «tie i. $15.00 per doz. pr. 





8450—Satin or leather... $9.00 per doz. pr. 
Gold or silver kid $15.00 per doz. pr. 


8464—Leather or satin rosette with metal 
Buckle in all finishes......... $9.00 per doz. pr. 


8465—Beaded rosette in satin, steel 
ornament in center $9.00 per doz. pr. 


8293—Rosette of pinked edge leather 8441—Rosette of Gros a Panny in all 


$9.00 per doz. pr. colors per doz. pr. 


ABE MANHEIMER & COMPANY 
ST. LOUIS, MO. 


‘While others talk quality; we guarantee it” 


PN 
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Just an Assembly Department in the 
Remington, Cash Register Factory 


BOOT AND SHOE RECORDER 


N this busy assembly department 
highly skilled Remington cash reg- 
ister experts build Remington Cash 
Registers of hundreds of accurately 
manufactured parts. 
Merchants in every type of business 


all over the country can testify to the 


quality of the work they do. 
REMINGTON CASH REGISTER CO., Inc. 


Factory and General Sales Office, Ilion, N. Y. 
Subsidiary of REMINGTON ARMS COMPANY, Inc. 


Makers of Remington Firearms, Ammunition and Cutlery 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 
Binghamton, N. Y. 
Birmingham, Ala. 
Boston, Mass. 
Bridgeport, Conn. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, III. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Tex. 
Davenport, Ia. 
Denver, Colo. 

Des Moines, Ia. 
Detroit, Mich. 

E. St. Louis, Ill. 


In Canada: 


19 


The Remington is the new and bet- 


ter Cash Register. You ought to see it. 


ington Cash Register C 





y of Canada, Ltd. 


557 Yonge Street, Toronto, Ont., Canada 





Fargo, N. D. 

Fort Worth, Tex. 
Fresno, Calif. 
Grand Rapids, Mich. 
Harrisburg, Pa. 
Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 
Los Angeles, Calif. 


Louisville, Ky. 
Madison, Wis. 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
Newark, N. J. 
New Haven, Conn. 
New Orleans, La. 
New York City 
Oakland Calif. 


Oklahoma City, Okla. 


Omaha, Nebr. 


Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R. I. 
Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 
San Francisco, Calif. 
Scranton, Pa. 
Seattle, Wash. 


Sioux City, Ia. 
Spokane, Wash. 
Springfield, Mass. 
Springfield, Ohio 
St. Louis, Mo. 

St. Paul, Minn. 
Syracuse, N. Y. 
Tacoma, Wash. 
Tampa, Fla. 
Toledo, Ohio 
Toronto, Ont. 
Trenton, N. J. 
Utica, N. Y. 
Vancouver, B. C. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 
Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. Y. 
Youngstown, Ohio 


There is a Remington Cash Register built to fit your business. Get in touch with the Office nearest to 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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LOTUS CALF 














Teac 4 ETAILERS who know the 
zy: y prominence which leather 
DW] takes in the eye of the con- 
sumer are urged to learn the 


LOTUS CALF line. 


MECCA LOTUS CALF is a light shade 
of brown in a glazed and boarded chrome 
tanned calf leather. It will shed water 
and at the same time take an exceptionally 
high polish. Bearing the P. & V. trade- 
mark guarantees it as a leather that 
will give the maximum in service and 
satisfaction. 

















re oe abit the World MECCA LOTUS CALF quality can be 
measured by the same standards that 
all Lotus full-grain boarded colored 


leathers must meet. 











PFISTER & VOGEL | EATHER Co. 


MILWAUKEE, WIS ST. LOUIS. mo 
: . z . MO. ROCHESTER, N. 
IN, MASS. CINCINNATI. O. NORTHAMPTON, ENG. 
ST. PAUL, MINN. . ENG. 
SAN FRANCISCO, CAL. FRANKFURT, GERMANY 


N. Y. 
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Women’s Mannish Oxfords Again 
in Vogue 


THs mannish square toe 9-8 TAYLOR 
MAID model sums up the most desir- 
ed points in a shoe of this type. 


Stocked by leading Wholesalers who recog- 
nized unsurpassed values. 
‘‘Who Makes Your Shoes?’’ 


E.E-Taylor Company 


BOSTON , MASS. 
FACTORIES AT BROCKTON AND NEW BEDFORD 











r 
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ANY SHOE 
IS A BETTER SHOE 


WHEN LINED WITH 


‘Shoe Lining 








HEAVIEST INCOTTON STRONGEST IN TEST 
LONGEST IN WEAR KEEPS SHOES IN SHAPE 
MAKES SHOES WEAR LONGER 
SAVES STOCKINGS 





Specify Red-Line-In Shoe Lining. The broken 


red line identifies it. No other shoe lining is 
made with the red line. 








FARNSWORTH, HOYT CoO. 


BOSTON 
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The smart simplicity which distin- 
guishes Marshall-made Shoes proves 
that Quality is Maintained. 


C. S. MARSHALL COMPANY 
Brockton, Mass. 


Makers of Men’s Fine Footwear 
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Would you rather choose 
DONKEY COLT, or pay 
repair bills ? 


]F you're making shoes, you cannot afford to 


overlook the factory economy which 
DONKEY COLT is showing in case after case 
of shoes — right along 


4 
Rls Tolman,’ Dow 
“Leathers that 


100 Gold Street 
Cincinnati, Ohio + . 
F. George Mohr 176-180 Lincoln St. 
203E. Tth Street 
General Representatives for Continental Europe 





NEWLY PROCESSED 
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F you're retailing shoes, you cannot afford to 
sell less perfect patent leather shoes than 
DONKEY COLT makes. 


Particularly since DONKEY COLT is not 
priced above the prevailing market scale. 


Are you satisfied with your 
Patent Leather Shoes? 


& Company Inc. Rochentr, NY 
Bring Re-Orders”’ 
St. Louis, Mo. 


20 Andrews Street 
Boston, Mass. T. M. Fitzgerald & Co. 
1602 Locust St. 


New Castle Leather Co. — Headquarters, Paris, France 





NON-DEGREASED 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 

porting Shank not only relieves the tired 
foot but holds the foot in a position not 
readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE“ 


Ne Shacwsith the Guusherd 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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OUR own experience must tell you that 

nothing else than quality could account for 
the great popularity of Goodyear Wingfoot 
Heels. That quality—the very highest known 
to Goodyear manufacture—is why more people 
walk on Goodyear Rubber Heels than on any 
other kind. It is why they prefer shoes made 
with GoodyearW inefoot Heels. It isthe quality 
behind this Goodyear Wingfoot guarantee! 


GOODYEAR WINGFOOT HEELS 


are guaranteed to outlast any other heels 


ENGFOOT 
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Introducing — 
THE NEW ULTRA 


Oct. Ist 
Delivery 


No. 1056—Gun Metal Velo Calf, 
Semi-Soft Toe Oxford, Barbour 
Stormwelt Sole, Brass Tango 
Eyelets, Ultra Last. A to D, 5% 
DTN - . Abie tte adiaoeamee $3.65 


No. 5056—Same in Light Tan 
NOMI MEE, ndedneitedinninnctnsdunadegts $3.65 


A Kicky number combined with the usual PIEKENBROCK high- 
grade workmanship and discriminating selection of material. 


Manufactured by 


E. B. PEKENBROCK & SONS 


DUBUQUE, IOWA 
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Looks better-feels better~wears better 
Kuepings 
Seminole Calf 


It is noteworthy that during the past season a con- 
siderable portion of the best selling shoes in smooth 
tan calf have been cut from Rueping’s Seminole. 


One reason for this is the matter of color. Seminole 
is made in shades that appeal—and instead of 
appearing to be just laid on the surface, the colors 
have depth and evenness of tone not common to 
ordinary leather. 


Moreover, Seminole has always lived up to its un- 
equaled reputation for closeness of grain and mel- 
ss Th is i lowness of feel. 
SIs a Have a Seminole color card at 


Calf year F hand when you do your fall 
buying. Yours for the asking. 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 





Branches: Boston Cincinnati Milwaukee St.Louis New York 
Chicago San Francisco Montreal (Northampton, Eng. 
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Cres MW Derats— 


Mr. Oliver E. De Ridder 


E. P. REED & CO. 
ROCHESTER, N. Y. 
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Open Letter 


To OLIVER E. De RIDDER 


Mr. Oliver E. De Ridder, 
E. P. Reed & Company, 
Rochester, New York. 


Dear Mr. De Ridder: 


Although I do not know exactly how long E. P. Reed & Company have 
been manufacturing shoes, I do know that there are few American shoe- 
producing houses which have had so long and honorable an existence 
as yours. 

Of course, there is a reason for such long-continued stability—making 
your shoes give their wearers a constantly repeated value on which they 
could always depend. 

We know no better means of solidly establishing a business than strictly 
following such a policy as yours. We have always pursued it in manu- 
facturing New Castle Kid, and we are more firmly committed to this 
policy today than ever when we see how it has reacted in securing for 
New Castle Kid so many permanent users of similar quality ideals to 
yours. 

It is safe to assume that you have not been buying New Castle Kid so 
long and steadily for any other reason than that you found it constantly 
giving that leather quality which E. P. Reed & Company shoes must 
always give. 

We like nothing better than just such constantly critical customers as 
you. They not only keep us on our mettle, but also give us the natural 
pride that comes to anybody who specializes in giving his customers the 
fullest possible measure of satisfaction. 


Sincerely yours, 
NEW CASTLE LEATHER CO., INC. 
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DAVIES 


Genuine 
ARCH SUPPORT SHOE 








BLACK KANGAROO 
IN STOCK 


B-C-D-E Widths. Sizes 6-11 $4.25 





We will make up BROWN KAN- 
GAROO in multiples of 12 pairs to a 
width in 4 to 5 weeks’ time. $4.85 


Again the supremacy of DAVIES shoes 
asserts itself forcibly in this new styleful 
shoe of GENUINE KANGAROO. 


It is an exceptionally good value—one that 
will win scores of new friends for your 
store. 


DAVIES SHOE MFG. CO. 


RACINE, WISCONSIN 
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“This Is the Way We Like 
to See Them’’ 


HAT voices the general impression which our new service— 
showing the latest New York styles right on the newest lasts— 
is making with buyers. 


It has remained for the United Last Company to first give buyers 
the absolutely accurate proof of just how a prospective shoe style 
will look on the last—a service which they evidently appreciate. 


The styles shown are not ordi- Moreover, since the styles are 
nary pull-overs, but completein the newest and from the best 
every detail, counters, box toes, |. New York designers—they are 
linings and all, in fact every- in themselves a source of latest 
thing but soles. and best style advice. 





New styles are constantly being received, and then sent over the 
circuit of United Last offices and branches. 


You are invited to share in this newest United Last Service. 


United Last Company 


Headquarters — Boston, Mass. 


TEN FACTORIES SEVEN SHOW ROOMS 
BROCKTON ROCHESTER BOSTON 
NEWARK HAVERHILL . f 212 Essex St. 
LYNN AUBURN Rote Pkg NEW YORK 
CHICAGO ST. LOUIS WW 3 bog 1402 Bush Terminal Bldg. 
NEW YORK MILWAUKEE \ “dye 








CINCINNATI 
803 Sycamore St. 
Affiliated Company 


United Last Company Ltd. PHILADELPHIA 
Montreal 331 Arch St. 


with Branch Office at Toronto 
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MODEL 0015 


POIRET 


ANOTHER EXCLUSIVE 
BRAUER CREATION 
PATENT LEATHER VAMP AND 
QUARTER ONE-STRAP PU MP, 
HICKORY KID FRONT, UN- 
DERLAY AND HEEL. SHORT 
VAMP, ROUND TOE, 17/8 

SPANISH HEEL. 


MADE TO ORDER 


ALSO IN MANY OTHER 
ATTRACTIVE COMBINATIONS 


BRAUER BROS. SHOE @. “G'sh'® 


FASHIONERS OF WOMEN’S NOVELTY SHOES 





eee 
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WEBER (#zzéz-) SHOES 


UNION MMe 4IC SY Mane 


A sure fine seller for Fall 
On a New French Last 


More than “‘Good Lookers” Introduced in the Weber Line 


EBER UNION MADE SHOES are made ons Eee 
to serve as well as to look well. ‘ 


Rubber Heel 


That's the big reason why they hold the customers Price, 
they make. $5.00 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. 
H. Harris, Rep. 
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Address 


Yéur store building; both fixtures and stock 
are fully covered by insurance. If a fire sweeps 
your establishment, you get back every penny. 

But what protection do you carry against loss 
from carelessness and from systems which are 
not quite adequate? Such losses amount to 
thousands of dollars every year, when only 1/10 
of a cent would insure cash in the till or a charge 
on the ledger for every sale. 

Just 1/10 of a cent per sale! That is all it costs 
for Sure-Trip and Sure-Quad protection. Users 
of these newest and most advanced types of Sales 
Books save their full cost over and over again by 
preventing loss, by protecting their business at 
every point in each transaction, and by furnishing 
additional live facts which help them manage 
their organizations better. 


Policy for Every Sale 


All this is brought about by the special features 
Sure-Trip and Sure-Quad possess: 

1. Three or four copies are joined to- 
gether when removed from the book. 

2. They produce more copies in one 
writing. , 

3. One complete set of numbered copies 
may be kept permanently bound for 
reference. 

_These features often make possible the com- 
bination, in one book, of two or more sets of forms 
now in use. 

Learn more about how this insurance can be 
applied to your business. Send the coupon or call 
our local office for our new Sure-Trip booklet, 


which tells what these books are now doing for 
others. 


American Sales Book Company, 14., Elmira, N. Y. 
West of the Rockies 
Pacific Manifolding Book Co. Pacific Coast Sales Book Co. 


Emeryville, Cal. 


Makers of autographic regis- 
ters since 1898. Originators of 
the sales book industry im 1964. 





Los Angeles, Cal. 


In Canada 
F. N. Burt Company, Ld. 
Toronto, Can. 


Mail to our 

nearest plant 

American Sales Book Company, Ld. 
Elmira, N. Y. 


F. N. Burt Company Ld. 
Toronto, Canada 


Pacific Manifolding Book Co. Pacific Coast Sales Book Co. 
Emeryville, Cal. Los Angeles, Cal. 
Send me your new Sure-Trip booklet and time 
and money-saving forms. 
Tell me how Sure-Trip books can be applied to 
my business. 


..Dept. 7149 
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ici kid figures largely in the 
new footwear fashions 


LAIRD, SCHOBER & COMPANY 
PHILADELPHIA 


Announce 


timely and authoritative models in 
Vici kid — distinctive interpreta- 
tions of the current footwear mode 


Presented at retail by 


Joun WANAMAKER Cuas. A. Stevens & Bros. Tue Henay H.TuttieCo. Strawsaipce& CLoTamer 
lew Yor Chicago Boston Philadelphia 


Wernensy-Kayser Snoe Co. 
Los Angeles Pasadena 


R. H. Fyre & Co. KAUrMANN’s” THeBic Store” F.&R.Lazanus&Co. D.H. Homes Co., Lr. 
Detroit Pittsburgh Columbus New Orleans 


Hutzier Brotuers Co. Gerorce Muse CLorainc Co. 
timore Atlanta 


Turret Suot Co. Maer & Franx Co. Tarr & Pennorer Co. 
Seattle Portland Oakland 


Crry or Parts Dry Goons Co, Tue Emporium Sommar & KAUFMANN Tue Waite House 
San Francisco 


Micuet A. Levy McDona.p Sxoe Co. 
Santa Barbara Tacoma 


Besten & LancenCo.,Inc.  Lavenson’s, Inc. Symons Day Goops Co. Scnutpenrret Day Goons Co, 


isville 


Look for the Vici kid trade mark in the — 
Laird, Schober and Company models as (Vict) | 
shown on these pages. It identifies the AKID/ 


leather as the one and only Vici kid. $ S 
MADE ONLY BY 


a ee iF 
There is only one Vici kid — RoBT HLFOERDERERINC 


there never has been any other. 





The announcement reproduced above testifies 
to the increasing demand for shoes of VICI 
kid. It appears in The Saturday Evening Post, 
September 6; Vogue, September 15; Harper’s 
Bazar, September; and Vanity Fair, October. 








September 6, 1924 BOOT AND SHOE RECORDER 


The FOOT 
ARISTOCRATIC © 


ICI kid is manufactured exclusively by Robert H. 

Foerderer, Inc. Makers of fine footwear select 
Vici kid for its consistent quality and the grace and 
richness it gives to their most distinctive models. 


ROBERT H. FOERDERER, Inc. 


PHILADELPHIA ¢ 
SARL 
IP mA 
CIRCE 
: Fa 
sift  % 
IONA OXFORD ISIS 


PAT. OFF. 








Models shown in this advertisement are 
authoritative representations of the new foot- 
wear mode and carry the VICI trade-mark as 
public assurance that the leather is the one 
and only VICI kid. 
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TRADE MARK REG. U.S. PAT. OFFICE 


1924 Has Proved 
All of Our Claims 


ROM the very first announcement of the Arch Preserver Shoe seven 

years ago, we have said that it would sell so long as any shoes were sold, 
that it would build business and maintain business even through periods of 
depression in the shoe industry. 


During the present year, an outstandingly poor business period in the shoe 
industry, the Arch Preserver Shoe has shown phenomenal increase in sales. 


This is proof that women are demanding this shoe; this is proof that dealers 
are making money on it; this is proof that the Arch Preserver Shoe is not 
affected noticeably by a depression; this is proof that the Arch Preserver 
Shoe is a safer venture, a more certain success, for the dealer than any shoe 
ever sold before. 


Further, this is proof that you should be selling the Arch Preserver Shoe 
to women in your community. You, too, will regard this franchise when 
once obtained as the bed-rock of a substantial and profitable business. If we 
have no dealer in your territory then we should be pleased to hear from you. 


THE 


ARCH PRESERVER 


SHOE 








Za? 


ZS 


Za\\\ 


35 styles In Stock, AAAA to E, sizes 3 to 10 


THE SELBY SHOE COMPANY 
Portsmouth, Ohio 
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Vogue of the Wide Toe 


ALL styles for Men—vigorously key-noted in this issue of the 
RECORDER—have a large place for the wider toe low-cut. It is 
perhaps the strongest of the really new seasonal tendencies. 


HESS 


willl 


We knew it some months ago. We made our plans accordingly. We 
developed for Bates’ dealers the lasts and patterns necessary to a fine shoe- 
making exploitation of the broader toes. The new Oxfords are the proof. 


~~ 


6 
a. ee 
AMO 


\ D> 
VLA 


From the standpoint of shapely foreparts, attractiveness when worn 
either with or without the new wide-bottomed trousers, and absolute 
comfort qualities, these 
wide-toe Bates’ Ox- 
fords make the strong- 
est possible appeal to 
live dealers and appre- 
ciative wearers. 


WK 


Wide-Toe Oxfords 
IN STOCK 


: 
Z 
L 


ERE isa characteristic model 


Seer? 
NTT bir, KA 


in our group of broad-toe 
low-cuts. Its forepart width satis- 
fies the new style. Built with a 


om 
a 


ASA TS 


stunning pattern of wing tip and 
perforated vamp lines, this soft 
toe model, in light Tan Boarded At 


" ; ; last. Made of Tan Boarded 
Calf, is a real leader. Our best Calf, with full pinked wing 


“ tip, perforated vamp and 
quality. throughout, stitched eyelet and top row. 
Oak sole with 15-iron edge 
and Barbour Tan storm 
welt : eons 4.90 


We supply newspaper electrotypes for Bates Stock 
Shoes. Ask for our special Portfolio, showing seven 
groups of Bates ‘‘Shoes for the Occasion.” 


A. J. BATES CO. 


WEBSTER - - - MASSACHUSETTS 


ZW 


Z\ NAZIS 
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shoe craftsmen build quality 
into the Tweedie line of wo- 
men’s footwear. In 1874 this busi- 
ness was founded pan 
by A. Priesmeyer, 
a St. Louis shoe & 
retailer, and John § 
Tweedie, a native 
of Scotland, who 
(like his father 
before him) was 
skilled in the lore 
of shoes. 1 


Pisce: generations of skilled 


patie OF Boot: 
Charles Tweedie, ,_ 

now president of "st, [oaks shoe 
the company, en- 
tered the factory 
as office boy in 
1889. Through every department 
he worked his way, acquiring skill 
and knowledge as he progressed. 
At that time the factory did a 
large business in custom made 
shoes requiring special patterns 
and special lasts. Young Charles 


3—Charles Twee- 
die, president, 
Tweedie Foot- 
wear 


TUATHA NAH 


A Shoe Retailer and a 
Skilled Craftsman Founded the 
Tweedie Footwear Factory 


Tweedie took upon himself the 
duty of designing these lasts and 
patterns—and through his exper- 
ience developed extraordinary tal- 
ent as a creator and designer of 
shoe patterns. 


Charles Tweedie 
designedtheTwee- 
die line for the 
present season—a 
line of distinctive 
styles and won- 
derful values 
which has won in- 
stant favor with deal- 
ers everywhere. 


William Tweedie (of 
thefourthgeneration) 
after an apprenticeship in factory 
has become a member of the firm. 


On the occasion of our Fiftieth An- 
niversary we wish heartily to thank 
the retailers of America for their 
patronage and their friendship. 


weedie footwear Corporation. 











Lt =< = «& 


et in a a a 


‘ See eS ee So 


A copper-toed child’s boot, 
made of unlined side leather 
with wooden peg sole éast- 
enings. 


1900 


A hand turned woman’s 
oxford. 





ee ee 
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FOR THE SMART DRESSER 


Fs 


The “LA SALLE” 


MODELED IN A NEW LIGHT SHADE 
OF IMPORTED TAN CALF. 





Our Salesmen will be on their territories early in September. 


OUR NEW IN-STOCK ON OFFICE 


erat Lloward & F Se 
vane I 1OWar Oster GO. rewrcnc ome 


ADDRESS ALL COM- 
MUNICATIONS TO THE Brockton, Mass. se CHICAGO OFFICE 
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KARELIS| 


mast’ Up-to-the-Minie Lasts 
and Styles in High-Grade Turns 


THESE WONDERFUL SHOES 
ARE IN STOCK, READY TO SHIP 


EXCELLENT FITTERS 


You will positively make no mistake in 
placing an order for some of these numbers 
at once. [hey are safe and sane creations 
for this fall fashion. 


No.603—Skinner’s High-Grade Black Satin, Turn 
Gored Bow Pump, Black Suede Trim Cut-out 
Silk French Cord Bound, Gray Leather Lined. 
Solid Leather Counter. 13/8 Full Breasted, Wood 
GOLD AND SILVER SLIPPERS Covered ish Louis Heel. 64 last. B and C, 


B. Fae. cia $4.00 
No. 413—Genuine Imp. Brocaded Silver, Turn Ne. 834— All Patent Chrome, Turn Step-In Pump. 25-00 = 
One-Strap. 364 last. Genuine Fr. Cord. Leather Silk French Cord Bound. Gray Leather Lined, No. 614—Same as above. 13/8 Block Heel. 64 
lined. Solid leather grain ‘any pe fe % w2 13/8 Celluloid Covered Block Heel, Solid Leather last. B and C, 2% to 8. Price....... . $4.00 
soles. 13/8 Spanish full junior is heel. : Counter. 64 last. B and C, 21 to 8. Price. . $4.00 Ne. AB Potent Checms. Sime style 2s 


8. Pri 50 
mw on “ No. 833—All Patent Chrome as above. 13/8 603. 13/8 Celluloid Covered Spanish Heel. 64 last. 
No. 406—Same as above. 14 last. 8/8 heel. Spanish Celluloid Covered, Full-Breasted Heel. B and C, 2% to 8. Price $4.00 
Price. $4.50 64 last. B and C. 2% to 8. Price $4. No. 824—All Patent Ch . as No. 603. 


No. 103—Same as No. 413 in Gold Brocade No. 314—Full Grain Gun Metal Calf, exactly 13/8 Celluloid Covered Block Heel. 64 Last. 
Price. sue $5.00 as No. 834. 64 last. BandC, 21 to 8. Price, $4.00 BandC, 2% to8.Price.............4.... $4.00 








TERMS 


2% 10 days, net 30. 25 cents extra for single pairs 





-KARELIS SHOE CO. | 


HAVERHILL, MASS. 
WOMEN’S FINE TURN SHOE MANUFACTURERS 
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—as always, Pied Piper 
production is at its height 


Sheer merit alone accounts for the extraordi- 
nary demand for Pied Pipers. 


To stores desiring a line of absolutely distinc- 
tive merchandise, Pied Pipers offer a selling 
appeal that has never before been approached 
in the entire shoe trade. 


The Pied Piper stock department is unique in the 
children’s shoe business—many styles in even infants’ 
sizes are carried in stock in B, C, D and E widths, all 
year ’round. 


Our salesman will be glad to show you all of the 
attractive numbers—or samples will be forwarded 
prepaid. 


All Pied Piper Shoes are made by the Pentler & Short Patented Improved 
Welt Process—THE GREATEST TRIUMPH IN PRESENT-DAY SHOE- 
MAKING. 


Matathon Shoe Co. 


WAUSAU WISCONSIN 
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Skinner’s Shoe Satins 
are 36 inches wide 
and supplied in four 
different qualities to 
meet all the require- 
ments of the trade. 


Skinner's 


Shoe Satin 


OR street shoes or evening slippers, boudoir mules or 
D’Orsays, Skinner’s Satin has no equal. 


Every woman who comes into your store knows that 
Skinner’s stands for service in satins. She will buy foot- 
wear made of Skinner’s Shoe Satin because she knows 
it will give satisfaction. 


WILLIAM SKINNER & SONS 


NEW YORK CHICAGO BOSTON PHILADELPHIA 
Mills, Holyoke, Mass. Established 1848. 





“LOOK FOR THE NAME IN THE SELVAGE” 
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~ Creating a New 
| Style Standard 


with 








ot POSHER's 


SCIENTIFIC 


patina originations have established a repu- 
tation for style and quality leadership. Con- 
sistent with our reputation as juvenile stylists we 
present this season many new numbers of un- 
usual charm. 


Beautiful lines and scientific construction 
combine to make these shoes irresistible to 
the child as well as the mother. 


Almost half a century of quality shoemaking is 
embodied in every new pattern. Our exclusive 
creations will establish your store as Juvenile 
Shoe Headquarters in your neighborhood. 


The ‘‘Lattice’’ 





Write today for our special In-Stock proposition.. 


Our Little Gents’ Line Is Now Complete 


DR. A. POSNER SHOES, Inc. 


142 WEST BROADWAY - - NEW YORK CITY 
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The Old Corner Book Store—opened as a book store in 1828, it became 
famous as a meeting place for New England literary celebrities of the last generation. Among 
them were Emerson, Holmes, Whittier, Lowell, Hawthorne, Longfellow, Prescott, Motley, 
Howells and Aldrich. Their revered footprints have long ago been obliterated by those of the 
throngs of workers who pass this busy corner. Many of them wear our Bull Dog, Vim or Ever 


Grip Heels. 
BOSTON WOVEN HOSE & RUBBER CO. Cambridge, 
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Pee als We aN M, 


THE LEADING POPULAR PRICE OVERSHOE 
FULLY GUARANTEED 


. Fleece Lining a, 





7. Full Height 


. Glengairn Fabric oo 
Finely woven and wear 
resisting 





. Reinforced Back ns 8. Corded Edges 
Seam For longer wear 


. Long-wearing Lap —> 


Joint . New—Distinctive 


Lasts & Patterns 





. Service Heel 


. Extra Quality 
Gum Foxing 


. Best Quality . Semi-Rolled 
Rubber Soling ly Edge Sole 


PRICED FOR THE 1924 POCKETBOOK 
The above quality features at the price ($2.40) permit a large volume of sales 
on SAFE merchandise. 
Glengairn is not a “trick” overshoe! The only novelty is the exceptional 
quality at the low price. 


Thousands of dealers are making Glengairns their popular price leader for the 
coming season. 





MANUFACTURED ONLY BY 


CAMBRIDGE RUBBER CO., Cambridge, Mass. 


NEW YORK CHICAGO 
186 ere St. . 127,Duane St. 327 W..Monroe St. 
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* One thing 


is certain— 


The merchants who are dealing in—Arch Relief Shoes 
—are sure of a mighty good profit this fall. 


These are Arch Relief months, September, October 
and November—our shipments show it, we usually 
break all previous records during this period. We know 
we'll do it this year. Which simply means you’re sell- 
ing more pairs each season and making more profit each 
year. That's certain. 


How about you, Mr. Merchant, don’t you need a line 
of shoes that will make you sure of a good year ’round 
profit—a line of finely tailored models that will improve 
the business of any good store? 


Better get on the Arch Relief band wagon—and you 
can’t go wrong. 


But remember— 
If you never put Arch Relief shoes in your store, 
you’ll never make a profit from them. It’s up to you 


brother, better think it over, you’re missing something 
every day—in the way of dollars and cents. 


The RILEY SHOE MFG. Co. 


COLUMBUS, OHIO. 
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STRASSBURGER-STILES 
SETS THE STYLES 
FOR THE 
Lapy or FasHIoNn 











oY. RAAT IS WITH CONSIDERABLE PLEASURE THAT WE AN- 
< : hy NOUNCE THE ENLARGEMENT OF OUR PRODUCTION 
* pry CAPACITY THIS WEEK BY ENTERING OUR NEW FAC- 
yX TORY AT 557 DEKALB AVENUE, BROOKLYN, WHERE WE 


HAVE SUPERIOR FACILITIES, AREA AND EQUIPMENT, ADEQUATE 
TO OUR GROWING BUSINESS NEEDS. 


IT IS VERY SIGNIFICANT THAT OUR SERVICE HAS MET WITH SUCH 
MERCHANT APPROVAL THAT WE ARE ABLE TO INCREASE AND DE- 
VELOP OUR PRODUCTION OF FINE FEMININE FOOTWEAR AT THIS 
TIME. 


A CORDIAL WELCOME AWAITS YOU IN THE INSPECTION OF OUR 
PLANT, AND OUR FOOTWEAR. 


SIRASSBURGER: NILES 


DE KALB AVE. 


Ladies Fine! Thokivcer 
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School Days 


Good sturdy shoes made by a reliable manufacturer of 
over sixty years are needed now in your stock. Our new 
fall lines are complete in the eight large Rice & Hutch- 

EDUCATOR ins distributing houses. They render you a real service FDUCATOR 
SHOE® of real New England shoes that will give you quick ~ §HOE®@ 
turnover which spells profit at inventory. Try a few 
pairs now. Order from the nearest distributing branch 

to you. 


wr, 


Stock M4205, Misses’ Educa - Boy’s Stock number 353, Boys’ 5400Y, Infants’ Educator 


tor, Goodyear welt, Russia Educator boot, Russia Calf Russia Calf blucher turned 


Calf, seven inch boot, 114% to Goodyear Welt, sizes 1 to 54, sole, D width, sizes 34 to 8, 
2, A to E, $3.25. Big Misses’ B to EF, $3.85. Little Men’s $2.25. 

2% to 7, $4.15. Child's 84% to sizes 9 to 1314, $3.50. Made in 

11, $3.00. Infants’ 5 to 8, $2.60. Dull Calf also. 


‘ IN STOCK AT 


Rice & HUTCHINS 


INCORPORATED 


13 High Street Boston, U. S. A. 


a - Rice & Hutchins Clevelani Co. 
Distributing Branches : Rice & Hutchins New York Co. 
Rice & Hutchins Atlanta Co. Rice & Hutchins St. Louis Shoe Co. 


Rice & Hutchins Baltimore Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Chicago Co. Jos. 1. Meany & Co., Inc., Phila., Pa. 
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Survey of Women’s Shoe Sizes 


A Research Into the ‘End Size” Problem, Using Simple Engineering Principles 
of Collecting, Studying, and Corelating Data and Facts, with the 
Results and their Application to Shoe Buying 


N the author’s first ar- 

ticle treating of the 

scientific proportioning 
of men’s shoe sizes, pub- 
lished in the March 8th 
issue of the Boot and Shoe 
Recorder, a promise of a 
similar article treating of 
women’s sizes was made and 
in this discussion we will 
review our results. 

To begin with, let us keep 
this in mind. Any study 
involving research work re- 
quires an enormous amount 
of time and access to vo- 
luminous records and data, 
before absolutely reliable 
standards can be arrived at. 
The writer has used the best 
data available and believes 
the results to be accurate in 
so far as they go. 

I do not claim that the 
standards worked out herein 
will entirely solve all your 
size problems, eliminate “end 
size” losses, and simplify 
shoe buying to guessing the 


By L. B. HOLLINGSWORTH, B.S. in C. E. 


Schedule No. 1—Shows what per cent each size 
and width were of the total pairs sold over a 
number of years, with an honest effort to fit each 
customer correctly. This is the master table on 
which all other schedules are based. 


Schedule No. 2—This is made up for 144 pairs 
by multiplying the percentage shown in Schedule 
No. 1, for each size and width, by 144. 
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Schedule No. 83—A new master schedule with a 
revised set of percentages within a safe range 
of sizes. 


styles, and sizing according 
to these schedules. If every- 
thing in business could be 
standardized there would be 
no use for brains after the 
standards were once fixed. 
The merchant who can take 
good reliable data and stand- 
ards and correctly apply the 
exceptions to fit his business 
is the winner. 

All the following tables 
are based on foot measure- 
ments, averaging the same 
throughout the country, and 
we maintain they do. There 
are stores, however, catering 
to special trade requiring 
out-sizes, extreme large or 
small sizes or very wide or 
narrow widths, for which 
these schedules would not be 
exactly correct. But, unless 
those merchants have made 
similar size studies and 
evolved schedules based on 
their own sales over a long 
period and use them in their 
buying, we will wager that 
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Schedule No. 4—126 Pairs. 


shoes bought according to the schedules in this trea- 
tise will fit their own business better than their own 
buying if they have only been guessing as most of us 
are inclined to do. 

Throughout our studies we must keep in mind that 
everything herein is based on a correct fit for each 
pair of feet, both in length and width. The small 
merchants may say of these schedules, “They won’t 
apply in my business for I must keep my stock down 
and can only buy B and C, or C and D widths,” let it 
drop at that and continue misfitting his customers and 
crippling their feet. There is where they are wrong. 
If only thirty-six pair lots can be ordered, they can 
be bought in four widths as per schedule, the line will 
sell out cleaner and quicker and more customers will 
be correctly fitted than when the thirty-six pair lot is 
bought in one width only. The merchant doing the 
bulk of his buying in thirty-six pair case lots from 
the jobbers is not entirely to blame for his accumula- 
tion of “end sizes.” It is an accepted fact that the 
schedules most often used by manufacturers and 
wholesalers in making up size runs are all out of pro- 


portion. This, however, is another story and presents 
a problem which could be worked out with a saving 
to the shoe industry of millions of dollars. 


What You Must Do 


While we are discussing thirty-six pair lots, suppose 
we analyze the selling of one lot. We will pay $4.20 
a pair and allow ourself a nice fat gross margin of 
40 per cent, making the selling price $7.00 per pair. 
We now owe the manufacturer $151.20, therefore to 
pay for the lot, including freight, etc., we must first 
sell twenty-two pair of our thirty-six at $7.00. Next, 
how many pair must we sell to take care of our total 
expense? Taking the Harvard Bureau’s statistics, with 
28 per cent as the total average expense in the mer- 
chandising of shoes, 28 per cent of $252.00 (7 times 
36 is $252.00, our selling price) is $70.50, which divided 
by 7 is 10 pair we must sell at $7.00 to take care of 
our total expense in merchandising the thirty-six pair. 
Twenty-two pair must be sold at full price to pay the 
manufacturer and ten pair to cover the expense of 
selling the lot. Thirty-two pairs have now gone out of 

yr store at $7.00 per, but so far we have made no 

oney for ourselves. Where then is our profit? In the 
.a8t four pair of course. We 
still have them on our mils ilslatlals 
shelves and the chances are 
that the sizes of these four 
pair, if we have been guess- 
ing our sizes, are probably 
one 2%4C, a 3C, 3D and per- 
haps a 34%4B or 4A. These 
four pair will probably be 


Schedule No. 6—90 Pairs 
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Schedule No. 5—108 Pairs. 


sold, after kicking around in stock for a year or mure, 
for $1.95 a pair and we will have made a 3 per cent 
net profit on the lot and turned over the lot less than 
one time in a year. Furthermore, the chances are that 
one customer ‘will gobble up two or three pair of our 
last four at $1.95 and we won’t see her any more for 
a year when she will again probably take advantage 
of our poor merchandising. 


Net Profit of Three Per Cent 


Although the above three per cent net profit looks 
very bad, actual net profits of the average shoe dealer 
are often lower than this. The Harvard Bureau inves- 
tigations show that for the year 1922, the average net 
profits of 105 retail shoe stores, doing an annual gross 
business of from $50,000 to $99,000, were only 1.4%, 
with a stock turnover of only 1.8 times a year. This 
“end size” question is a serious thing and is respon- 
sible for a major portion of the losses incurred in the 
merchandising of shoes. We are inclined to worry and 
lose sleep over the loss of a sale on a size 2%4C or 
4AA or some other dangerous size but do not seem to 
fret much about missing a sale on a 5 or 54%4C. When 
we are missing sales in the SIXTEEN SIZES which 
will fit SIXTY PER CENT of our customers, then is 
the time to scratch our heads, get busy and locate our 
trouble. 

As in the writer’s previous article discussing men’s 
sizes, percentage tables have been carefully worked out 
from sales slips to which he has had access. After 
comparing and checking them against the tables 
worked out under the supervision of Mr. E. J. Bliss, 
president of the Regal Shoe Co., and published in 
the Boot and Shoe Recorder of November 3rd, last, 
they were found to be practically identical. We will 
then, as before, take this’ percentage schedule of 
women’s sizes as the foundation for our study and 
call it Schedule No. 1. We well know of the long and 
intensive efforts of the Regal Stores to correctly fit 
every customer, and standards worked out from their 
sales should be applicable to any store making proper 
fitting a feature, and this should be the policy of every 
shoe merchant. 

To show how these percentages in table No. 1 are 
used in working out the buying charts, take size 5C 
for example. Schedule No. 1 shows that 5.06 per cent 
of women’s shoes sold were 
size 5C. Therefore, if we are 
buying 144 pair of a style, 
5.06 per cent of 144 is 7.3, 
which shows that we can 
safely order 7 pair of that 
particular size and so forth 
for every size and width. 

Before developing our 
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other tables, suppose we see what interesting facts careful records kept of the sales, and they should only 


can be brought out by a little study of this basic 
schedule. Take sizes 2C, 3A and 4%4AAA, showing 
that only .003 per cent of the total pair sold were these 
sizes. This tells us there is only about one pair of 
2C, 3A or 4%AAA feet in every 33,333; sizes 242B, 
2'4D, 34%2E and 9AA show up as .02 per cent of the 
total or one woman in every 5,000 requiring these 
sizes; 3B and 5AAA show a percentage of .07 per cent 
or about one pair in each 1,430 and so on for every 
size. On the other hand, look at size 5C with 5.06 per 
cent and we discover that about one lady in twenty 
can be fitted with this size. It is also very enlightening 
to note the SIXTEEN SIZES enclosed by a heavy line 
and find that these sixteen percentages add up to 
SIXTY, or in other words, SIXTY PER CENT of our 
business can be contracted in these SIXTEEN SIZES. 
We can readily see after our analysis of Schedule 1, 
that a firm operating on the 
principle of carrying sizes 
to fit every customer that 
might come in, should carry 
very few of these extreme 
sizes and in staple lasts and 
styles if there is such a 
thing in the ladies’ shoe 
game. 


Detecting End Size Troubles 


Schedule No. 2 shows up 
this “end size” danger even 
more vividly. In it we are 
assuming we wish to place 
an order for 144 pair only, 
include all sizes possible and 
yet have all sizes in the 
proper proportions so that 
the line will sell out clean in 
a reasonable length of time. 
In Schedule No. 2 the smaller 
figures in the top of each 
square are the pairs in 
decimals for each size and 
width, arrived at, by multi- 
plying the percentage of each 
size and width in Schedule 
No. 1 by 144, the number of 
pair we wish to order. The 
larger numbers in each square show the pairs in round 
numbers we can safely buy. We can now readily see 
from this schedule that even in buying 144 pairs of 
one style, we cannot safely include many extreme 
sizes and widths, and are limited to 3 AAA’s from 
sizes 6 to 7; 138 AA’s from 5 to 8; 27 A’s from 4 to 8; 
39 B’s from 314% to 8; 43 C’s from 3 to 8; 19 D’s from 
344 to 7% and no E’s. 

After a careful study of Schedules Nos. 1 and 2, we 
discover that the majority of end sizes must be 
omitted in the bulk of our purchases. AAA’s and E’s 
should be left out and the schedule fixes the following 
arbitrary limits: AA widths, 5 to 8; A widths, 4 to 8; 
B widths, 34% to 8; C widths, 3 to 8; and D widths, 
344 to 7%. Any sizes outside of these limits should 
be treated separately from the regular buying, very 
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Schedule No. 7—72 Pairs. 





Schedule No. 8—54 Pairs. 





Schedule No. 


9—36 Pairs. 





be ordered in the most staple possible styles. 
How To Eliminate End Sizes 


In order to simplify and render more accurate the 


balance of these schedules, the next step is to develop 


a new master schedule, eliminating all the most dan- 
gerous “end sizes’ from the charts and thereby possi- 
bly helping us forget them. This procedure gives us 
Schedule No. 3, with a new set of percentages within 
the above established limits, which percentages will be 
slightly higher than in Schedule No. 1 as the risky 
“end sizes” have been disregarded. 

Now, from the master Schedule No. 3, it is a simple 
mathematical operation to work out buying schedules, 
showing the proper number of pairs of each size and 
width for any given number of pairs of a style we wish 
to order. This I have done for your convenience with 
six different quantities which 
are most usually bought. 
The balance of our tables 
now appear in this article as 
Schedules Nos. 4, 5, 6, 7, 8 
and 9, which same show 
properly balanced and safe 
sizes for 126, 108, 90, 72, 54 
and 36 pair lot respectively. 
In each of these schedules, as 
in Schedule No. 2, the small 
figures in the top of each 
square represent the pairs in 
decimals for each size and 
width, and were obtained by 
multiplying the percentages 
shown in Schedule No. 3 by 
the number of pairs for 
which each schedule was 
made up. The larger figures 
in each block show, in even 
pairs, the number of each 
size to buy in order to main- 
tain a _ well-balanced size 
run.. Each of these sched- 
ules is subject to slight 
variations by omitting and 
adding sizes in every other 
or every third lot. The pairs 
shown in decimals will give 
a line on how to do this 


In conclusion, the writer wishes to repeat a point 
mentioned in a previous article. A wrong selection or- 
guess as to style can be rectified by intensive selling 
effort, P.M.’s, or price reductions, but a large accumu- 
lation of sizes for which there are no feet will soon 
bring disaster. If we can proportion our sizes correctly 
the greatest source of loss in shoe merchandising can 
be minimized. If my deductions are wrong through 
lack of sufficient data to start with, let us begin all 
over again and arrive at standards that are_correct. 
It can and should be done, for the mutual benefit of 
the entire shoe industry. Our Sam Davis says, “Shoes 
bought right are half sold. Yes! but what about the 
other half,” which is only too true. Let’s make our 
slogan, “Sizes bought right are all sold.” 
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Big Cities Soon To Be Things of the Past, 
Says Henry Ford 








America of the Future Visioned as Chain of Small Towns 


HE big city is doomed. In the America of the 

‘ future there will be no New Yorks or Chicagos 
or other mammoth collections of skyscrapers 

and teeming tenements in which millions of people are 
cooped within a few square miles of territory. Instead 
the country will be traversed by chains of small towns 
clustering around individual factories and inhabited 
by people who will divide their time between factory 


and the farm. 


This is the vision of the future which was painted 
for me by Henry Ford in a remarkable interview 
in which he predicted the rapid decentralization of 


industry. That decentralization has been actually in 
progress for some years now and nowhere with more 
remarkable or striking results than in the case of the 
huge enterprise which is headed by the wizard of the 
automobile industry. 


Transportation Makes Revolution Possible 


The picture of the America of tomorrow which 
Henry Ford paints is a particularly rosy one. In his 
opinion the passing of the big city will mean less 
crime, less poverty, less wealth, less unrest, and less 
of that fierce, nervous strain under which myriads of 
our city dwellers live today. 

“The modern city has done its work and a change is 
coming,” said Ford. “The city has taught us much, but 
the overhead expenses of living in such places is be- 
coming unbearable. The cost of maintaining interest 
on debts, of keeping up water supply, sewerage and 
sanitary systems, the cost of 


Built Around Individual Factories 


By DREW PEARSON 





tion, however, will force big industry to move its 
various parts to the country, where labor is steady and 
overhead costs low. They have got to come around to it. 
We used to believe that it was necessary to concentrate 
industry, but I maintain that industry must decen- 
tralize. Certain heavy industries, of course, must be 
concentrated, but in others which involve the making 
of numerous small parts, these parts can be manufac- 
tured just as easily forty miles from the assembling 
plant as in connection with it. In our own Highland 
Park plant we first cut down the cost of production by 
taking the work on an endless chain to the man. Now 
we go one step further. Instead of having the man come 
to the city we take the work out to him in the country. 
Improved transportation methods have made that pos- 
sible and the process will become steadily more feasible 
as transportation facilities grow. 


Not a “Back-to-the-Farm” Movement 


“At the same time,” continued Mr. Ford, “it is non- 
sense to say that because the cities are overcrowded 
everybody ought to move to the farm. There must be 
a balance between the two. The farm has its dull 
season, when the farmer can come into the factory and 
the factory has its dull season when the workman can 
get out on the land to help produce food. Transporta- 
tion is the connecting link.” 

I asked Mr. Ford to tell me exactly what he himself 
had done in the way of decentralization in his own 
great industry. For reply he said: 

“Go out and see for your- 





traffic control and of policing 
great masses of people are 
so great as to affect the 
benefits of the city. The 
cities are getting top-heavy 
and are about doomed.” 
“When you speak of the 
decentralization of indus- 
try, do you mean that the 
present great industrial 
combinations will split into 
small individual units?” 


Industry Will Still Be Highly 
Organized 


believably low. 


and self-respecting. 


same time. 

“On the contrary,” replied 
Mr. Ford quickly. “Industry 
in the future is going to be 
organized on a big scale— 
somewhat along the lines of 
the vertical trust. Competi- 





What Ford Has Done 


What Henry Ford has accomplished 
through the medium of these village 
factories may be told in a few words. 

First and foremost, he has cut down 
the cost of production and has reduced 
his labor turnover to a point almost un- 


He has made his men self-supporting 


He has enabled them to produce at least 
a portion of their food supply while work- 
ing for their living in his plants at the 


And, on his own experience, he bases 
his prediction that the America of the 
future will be organized along lines 
similar to those on which the Ford enter- 
prises are organized today. 





self. Go into the country and 
visit some of our village fac- 
tories where we are manu- 
facturing small parts. We 
have been doing some ex- 
perimenting. We have moved 
small plants to the country, 
taking some of our people 
out of the city and employ- 
ing farmers in the villages. 
In the summer time water is 
low, orders are a little slack 
and we let the farmer work- 
men off to do their harvest- 
ing. Take a look around and 
see for yourself how they 
like our experiment.” 


What Ford Has Done 


I accepted his invitation 
and made a trip through 








September 6, 192; 












th 





6, 1925 


re its 
y and 
to it. 
itrate 
ecen- 
st be 
uking 
ufac- 
bling 
land 
m by 
Now 
come 
ntry. 
pos- 
sible 


September 6, 1924 


rural Michigan where I visited Ford’s village factories 
and talked to foremen and farmers about his plan for 
taking industry out to the country. 

The River Rouge is a mud creek wandering lazily 
down to Detroit, past half a dozen old mill sites which 
once ground the grist of the countryside. Today, re- 
harnessed by new concrete dams, supplying power to 
modern turbines in clean white factories, the River 
Rouge is grinding out carburetor valves and generator 
cut-outs and magneto parts for Ford cars the world 
over. 


A Plant with Eleven 
Men, Making One 
Part 


The first of these 
factories, located at 
Nankin, a metropolis 
of fourteen houses, 
employed eleven men 
— incidentally, a sub- 
stantial majority of 
the male population 
—in making 103,500 
vibrator - cushion - 
spring-spacer rivets 
per day. The Rouge © 
at this point gave 
only fifteen horse 
power, but a few 
miles further up at 
Plymouth, a larger 
dam supplied one 
hundred horse 
power, and employed 
thirty-three men. 
Phoenix, with 150 
girls and Northville 
employing 380 men, 
complete Ford’s vil- 
lage industries on 
the Rouge. 

The Ford plant at 
Nankin was. origi- 
nally an old grist 
mill and Mr. Ford 
has insisted on re- 
taining the old oaken 
beams with their 
wooden pins instead of nails, and the old barn door 
with its huge lock. Men employed there are working 
four days a week which gives them time to attend to 
their farms and also to save up water which is low in 
the summer time. The superintendent lives in an old 
farmhouse which has been modernized while preserv- 
ing its colonial aspect. Trucks from Detroit bring out 
the raw material to this as to the other village indus- 
tries on the Rouge and carry back the finished ma- 
terial, a form of transportation which has proved 
inexpensive. 

From Auto Plant to Farm 


At Plymouth where thirty-three men are employed 
the foreman gave me a very enthusiastic account of 
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You don’t need to be told that this is Henry Ford. You may not 
know, however, that, as a prophet, he has made good in the past, 
for years ago he predicted that good automobiles could be built at 
a price which would bring them within reach of the average man. 
Now he’s prophesying another startling development. 
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how the plan was working with respect to the farmer 
mechanic. “There’s Frank,” he said, “with twenty-two 
acres. I gave him a day off last week to cut his hay. 
There’s Jim with seventeen of the prettiest acres of 
farm land you ever want to see. I was up at his farm 
last Sunday, me and the wife and kids. Went all over 
the place. He is tickled to death to have a day or two 
off these slack times to pick his berries. There’s Bill 
Coogan with only six acres, who is raising squabs, and 
Sam Stewart with a five-acre patch. Not so big as 
farms go but it gives 
them something to 
fall back on and the 
kids a great place to 
- be brought up, while 
the wife has plenty 
of green vegetables. 
After all who could 
want a finer place to 
work. Look at that 
fine clean building, 
a lake in front— 
good swimming — 
this green grass, 
trees, shade, birds 
and that line of 
Fords in the rear to 
show how pros- 
perous our factory 

hands are.” 


Village Folk Want 
Ford Jobs 


At Northville 
valves are manu- 
factured in what 
was once the big- 
gest church furni- 
ture factory in the 
world. In the last 
three years forty- 
four million valves 
have been sent by 
truck from North- 
ville to Detroit and 
the cost of manufac- 
ture has been cut 
fifty per cent. Pre- 
viously the making 
of these parts meant the transporting of 380 men 
daily from their homes to Highland Park. The people 
of Northville were not enthusiastic when Ford first 
moved there. The business men. said that prices and 
wages would be forced up but Ford was careful not 
to take employees from other Northville industries but 
to get his recruits from the unemployed. As a result 
everybody in the town now has work and the mer- 
chants are Ford boosters for their bills are paid and 
property is rising. 

There are long waiting lists in each village of people 
who want to get employment in the Ford shop and 
he gets many inquiries from Detroit families who 


(Continued on page 64) 
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How a merchant keeps a record of the pulling 
power of his ads as a guidance to future expendi- 
ture of publicity money, is one of the real features 
of next week’s issue, wherein we urge every mer- 
chant to make the last four months of the year 
compensate for the unprofitable two-thirds gone by. 





All Together—September 15— 
Shoe Week 


HERE is more in the idea of a National Shoe 
and Leather Week than merely the hopes of 
its sponsors. The scheme is taking root the country 
over. Merchants are saying to themselves: “If the 
hat man can do it, we, too, can put our best foot 
foremost.” 
We have had definite assurances from many 











merchants that they will go through with the 
plan, doubling their publicity and their effort in 
the week of September 15-20 to arouse a national 
shoe consciousness. One merchant is taking Na- 
tional Defense Day, September 12th, and planning 
his windows and advertising with the twofold 
purpose of showing shoes for war and shoes for 
peace, “‘as a defense against the weather.” In this 
latter classification he plays up rubbers, gaiters, 
arctics and strong and sturdy oxfords and boots. 


We have four logical seasons of the year, fall, 
winter, spring and summer, and perhaps the antic- 
ipation theory makes worth while a pre-season 
showing of strictly winter shoes on September 
15th, for it has become general to show pre-spring 
shoes, January 15th. 

The leaders of the trade are in accord with Na- 
tional Shoe Week. President Seaton Alexander of 
the National-Shoe Retailers’ Association gives it 
his endorsement, both nationally and personally, 
for he says, “We are back of it to the limit in our 
own store, and I am asking every dealer in the city 
to fall in line.” John C. McKeon, president of the 
National Boot and Shoe Manufacturers’ Associa- 
tion, says that “the enthusiasm should bring about 
an observation of this character in a uniform way 
throughout the country and it cannot but help 
stimulate public interest in footwear.” 

B. McWhirter, president of the National Shoe 
Travelers’ Association, says, “We should use the 
occasion in letting the public expect in shoes just 
what it pays for. We are coming into the period 
when shoes are subject to their greatest abuse, 
and let’s emphasize both the style and wear 
features.” 

It’s a good move. We hardly expect every man, 
woman and child to rush into every store, but it 
will have the effect of accelerating shoe interest 
at the right time. Easter serves that purpose in 
the springtime, so let September 15th do it for 
the shoe and apparel merchants everywhere. 





Outstanding ‘‘Read-and- 
Think”’ Features 


E point with some measure of pride to the 

editorial material in this week’s issue. We 
do this to emphasize the necessity of your read- 
ing it. Many a man is willing to give an hour 
of his time to the reading of a morning paper, 
because he knows that the unusual things of the 
world will come before his eyes and he is not 
called upon for much thinking. Opinions are given 
to him predigested and he takes or rejects them, 
according to the whim of the moment. 
We want every merchant reader of the Re 
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corder to feel that the best-spent hour of the 
week is the one put into reading this issue. It 
speaks for itself in the quality of its presenta- 
tions. We lead off with the second instalment of 
Size Engineering that has been six months in the 
making. The Recorder’s work on end sizes in the 
past five weeks has been the most significant con- 
tribution to the betterment of merchandising ac- 
complished in any industry. 

If you want human interest, read what Henry 
Ford predicts on the opportunity in the smaller 
town. 

If you want to know how another shoe store 
looks, item for item, study the chart prepared by 
our traveling field editor. 

Put some time into the analysis of style in all 
its phases treated in this issue. The work of Marie 
Caroe and Eugene Pierce gives you the clearest 
insight into garment tendencies obtainable. The 
shoes shown on the style pages are “key types” 
that point the way to a balanced selection of new 
footwear. These are Recorder selections made 
from original sources and we hereby express our 
appreciation to those manufacturers, designers 
and stylists, who so unselfishly contributed in the 
gathering of this information. These are Recorder 
predictions and not the display of samples ear- 
marked with the maker’s name. This is but the 
first of the beginning of constructive issues, opti- 
mistically presented because indications are that 
greater progress will be made in the next four 
months. 





Greatest Clearance Season Ever 


ROM all parts of the country information 

has come to hand that shoe stores, which 
prepared for a clearance season and which looked 
upon the mid-season sale as an opportunity for 
giving really good values at less price, were emi- 
nently successful. It has been remarkable to see 
how many stores have tested out the friendship 
of their regular customers. These stores have 
learned that their standing in the community is 
worth something very tangible in customer pref- 
erence. Many stores operated their sales without 
spending a penny on spread eagle advertising. 
They used postcards, telephone and letters, and 
did the trick to perfection. But after the sales, 
what do they plan to do? A majority of the stores 
are coming out with wonderful presentations of 
new fall merchandise. One merchant, in planning 
an investment of a thousand dollars to tell the 
story of his new fall shoes, reasoned it out that 
now is the time to do it, because with papers full 
of comparative sale prices, the public is confused. 
If this store imitates the same methods, its 
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standing drops to the general level. Sales and 
sales advertising have a tendency to tear down, 
while regular, consistent and persistent advertis- 
ing of good merchandise helps to build up. Now is 
the time to step on the accelerator to open the 
fall season in a burst of enthusiasm helpful to 
the sales staff and to the public. There is a strong 
point in the mental attitude that you communicate 
to your sales people. If they feel you are red hot 
after business and are telling the wide world that 
you have something good to offer, they catch the 
contagion of enthusiasm and go into the new sea- 
son with a feeling that they are going to load 
their sales books to their own profit as well as to 
the profit of the store. 





It’s All ‘‘City Trade’? Now 


HAT was once termed “country trade” 
lives up to that classification no longer. 
America is getting to be one great city in terms 
of wearing apparel. It even goes further than that, 
because with store fronts of a standardized char- 
acter, 5 and 10 cent stores with similar fronts, 
cigar stores universal in display and signs, all 
places are beginning to look alike. Happy is the 
community that is distinctive in its Main Street. 
The call for stylish merchandise once localized 
to big cities and once measurable in the sense that 
if the style showed up in New York, four months 
later it was a big bet in Kansas City, five months 
later on the Pacific Coast and six months later in 
New England. That is gone and gone forever. 

We can see it in the development of the opera 
and strip pump. Out in the Main Streets of com- 
paratively small towns, we found a store selling 
about ten pairs a day. Where one store tries it, a 
dozen others flirt with the pump—while some 
strong-minded merchants absolutely ignore it. 

Some stores that can only handle a small num- 
ber of pairs per style are commencing to have 
their troubles. They are obliged to fit the present 
last short, or they won’t hold on. The result is that 
after a week’s wear, the toes are jammed down 
at the end and trouble begins. No store can well 
serve its community with strip pumps on a pur- 
chase of 18 pairs. It needs accurate fitting, proper 
lengths and widths and, above all, common sense 
wearing of pumps. 

By this we mean the pump should be reserved 
as an extra shoe to be worn for an occasion and 
then not over three or four hours. It has no place 
on the foot of the young lady who starts off to 
work in the morning and winds up after a dance 
in the small hours of the next morning. The pump 
has a great deal of beauty in it, but as a style, it 
is abused by too much consecutive wearing. 
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What An Average Store Carries 


Service in a home community extends from women’s shoes through men’s and children’s into rubbers and 
hosiery. This store is in the mid-West and the physical inventory was prepared by our field editor. Compare i 


with your own. r 








WOMEN’S DEPARTMENT MEN’S BOOTS 
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Silver slipper 1 strap McKay |Cov’dFrench 
24 Black satin 1 strap McKay French 
30 Black satin front gore McKay | Baby French 

Black satin fancy 1 strap McKay French 
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30 Black satin fancy 1 strap | McKay |wood Block 
30 Black satin fancy 1 strap | McKay | Box Wood 
30 Black satin low cut 1 strap | McKay 

18 i Light tan calf. Colonial | McKay | B°* Wood 


Black calf bal s © French 














Light tan calf French 
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Dark tan calf Square French 








30 Lt. tan calf 1 strap cut-out | McKay 
Brown suede gore & buckle | McKay Bes wan 


Dark tan calf Square French 
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Brown suede fancy | strap | McKay oe 
Black suede fancy side gore} McKay ee 
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Medium tan calf blu. Broad 
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Patent low cut Colonial Welt Block 
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Patent | strap cut-out McKay Spanish Brown calf blucher 
French 


30 Patent 1 strap cut-out McKay 














24 Patent 1 strap bracelet McKay]! Block Black calf blucher 


24 Patent cut-out gore McKay |tea.S sah 
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Black kid cross strap Welt Military 
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Patent gore pump Welt Cuban MEN’S OXFORDS 
Patent cut-out oxford Welt Cuban 
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Patent crimp ox. & buckle Welt Cuban 
Patent 2 eyelet tie Welt 8/8 Brown kng. oxford Panama 
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Tan calf brogue French 
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Black kid oxford, corrective) Welt 12/8 
Brown kid oxford, correc. Welt 12/8 


Brown Calf oxford Welt Cuban 
Tan calf 2 eyelet tie Welt Cuban 


Tan calf 2 eyelet tie Welt 8/8 
Tan calf brogue oxford Welt 8/8 


Tan Calf 3 eyelet & Strap Welt Cuba 
Brown calf 2 eyelet So. tie | Welt 3/3 


Tan calf 3 eyelet cut-out ox.| Welt 8/8 
Tan calf oxford Welt 8/8 


Black kid oxford Welt Cuban 
Black calf oxford Welt Cuban 


Black calf oxford, fancy trim) Welt Cuban 
Black calf ox. 3 eye. & buck Welt 8/8 


Black calf 2 eyelet So. tie Welt 8/8 
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Biack kid | strap McKay | Flat | 
Black kid 1 strap Turn Military | MEN’S SLIPPERS 
Black kid oxford McKay Flay 
Black kid oxford | Tarn Military | 

















Tan kid Romeo 
. Tan kid Opera 
ASST. COLORS FELT SLIPPERS 7 

- Tan kid Everett 
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Charting a Store’s Stock 


Here is the actual condition of a thoroughly modern store in a city of 18,000. The stock inventories $30,000 
and the yearly volume is $80,000. This is how the stock stands in opening the fall season. Notice particularly 
the number of pairs in the first order. 
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MISSES’ 


RUBBERS—WOMEN’S 





| 
Retail | Pairs | Widths Description 


Fastening 





Welt 








| 
' 
| Tan calf high cut 


Dark tan caif high cut 


Welt 





Brown calf high cut 





McKay 


Croquets 
Eton—women’s light 





Plaza—women’s light 





Ormond—women’s light 





Brown calf high cut 


Welt 


Denby—women’s light 














Black calf high cut 





McKay 





Patent dull top 


Welt 





Brown patent gray top 


Welt 





Black patent fawn top 


Welt 





Run 50c less 





Smoke Elk, 814-11 


Stitchdown 





Brown calf, 844-11 


Stitchdown 





Patent, 844-11 


Stitchdown 





50c a pair less 








50c a pair less 











FIRST STEP TURNS 





Denby—storm, light 








Eton footholds 








Wos. 4 buckle 





Eton 4 buckle 








Ashton 4 buckle 





Zipper Boots 








RUBBERS—MEN’S 








Argile—Dandy 





Berkeley—Dandy 





London—Dandy 





British—Dandy 








Berkeley—Earl 





London— Ear! 





24 prs. Men’s heavy 4-buckle arctics 





24 prs. Men's medium 4-buckle arctics 














Black kid 





White kid 





Brown kid 














Black and white kid 








BOYS’ AND YOUTHS’ 
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Brown calf bal 











Black calf bal 








Same in Little Gents’ Broad Toe Only. 50c a pair less. 
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12 prs. Boys’ medium 4-buckle arctics 





24 prs. Misses’ light 4-buckle arctics 





24 prs. Child’s light 4-buckle arctics 
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MISSES’ AND CHILDREN’S RUBBERS—Croquets 








1 case each—for each run and 
1 case each—for stitchdowns 








RUBBER BOOTS—MEN’S 








24 prs. Sporting boots 








BOYS AND YOUTHS’—RUBBERS—Croquets 








| 1 case each run and toe 
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HOSIER Y—WOMEN’S 


$1.50 Silk ribbed top 








1.95 Silk cotton top (big) 





2.95 All silk 





400.00 Hose stock 





2000.00 Annual volume 
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Up the Ladder 


of Achievement 


“Fall Style Leaders” Subject for September 8 
Ladder Club Meeting 


is scheduled for Monday, September 8. 

It will be the first session since the 
summer vacation schedules have been in effect. 
It will offer a good opportunity for a big 
attendance. Commence the fall season in the 
right way. The sales force will profit by an 
exchange of merchandising knowledge on 
store problems. 

“Fall Style Leaders” is the subject. It is 
broad and wherever it’s analyzed and dis- 
cussed in open forum form will give the entire 
sales staff an insight on what’s what in shoe 
styles for the new season. For weeks we have 
heard varied reports from shoe centers per- 
taining to the relative importance of patterns 
and materials. At this time the women’s style 
subject is definitely shaped and it is opportune 
for the shoe store sales staffs to get together 
and decide on what will lead in their respec- 
tive sections. 

Early reports indicate that there’s much 
impetus behind the consumer desire for black 
materials. Tan oxfords are going to be good 
for street wear. Straps, concealed gorings, 
oxfords and operas all promise to have a good 
season in many sections. An exchange of ideas, 
concerning the good selling points and also 
the features which tend to hold back the sale 
of models, will result from an analytical dis- 
cussion of the women’s style subject. 

It’s evident that men’s styles are tending 
toward broader toe patterns. Shoes are more 
comfortable in fitting qualities and there’s 
much to be gained by a discussion of this 
subject. 


i HE next meeting of “The Ladder Club” 


Messages from Members 


Many communications from members have 
been so encouraging and indicative of the 
cordial reception that the club is getting 
nationally that we are reproducing some. 
“The Ladder Club” is going over big, and 
here are only a few messages indicative of 
this fact. 

“Our store would like to take advantage of 
your ‘Ladder Club.’ These special features are 


certainly helpful, particularly, to small retail 
shoe merchants.” W. T. Cain, Princeton, IIl. 

“We are glad to note that you are interested 
in the promotion of our salesmanship. After 
talking over the matter of ‘The Ladder Club’ 
with our sales people, we are of the opinion 
that it would be interesting, as well as instruc- 
tive, and have decided to become a member.” 
G. R. Kinney Co., Inc., York, Penn. 

“We are glad to inform you that we want 
to take advantage of this to make our service 
more efficient.”” Reed Brothers, Etowah, Tenn. 

“We think this is one of the best movements 
the Retail Shoe Industry has ever had.” 
Scheips Bros. Shoe Co., Evansville, Ind. 


Emphasis on Size Buying 


H. S. Roberts, buyer for the shoe depart- 
ment of the Griffin Mercantile Co. of Griffin, 
Ga., writes that he was much interested in 
a size schedule printed in connection with 
“The Ladder Club” editorial data on August 2. 
Concerning buying, Mr. Roberts says: “Two 
very vital points in buying women’s shoes are 
sizes and patterns. Should you make a 
thorough check of shoe stores throughout the 
country you would find, I’m sure, that, regard- 
less of the attractiveness of pattern, or the 
quality of material, the shoes left over from 
season to season are not good sizes. They are 
the result of poor judgment exercised in 
buying.” 





Application for “‘Ladder Club’? Membership 





“Ladder Club” Editor 
Boot and Shoe Recorder, Boston. 

The Store wants to join 
“The Ladder Club,” with members. 
Send free copies of Arthur L. Evans’ 
The Retail Shoe Salesman each month. 

It is understood that membership to “The 
Ladder Club” will cost us nothing except 
real interest, enthusiasm and consistent co- 
operation. . 

Signature 
Address 
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Black to Lead in Footwear Fashions; 
Tan Comes Second 


These Go Well with New Shades of the Brown. Family 
in Dress Fabrics 


By EUGENE PIERCE 


shades in which creamy tans, deepening to 

browns, are outstanding. In the judgment of the 
Boot and Shoe Recorder these will lead the color pro- 
cession, especially for semi-dressy wear when sheer 
fabrics appear in the dress or costume. 

Other ombres may be pinks, shading to cardinal 
reds, which are rising into prominence. Turgqoise, 
glacier, forget-me-not, peppermint rose, salmon, 
apricot, peach, orchid, violet, sulphur and yellow are 
seen. Fuschia is a high novelty. 


I N colors the last word is ombres, that is, graded 


poses rhinestone drops attached to an imitation of 
platinum. No larger than the miniature rhinestone 
drop—this one has the effect of dew drops and again 
reminds us that refinement is the watchword in every 
avenue of dress or in accessories. 

Silver footwear will outsell gold by a big majority. 

The dancing masters, those beings who periodically 
meet to tell us just how we may trip the light fantastic 
toe when winter gaieties come round again, predict a 
return of the old fashion waltz that poetry of motion 
permitting bells to float around the ball room instead 

















Black Leads for Shoes 


As for colors in shoes— 
black is accorded first place 
by the Recorder after a care- 
ful survey of the field. As 
the year advances black 
gains in popularity as a solid 
and the same may be said of 
its association with white. 

Soft shades of brown allied 
to cocoa, classed by leather 
men as tan, will occupy sec- 
ond place. Black shoes may 
carry trimmings of cocoa 
and vice versa. No red or 
yellow browns should be 
chosen for free selling. Col- 
ors for fall and winter are 
to be refined. Golden brown 
satins may be taken up. 

Trimmings for shoes may 
be drawn from embroideries 
provided the adaptation is 
of modest _ proportions, 
chiefly about the _ instep, 
leaving the vamp undeco- 
rated. ° 


The Use of Embroidery 
Adaptations 


Everywhere embroideries 
are highly regarded. Adap- 
tations from English eyelet 
embroideries may be worked 
out, but cut-outs should be 
eliminated or reduced to 
English eyelet proportions. 

Rhinestones will be re- 
tained. A Frenchman has 
introduced for trimming pur- 








Fall Day Time Colors 


Beaver, tobacco, cocoa, shell and African 
brown, are representative. 
Novelty Browns 
Shades of cedar wood, pinkish browns in 
natural and in softened shades, are good 
examples. 

Grays 
A renaissance of mole is assured, with 
chinchilla gray for combination purposes. 
Mouse grays indicated. Oxford highly 
regarded. 

Blues 
Gray blues outstanding in silks, woolens 
and hosiery. 

Greens 
Myrtle green for street wear; willow 
greens the high novelty. 

Reds 


Pinkish reds to garnets and cardinals. 
Burgundy for purple reds. 


Evening Colors 


Blues 


Turquoise, glacier, forget-me-not. 
Wedgewood. 


Greens : 
Peppermint and water greens. 
Pinks 
Rose, salmon, apricot, peach. 
Purples 
Fuschia, orchid and violet. 
Yellows 
Shades of sulphur yellow. 








of jazzing all the time as 
now. 

Strangely enough arbiters 
of fashion who read the 
handwriting on the wall, see 
the arrival of simplicity 
and a drift toward more re- 
finement in dress and in 
colors. They predict the re- 
appearance of fabrics that 
permit of floating draperies. 

Chief among these are 
georgette grounds decorated 
with chenille in jacquard 
designs, instead of the stiff 
and imposing brocades in 
which the Queen’s and Court 
favorites of the.Louis were 
wont to array themselves. 

In the charmed circle of 
sheer and semi-sheer fabrics 
we are to see chiffon, voiles, 
nets, including brussels net, 
flounces in variety, including 
metal laces in 9/18 and in 
36-inch widths. 

The narrow widths are for 
tiered flounces apportioned, 
however, to the lissom and 
spirituelle who have avoided 
fullness of figure. 

With the introduction of 
sheer and of _ semi-sheer 
fabrics has come the lighten- 
ing metals for combination 
purposes, and even imported 
velvets are of the ring va- 
riety, that is, so light in 
weight that they may be 
drawn through a ring. 





BOOT AND SHOE RECORDER 


September 6, 1924 


No Startling Style Changes Are Decreed 


by Paris 


The Silhouette Is Still Straight, Though Skirts 


ARIS has spoken—its word is 
law. The openings of the 
Grands Couturiers have taken 


place. Winter fashions are definitely 
launched. 


No startling change is evidenced. 
The straight silhouette still domi- 
nates the mode, either beltless or 
belted low on the hips. In details, 
however, we distinguish subtle 
changes for greater sophistication. 
Skirts are decidedly fuller, though 
short—about twelve inches from 
the ground. Godets and bias treat- 
ment tend away from the straight 
tube silhouette while leaving the 
line still slender. Tiers, often in 
spiral lines, pleats and circular 
effects aim for this same fullness. 
Tunics are a dominant feature and 
the coat dress, with its smart 
Directoire rever, is of foremost 
importance. 


Directoire Influence Appears 


The higher waistline of the 
Directoire period, apparent in many 
collections, should not be ignored 
and may have a telling influence in 
bringing the waistline back to nor- 
mal. In fact, in this last point may 
we see the coming silhouette. Many 
of the more extreme models suggest 
in their cut a normal waistline and 
flare widely in circular effect at the 
bottom. This, however, is still a 
thing of the future, the straight 
line is to be counted upon for the 
present. 

The Directoire influence 
again manifests itself in » 
high neck tfeatments, jabots, \ 
tiered capelets and double- 
breasted coats. There is a 
tendency in certain houses to 
mold bodices on low waist- 
lines to full skirts. 

Sleeves are invariably long, 
tightly fitted in tailored 
style, or wide and Chinese in 
fashion. Sometimes a flare 
appears below the elbow, 
then decorated and fur 
trimmed. 

New embroideries in Chi- 
nese colorings are manifest 
as well as embroideries in 
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Are Shorter and Fuller 


By MARGUERITE CAROE 


Top—Modish tongue pump of tan 
Russia calf with steel buckle for 
tailored wear. Middle—Tan Russia 
calf, featuring brogue tongue 
buckling at side. Bottom—Three-in- 
one strap shoe of black suede with 
tiny cut steel buckle to conceal 
narrow goring. All from Hanan. 


0 a S < me £ 


Novelty heels. Left—Silver heel with sprinkling 
of sapphires. From I. Miller. Center—Silver 
heel with jeweled ring. Right—Black satin heel 
with silver kid inlay. Last two models from 


Delman. 


mother of pearl. Much fringe ap- 
pears in various ways, Chenille 
fringe being a prime favorite. 
There are smart, slender line 
gowns, with straight, knotted, tas- 
seled, ombre or beaded fringe, used 
to drape or flounce a frock or some- 
times to cover the entire skirt. 


Ribbed Silks Popular 


Buttons continue their succesful! 
path and fur bandings are extrava- 
gantly used. In materials, ribbed 
silks are all the go in the newer 
gowns, bengaline, ottoman and 
faille being particularly prominent 
both in gowns and ensemble cos- 
tumes. A straight, coat-like “redin- 
gote” of black bengaline, even wears 
a coachman’s cape collar, and has 
an underfrock of beige cote de 
cheval. Emphasis is laid in all col- 
lections on plaids for sports wear, 
both in dresses and coats. 

Lace, especially metal lace, plays 
a more and more prominent part in 
evening wear, often combined with 
chiffon. Crepe satin, metal brocades 
and velvets achieve as usual high 
success. 

Having viewed the outstanding 
points of the openings, what will 
definitely be worn for morning, 
afternoon and evening? 


The Correct Street Costume 


Of foremost importance for the 
street, is the ensemble costume. It 
made its bow this.spring as 
the aristocrat of fashion. 
This fall, its democratic ten- 
dencies are felt, as it now 
forms the basis of every type 
of dress. It consists of a coat 
and skirt to match of a 
smooth, flat nap material, 
and a long tunic overblouse 
reaching from the knee to 
the hem of the skirt, usually 
in crepe satin in a harmoniz- 
ing or contrasting shade. 
Again the tunic idea may be 
stimulated. A silk dress, for 
instance, may be bound 
round the bottom in a woolen 
material to match the coat 
Kasha and broadcloth fabri- 
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cate many of these suits. 
Until the first frost appears 
the coat dress in cloth or 
silk, fastening in front with 
one button, will hold an im- 
portant place. It often wears 
an underdress of a contrast- 
ing material and other times 
takes the form of a redin- 
gote or tunic slit up the side 
in coat fashion. This type of 
cown was strongly featured 
at the openings for the 
treet. 

As the winter advances, 
the cloth or fur coat over a 
gown maintaining the char- 
acteristics mentioned at the 
start of the article, will take 
its usual place, for the tube- 
like coat of the ensemble 
costume has. not sufficient 
warmth to carry us through 
our bitter cold winters. Furs 
in Paris are a luxury, for 
they are a necessity. The 
strictly tailored suit of the 
spring has not been aban- 
doned and was’ shown by 
many houses, the coat vary- 
ing in length from finger tip 
to the hem of the skirt. This 
suit, however, resumes its proper 
place for purely morning wear. In 
mannish suitings and shadowed 
plaids, it will be smart. 


What’s Correct for Afternoon and 
Evening 


For the afternoon, the ensemble 
costume appears again, usually in 
heavy ottoman silks or velvet. Silk 
gowns as described in the first part 
of the article, will be worn under 
fur and cloth coats in mid-winter. 

Carrying out once more the en- 
semble idea, the evening dress and 
wrap, related in some manner or 
other, is the smart touch. Evening 
gowns are at their smartest when 
hanging straight from the shoulder 
in tunic fashion, or of one piece 
heavily beaded from start to finish. 
Such art has been achieved in this 
beading that it fairly seems one 
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Tiny perforations and stitchings 
are featured by Shoecraft. First— 
Perforated patent- leather slipper 
that shows beige kid inlay and 
goring concealed by narrow strips 
of leather that may be worn with 
or without a buckle. Second— 
Novelty double strap brown suede 

slipper. Both from Shoecraft. 


Rounder toes mark J. & J. Slater’s shoes. First 
—One-strap patent leather shoe perforated and 
stitched. Second—Fashionable pump with front 
scallop cut as part of quarters. Note the new 
Slater spike heel. Third—Black satin pump with 
gold kid piping and inlay on sides. Fourth— 
Dark brown suede high vamped shoe, trimmed 


in dark brown kid. 


with the fabric. The directoire 
evening gown with embroidery sug- 
gesting a high waist line may prove 
popular with the younger set but 
for the matronly figure the low 
waisted girdle still holds its own. 


Winter Cloth Coats 


Certain definite changes have 
taken place in the realm of cloth 
coats this season. The pile fabric 
of former years is gone and buried, 
replaced by smooth, closely woven 
materials, with a flat nap. Their 


color note strikes reds, greens, 
browns and of course, black. There 
is much fur trimming, shaded furs 
being particularly new, not only in 
collars and cuffs, but in appliqued 
pieces midway between the hip and 
the knee, at which place a border 
often travels. 

Coats should be shorter, showing 
just a little of the gown below. 

For evening wear, numerous 
high-colored velvet wraps are 
shown, trimmed: in fur and lined in 
metal cloth. A new model of black 
velvet uses a deep collar of white 
ostrich which also makes a deep 
border around the bottom. 


The Square Crown Estab- 
lished 


Many women will rejoice at the 
passing of the cloche, for its knell 
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has definitely been sounded. 
Women will once more be 
permitted individuality, and 
the head to express grace. 
The new hats are either very 
small or very large. Square 
crowns, in accord with the 
directoire trend, dominate 
the millinery field, and the 
tiny brim is slightly rolled 
at the side or back, usually 
finished with a stiff little 
ornament consisting more 
often than not of a feathered 
fancy, such as an ostrich 
pompom, glycerined ostrich 
or blondine often dyed to 
match the hat. The French 
type of sailor beret, of soft 
stitched moire, finished with 
a narrow black ribbon bear- 
ing Chinese hieroglyphics, is 
particularly new. A favorite 
combination in the imports 
is felt and hatter’s plush, 
the latter used as strips on 
the former. 


Brown Leads in Furs 


Contrary to last year, ex- 

cessive simplicity marks fur 

coats. Line as in every branch of 

fashion excels all else. The simple 
straight line silhouette is dominant, 
according to such authorities as 
Gunther and A. C. Jackle. Borders 

of contrasting furs are noticeable 

not only round the bottom but also 
midway between the hip and knee. 


Fur coats this season are one of 
two lengths. If they are short, they 
are very short, or if long, very 
long. 

The brown shades dominate the 
opening season in furs as in 
fashion, generally speaking. Cara- 
culs in bronze and beige shades and 
bronze dyed American broadtail 
head the list at the moment 
trimmed in various ways, cocoa fox 
being a prime favorite. In. the more 
expensive furs, the demand turns 
to mink. In its wake, of course, fol- 
lows Japanese mink and, of course, 
sable. Ermine for evening wear 
holds an unchallenged place. 


A 
24 
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First—Perforated cross-strapping 
identifies this brown suede walking 
shoe. Second— Black suede shoe 
with four tiny elastic gorings on 
each side concealed by steel bead- 
ing. Both shoes from Shoecraft. 
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Big Cities Soon To Be Things of the 
Past, Says Henry Ford 
(Continued from page 55) 
want to move into the country. These letters have not 
been encouraged, however, as Ford wants to serve the 
village people and will only employ those who have 
lived in the respective villages for at east six months. 
He is working slowly so as to make sure how the plan 
works out before he develops it further. At present 
there are four village industries in active operation, 
while three others at Waterford, Newburg and Beals 

are being planned. 


Crews of Happy Workmen 


At all of the plants in operation foremen and 
workers told the same story. 

“I wouldn’t go back to the city for twice my pay 
here,” one man said, “and my wife wouldn’t go back 
for three times as much. We have got a truck garden 
and a cow, the kiddies are out doors all day long, and 
only have to go aroyind the corner to school And say,” 
(he waved toward the mill reservoir whose blue depths 
reflected the clean concrete of the factory and its sur- 
rounding grove of green), “who could want a more 
beautiful place to work?” 


Cost of Production Lowered 


The foremen all agreed on one other point, equally 
important. Cost of production, since they had moved 
to the country, had been cut at Phoenix by 18 per cent, 
at Plymouth 33 per cent, at Nankin and Northville 50 
per cent. Why? I’ll let Mr. Ford explain that in his 
own words. I put the astounding cost of reduction up 
to him when I returned to his Dearborn office. 

“When we made those particular parts at our High- 
land Park Plant,” he explained, “we did it in depart- 
ments which were more or less insignificant cogs in a 
great industrial machine. When we moved these plants 
out into the country they became individual factories. 
The foremen became heads of factories. The workmen 
took pride in the place. They lived there. 


Labor Turnover Cut Down 


“But most important of all, labor turnover was cut 
down. In a big city labor is performed by transients, 
usually single men. They come and go, and it costs a 
lot to break them in. Out in the country we can employ 
married men, who own their own homes, and are with 
us the year round. They become skilled workmen. 
Here, take a look at these figures. They tell the story 
better than I can.” 

Mr. Ford handed me a typed sheet upon which the 
cost of producing valves at the Highland Park plant 
in 1920 was estimated at 914 cents. At Northville plant 
in 1923 they cost four cents. A closer scrutiny of the 
sheet showed that when the plant was first moved to 
Northville, the time required for producing each valve 
was 3.5 minutes. Later as the skill of the workmen 
improved production time stood at 1.26 minutes. 


Against Model Towns 


“Do you intend to build any model towns in con- 
junction with your village factories?” I asked. 
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“No, I am against that sort of thing. I believe 
that if people want to get things done, they can do 
them themselves. Co-operate with them, but don’t 
hamper them. They get spoonfed. 

“Take the first village you visited—Nankin. Only 
fourteen houses, but they are putting in their own 
sewerage and electricity. And they are not borrowing 
a lot of money to do it. Why not? Because they are 
getting good wages every day, living cheaply on their 
lands and can afford these improvements. We are 
helping them of course. We furnish electricity free and 
their water. But they are doing most of it themselves, 
even to the extent of digging a well for one old man 
who is 72 and can’t work.” 


Samuel L. Fisher Dead 


Lynn, Mass.—Samuel L. Fisher, president of the 
Lynn Shoe Manufacturers’ Association, and head of 
A. Fisher & Son, Lynn shoe manufacturers, died at his 
summer home, Kearsarge Village, N. H., August 29, 
of typhoid fever. 

Mr. Fisher was born in Lynn, Nov. 5, 1880, was 
educated in the Lynn public schools, and immediately 
after his graduation joined his father in the shoe 
manufacturing business. The firm of A. Fisher & Son 
was formed. Mr. Fisher continued it, after the death 
of his father, and made it one of the best known of 
Lynn shoe manufacturing enterprises. 

Mr. Fisher was a 32nd degree Mason, a member of 
Aleppo Temple and of the Mystic Shrine. He was a 
vestryman of the Universalist church. Also, he was 
vice-president of the Kearsarge Golf Club, Kearsarge, 
N. H., a member of the executive committee of the 
Lynn Chamber of Commerce, and a director of the 
Lynn Safe Deposit & Trust Co. He was an Odd Fellow. 
He had served as vice-president of the Lynn Y. M. 
C. A. He joined the Rotary Club of Lynn three years 
ago. One of his hobbies was the “Fergus Gifford Shoe 
& Leather Fund,” to which he gave liberally. This 
fund, raised by Rotarians, was used to provide needy 
children with shoes and stockings. 

He was a man of high ideals, and his faithfulness 
to them commanded for him the respect and the 
esteem of all who knew him. Lynn loses one of its best 
citizens. 

His widow and a small daughter, Barbara, survive 
him. 


Daylight Robbery Nets Big Haul of 
Silks and Satins 


New York City—Schwarzenbach, Huber & Co., 
manufacturers of the well-known line of Darbrook 
shoe satins, were made the victims recently of a bold 
daylight robbery. The robbers drove their car in front 
of a big truck loaded with fabric, forced the driver 
and his helper to enter the passenger car while one 
of the robbers took charge of the truck and drove it 
away. The two kidnapped men then were driven to 
another section of the city and turned loose. 

The robbers obtained about $80,000 worth of fabric 
but, inasmuch as an immense stock is carried, no 
shortage of Darbrook satin is to be feared. Further- 
more, the loss was covered by insurance. 
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HEN a retail merchant can stage a style 
show in a prominent hotel and use it as 


an opening feature for his shop, isn’t it 
an indication of what style means to the public? 

By invitation the public came and by similar in- 
vitation the Recorder presents in these pages its 
own practical style show of advanced numbers, 
each and every one of which has some distinct 
message pertinent to line and design, material and 
tendency. 

The day of the pull-over, kitchen shop and 
haphazard buying is passing with the new order 
of things. When design was weird and complex 
and the cut-out was on every square inch of the 
shoe, most any dreamer could sell a small output 
on the strength of the hand-work put into the 
sandal. 
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Z he Dominance 





of Style 


An Era of Good Designing 

Now comes a time when every line has a mean- 
ing, and real beauty in shoes is dependent upon 
the right curve, the right foxing and particularly 
the right material. The test of a new shoe comes 
in a critical examination on the human foot, for 
the right application of a goring and the right 
placement of a strap are extremely important this 
season. 

Merchants are finding it very important to 
avoid duplication of types of shoes. It is easier to 
switch a customer from one type to another, than 
it is to carry a duplicate stock at the same price 
where the difference is only a rearrangement of 
the cut-outs. 


The designer was never a more important fac- 
tor in the creation of new shoes, because the right 
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shoe is salable at a good profit, where another 
shoe, no matter how well made and no matter how 
high its cost, won’t sell for half its price. 


To the man in an industry, the outlook is often 
limited to his own commodity, but be it known 
nationally, that in the garment fields they’re going 
through the same process that the shoe man is 
trying to solve. Dress lines are more simple, the 
material is given a greater importance, and the 
proper line and design, length of skirt and waist 
line, exceed in importance every other issue. Good 
taste is coming into its own; someone has termed 
it the change from jazz to classical jazz if you 
can get the fine shading in that definition. 


The Interest in Velvet 


Dress plays such an important part that we see 
the vogue for velvet hats develop an interest in 
velvet shoes. Many merchants have feared to stock 
velvet shoes because of past experiences, but there 
is more substance to the demand this time than 
ever before. 

Satin comes into greater importance, playing 
second to patent leather in a national straw vote of 
what will be salable this fall. Satin is one of the 
safest materials in a merchant’s stock and, in 
reputable makes, has wearing qualities and com- 


fort equal to leather. It is a tried and true material 
for good shoes. 


No More Freak Cut-Outs and Straps 


Leathers, by their more scientific tannage in 
patent, in calf and kid, play a big part in fall 
styles, for the material is more conspicuous 
through the absence of freak cut-outs and elabo- 
rate strap work. 


Lasts are restricted to two national favorites: 
the new short round toe, so-called French last, 
but actually on American measurements, about 
equal to the dollar toe, and the slightly longer and 
more shapely round toe last in the half dollar 
toe. Between the two lasts all of the style shoes 
of the coming season can be bought. 


Heels center around the 14/8 mark. It is 
natural for opera pumps to run higher to give 
that shortened appearance, but some of the best 
numbers of the season are round toe lasts, having 
10/8 and 12/8 heels, and these are being made in 
plain pumps in all of the materials. 

Fine stitching, some beading, and small, pretty 
ornaments give distinction to the new shoes. A 
selection of these, each in good taste and not all 
together in the one shoe, will give balance to your 
stock and variety to your showings. 


In Slep With Fashion 


@ This is a season where good taste and beauty in foot- 
wear lead all other considerations. 


@ Patent leather leads up to January first. Black satin 
takes second place as a material for fashionable foot- 
wear, particularly in pump and gore effects. 


@ Tan Russia is coming so strongly that there is hope 
of breaking the habit of womenkind who wear black 
constantly. 


@ Black velvet is one of the style surprises of the season. 
@ Blond satin and the lighter shades of brown again 


come in with the authentic wave of brown in silks for 
women’s dress this fall. 


@ In the red and wine shades of women’s clothes, 
scheduled to appear in October and November, there is 
a possibility of kid to match. The dull shades of kid 


should make their appearance as an early winter number. 


@ Black ooze as an early winter shoe is growing in 
importance, particularly when trimmed with either 
patent or smooth, dull black leathers. 
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@ The only combination feature of the season is tan 
kid or calf with black patent kid or calf as a binding, 
collar, or, in unusual cases, a black forepart and a tan 
quarter, on novelty slippers. 


@ So many stores found their experiences with fancy 
brocades in evening shoes to result in many leftovers, 
that there is a strong tendency toward silver tinsel cloth 
or white kid, so that dyeing can give the proper shades 
to blend with the dress; or one-tone iridescent, silver 
and gold, cloth or leather. 

@ Strip pumps in all parts of the country in unprece- 
dented demand, being a sharp turn from the sandal to 
the plain effect. Opera pumps lead in immediate demand 
and the newest thing is to take the Mary Jane last and 
pull low heel pump over it in patent, satin or suede. 


@ Straps are leaders as volume sellers in thin and simple 
effects, rather than in the complex and cut-out numbers 


of the past. 


@ In all things, beauty, for the pretty shoe has the right 
of way and style selection is easier, for the right shoe is 
easier to fit. 
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HE pump influence finds its way into street 

and walking footwear and is the first type 
of the Recorder’s selection of advanced styles. 
We illustrate this tailored Russia pump with 
snug fitting sides due to the collar hugging the 
top. The bow is a factory-made leather effect. 
The interest in 10/8 heels in pumps for college 
girls is decidedly one of the features of advanced 
season footwear. This typical last is also being 
made up in velvet, satin and patent in plain 
effects. 
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HE outstanding development for the coming season is the 

buying and selling of feminine footwear on the pump pat- 

tern. The opera pump started the demand and it is so well 
known to everybody that we do not here reproduce it with its short 
Frenchy forepart, its snug top, and its close fitting features. The 
majority of stores will better serve their customers in footwear a 
little more elaborate than the plain strip pump. One thing that 
the pump has done, and that is, caused the retirement of the 
freakishly strapped and cut-out shoes of the past season. 


IFTING the boudoir pattern into dress and 

street wear is what you find in this typical 
advanced style. The D’Orsay lines of this pump 
necessitate extra quality shoemaking, long 
counters and the wood in the right place in the 
forepart. This is one of the most significant 
patterns of the advanced season. You will see it 
with many variations in patent, satin kid and 
Russia calf. The tailored bow in front and the 
lace insert in back make a neat balancing effect. 
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T was thought that nothing could be done 

to vary the strip pump, but here we see a 
blond satin pump effect with patent leather 
trimmings and a triangular beaded insert at the 
throat. A number of the new pumps show little 
throat cut-outs in either heart or wing shape to 
) give an added touch of distinction to the pump. 
Blond satin to harmonize with light colored 
hose is one of the style surprises of the season. 








HE trade has its golden opportunity in showing the public 
how to wear pump effects. Emphasis should be put on the 
wear of these numbers for not over three hours per day, 
thereby making it a “shoe for the occasion.” Its wear from morn- 
: ing to night will be extremely dangerous to foot health, because 
it is a type of shoe that fits short and snug. These four models 
indicate successful variations on the plain pump and can be bought 
in less sizes and widths and sold more successfully because of their 
fitting values. The throats are a little higher on the foot, giving a 
better grip between the heel and ball. 


-OOK back in your own style experience ten 
years, and you will remember that colonials 
were followed by sailor ties, in the order of 
pumps, colonials and then the sailor tie. The call 
for sailor ties has been great the country over. 
We illustrate a new model with a short tongue \ 
and a made-up bow, dull beaded. There are many 
variations possible on the sailor tie. It can be 
fastened with silk braid, ribbon, ornament or 
lace. The best of the new models have the goring 
behind the tongue. 
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HE early evening slippers for fall hold 

strictly to the pumps and simple strap 
effects. Here is a new model wherein the de- 
signer took the motif of leaves, the whole shoe 
being in silver kid with the stems outlined in 
minute silver beads. The most suscessful selling 
of evening slippers will be in silver tinsel cloth 
and white satin, which can be dyed in all colors, 
thus taking the place of the numerous materials 
and brocades of the past year. 





F dresses are to be ornate, shoes must be simple. T hat is the 

verdict of the best stylists of the country. Evening dresses 

fringed with feathers hardly lead to fancy footwear. The 
smartest thing is a plain champagne colored slipper with a tiny 
half-inch ornament at the throat. Cut-out sandals are slowly being 
discarded for evening wear. Women are taking up embroidered 
shawls, lace mantillas, high combs and as a result, the head is 
getting more attention than the feet in evening wear. Neverthe- 
less, a change in style makes imperative new evening shoes. 


NEW point for the strap to touch is the 

outcome of cut-down pumps. Something has 
got to hold the shoe to the foot and as a result, 
this flying strap coming out of the middle of the 
top of the heel seat is the newest thing in strap 
line. Variations of it are possible in having light 
twin straps from the same point or the one strap 
can end in three lines from the breast, center 
and end of the heel, meeting at the vamp line 
and then going up over the ankle in a one strap, 
either button or buckle fastened—gore under- 


neath, 
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y mer is the novelty material of the sea- 

son. Its development has been so fast that 
in many places it has completely taken the place 
of suede for early fall selling. Suede will appear 
in great strength after the velvet vogue and 
might equally as well be made up in this number. 
This shoe has the D’Orsay cut pump line with 
the three-bar strap effect coming up to a goring 
covered by ornament to lay on the waist of the 
foot. The waist line is the most important spot 
in snug fitting this season. Practically all of the 


strap effects meet at the waist, midway between 
the throat and the ankle line. 
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E caution every reader to study this style analysis with 
the view to balancing his own stocks. We have empha- 
sized the new pump lines because they are the newest 
features, but the real substantial sales-getting numbers of the 
season are in straps. Buyers are critical of every line and each new 
model, and straps must have a meaning all their own and must 
add to the beauty of the model. The graceful lines of shoemaking 
have come into real importance. Beauty and good taste, plus good 
comfort, can be best put into a strap model and you are doubly 


assured of its salability because you know 


) it will fit with fewer 


sizes and widths in stock than any other pte carried. 
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OMPARATIVELY no combination shoes 

are in demand. Whatever contrast there is 
must be in materials, rather than in colors. Here 
we have black patent with black suede trimming 
in a low-cut slipper effect, the strap coming over 
the ankle. A variation of this shoe puts the 
goring beneath the counter and fills in the spot 
now occupied by the button flap. The idea 
emphasized in this shoe is the possibility of tak- 
ing a pump and building a strap model there 
onto. 


x 


AXDIEENT) 


NS 

















OSS SB SSB SS SES SOE SS SSS SSSI SS SIE "SSE SSS SSE SS SE SS 





BOOT AND SHOE RECORDER 










mo SS SS Fe SS BIOS SD SS TIO ST SS SO SS Sl SS SO SA SSB SS SSS SSS SSD SSD SSS SD SSH} pass 
~v 









2D Sk So de SSA SSG 





> Seo SS ed See Sado SS SOO SSO SS SSD Se SS SDB SSeS 





HE day of the pull-over and haphazard 
buying has passed. Buyers want to see shoes 























on the feet to see their fitting values as well as y 
their graceful lines. Here we have a series of ke 
simple curves developed on a tan Russia slipper ac 
with patent leather collar and trimming. Because 0! 
this shoe is designed for high-class trade, the pi 
last retains many of the good fitting features w 
of the American last in contrast to the short, bi 
stubby effect common to the last modified by rc 
French influence. The point we emphasize here is bi 
that it is possible to trim a shoe effectively with 
a contrasting color and material. 
= 
Z 
y, = 
TYLE selection is less of a hunch than in previous seasons, 
for any beautiful pattern has salability in either a pump, gore 
or strap effect. Women understand style and color and are 
conversant with the trend of fashion. It would pay every shoe 
merchant to study the fashion publications and to give particular 
study to the fashion articles in this issue. Style has taken a change 
for the better, and freakish patterns won't sell readily. Each of 
the styles in this section is selected to emphasize some particular 
and paramount feature of the advance season. 
M*** a factory reports two years of con- 
sistent business on some exceptionally 
attractive number. Here we see a shoe that com- 
bines a vamp design that formerly filled in the 
space between the throat and strap as a cut-out 
diamond. Its place on the vamp is interesting, 
particularly when combined with the lattice 
effect on the quarter. Note that the strap has 
similar treatment and splits into two-button 
adjustment. The original was in a wine shade of 
kid but it can be made up in tan. 
So 
- 
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N original style in patent leather to get the 

oxford effect and fitting values and still to 
keep in the slipper family. The two-button 
adjustment can be varied in a ribbon lace, one 
or two eyelet. The big hole on both sides is 
particularly effective if light colored hose are 
worn. This number has possibilities in welts if 
built with lower heel. The stitching is in two 
rows of black thread; the hole is bound in silk 
braid, as is the top. 





HE greatest opportunity of the fall season is in correcting 

public buying of types of shoes so that walking footwear as 

illustrated on this page will dominate morning wear, pumps 
for afternoon wear and fancy effects for evening wear. Tailored 
type dresses have a real place in morning wear and every shoe 
store should fall in line with footwear suitable to the garment. We 
lay particular emphasis on this page because of the newness of the 
numbers and the possibilities of style development therefrom. It is 
possible to develop such combinations as patent colt with tan kid 
quarters in some of the shoes for street, office and shopping wear. 


BRACKEN brown suede with brown calf 
trimmings. The lace is on the side of the 





waist and gives real adjustment. Note how the 
straight lines are kept uniformly straight in the 
entire shoe. The perforation is the one-hole 
punch, the lace is in perfect color harmony with 
the trimming, and the French cord binding is in 
the same tone of color. Note the sharp, square 
cut at the sides. The heel is covered with the 
same suede, 14/8 in height. 
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ORING is here to stay in good shoemaking. 
This patent leather slipper has a piece of v 
goring an inch and a quarter long by one-half an b 
: inch wide and it gives perfect fitting values as st 
; well as easy access of the foot. Note the new tip p 
effect and the stitching design. It appears white in s 
the illustration, for emphasis, for in the actual p 
: shoe, the stitching is black. Select your ornaments n 
: with great care, for they make the new shoes t 
more salable. t 
. 
: t 
Cc 
HE important part in the new oxford design is the height 
of the upper. From the shank to the top some of these new 
oxfords on a 4B are less than one and three-quarters inches. 
This brings them down to the slipper grade for appearance sake. 
The high wall lace oxford of the past is not an interesting shoe 
today. To get this effect, better shoemaking must be put into 
oxford type footwear and tops must be pulled snugger. T here are 
possibilities of new designs in cut-out oxfords that have not been 
tried as yet. This season is the logical oxford season of the year 
and should be emphasized in every store in the country so that a 
change can be made next spring to some new type of sandal. 
LACK kid and black calf have a place in 
advance season footwear in the dull shades. 
Here is a gypsy seam cut-out model with two 
large tape-bound eyes above the shank with cut- 
outs on both sides. Little strips of leather cover 
the goring which is in a U-shaped panel extending 
from the throat to the waist. As a walking shoe 
number, this combines good features of the cut- 
out with the hugging features of the gore. 
a ED Dp ORNS © OS ES DONS © CNS © ONG © OU © CAND © CNG o CRIN 6 ORNS OLN O CN OS Cee 
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HE walking oxford as a fall number has 

good possibilities. Here is one type of shoe 
with perforations, stitchings and pinkings that can 
be used effectively. The girl at school will want a 
sturdy pair of these shoes and in rounding out our 
presentation of types of shoes for the advance 
season, we give it a place. Made up in black calf, 
plain or grain, or in similar brown leathers, it 
makes a good walking number. It is a companion 
type of shoe to the southern tie which continues 


to be one of the biggest national numbers. 








EATHERS and materials play avery prominent part in the 
footwear of the advance season. The reason for this is that 
patterns are comparatively simple, and the material is 
emphasized to the eye. If patent leads, followed by satin and then 
Russia calf, take it for granted that there is room also for gun 
metal, black suede and the right shade of brown suede. Smooth 
finished leathers in women’s footwear. The machine-made grain 
leathers, in fancy pattern, are not particularly important this fall. 
Their place is in midwinter novelties. 








OOKING towards spring, gray, beige and 

fawn tints will appear as usual, following 
the time-honored custom of letting the lighter 
shades come into the footwear for spring. Here 
we have an unusual oxford type of slipper with 
the goring on the outside, gray suede, with black 
kid trimmings and a black kid covered heel. In 
the center a punched out design gives the only 
cut-out effect. Black goring is used. The top and 
the goring space is bordered with gray French 
braiding. 
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Achange in Mens 
ress brings Style 





Opportunities in $hees 


‘ YAO 2 9 


box eS" 


| 


wy — 
SD 


This Season Finds a Wide Range from 
Which to Choose 


HE men’s style subject is much broader than in 

past seasons. There is a sharp contrast between the 

ideal type of shoe for the young man and styles for 
those of a more advanced age. Heretofore, the general 
style situation in men’s footwear was applied to all 
classes of men. The same type of shoes, whether it be 
extremely “doggy” or conservatively plain, usually found 
the same welcome with both the young and more elderly 
man. But today we find the extreme broad and blunt 
toe too “swaggery” for almost every man other than 
the young blood. For instance, they prefer the more con- 
servative medium full toe. But this fact doesn’t mean 
men are restricted in selecting patterns. The range is 


“ce 


broad. 

Men’s patterns are very attractive. Apparently work- 
manship, particularly in finishing, was never more skill- 
fully applied. Leathers are commanding in color. A 
wide range of patterns may be selected from in any 
color or material. 


The Young Man Leads in Style 


The wide-bottom trouser which swept through the 
clothing field and is now worn extensively by the younger 
men has cast an influence on the shoe style issue. The 
full-legged trousers fit in nicely with a broad-toed shoe. 
In fact, one of the leading shoe manufacturing compa- 
nies in the East is turning out a new style, a very broad 
toe and wide lines throughout, that is ideal for wear 
with the “Balloon” trousers. It is also called “Balloon” 
—a “Balloon” last. 

The broad-looking shoes go very nicely with the full 
trousers. There is a harmonious relation between the 
two. But a narrow shoe has no place with the “Balloon” 
trousers. It looks as much out of place as a very light 
necktie worn with a dark suit. The narrow lines of the 
shoe do not harmonize with the wide, full characteristics 
of the trousers. 

However, the stubby-toed shoe suitable for the young 
man’s style desires, is too extreme for the middle-aged 
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man. For him a medium vamp style on a round and 
medium full toe has more appeal. It is more conservative, 
yet embodies all the comfortable-fitting qualities found 
in the other type. 

The short vamp is a big feature in men’s styles. It 
leads all other numbers in a great many men’s factories. 
The stage is set for a generous run on this pattern 
nationally. It had its origination months ago and _ has 
gained popularity steadily. 


The Prince and His Brogues 


Grain leathers in a medium shade of tan were used 
in making shoes which were expected to resemble closely 
the type worn by the Prince of Wales. One of the new 
patterns was a brogue model, carrying heavy perforations 
on a wing tip, vamp and wide back stay. It was typically 
English-looking. A very heavy sole and brilliant brass 
eyelets finished the job in creating a “Wales” style. 

However, the visit of the Prince of Wales, in many 
authentic manufacturing sources, was not interpreted as 
a signal for the complete revision of the style program 
in men’s patterns. “We are getting out more trim- 
looking shoes than the heavy brogue effects so common 
a few seasons ago. If the industry concentrates next 
spring on producing lighter shoes, styles carrying har- 
monious lines, we’ll get a great deal more out of it,” 
said one shoe man. 

There isn’t much to the story as far as materials are 
concerned. Calf in smooth, and side in boarded and 
grain leathers will be strong. Kid, as usual, will get a 
good response from the middle-aged and elderly men. 
Boarded leathers are being generously used in the wide 
toe models for young men. Very little cordovan will be 
seen. 

Light tans and blacks on grain finishes are prominently 
displayed in the new patterns for men. The most promi- 
nent light tan shade has no trace of red in it. Another 
tan shade is darker than this and carries a faint tint of 
red. 
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HE most popular last of the coming season 
A in young men’s footwear will be the “brute” 
type short vamp shoe, prmcipally fashioned as 
an oxford and made heavy in upper, sole and 
shank to give that pure winter look to it. This 
model illustrates the most popular width of toe. 
It is essentially a college boys’ shoe, having all 
the ball room of the brogue and the toe room of 
the broad French last. Grain leathers play an 
important part in your selections. 
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The Young Man Has Set the 
Pace for Short Vamp Shoes To 
Go with Wide Trousers 


HEN a change of costume comes for men, 

it means a change of pattern. The Prince 
of Wales prefers a heavily decorated brogue. 
Already men’s stylists are looking to the decora- 
tive features of patterns in grain black leathers. 
This shows what can be done to give the appear- 
ance of shortness of vamp. Emphasize the sale 
of more black shoes because the tans are becom- 
ing conspicuous in their prominence. A decorative 
pattern must return via the young man’s trade 
so when you sell a short vamp tan, balance it 
with a medium vamp black. 
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LREADY consideration is given as to what 
will follow the broad, short vamp shoe. 
An advance last for spring, 1925, is here shown, 
giving the swing and slight extension to the 
outside of the shoe. This is the college last of 
fifteen years ago, which, as you remember, fol- 
lowed the broad freak last of that period. In 
bluchers it gives better balance. Note the half 
wing tip. Try it in black leather and even in 
cordovan. A slightly higher heel goes well with 
this swing last. 





Will the Swing Last Appear 


Next Spring To Give More 
Shapeliness to the Foot? 


PORT footwear has a place the year round 

and here we see a dressy number in a grain 
combined with a smooth finished leather approxi- 
mately the same shade. A lighter weight sole and 
heel make it a type that can swing over into 
spring and at the same time be salable in those 
stores having an advance season business. The 
plain toe with a stiff box and a more rounded 
forepart makes it “different from the rest.” Plan 
light weight shoes for spring. 
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HE wide French last is national in_ its 

demand by the most conservative dressers. 
This last gives a snug heel, a snug shank, a wide 
roomy ball and distinction to the forepart. Smart 
hoe making lines without frills dominate this 
ype of shoe. In many cases it has a soft toe, even 
hough the shoe is capped. The problem of color 
n this type of shoe is vitally important. The 
yellowish tans will sell in the south, the golden 
tans in the west and the Russias ‘in the east and 
on the Pacific Coast. 





The ‘Range of (olors---All Tan-- 


15 more complex than in Women’s 


Shoes--pick for Your Location 


HE most significant development comes out 

of England where the rocker bottom is the 
newest note in men’s styles. The extreme flatness 
in American shoemaking has been a factor in all 
footwear for years. Is the next development a 
more comfortable fitting value of a rocker bot- 
tom last? Shoes of this type are not limited in 
leathers or materials. Select shoes with pinked toe 
caps. The decorative stitch must be trim and neat. 
This is the most advanced note of our style 
showing. 
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HE whole quartered oxford dominates the 

shoes of the advanced season. It takes good 
shoemaking to build it correctly and the best 
parts of the leather are consumed in men’s 
uppers. The trend of prices is upward with the 
majority of lines from fifteen to twenty-five 
cents over last season. This is an important factor 
in shoes to sell under ten dollars. It means a 
greater interest in side leathers so that calf skins 
can go into the better grades. 








The Factor of a Slight Increase in 


Men's Leather Prices Brings a 
Diversity of Grades 


HE best bet in shoes bought for this season 

is with stitchings as the principle method of 
decoration. The color and selection of leathers 
is the paramount issue in every sale. The lighter 
shades of tan lead, followed by a striking golden 
and also a slightly darker tan carrying a faint 
trace of red. The plump medium weights are 
best. Smooth finished leathers apparently have the 
edge on boarded and grain stock. Light weight 
calf and kid in the custom and closer edge shoes. 
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EVER in the history of shoe styles have their 

elegance demanded more of the leathers than at 
present. To be beautiful and to remain beautiful, the 
simple, classic lines of the tailored mode must be fash- 
ioned from a leather whose tannage prevents undue 
stretching and distortion when worn on the foot. For 
holding the original lines of the shoe, while making it 
extremely comfortable, Gallun’s Vegetable Tanned 
Leathers are ideal. 























SYSTEM DEVISED BY ALBERT F.GALLUN JR. 




















T HE success of a good style is born in the tan vat. 
Here is a picture of a Gallun tan yard where calf- 
skins are daily moved from a weaker vegetable tanning 
liquor to a stronger one. Perhaps you have never thought 
of the supreme importance of vegetable tanning in connec- 
tion with the initial appearance and the future life of 
a shoe. 


But the die is cast right at this tanning point which 
determines the non-shrinking and stretching, and shape- 
holding quality of the leather which is to go into your 
merchandise later on. 


GALLUN 


Always Standards 




















Vegetable anned /eather 


always makes the most 
comfortable shoe 





S you know, there are two kinds of tannages; the mineral 

chrome, where the animal fibre of the skin is turned into what 

are practically mineralized fibres. We manufacture such chrome 

: leather. The other, the vegetable tan, where the fibres are 

slowly transformed into a compact mass of more naturally conditioned 
fibres with vegetable matter. 


The outstanding feature of this leather is the quality it has of hold- 
ing its shape. It has less than 1-3 the normal shrinkage of chrome 
leathers under extremes of dryness and humidity. Chrome leathers 
tested in the Gallun laboratories have shown variation as high as 
18 per cent. The maximum change in Gallun vegetable tanned leather 
is 6 per cent. 


This shows why a pair of shoes made of Vegetable Tanned Stock 
is of greater comfort to the wearer. There is no danger of undue shrink- 
ing and stretching in response to atmospheric conditions. 


Of our vegetable tanned leathers Aztec Calf and Viking Calf are smooth 
finished and Norwegian Veals are of boarded finish, and all are made in 


full range of weights and in the fashionable shades. They give a distinct 
selling advantage to any shoe. 


A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 


LEATHERS 


of Excellence 2 
























A. 














EMPIRE TANNERY, MILWAUKEE. 














HE laboratories of A. F. Gallun © Sons Company 

are the best equipped of any in the world devoted to 
the chemistry of leather. From these laboratories is exer- 
cised a scientific control over every daily and hourly process 
of making Gallun’s Vegetable Tanned Leathers. It is this 
unremitting and scrupulous oversight which makes them 
‘‘always standards of excellence’’ for the guidance of 
shoe buyers. 


NORWEGIAN AZTEC 
VEALS CALF 


F. GALLUN & SONS CO. MILWAUKEE, WIS. 


VIKING 
CALF 
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» Are You Theewhie Away Sales? 
he You are if you are not one of those merchants who are 
hj 

x9 turning some of those inquiries which are rolling in 
9 from -BASS NATIONAL ADVERTISING INTO 
9 MONEY. 

&g The demand for BASS MOCCASINS AND OUTDOOR 
se SHOES is increasing by leaps and bounds, and Bass 
do dealers are changing this demand into dollars. We are 
Fy helping them by featuring our moccasins in the leading 
39 outdoor magazines. 

+9 Recognized as the most popular line of Outdoor Foot- 
#9 wear in the country, Bass Shoes and Moccasins offer 
%s you a big opportunity for increased sales. 

% Every day you wait you are losing money—so write 
%3 today for full information on our Bass Agency proposi- 
% tion. 

ho Your copy of the latest Bass IN-STOCK 

he CATALOG will be sent on request. 

bi) 

» G. H. BASS & CO. Ss 
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: Republic Building 209 So, State Street, 

| SMART MEN'S WELTS 

> FOR VOLUME TRADE. 

F Boston Salesroom 

: 207 ESSEX STREET - - - - ROOM 420 . 

5 WALL-DOYLE & DALY Inc. - Brockton, Mass. 
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No. 3807—Men’s Chocolate Chrome 
Veal Woc-O-Moc, ie inch. bellows 
to edge tongue, nickel ——_ eye- 
lets, diamond we le hand- 


proofed upper leather, moccasin 
heel, Woco Last. Stock, 6 to 11 
EE. To order, 5 to 12 A to F. 


; Wilton, Maine 
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Black Satin and Patent 
Strap Pumps 





In Stock 











SIZES AND WIDTHS 
No. B-313—Price .. $5.65 


No. B-321—Price . $4.85 ¥ 
Patent Leather Strap Pump, 264 Last, wee Black Satin Strap Pump, Black Ooze 
t Front Strap, 253 Last, 14/8 Spanish 


12/8 Cuban Heel, Welt. 
Louis Heel, Turn. 


Terms: Net 30 Days 














C. P. FORD & COMPANY 


INCORPORATED 
New York: Marbridge Bldg. ROCHESTER, N.Y. 
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Ne. {7i—Soft Sole Button Boot. ae 
White Washable Kid; Champagne, 2 i No. ft Sole Button Boot, White 
Tan, and Gray Vici; Flat Pearl But- ¢ SJ - oe cory Top. Patent Vamp poe 
ton. Per Dozen $12.00 Foxing. Per Dozen . $7.50 


LITTLE KEYS TO 
GREATER PROFITS 


Whether you appeal to the mother through shoes 

for her infant-in-arms, or with First Steps for her 

young toddler, you appeal to her foremost interest. 
Ne. 461—First Step Flexible Tackless "Tis then easy to unlock added profits in the sale of Ne. 417—First Step Flexible  Tack- 
an a ae. we shoes to her and other members of the family. pees Seeewe Becton Best. White, 
No. 462—First Step Blucher Oxford. No. 415—First Step. One strap. Colors 
As above, and in Red and itt ( a as above. Per Dozen $12.00 


ma by (iss Shoe Company 


Mrs. A.L. Day, President Danvers, eMass. 


; _ 320 FIFTH AVE., ~ BOSTON OFFICE: 12 WEST ST., Room 616. 
NEW YORK OFFICES: = 387 FOURTH AVE. Trade Mark Reg. Phone Beach 8060 
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Cedar Cliff 
Black Satin 
two Bar Joan 
—Daull Calf 
trimwith 
Beaded front 
Gore. 


Thomson- 
Crooker 

| Shoe Co., 

© Boston, Mass. 
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HE Plaza Hotel—and Shoes of Cedar Cliff Satin! Alike 


in their element of appeal to women who seek the best. 








Merchants who sell quality footwear, when placing orders with manufactur- 
ers of Satin Shoes, should specify the perfect weave and lustrous texture of 
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‘‘Worth a little more to the woman who knows’ 


The CEDAR CLIFF SILK COMPANY 251-255 FOURTH AVENUE, NEW YORK 
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Championships 


‘Won on 


Keds 


Trademark Reg. U.S. Pat. Off. 
N the Olympic tennis matches players wearing Keds 
won the following victories: 
MEN’S SINGLES MEN’S DOUBLES 
WOMEN’S SINGLES WOMEN’S DOUBLES 


This sweeping performance follows the winning of eleven 
national and two world championships in 1923. Keds still 
lead all other tennis shoes! 








The qualities that make Keds the choice of champions are 
the qualities that make them popular. Boys and girls follow 
the leaders in sport and sport equipment. Get the juvenile 
trade of your neighborhood by selling Keds. 


United States Rubber Company 
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Style in Women’s Gaiters Means Greater 
Opportunities to Make Real Profit 


Advent of Several New Models Broadens Range of Patterns and 
Makes Buying More Interesting 


HE style element in women’s 
gaiters is expected to be a 
very important factor in 
stimulating interest in the winter 
rubber stocks of retail shoe mer- 
chants during the coming season. 
Although several months divide the 
winter season from the present 
period, already the rubber manu- 
facturers have announced several 
new styles in gaiters. The basic 
characteristic is that they are neat- 
fitting and easily adjustable. 
There’s every reason to believe 
that the retail shoe merchant is 
going to have better opportunities 
during the 1924-25 winter to 
successfully merchandise women’s 
gaiters than in past seasons. When 
the plain buckle gaiter reigned su- 
preme, the style element was an un- 
known factor. It made its entrance 
gradually and today assists greatly 
in creating interest. 


Novelties Are Good Sellers 


Proof of this fact is offered in the 
experiences of shoe stores through- 
out the country which reported 
that one of the most recent style 
gaiters met with an enthusiastic 
reception. It will be on the market 
again this winter, possessing the 
same qualities which made it a 
great seller—a novel style of fas- 
tening. 

The new gaiter models combine 
style with utilitarian values. The 
same serviceable qualities found in 
the plain four-buckle pattern are 
present in all of the new models. 

There’s going to be more impetus 
behind the gaiter-initialing fad 
which took hold speedily last year 
and proved an aid in many stores 
where merchants were quick to ap- 
preciate the appeal it would have on 
the younger women. Silk-woven 
labels bearing the initials of the 
wearer in many stores were at- 
tached freé of charge and were 
used as a merchandising point 
when advertising was used by shoe 
men who were pushing gaiters. In 
a future issue of the Recorder 
there will be an article devoted 
solely to gaiter-initialing. 

It is expected that the coming 


winter will bring a good gaiter sea- 
son. The fact that both men and 
women are now wearing oxfords 
all the year round tends to increase 
the gaiter demand. A low rubber 
will not offer the same protection 
as a gaiter in deep snow. 





Outlet Runs Special Sale 


Providence, R. IL—I. S. Forb- 
stein, buyer for the women’s shoe 
department of the Outlet Co., re- 
ports an unusually good August 
business. A special sale which he 
recently ran was so far beyond his 
expectations that he feels very opti- 
mistic as to fall. 

Mr. Forbstein came to this 
city from St. Louis about a year 
ago. He states that he considers 
Providence an exceptionally good 
town to live in. He also finds that 
the public of Providence is most 
responsive to good shoemaking and 


good values. He carries a line of 
high-grade shoes and makes strong 
efforts on accessories, including 
rubbers. He says that he believes 
the overshoe season will be a bigger 
one than ever this coming winter 
on account of the predicted vogue 
for chiffon hosiery. 

The shoe department of the Out- 
let Company is a very large one. It 
has a seating capacity of well over 
150, and is well lighted. The fixtures 
and other equipment are well 
chosen and make for a very artistie 
interior. 





Value of Suggestion 


St. Louis—A more determined 
effort to push men’s hose by sug- 
gestion, made by the salesmen of 
the Hanover shoe store this year, 
has resulted in greatly increased 
sales of hose-for the first 8 months 
ef 1924, compared with the same 
period last year. 
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The interior of the store at 702 Olive street, St. Louis, operated by tha 

Edwin Clapp Stores, Inc. A very attractive show case is placed well in 

front. The interior offers a very inviting atmosphere. Attention is invited 
to the unique lighting arrangement, making a distinctive feature. 
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When in New York, 
be sure to visit our 
salesrooms, where you 
can feel assured we 
will be in a position 
to take care of your 


requirements. 











45SMWO6-FUT 


Quality Slippers 
—For Holiday Selling— 


The Fall season of 1924 finds us in a position to offer our clien- 
tele a line of high-grade novelty slippers, which we feel is the 
outstanding line of our career. Our designer has patterned some 
of the daintiest and most original creations ever shown. They 
are slippers that will appeal to the most exacting tastes. 


Also in the children’s and men’s department, many attractive 
new patterns will be found. 


In back of each pair of SNUG-FUT slippers is 
an assurance that you are getting the finest of 
materials and workmanship it is possible to put 
into them. They have that custom-made appear- 


i ance to be found in no other line. 


Na You must inspect this line if you want 
to offer your customers the finest slip- 
pers for holiday selling. 


Novelty Slipper Co. 


121-131 W. 19th St. 
New York City 
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Detroit Merchants Enter 
Fall Season Confidently 


DETROIT—The latter part of 
August brought an intermingling 
of clearance sales with the advance 
showings of fall styles. The former 
were retarded to some extent by 
the broken size runs, and the latter 
by the broken character of the lines 
offered, due to delayed shipments. 

Retail shoe merchants are enter- 
ing upon the fall season with an 
optimistic spirit. The summer sea- 
son has been a disappointment to 
many, although in some quarters 
there has been a slight increase in 
the amount of sales over last year. 


Women’s Shoes Are Plainer 


It is too early to give any definite 
information about the “call” for 
any particular style or leather in 
Detroit. Any report now is, of 
course, interesting, but is more the 
condition that prevails in an indi- 
vidual store rather than that of the 
entire community. 

Shorter vamps and plainer shoes 
for women are being featured in 
the windows of the downtown 
stores. Whether the extreme broad 
toe will have a “popular call” re- 
mains yet to be seen, but it is as- 
sured that the modified French toe 
and short vamp will be popular. 


At the I. Miller shoe department 
of Goetz & Mittelman in the Russek 
store, M. A. Mittelman reports that 
side gores have taken the early fall 
fancy, especially in Cuban heel 
lines in tan calf, patent black ooze, 
black calf and black kid. The sales 
of this style have been remarkably 
large, especially in light welts. 
Straps have also held their former 
popularity in this store. 


Mittelman Joins Michaels 


M. A. Mittelman has associated 
himself with Joseph Michaels of 
Buffalo under the firm name of 
I. Miller Co., and an establishment 
opened at 578 Main street, Buffalo. 
This new organization will also 
open another beautiful exclusive 
woman’s shoe salon at 41 East ave- 
nue, Rochester, N. Y., about Sep- 
tember 15. 


Farber Store Opens 


Farber Footwear opened Septem- 
ber 4 in the Hotel Tullar Building. 
The color scheme is old ivory, the 
walls and ceilings and fixtures 


‘considerable 


being of this color. Men’s shoes will 
be carried on the ground floor and 
the mezzanine will house the wom- 
en’s lines. 


It has two entrances, one into 
the women’s department from the 
hotel, the other into the men’s de- 
partment from the street. 

The active members are George 
C. Farber, late of the J. L. Hudson 
Co., shoe department, and Elmer C. 
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Farber, lately with the I. Miller 
store. 


Displays Are Impressive 


The fall window displays of some 
of the Detroit stores are beautiful 
and reflect the fall season in their 
decorative motifs. New temporary 
backgrounds have been installed at 
the store of A. E. Burns Co., Grand 
River avenue. The entire back and 
sides of their six large windows 
have been panelled in wallboard, 
orange in color. Landscape panels 
are used to introduce the fall at- 
mosphere. 





Marked Improvement in 
Milwaukee Shoe Circles 


MILWAUKEE—Business in Mil- 
waukee shoe factories has shown 
improvement during 
the past few weeks, in contrast with 
a comparatively quiet period dur- 
ing the preceding months. Where a 


‘ few months ago, many local fac- 


tories were running only about 50 
or 60 per cent of their capacity, a 
sudden spurt of orders has in- 
creased this figure to approximately 
80 per cent. Improvement in shoe 
factories has strengthened leather 
prices and a much better feeling is 
reported throughout the shoe and 
leather business. Although several 
factories had their salesmen on the 
road before the end of August, the 
majority were waiting until Sep- 
tember business opened up for re- 
tail merchants before sending out 
their selling force. 


Black Leading Color 


Patents and black satin lead in 
fall lines for women which are 
being shown in this locality. Tan 
calf is also important and black and 
brown suede are included in fall 
samples. A limited number of fawn 
and gray shades are shown but they 
are considered of minor importance. 
Patterns tend to plainer types 
throughout. Plain laced oxfords as 
well as cut-out oxfords are promi- 
nent in types for every day wear. 
Some tend to broguish types, simi- 
lar to men’s styles, with heavy per- 
forations and pinked edges, devel- 
oped in calfskin or tan Norweigan. 
Strap effects continue in import- 
ance, but new patterns feature 
plainer styles. A popular type has 
one ankle strap and is cut down 
slightly at the sides. One strap ef- 
fects are more widely used than 


two and three strap or cross strap 
effects. Many gore patterns are 
shown. Round toes and shorter 
vamps predominate in fall lines. 
Heels on daytime types run from 
12/8 to 14/8. 


Men’s Toes Are Broader 


Men’s styles in Milwaukee fac- 
tories are broader with wide square 
toes, and somewhat shorter vamps. 
They are developed in black calf- 
skin and patents, and tan calf. New 
lines feature wide extensions with 
several rows of stitching, or 
stitched in heavy cord in a shade to 
match the uppers. Stitching, rather 
than perforations, is used for dec- 
orative purposes. A few roll soles 
and heels are shown, but the ma- 
jority have square edges. 


Fred Kretschmann Dead 


Fred Kretschmann, manager of 
the local Ground Gripper Shoe 
Store, died at a Milwaukee hospital 
as the result of an operation. Mr. 
Kretschmann was connected with 
the shoe business for a number of 
years. He was in the shoe depart- 
ment at Gimbel Brothers for sev- 
eral years before taking the man- 
agement of the Ground Gripper 
store. He was connected with a shoe 
firm in Appleton, Wis., for a time 
and has also had some experience as 
traveling salesman for a _ shoe 
manufacturing company. Funeral 
services were held in Milwaukee, 
with burial at Appleton. 


Shoe Company Outing 


Officials and employees of the 
Teeple Shoe Co., Waupun, Wis., 
joined forces for the annual outing 
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Merchants reducing their stocks or clearing 
out their poorer sellers use every bit of descrip- 
tion possibleto enhance theiradvertisements, but 
—Stop and think—you can’t remember seeing 
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of the company which was held at 
Fox Lake. The day’s program in- 
cluded a variety of athletic events 
and other forms of entertainment. 
Basket lunches were provided by 
those attending. 


To Hold Fall Opening 


Window displays, band concerts 
and similar events will be arranged 
for the annual fall opening to be 
held in Madison, Wis., September 
17 and 18. These dates were set at 
a recent meeting of the retail ex- 
tension committee of the Associa- 
tion of Commerce. 


Announce Exhibitors 


The Walk-Over Shoe Store and 
Caspari & Virmond Co. both high 
class Milwaukee shoe stores, are 
listed among the exhibitors at the 
style show which will be held in the 


Milwaukee Auditorium, September 
17 to 21, by the Milwaukee Journal 
with the co-operation of local cloth- 
ing stores. The Phoenix Hosiery Co. 
will also display new fall lines at 
this show which will be held under 
the name of the Promenade of 
styles. Instead of the usual runway, 
the costumes will be presented on 
a stage on which various scenes at 
a northern winter resort hotel will 
be represented. 


Shoes in Style Show 


Fall shoes included in the style 
show held at Racine, Wis., in con- 
nection with the Made and Sold in 
Racine exposition were furnished 
by the Lau Shoe Co. This style show 
proved to be one of the most popular 
numbers on the entertainment pro- 
gram for the week of the exposi- 
tion. Living models were used in 
presenting fall styles for men and 
women. 





Children’s Trade Good in 
Cincinnati Retail Stores 


CINCINNATI—tThere are many 
conflicting reports as to the retail 
business during August, some of 
the merchants claiming that their 
business has shown an improve- 
ment during the month of August, 
while others state that business 
has not been as good as it was a 
year ago. Stores reporting that busi- 
ness is not as good as last August 
are the ones who have closed all day 
Saturday during August, these 
stores laying the blame to there 
being fewer working days. This 
year there were only 21 days in the 
month on which the stores were 
open, while a year ago there were 
23 days, this year having five Sat- 
urdays and five Sundays. Most of 
the stores report that business the 
last two months has helped them to 
increase their sales over a year ago, 
as most of the stores have shown 
an increase in business for the first 
eight months of the year. 

The week ending August 30 has 
been only a fair week, but the mer- 
chants are looking forward to ac- 
tive fall business as soon as cool 
weather sets in. 


Children’s Shoes for School 


Many of the stores are featuring 
children’s shoes owing to the open- 
ing of the schools. Patent leather 
still retains its popularity, with 


satins following close behind, al- 
though some of the merchants be- 
lieve that later on black satins will 
sell better than patent leathers. 

The Mabley and Carew Company 
in its children’s department is 
showing a line of boots for children. 
The company is featuring a tan 
elk blucher with a tan calf wing 
tip and lace stay, also a light tan 
calf lace with fawn aviator cloth 
top, and a number of colored top 
boots in calf and kid with patent 
leather vamps for the little tots, 
both in button and lace. 


Blonde Satin Appears 


Blonde satin slippers made their 
first appearance in Cincinnati at 
the Smith Kasson Company. The 
company is also featuring a patent 
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leather front gore with a tan calf 
trimming to conceal the gore and 
tan calf collar. The vamp has tan 
stitching coming to a point in the 
center of the vamp representing a 
pointex pattern. 


Production Increases 


Production in the shee factories 
has steadily increased in the last 
few weeks, and factories are ope- 
rating to capacity at the present 
time. The local newspapers carry 
advertisements of help wanted for 
the shoe factories, which is very 
encouraging, as a few months ago 
they were operating on a short 
time basis. Most of the manufac- 
turers anticipate a good fall busi- 
ness, as the merchants seem to be 
operating on a small stock, and 
their clearance sales which have 
been held have been very satisfac- 
tory. Most of the factories will send 
out their salesmen between the 10th 
and 15th of September. 


Making Many Welts 


One of the important develop- 
ments in the shoe factories is the 
increased demand for welts, and 
they expect a good welt business up 
to the first of the year. Many plants 
are increasing their production 
and will operate about 50 per cent 
of their capacity on welts. 


Calls for Heavy Oxfords 


One of the factories reports 
that it is receiving calls for heavy 
walking shoes. This demand is com- 
ing principally from college towns, 
and the type of shoe asked for is a 
brogue oxford with a low heel, 
short vamp, and broad toe, in tan 
calf and dull calf. The factories on 
their new samples which they are 
sending out will show cut-out 
oxfords, and also cut-out strap 
effects in one, two and three straps. 
Sailor ties in one, two and three 
eyelets seem to be very popular. 





Fall Styles Sell Well: in 
San Francisco; Black Leads 


SAN FRANCISCO—The almost 
perfect weather conditions which 
marked the opening of the last week 
of August were very favorable to 
the selling of style merchandise. 
Most of the leading shoe stores 
began displaying their fall goods 
about August 25th, and while all 


the local women style leaders were 
not back from the country, a good 
many had returned and there was 
noticeable increase in the demand 
for fine footwear. Fall business, on 
the whole, seems to have opened 
very nicely. 

Merchants report a demand for 
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HE ALDEN PLAN is a success because, 
by permitting better value at no sacrifice 
of profit, it is distinctly in the interest of 


ALDEN customers. 





Our plan also includes quick 
delivery service on certain lines 
altho’ this is not an in-stock 
proposition. 
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ABINGTON, MASS. 10 HIGH ST. 














Made with genuine 
Barbour Storm Welt 























ah ons Oe Oat LStlUClC Mk 


os ont Oh ot Ot Oe Otte Oe Se ot oe Se feet HM Ot Oe Oe lhe Oe 














September 6, 1924 


quieter footwear, with black as the 
favorite. Some of the leading 
dealers say that in women’s wear, 
black patent leather comes first; 
second, tan Russia leather; and 
third, black satins. Some leading 
stores are selling quite a number 
of combinations, black-and-white; 
tans, etc. On the men’s side, ox- 
fords are very popular, the favorite 
colors being black and also tan. 


Price Not So Much a Factor 


Speaking of the fact that a great 
many shoppers seem to have money 
and use their own judgment about 
spending it, Harry Gibson, mana- 
ger of the shoe department of the 
White House, said that people in 
San Francisco are not buying for 
low price, so far as his department 
is concerned, but for the style and 
kind of shoe they want. They want, 
what they want when they want it, 
and a low price will not induce 
them to purchase merchandise that 
does not appeal to them. 

For a week prior to its fall open- 
ing on August 25th, the Frank 
Werner store held a $5 sale which 
made a clean sweep of practically 
all its summer merchandise. Men’s 
$10 shoes and women’s $16.50 shoes 
were all down to $5. A policeman 
stood at the door and customers 
were admitted as others left. W. 
Russell Werner stated that sales 
averaged 1,000 pairs of shoes a day. 
The sale lasted for a week and was 
followed, on August 25th, by the 
fall opening. In men’s styles, the 
“Brogo,” a brogan type of shoe, 
was featured, as being suited to 
bell-shaped trousers. In women’s 
shoes, cut-out pumps, especially in 
Russia tan leather, proved to be 
popular sellers. 

A number of the local shoe stores 
held sales, prior to their fall open- 
ings. The Florsheim shoe store, on 
Powell street, fell in line with one 
of the prevailing ideas in that 
locality and held an “Acquaint- 
ance” sale, the idea being that at- 
tractive offerings bring in new 
customers. The Royal, Baker’s, 
Emporium shoe department, Walk- 
Over and other shoe stores have all 
been holding sales which are stated 


to have been satisfactory. Bils- 


borough’s Shoe Store had a strik- 
ing window to inaugurate its fall 
opening. The most prominent place, 
in both windows, was given to black 
patent and black satin shoes, dis- 
played against a light background, 
the window trimming being large 
sprays of artificial roses, with 
black leaves, and pale cream-colored 
roses. 
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‘Brown and Tan Week”’ Is 
Successful in Minneapolis 


MINNEAPOLIS—A number of 
Minneapolis shoe dealers éo- 
operated with St. Paul dealers the 
week of August 25th in “Brown and 
Tan Week.” During the six days 
window displays showed a predomi- 
nance of the brown and tans, and 
newspaper advertising featured the 
desirability of buying footwear to 
match the shades of hosiery and 
furs so much seen nowadays. One 
of the elemental ideas was to 
further the “more pairs” notion. 
Customers will have to buy blacks 
later in the season, said George 
Roth of George A. Pierce Co., and 
the dealer, by pushing tans and 
browns now to match costumes, is 
in many cases selling an extra pair 
that he might not otherwise be able 
to sell. 


Northwest Optimistic 


Extremely wet weather over a 
period of about 10 days had a 
rather deterrent effect on business 
in Minneapolis. This came, how- 
ever, on top of an exceptionally 
good run of trade, influenced by 
the buoyant feeling that has taken 
hold in the Northwest with the 


good crops and good prices. As a 
result the little slump caused by 
rains was not taken seriously. 
Most of the dealers have practically 
cleaned up on summer clearances 
and are getting ready now to settle 
into the fall business, which is 
being eagerly awaited with the ex- 
pectation that it will be much 
better than it has been for four 
years. 


Pumps Strong in High-Priced 
Lines 


The opera pump is finding a 
strong demand in the higher-priced 
stores, while a little stronger de- 
mand for black kid in all shoes of 
character is being felt. The opera 
pump is popular in the medium 
round toe with block 14/8 Cuban 
heel in patent leather and tan Rus- 
sia. Whites are pretty well cleaned 
out, some of the dealers ending up 
the season with decided bargains in 
the canvasses and in some instances 
in the white kids, although others 
feel that they need not worry about 
carry-overs on these as they will be 
good even in January. 





Chicago Manufacturers: 
Look for Good Fall Business 


CHICAGO — Chicago shoe fac- 
tories are looking forward opti- 
mistically to the 1924 fall season. 
Production generally is up to about 
eighty-five per cent of estimates, 
which should not be considered the 
same percentage of capacity, for 
fall factory estimates were graded 
down somewhat to meet anticipated 
business. Orders have been steady, 
if not in great individual volume, 
and men’s business is pretty well 
booked up to October 15th, at least, 
and some even further. 

The bulk of the men’s run is in 
the broad toed lasts with heavy 
grained leathers prominent and 
tans predominating in this type 
while in the runs as a whole black 
seems to hold about a sixty-forty 
advantage. In the women’s lines, 
satins in light brown shades and 
blacks are leading with the black 
naturally the bulk. Patent and 
black and brown calf are in the 
lines with the two blacks holding 


at least seventy-five per cent of the 
load. Patterns run full to the strap 
types—pumps with small tongues, 
ribbon bows and full strip. There 
are enough oxfords to be noticeable 
but mostly in plain pattern. There 
is a noticeable severity prevailing 
even in the “highest” of the style. 


What’s Selling at Retail 


There’s an interesting lesson to 
be learned by any shoeman who has 
the time to thoroughly “cover” 
State street in Chicago and the out- 
lying districts where shoe buying 
is centered. Reports have it that 
tans are to be popular, possibly out- 
selling the black shoes, but windows 
that are supposed to picture what 
milady wants fail to support the 
tan shoe theory. Commencing on 
lower State street near Jackson the 
well-known stores and their win- 
dows show the following: 

O’Connor and Goldberg—Good 
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TOP LIFT LEATHER 


There is a growing demand for leather heels. 


The well dressed man, the college man, the 
man who appreciates walking comfort, pre- 
fers a solid leather heel. 


Shoe manufacturers are increasing their lines 

of leather heeled shoes and we are in a 

position to supply bends particularly suitable 
——- for top lifts. 


The United States Leather Company 


New York Chicago Cincinnati St. Louis Richmond 
The United States Leather Co. of Mass. 
Boston ' 


SELLING AGENTS 


McADOO & ALLEN A. J. & J. R. COOK 
Philadelphia San Francisco 
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crowd—black, 75%; tans, 25%. 
Sandal patterns, 50%; oxfords, 
25% ; gore, 25%. 

Feltman Curme—Good crowd— 
women’s shoes, black, 75%; tan, 
25%. Straps, 75%; tongue pumps, 
strip pumps and oxfords, 25%. 
Mens 50-50, tan and black. 

Cutler — Fair crowd — women’s 
shoes, black, 60%; tans, 40%; 
Strap patterns, 65%; oxfords, 
gored and strip pumps, 35%. Men’s 
50-50, tan and black. 

Palmer House Shoe Store—Small 
crowd—women’s shoes, black, 80% ; 
tan, 20%. Tongue and strap pumps, 
75%; gores and oxfords, 25%. 
Men’s 60-40 favor black. 

Walk-Over—Small crowd—wom- 
en’s shoes, black, 70%; tan, 30%. 
Oxfords, 40% ; strap and strip pat- 
terns, 60%. Men’s 60-40 favor 
black. 

I. Miller—Fair crowd—blacks, 
65%; tans, 35%. Gored, strap and 
strip patterns, Ooze in black and 
tan shades. Some lighter brown kid. 

O’Connor and Goldberg Costume 
Bootery — Crowded — black and 
tans, 50-50, strip, tongue and strap 
predominating. 

Gloria Boot Shop—Small crowd 
—black and tans, 50-50; ooze and 
kid in tan shades. 

Alfred J. Ruby—Fair crowd— 
tans and blacks, 50-50. Satin, calf, 
ooze and patent. Strip, strap and 
gored. 

F. E. Foster—Fair crowd— 
blacks, 40%; tans, 60%. Strips, 
straps and buckle pumps. Oxfords 
about 20%. 

Hanan and Son—Small crowd— 
women’s and men’s, 50-50, black 
and tan. Straps and gores and ox- 
fords about evenly divided. 

Carson, Pirie, Scott—Fair crowd 
—tans, 65%; blacks, 35%. Strap 
and gored patterns. Some oxfords. 

O and G, Wilson Avenue—blacks, 
65%, tans, 35%. Tongue, strip and 
strap. Some oxfords. 

On State and Adams and State 
and Madison streets, out of sixty 
well-dressed women 28 wore patent; 
10 wore satin; eight, tan calf; 
twelve wore black calf, and two, tan 
ooze. On Madison and Michigan 
boulevard, 106 well-dressed wom- 
en and girls had made their foot- 
wear selections as follows: satin, 
19; patent, 27; tans, 19; black 
calf, 29; and ooze, 12. The patterns 
in both cases ran most strongly to 
the strap patterns with a few cut- 
outs but mostly of the simpler 
types. About fifteen per cent wore 
oxfords and about twenty per cent 
strip pumps, some with buckle and 
some with ribbon bows. 
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Black Dominant Color in 
St. Louis Shoe Factories 


ST. LOUIS— Black is almost 
monopolizing the factories here. It 
is true that St. Louis manufac- 
turers are showing excellent offer- 
ings in tan calf, and that local retail 
stores are reporting that customers 
show a quickening interest in tans, 
but black still means everything 
to the production managers. Patent 
and satin account for about 75 per 
cent of the business, between them. 
A scattering of suedes are shown, 
just for variety. 

The short, medium round vamp 
predominates, and the Spanish heel, 
generally a spike, is favored to 
accompany it. One-strap models and 
opera pumps are extremely popular, 
if orders and production mean any- 
thing, and angle cut-outs have it 
all over the curved styles. Plain 
pumps, with a bow or a small metal 
ornament, are finding takers every- 
where. Oxford features distinguish 
many of the pumps. 

Special novelties, of course, are 
featured by different houses from 
time to time. “The Trout,” a plain 
pump with perforations all over it 
like speckles on that fish, is one 
such offering made for spur-of-the- 
moment selling. 


Big Jump in Production 


Production in the entire shoe in- 
dustry here has increased fully 60 
per cent over that experienced 
during the past three months. Many 
of the novelty houses can’t take 
orders for delivery before October 
15. The general expectation of bet- 
ter business and increased public 
confidence are held by local houses 
to have helped pave the way to this 
great increase in production, which 
shows no sign of a let-down for a 
long time to come. 

Salesmen for the general line 
houses left for the road around 
August 15 to 20, while most spe- 
cialty house salesmen left the week 
of September 1 to 6. 


Massed Group Displays 


Few of the St. Louis stores can 
afford to give an entire window to 
the pushing of a single style or 
line. Massed groups are being used 
as a substitute for this to give 
emphasis to the separate lines. 
Thus, instead of mixing colors, ma- 
terials or styles indiscriminately, 
some of the stores will mass all of 
their tan calf pumps in one group, 


all of the patent cut-outs in an- 
other, and all of the satin opera 
pumps in another part of the win- 
dow. This has been found a satis- 
factory compromise. 


School Shoe Advertising 


The Shoe Mart’s annual sale of 
school shoes, in which reduced 
prices were featured, and Sensen- 
brenner’s Get - Ready - for - School- 
Week, in which price was not em- 
phasized, both advertised in the 
newspapers, and Famous-Barr’s big 
annual window display-.of Billiken 
shoes were the features of the 
downtown stores’ efforts to get 
school shoe business this week. 


Brown Company Show 
Decided Gain 


Evidence, testifying to the splen- 
did business being done by the 
Brown Shoe Company is apparent 
from a comparison of the shoe ship- 
ments for the first two weeks in 
August, 1923, and the correspond- 
ing period this year. A gain of 
$380,000 is reported. 

That practically wiped out the 
loss in shipments that they had 
made so far on the fiscal season 
during the months of May, June 
and July and it undoubtedly as- 
sures them of a substantial gain 
on the year because, certainly the 
manner in which merchants are 
buying now, will indicate quite a 
healthy business during the months 
of September and October. 


Between Season Slump Hits 
St. Louis Stores 


A slump in sales, due to hot 
weather and a natural seasonal 
falling off in demand, was expe- 
rienced by St. Louis stores during 
the week ending August 30. “A 
few days of cold weather would 
show me the trend in style demand 
better than a month of this drib- 
bling,” is how one manager put it. 

Women are getting accustomed 
to shopping on Saturday afternoon 
again, as the department stores are 
now open all day Saturday, and 
many stores in their district had a 
good last-day-of-the-week business 
that helped to make up for a dull 
week. 

Fall buying has not opened up 

(Continued on page 111) 
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Baltimore Reports Better 
Tone to Shoe Conditions 


BALTIMORE — Business condi- 
tions here are steadily improving. 
It does not mean that factory out- 
put has been decidedly increased, 
although here and there the volume 
is larger than it was a month ago. 
It is a fact, however, that in cer- 
tain lines orders are larger than 
they have been for months. Es- 
pecially is this true of shoe 
manufacturers. The latter report 
increasing business and are opti- 
mistic for the future. Retail mer- 
chants have been active in working 
off surplus stocks, which dovetails 
with the policy of manufacturers 
to balance output and consumption. 
As a result, there is no over- 
production, orders are promptly 
filled and quotations are fairly well 
stabilized. 


Looks Like Many Blacks 


What will be worn this fall—is 
the question of the day. From pres- 
ent indications 90 per cent of 
women’s shoes worn this fall will 
be black. Pumps will predominate in 
patent, satin and suede. In colors, 
tan Russia calf and dark brown 
suede will be used. The style trend 
is toward plainer effects, especially 
pronounced in the higher grade 
shoes. Gore and strap pumps con- 
tinue to be in favor. Opera pumps, 
so popular this summer, are still 
good for immediate delivery. Ox- 
fords in tailored styles are expected 
to sell for the coming season. 

Among the new shoes displayed 
at several of the finer shops, the 
following attract attention: Plain 
satin opera pump, 17/8 Spanish 
heel, 314-inch vamp at $14.00. 
Black suede one strap pump, 
15/8 Spanish heel, three-inch 
vamp, rounded toe at $14.00. Black 
calf walking pump .10/8 box 
heel, plain stitched wing tip, four 
oblong cutouts on either side, gore 
at instep with fancy kid trim, which 
gives attractive appearance. Priced 
at $15. Same can be had in tan calf. 
Black Russia calf oxford with per- 
forated wing tip, one-inch leather 
heel, broad toe, at $11. 


Lincoln Store Opens 


The Lincoln Shoe Store, 208 W. 
Lexington street, opened recently. 
This store, which will sell women’s 
shoes at $6, is very attractive. The 
walls are panelled in walnut. The 
shoe boxes are light tan. Max 


Greenwald, formerly general mana- 
ger of Blyn Shoe Stores of New 
York, and Harry Taback are the 
proprietors of the store. 


Shoe Plant Enlarged 


The Muskin Shoe Co., Green- 
mount & Oliver streets, recently 
completed an addition of another 
floor to its McKay factory, thus giv- 
ing it a total of 10,000 square feet. 
The company manufactures girls’, 
misses’, children’s, boys’, youths’ 
and little gents’ McKays and Good- 
year stitched shoes. 
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Previous to January ist of this 
year it was the policy of the firm to 
sell the entire product to jobbers 
only. Since January, however, an 
“in stock” department has been in- 
troduced. There is now a force of 
salesmen to cover the trade in the 
United States and Cuba. Milton 
Halle, vice-president and secretary, 
states that fall orders have been 
large and business is very satisfac- 
tory. 


Kelly Joins Walk-Over 


H. L. Kelly, formerly assistant 
manager for the Walk-Over Store 
in Richmond, is now acting in the 
capacity of manager in the men’s 
and women’s Walk-Over store at 
17 E. Baltimore street. 





Lynn Shoe Plants on a 
Brisk Operating Schedule 


LYNN—tThis city has started on 
a new period of development. Fac- 
tories made and shipped more shoes 
during August than for several 
months. They continue to operate 
briskly during September. 

Styles have receded to normal, 
that is, to pretty, serviceable and 
useful shoes. Blacks, which showed 
gains during recent months, con- 
tinue to gain during early Septem- 
ber. Patent, suede, satin, grain calf 
and kid, and velvet are all being cut 
for October shoes. Russia calf and 
various boarded or embossed grain 
calf leathers are used in welt oxford 
lines. 

Patterns have been tending more 
and more towards pump effects, 
such as some plain, opera and yoke 
pumps, tongue pumps, and gore 
pumps. Two and three strap models 
are staple. Makers of welts are pro- 
ducing more oxfords, and one and 
two eyelet ties. Some of the latter 
introduce gore effects. Lasts show 
heels from 10/8 to 18/8 high, with 
toes ranging from New York and 
25 cent toes to brogue wide toes. 

Salesmen for Lynn firms are 
traveling all the time now. There 
are no fixed seasons for salesmen 
trips any more than there are fixed 


seasons for style changes. There is" 


more confidence in both volume of 
business and styles than for a long 
time. 


Colored Linings 


Color effects 
more to be seen in the linings than 


in footwear are 


in the outers of shoes. Brown shoes 
are expected from this, of course. 
Black shoes, which make up a large 
part of Lynn’s fall production, have 
colored linings, gray, champagne or 
ivory. Colored lining stock costs 
more per square foot, by two or 
three cents, than does black lining 
stock. But it is usually better stock, 
that is finer and cleaner of grain. 
So it is not so much of an extrava- 
gance after all. 


An Order for Boots 


A firm received by mail an order 
for a case of boots the other day. 
The interesting thing about this is 
that it is the first order for boots 
that this firm has handled in six 
months. . 


Shoes in Stock 


There is an abundance of shoes 
in stock in Lynn, of staple, novelty 
and school types, and health shoes, 
too. There is no reason for a retail 
merchant running short of sizes 
or styles either, during the coming 
fall trade. 


Finer School Shoes 


It is worth while to mention that 
school shoes, as made in Lynn, are 
finer than they used to be. A while 
ago, many of them were McKays, 
made by the mill system, and 
sturdy, styleless low price shoes. 
Now they are mostly welts, or 
McKays with a proper measure of 
style in them. Manufacturers have 
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GLASS CALF 


Now A National Name 





For Men’s and Women’s shoes 
of distinction. 


Made in TAN, BROWN, RED 
and BLACK. 





BARNET 


LYNN 
LEATHERS 








FOR FALL and WINTER 
shoes, GLASS CALF is the 
ideal leather. 


It makes a friend of every 
wearer. 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South Street 
LYNN, MASS., Uz S. A. BOSTON, MASS., U. 8 A. 
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graded up their production, and 
have improved their lasts and pat- 
terns. 


“New Era” Shoes 


A. E. Little & Co. have increased 
their production of “New Era” 
shoes to 1,000 pairs daily. These 
shoes are made by a new method, 
in which uppers are stapled to in- 
soles, and outsoles are sewed to 
insoles by a lock stitch machine. 


Concerning Short Vamps 


Short vamp shoes are more or 
less of an illusion. For instance, a 
certain Lynn shoe looks as if it had 
a very short vamp. But the tape 
shows the vamp to measure 2% 
inches, which is a fairly long vamp. 
It is the line of the pattern, as well 
as the shape of the last, that makes 
the vamp look short. Shortness, or 
length, is only a matter of contrast 
anyway. It is better to train the eye 
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to sense the value of a short vamp, 
or a long vamp, than it is to try to 
select the style of a vamp by the 
rule of a tape measure. 


Patents in the Lead 


In the Murphy, Gorman & Water- 
house factory, materials are being 
used in this order: patents, by far 
in the lead, and then satin, black 
kid, black suede, black velvet and 
Russia calf. Gore patterns in pumps 
are good, and the demand for strap 
styles keeps up. Spike style heels 
are in demand. 


French Deer Skins 


Some beautiful skins, for making 
fine dress shoes, arrived in Lynn 
the other day. They were genuine 
deer skins, tanned in France, and 
beautifully colored. They were fin- 
ished on the flesh side, with a very 
fine suede nap. The grain, being 
intact, made the skins firm, so that 
they will not stretch. 





Stage All Set for Big 
Fall in Philadelphia 


PHILADELPHIA—According to 
the State Department of Labor, un- 
employment in. Philadelphia and 
vicinity is on the decline. Job hunt- 
ing, which has been the bane of the 
existence of both men and women 
in industry since the almost general 
lay-off last winter and spring, 
should disappear during the fall 
months as indications are that fac- 
tories and offices will again take on 
much new labor. The department 
states that, although considerable 
unemployment still exists, particu- 
larly in certain construction trades 
as painting, carpentry and electri- 
cal work, at no time during the 
past few months has there been the 
volume of unemployment that 
existed during the depression of 
1920 and 1921. 


Stressing Comfort Foot- 
wear 


Several uptown stores are stress- 
ing comfort footwear. The Windsor 
Boot Shop in Germantown is mak- 
ing a specialty of La France rest- 
cure shoes for women. 


Many Facts Point to Better 
Trade 


One review of business conditions 
says that the large grain crops, the 


favorable cotton forecasts, and the 
reduction of the official rediscount 
rate of the Federal Reserve Bank 
all point to greater activity in trade 
before much longer. 


Factories Continue Active 


Factories continue active, al- 
though in some quarters sales are 
still hampered by the uncertainty 
which prevails in the trade and 
causes the retail merchant to buy 
hesitatingly and only for imme- 
diate requirements. Tan calf, black 
calf, patent leather, black and 
brown suede, and velvets are all in- 
cluded in the materials, which are 
expected to be fairly active in the 
fall. Glazed kid shoes are very quiet 
and there is said to be only an inci- 
dental call for shoes with kid trim. 
Colonials, straps and front and 
side gores seem to be the prevailing 
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patterns. Everybody is asking for 
immediate delivery. Prices remain 
unchanged, with some exceptions, 
and collections are fair. 


New Factory To Operate 
Shortly 

It is reported that Mrs. A. R. 
King Inc., will shortly commence 
operations in a new one-story fac- 
tory at Fredericksburg, Va. It will 
be under the supervision of Lafay- 
ette Bean. 


Factories Sold Ahead 


Practically all of the A. S. Kre- 
dier factories are sold ahead ac- 
cording to a report made by the 
company’s Philadelphia office. The 
production consists very largely of 
staples in tan calf and gun metal. 
Tan predominates. Patent is only 
in moderate demand and combina- 
tions are quiet. Plain strap effects 
and oxfords are the features of the 
demand. 


Features Wickham Shoes 


The Strawbridge and Clothier 
Store is featuring Wickham shoes 
for men at $8.50. One style is a 
plain-toe brogue oxford of black 


- hickory calfskin, another is a tan 


Dundee calf oxford with crepe rub- 
ber sole, and a third is a brogue 
oxford of chestnut brown calfskin. 


Sandals in Patent and Suede 


The John Wanamaker store is 
showing a new low-heeled sandal in 
patent and suede. It has suede toe 
and suede heel foxing finish. It is 
a black patent leather strap model 
with a low heel and a sole welted 
for street wear. It is priced at $12. 


Sending Out Circulars 


The Improved Cushion Shoe 
Store, which also has an Atlantic 
City Branch, is sending out circu- 
lars by mail, soliciting orders for 
its line of footwear. A convenient 
order blank, to be filled in by the 
prospective customer, is part of 
the circular. 





Look for Big Fall Season 
Throughout Atlanta District 


ATLANTA—Retail shoe mer- 
chants report August business the 
first half of the month continued to 
run better than during the corre- 
sponding period last year. Special 


sales succeeded in moving the left- 
over summer lines, including white’ 
goods. The white season this year 
was satisfactory; as good as it has 
been in the past four or five sea- 
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Made by Contented Veteran 


Workmen 


HERE is a powerful advantage in that 


guarantee to buyers of T. Frank’ Lynch 
shoes. 
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Walk through our new factory and you’ll carry 
away an impression of spick-and-span machinery, 
with rows of pleasant faced, earnest men and 
women, many of them personal friends and co- 
workers of Mr. Lynch during 20 busy years. 


This is one reason why we are receiving 
generous re-orders from solid retail accounts. 
Also, we have already added to our stitching room 
space. 





Good shoes can only be made with good spirit. 


T. FRANK LYNCH SHOE CO., Inc. 


Style All the While—In Shoes 
LYNN, MASS. 
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sons. Fall trade will open up soon. 
Merchants are looking for one of 
the best fall seasons of the past 
four or five years. 


Copeland Made Manager 


E. L. Copeland has been appoint- 
ed manager of the Atlanta Newark 
store. Mr. Copeland has been con- 
nected with the Newark company 
for the past four years. 


Brown Co. Moves 


The Atlanta sample rooms of the 
Brown Shoe Co., of St. Louis, have 
been moved from Mitchell street 
and Madison avenue to larger and 
more centrally located quarters at 
249 Peachtree street. Ben S. Mat- 
tingly is southern manager of the 
Atlanta territory. 


Buyers’ Week Successful 


The annual fall festival and buy- 
ers’ week held by the members of 
the Atlanta Merchants’ & Manu- 
facturers’ Association during the 
week ending August 23 proved by 
far the most successful event of its 
kind in the history of the organiza- 
tion, due largely to the fact that 
there were a great many of the re- 
tail merchants in this part of the 
country who had done but very 
little of their fall buying hereto- 
fore, and took advantage of this 
opportunity. 

The shoe jobbers taking part in- 
cluded the M. C. Kiser Shoe Co. 
and the J. K. Orr Shoe Co., both 
manufacturers; and the A. B. 
Christopher Shoe Co., the Rice 
& Hutchins Atlanta branch, and 
Gramling, Spalding & Collinsworth, 
Inc., jobbers. 





Brown-Ross Co. Liquidates 


The Brown-Ross Shoe Co., of 
Knoxville, Tenn., for a number of 
years one of the well-known shoe 
jobbers there, has decided to dis- 
continue the jobbing business, and 
is liquidating the stock preparatory 
to taking that action. 


Business Not Affected by 
Death 


The recent death of Byrd Mur- 
ray, for many years the executive 
head of the wholesale house of 
Murray-Dibrell Shoe Co., at Nash- 
ville, Tenn., will not affect the 





future business of the company. Mr. 
Murray was one of the pioneers in 
the shoe field in the South, having 
been identified with the business 





BOOT AND SHOE RECORDER 


for something like 50 years. He was 
president of the company for a 
good many years. 


Turner Rejoins Stewart 


Sam R. Turner, formerly con- 
nected with the Fred S. Stewart 
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Co., retail shoe merchants of At- 
lanta, as the manager of one of the 
departments, but on the road for a 
northern house the past couple of 
years, has resigned the latter post 
and again joined the Stewart com- 
pany. He is manager of the wom- 
en’s department. 





Fall Season Is Under Way 
New York Stores Report 


NEW YORK—tThe fall season in 
New York is getting under way 
under better conditions than did the 
spring season. Decided improve- 
ment in the volume of business has 
been registered in many stores, and 
the advent of September is ex- 
pected to increase shoe buying per- 
ceptibly. The fag end of the sum- 
mer clearance sales is still with us, 
but they fail to attract much atten- 
tion or new business. The average 
shoe buyer now is in search of new 
fall styles. 

The retail shoe merchants are 
feeling out the buying temper of 
the public cautiously. Nothing 
radically new is being shown, but 
little changes here and there have 
been made to tempt the public’s 
pocketbook. One store is doing a 
fairly good business on “flapper” 
pumps, which were recently intro- 
duced. These are nothing more 
than a plain opera pump in patent 
leather with a Spanish heel and 
fairly narrow toe, decorated with a 
flat bow of ribbon, looped about 
five times and falling in a cascade 
over the vamp of the pump. 

Patterns on the pump order are 
selling well, especially to the 
younger element. The plain pumps, 
often with light, closely-trimmed 
welts, and finished with a small 
tailored leather or ribbon bow, or 
small buckle of metal, are in good 
demand. Another store is doing a 
good business on Scotch grain one- 
straps, fastening with a brass har- 
ness buckle. These shoes are de- 


signed to be worn with sports 
clothing, and a window display in 
which knitted suits and sweaters 
were shown with this type of shoe 
developed a good rush of business. 

Variations on the plain pump, 
without any goring, buckle or bow, 
are being tried out. A Fifth avenue 
shop is showing these in both 
patent and brown calf, with the 
shoe covered with tiny round 
punchings, slightly larger than a 
pinhead. Fine rows of stitching 
run over the shoe in a regular pat- 
tern. Under the cutouts is a lining 
of white on the patent, and a light 
shade of tan on the brown. 


July Better Than a Year 
Ago 


A gain of 5 per cent in shoe sales 
in department stores in July, over 
July, 1923, in this district, was re- 
ported to the Federal Reserve Bank 
here. The average gain for all de- 
partments in this district was 8 
per cent over last year. Men’s and 
boys’ wear, furniture, hosiery, and 
women’s ready-to-wear accessories 
were the only departments to show 
a higher gain than shoes. Shoes, 
incidentally, were 3.9 per cent of 
the sales in all departments. 

Chain shoe stores reported a gain 
of 12 per cent in sales in July over 
last year. However, 367 stores 
reported this year, against 307 last 
year, and a comparison in indi- 
vidual stores showed a decline of 
6.3 per cent, the largest for any 
type of chain store reporting. 








Production Speeds Up in 





Brooklyn Shoe District 


BROOKLYN—With several of 
the largest shoe manufacturing 
plants in Brooklyn operating near 
capacity, and with production in 
general from 50 to 60 per cent 
ahead of what it was two months 


ago, trade leaders here feel that 
solid ground has been reached 
once more. Optimism is general in 
the shoe field here, and while it is 
felt that production may be at the 
peak for the time being, the out- 
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No. 702—Tan Brawnie Calf, 
Brewster Oxford, Barbour 
Stormwelt. B-C-D, 6 to 11. 
No. 763—In Black Brawnie 
Calf (made to order only). 


M.A. PACKARD COMPANY 


Brockton, Massachusetts 


Just Remember 





that this new Packard oxford will 
soon be known from coast to coast. 
Made with BARBOUR STORM- 
WELT. 


Our national advertising in the 
Saturday Evening Post will also fea- 
ture this model. 


You will certainly be asked 
about this style, so why not be 
among those shoe merchants who 
show and sell the new things first. 


NOW IN STOCK 
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RIBBON TRIMMED JULIETTE 
Style 1025 


QUALITY OUR WATCHWORD 
C. A. GROSVENOR SHOE CO. 


Worcester Oxford 


Massachusetts 
Beston Office, 139 Lincoln St. 
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CHICACS GIRI 


SO } 


Allover Patent 
IN STOCK 
8-11 114-2 
$2.50 $2.75 
Less 5% 


[NDIVI DUALITY in styling for girls has proved 
a big sales factor for those dealers who are fea- 
turing CHICAGO GIRL SHOES. 


Wrile or wire for samples, prices and terms. 


CHIGIRL SHOE CO. 


Main Office - - - 189 W. Madison Street 
CHICAGO 
Makers of modish footwear for misses and growing girls. 
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—~ * Light Tans the Dominant 
Note in Brockton Shoes 


The more simple patterns now in 
demand and a greater stabilization 
of style has helped to speed up pro- 
duction. It has reduced the number 
of patterns going through the works 
considerably and has led to re- 
orders on particular styles, which 
makes for a more even and steady 
output. It also has enabled the 
manufacturers to produce better 
shoes, and values now, as repre- 
sented by the quality of materials 
and workmanship, is much higher 
than it has been for some time 
past. 

Straps and Gores Lead 


In patterns the lead seems to be 
a toss up between straps and gor- 
ings, with goring models having 
slightly the best of the argument. 
A few oxfords, both plain and 
fancy, are being made, but the ox- 
ford business is light, lighter even 
than many expected it would be. A 
few Colonials and regent or similar 
pumps also are being produced. By 
all odds, the leading patterns are 
those that are of the strapped or 
gored variety, frequently a combi- 
nation of both. 

Patent leather heads the list of 
materials, with second place dele- 
gated to either black satin or black 
ooze. Light brown calf and black 
calf also are being used extensively, 
but not in the highest grade shoes 
to the extent that they are being 
used in the medium and lower 
grades. 

Salesmen now on the road are 
sending in good orders—some re- 
peat orders. Many of the larger 
Brooklyn factories have their men 
on the road practically all of the 
time and to accomplish this have 
split up territories and have added 
additional salesmen. 


Style Change Aids Older 
Concerns 


One of the developments of the 
fall season in Brooklyn has been the 
strengthening of the old established 
and larger manufacturing units 
here. The swing toward plainer 
patterns, combined with a demand 
for better quality workmanship 
which shows up in the simpler 
styles has aided the big producers 
and has hurt the smaller manufac- 
turers. The latter, when new pat- 
terns were demanded weekly and 
quick deliveries only were con- 
sidered, were able to manipulate to 
better advantage than the large 
manufacturers. 


BROCKTON—For both fall and 
spring the oxford in men’s welts is 
a dominant feature. In many lines, 
oxfords are practically 100 per cent 
with heavy types for the fall and 
winter and lighter weights for the 
spring season. In this connection it 
is of interest to note the predomi- 
nance of light shades, in both the 
heavy and light types of oxfords, 
particularly the latter. Brockton 
manufacturers are planning to 
work along the lines of selling an 
extra pair of shoes by making the 
contrast between the tan and the 
black footwear greater than ever. 
Sport shoes will run heavily in the 
spring samples, both in plain and 
fancy - patterns. There are no 
special changes in crepe soles. This 
feature has been quite well stand- 
ardized during the past year, and 
manufacturers and merchants have 
stood pat, as it were, on the prac- 
tical ideas which have been worked 
out. 


Styles for Both Fall and Spring 


Under present conditions of mer- 
chandising, Brockton: manufactur- 
ers are-showing samples, both for 
the fall of 1924 and the spring of 
1925. Salesmen are thus enabled 
to take orders for both immediate 
and future delivery. All the fall 
goods are by no means purchased 
yet. Many orders will be placed for 
deliveries in October and Novem- 
ber. The seasons are so closely run 
together at the present time that 
traveling men’s equipment must 
provide for immediate sales as well 
as future needs. It is along this line 
that representatives of Brockton 
shoe manufacturing concerns are 
working and will continue to func- 
tion. 


Tendency in Men’s Lasts 


For the coming season, in sam- 
ples of men’s welts of the type pro- 
duced in Brockton and the South 
Shore District, the tendency is in 
the direction of the wide round toe 
with an English forepart carrying 
some spring, and a back part 
worked out along American ideas. 
This combination will be shown in 
the samples of many local shoe fac- 
tories. It represents a shape which 
combines style and comfort in an 
eminent degree. In connection with 
the style factor, roominess is an 
important feature of men’s shoes, 
and one which is recognized by 








manufacturers as a good selling 
proposition for retail shoe mer- 
chants. 


Avon Sole Company’s 
Outing 

The annual outing of the execu- 
tives and workers at the Avon Sole 
Company factory was held August 
23 at Fort Phoenix, R. I. Officers 
and directors of the company were 
special guests. Athletic events, a 
clam bake, dancing and special 
amusements were the features of 
the occasion. There was a baseball 
game in which Raymond P. Drake 
of the concern displayed notable 
ability as a pitcher and a batsman. 


Enlarging Stock Depart- 
ment 


So successful has proven the 
factory in-stock plan which Howard 
& Foster Co., makers of fine welts, 
inaugurated a few months ago, that 
this department will be substan- 
tially enlarged the coming season. 
Five new numbers of men’s shoes 
will be added to the stock depart- 
ment, making about ten shoes avail- 
able for prompt shipment. A new 
stock catalogue will be ready for 
distribution to the trade early in 
September. 


Increase in Shoe Shipments 


A substantial increase in ship- 
ments from Brockton during the 
past week was noted from the cor- 
responding period a year ago, the 
shipments being 13,212 cases as 
compared with 10,964 cases for the 
same week for 1923. Thus far the 
present year, Brockton shipments 
total 310,691 cases. 


Device for Retail Shoe 
Stores 


In every retail shoe store there 
are occasionally shoes in which a 
lasting tack comes through the 
inner sole. It is one of the clerk’s 
duties to run his hand inside the 
shoe before trying it on the cus- 
tomer in order to be sure that the 
inner sole is smooth and unob- 
structed. If he finds a tack which 
needs removal, he brings a nipper 
into play and performs the neces- 
sary operation. Of interest to retail 
merchants, therefore, is the fact 
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(iutting Nippers 
Climax-USWC-Bernard 


Three thoroughly dependable nip- 
pers for tack cutting are G/C, 
Climax and Bernard. Each is guar- 
anteed to perform satisfactorily its 
specific purpose. 


The GA Tack Cutting Nipper, 
which is probably the most generally 
used, is strongly built of the best of 
tool steel and is cleverly curved to 


secure the most efficient results. Cli- 
max and Bernard are equally well 
made, Climax offering the desirable 
feature of removable jaws while Ber- 
nard is of compound construction. 


These three nippers are for cutting 
tacks only. There are other nippers 
in the G/€ line suitable for heel 
nails and the like. 


~~ 4 om he ee 


United Shoe Machinery Corporation, Boston 


San Francisco Branch, 859 Mission Street 
J. K. Krieg Company, 59 Warren Street, New York City 
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that Snell & Atherton Inc., an old a new type of nipper useful both to 


established shoe tool house in 


retail 


merchants and manufac- 


Brockton, has placed on the market turers. 





Black Strong in Haverhill; 
Velvet Also Looms Large 


HAVERHILL—In women’s turn 
footwear, of which Haverhill is a 
leading exponent, sales are running 
heavily toward blacks for fall and 
winter deliveries. These include 
satin, patent and kid, with velvet 
as a later development. The latter 
will, it is predicted, be in high 
favor during the next two months. 
The round toe, carrying a short 
vamp, known as the New York last, 
is a leader in orders’ coming to 
Haverhill factories. This last car- 
ries a medium height Louis heel, 
the effect being to reduce the appar- 


ent size of the foot. } 
Color Combinations for Next 
Spring 


Styles which are being worked 
out for the spring season up to and 
including the Easter trade of 1925 
will, according to Haverhill manu- 
facturers, get away from the all 
black effects and show combinations 
of black and gray and other lighter 
shades. The idea is that after a con- 
siderable season of black, the mer- 
chant and consumer will be ready 
for brighter effects in women’s 
footwear as appropriate to the 
spring season. Both plain and fan- 
ciful patterns will be shown in 
effective contrast, principally in 
pumps, straps and slip-on patterns. 
Straps have had a long and success- 
ful vogue, and it is the opinion of 
the trade here that they are due for 
still further trade favor, and that 
as a steady selling proposition, the 
strap cannot be permanently dis- 
placed by other patterns. 


Shoes by Air Mail 

Speeding up ordering and deliver- 
ing of shoes through the air mail 
is a feature of the Haverhill shoe 
trade which is already manifest. It 
will, no doubt, be further developed 
in the near future. As an instance 
of this is an order which was re- 
cently sent by air mail by a mer- 
chant in Oakland, Cal., to Haverhill. 
This wholesaler mailed his request 
for samples on a Monday evening. 
The letter was mailed from San 
Francisco, Tuesday, at 3 A.M., and 
was received at the office of the 
Haverhill manufacturer on the fol- 
lowing Thursday morning. On 


Thursday the samples were on the 
way to the Coast. The package left 
New York at 10 A.M., Friday, and 
arrived at San Francisco at 5:40 
P.M. on Saturday for subsequent 
delivery at Oakland. 
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Salesmen Making Frequent 
Trips 

Haverhill salesmen plan to make 
frequent trips, each time having 
with them several new styles with 
which to interest buyers. No line is 
now drawn between seasons. New 
styles are constantly being gotten 
out by Haverhill manufacturers. 
For these reasons the closest possi- 
ble contact is required between 
buyer and seller. Styles must come 
to the attention of the buyer while 
they are new, and the order taken 
and filled as speedily as possible. 





Rochester Stores Showing 
Plainer Pattern Effects 


ROCHESTER — Women’s _foot- 
wear of enticing attractiveness and 
variety are being shown at East- 
wood’s during Horse Show Week. 
Plainer effects in short vamp opera 
slippers, strap variations and new 
versions in pumps were displayed 
in a special exposition week win- 
dow display. New opera pumps in 
tan or black calfskin, patent leather 
or satin, black satin slippers with 
front goring, narrow bars and 
slashing were most popular models. 
Other new styles for fall that are 
being shown at the Eastwood stores 
are pumps of black or brown ooze 
calfskin with double straps and 
welted soles that are as light as 
turned soles. Men are asking for 
tan calfskin oxfords with heavy 
welted single sole and reverse welt, 
blucher pattern and square toe. An- 
other good fall model in men’s 
oxfords is a tan Norwegian grain 
in laced pattern with rounding toe 
and welted heavy single sole. Both 
these models are marked at popular 
pricings. 


Wholesalers to Make Trade 
Tour 


Sixty members of the Wholesale 
Merchants’ Council of the Chamber 
of Commerce will constitute an au- 
tomobile party and make a trade 
tour to towns surrounding Roches- 
ter to enable these wholesalers or 
jobbers to become better acquainted 
with the smaller town dealers. The 
tour which is planned for Septem- 
ber 9th will be taken by several 
Rochester shoe jobbers. W. H. Por- 
ter of the United States Rubber 
Co. is a member of the committee. 


Feature Slippers from Con- 
stantinople 


Jim Olmstead’s shoe department 
at McCurdy’s last week featured 
Turkish slippers from Constanti- 
nople. According to Mr. Olmstead 
these were the first of their kind 
to be imported to the United States. 
These slippers were made of Tur- 
kish leather and were embroidered 
with silver. They were decorated 
with extra large pompons and came 
in a variety of vivid colors. 





Where Wood Heels Grow 


Haverhill, Mass.—Haverhill is a 
large producer of shoe factory sup- 
plies. It is “The Home of the Wood 
Heel Industry.” It makes more wood 
heels and more machinery for mak- 
ing wood heels than any other city 
in the country or the world for that 
matter. Haverhill is a large pro- 
ducer of shoe ornaments; also a 
large distributor of shoe ornaments. 

Hundreds of women are em- 
ployed in making beaded gores for 
novelty style shoes. Haverhill is a 
large producer of fine style lasts 
and patterns, and also makes mil- 
lions of cut soles, and like supplies. 





New Buyer in Boston 


Boston, Mass.—W. P. Putnam, 
known to the shoe trade as “Old 
Put,” has recently accepted a posi- 
tion as buyer for the shoe depart- 
ments of Houghton, Dutton Co. Mr. 
Putnam is not by any means a 
stranger in the Hub, as he was con- 
nected for 16 years with the shoe 
department of Jordan, March Co., 
and later, for nine years, with the 
Hub Shoe Co. of Baltimore. 





















ho CTrees Sell. More Shoes 


\ 


— CWith “This °tolder 











Shoe Trees can be made the agency for increasing the sale 
of shoes. By repetition, you can convince your customers of 
the advisability of having two pairs of shoes for ordinary 
wear, and wear them on alternate days, keeping one pair 
properly fitted with trees while the other is in use. 













To assist you in this movement, we have prepared a folder, 
“The Care of Shoes.” You will appreciate that this is not a 
direct advertisement for shoe trees and our name does not 
appear in it—it is written with the thought of conveying 
the idea of a service to your customers and at the same time, 
encourage the sale of an extra pair of shoes, and certainly it 
will produce results if one of these folders are enclosed with 
each purchase. 
















Were you to have this folder printed in small lots, they 
would cost you at least $5.00 the thousand but we, believing 
that the sale of shoe trees can be increased by the wearer 
having two pairs of shoes for alternate wear, will furnish 
you, without charge, the folders, if you will pay the cost 
of imprinting your name and address. This cost varies with 
the imprint but approximately: 







Less than and up to one thousand ............ 









Additional quantities at the rate of $1.50 M. 





O. A. MILLER TREEING MACHINE Co. 
BROCKTON, MASS. 
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M.A.PACKARDCO.,, 
BROCKTON 





NETTLETON 


Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U.S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











— Howard f SHOES 


BROCKTON, MASS. 


Address all communications to the factory. 
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First National Bank in New 
Home 


Boston, September 2—The First 
National Bank opened its imposing 
new home to the public today. As 
shoe and leather firms are the sec- 
ond largest groups of depositors, 
many members of the trade were 
among the 15,000 visitors. This 
substantial building, with its im- 
pressive exterior and spacious 
interior, pleasingly combines Flor- 
entine architecture with modern 
American business utility. 

In height, 150 feet, it has the 
deepest basement ever built in this 
city, extending 45 feet below the 
surrounding streets; the founda- 
tions are 60 feet below the side- 
walks. The two-story vaults, the 
heating and ventilation plants, are 
the main features of the basements. 

The outside walls are of Indiana 
limestone, ranging in color from 
light gray to dark blue, and of Ohio 
sandstone, varying from light 
straw to deep buff, each kind and 
shade being carefully selected and 
located to give the desired color 
effects. The building has the dis- 
tinction of being the first in the 
city completely equipped under the 
new fire protection regulations. 

The public arcade is 28 feet wide 
and on either side are two mez- 
zanines. The lighting fixtures of 
the officers’ room, which is about 
100 feet long, by 46 wide and 45 
high, are very artistically arranged. 
The four wall panels, by N. C. 
Wyeth, the mural painter of Need- 
ham, Mass., represent sea trade 
from the days of the Phoenecians 
of Tyre, 800 B. C., to the present 
“tramp” steamer. In these paint- 
ings, the artist has well expressed 
the bank’s keen interest in foreign 
trade. 





New Concern in Peoria, IIl. 


Peoria, Ill., Sept. 4—Officers of 
the Bergner Shoe Co., recently in- 
corporated, are: R. Huber, presi- 
dent; Bert Willicoxon, vice-presi- 
dent; Martin Sherff, secretary- 
treasurer. The company plans to 
operate a high grade men’s, 
women’s and children’s business. 
President Huber has had much 
retail experience. 





“It’s no wonder you’re such a 
sissy,” declared the bad boy. “Your 
pa and ma were married by a jus- 
tice of the peace.” —-Walk-Over Fac- 
tory Prints. 
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HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 











PULLMAN TRAVELING SLI 
4) _better“than ever in Quality and fit 
Originstor~ownery of Trade Mark’ Pullman’ 


Made only in Genuine 
GLAZED KID — $18.00 


Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
SOWI9DSt == NewYork 





TRADE MARK REGISTERED 





Stock Dept. 5 

Is At Your Service 

THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








Richards & Brennan Co. 








Style Quality 


A. FREEDMAN & SONS, Inc. 
BROCKTON, MASS. 











Where to Buy 
Wanted Styles 
An extra Editorial Service to 
““Recorder”’ free for the 


asking. Write and tell us what 
you would like to know. 
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St. Louis 
(Continued from page 97) 


very strongly as yet, and conse- 
quently the stores featuring ad- 
vance sales of fall styles seem to be 
getting business at the expense of 
those who are offering new goods 
at regular prices. 
FASHION FOOTWEAR Tan calf is already making some 
omen’s Fine Turns . ‘ ro 
end Mevelties commotion in women’s lines. One 
Our new models are attracting most favorable store reported almost a 30 per cent 
etten, Ene Suse he clears demand for this line, and this pro- Erie Ave. & Amber St... Philadelphia 


latest designs and finest leathers. 
TESSIER & BOWDOIN portion descended step by step to Ladiog,_ Full Fash 


‘urers 
joned Chiffon Hose 
[eee ee ee less than 10 per cent in another Now York Omes, 358 Fifth Ave. 
store. Cold weather is expected to 
increase sales of tan calf. Patent 
still leads to the tune of about 50 “ pm pociage ns 
per cent in most stores. And when 
heavy wraps go into action, satin CHICAGO ATLANTA 
proktablestricceestase| may drop lower than its 40 to 30 seaenm SAN 
ly In Stock. Send for latest price list. per cent of the business which it 
H. K. GARDINER CO., PITTSFIELD, N.H.| ow enjoys. 
Opera pumps are going well, and 
Colcord & Walker. Inc.| buckles are selling with them. The 
trend of oxford style features in 
TURN FOOTWEAR pumps may gradually work around 
For Women to where an oxford vogue results. 

New Plant In men’s shoes, the lighter tans 
lead the way. Pebbled calf in a 
Russia shade is expected to do very 
well. Almost all stores are stocking 
the new square toed short vamp, 
but expect it to last but a season. 
As to stitching, the general impres- 
sion is that the plainer it is, the 
better. 
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DR.A_POSNER SHOES. INC 
140 W.BROADWAY NEW 


Most Shoes Ridge Creased 


St. Louis—Two or three ridge 


nee V E se SITY creases across the shoe just back of “ELAM” 
| HL CTRone PE — the toe cap are put on almost every | Flexible Turn Shoes 





pair of men’s shoes sold by the For the Jobbing Trade Exclusively 
Olive street Walk-Over Store, ac- F. S. ELAM SHOE Co. 
cording to Mr. Wagner, manager ROCHESTER. N.Y. 

of the men’s department. These Boston Office 16 Columbia Street 
creases are put on after the shoes 


ATLANTIC PRINTING CO. are sold, to conform with the pur- ; : 
AShoe forBoys 











Prod f Distineti chaser’s manner of walking. The 

TORNOSTS GY Weeewseeeene instrument used is a small affair 

gape aso with a double wire. Shoes thus fixed That Wears 
oe Doonte have regular and neat appearing 

201 South Street _—_ Boston, Mass. | creases instead of the criss-cross . Marston & Tapley Co, 


that sometimes results when they : 
‘Bonita Shoe * Baby 


are left to chance. 
Hosiery by the Box ciltnaicn aimed 


>. ee St. Louis—Karges’ Hosiery Shop aN In Stock 
; os =e, §6§6is promoting the sale of hosiery in , pee aire 
TOLMAN PRINT, INC f boxes of three pairs by featuring - J AH Mertin®@ 
uma below each quotation of the price of Mehers ROCHESTER NY 

one pair, that for three. Thus, on xh 
Nom . a price card below the price of $1 oe er 
puraueineelling td the shoe trade, | Wwoted on, © pair of hose, will be “er 
nevertheless you need the . printed: “Box of 3 pairs, $2.85.” 

y A check is being kept on sales, and 
Boot and Shoe Recorder | >y January 1, 1925, the store will 


know whether this system has been 
‘ALL THE TIME profitable or not. 
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Russell ManufacturingCo. 
Middletown, Conn. 





The One 
Waterproet 
Leath 


CREBSE & COOK CO. 
Tanneries at Danverepert 95 South St., Boston, Mass. 








Colored 
Chrome 
Sides 

Besss & Cobb, Inc., Boston, Mass. 








EVERY DOZEN 
PAIR INA 
DISPLAY BOX 


Rebert E. Miller 


u Sis 


* Rubber Hes Now York NY. 











T. W. ao 
w.G. JON ALD, V 


F. E. JONES CO. 
FANCY COLORS 


MAT KID 


F. E. JONES, Treas. 
ice- Pres. 





95 SOUTH STREET BOSTON, MASs. 








COATED GEM DUCK 
‘BACKING CLOTH 











INFORMATION 
for Shoe Merchants 


“WHERE TO BUY” constitutes a 
so that he who 


wens through these pages may read 





—end learn. 
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CHARLES J. RAPP 


President of the Michigan 

Arch Preserver Dealers. They 

hold a convention at Hotel 

Tuller, Detroit, Mich., this 
month. 





J. K. Orr Co. Appointed 
Distributors 


Milwaukee, Wis., Sept. 4—The 
Helmholz Shoe Company of this 
city announces the appointment of 
the J. K. Orr Shoe Company of 
Atlanta, Georgia, as its exclusive 
distributor in Georgia, North and 
South Carolina of the Jimmy and 
Jenny line of stitchdown footwear. 
The J. K. Orr organization is well 
known in the South and will now 
be able to serve many merchants 
with a complete line of footwear. 





Mrs. A. Hartman’s Father 
Is Dead 


Haverhill, Mass.—The sympa- 
thies of the trade are being ex- 
tended to Mrs. A. Hartman, wife of 
A. Hartman of the Hartman Shoe 
Company, this city, on the death of 
her father, Abram Gunsenhiser. 
Mr. Gunsenhiser was the head of 
Abram Gunsenhiser & Co., whole- 
sale beef dealers, and Abram Gun- 
senhiser & Sons, groceries, Boston. 





Enlarging Department 


Aurora, Ill., Sept. 4—The Sen- 
senbaugh Department Store is en- 
larging its shoe department. Two 
new floors are being added to the 
store. New fixtures, chairs, etc., 
will be installed in the shoe depart- 
ment. 


PARISTYLE FOOTWEAR MFG. CO., - 

Sg 
HIGH GRADE MULES AND DoRsays 
Made of a, Quilted o—, = Embessed 


sere eo ‘ 





FPLEXIBLE McKAYS 
with the comfort of Turns 


WOMEN’S COMFORT FOOTWEAR 
MEN’S ROMEOS, EVERETS and OPERAS 
Seld enly in case lots 

SHOE CO.., Inc. 


NORTHEASTERN 
54 Auburn St., Chelsea, Mass. 
Boston Office, 139 Lincoln Street. Room 212 








2121 Wash. 
St, Beston, 

















Special in Medjum and+ (fp 


16M GRADE oi"g 


Imported Satin Brocadesand Metal Cloth. 
$2.20 per pairandup 
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BEST-EVER SLIPPER CO., Inc., BROOKLYN, N.Y. 








Felt and Leather 
SLIPPERS 
for the Entire Family 
No, 7300 Satin im these 
colors Beauty 


Copen Old Rose, 
Lavender, B. Blue, 
Taupe Pink. 


140 Green 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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SLI 
(Made by Ballet 

wr Sk Biol ‘en. Glazed 
6-ll 1 Mr} 2%-8 
$1.25 = $l $1.40 
Schwartz & Herder, Inc. 
i, of Grade 

Pa. 














326 W MONROE ST 
CHICAGO 
W2 SUMNER SMITH 








BALLET SLIPPERS in Stock 




















FERGUSON BROS. Co. 
2121 Washingten St., Beston, Mass. 











QUALITY BALLETS—srvtx 


Samples on request 
METROPOLITAN SLIPPER Co. 
134 W. B’way, near Duane St. 
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Store Renovation 


Boston, Mass.—The Gillett- 
Upton, Inc., is brightening up a bit 
for fall. When the renovations are 
completed, Mr. Upton states that 
there will be a new carpet, chairs 
and draperies. The window also 
will be remodeled. The color scheme 
will be green, in a soft sage shade, 
and gold. 

Mr. Upton states that black 
suedes are in big démand at his 
store. He states his best sellers of 
the moment as black suede, black 
patent and then black satin. ““There 
is no question but what black and 
brown will be the big color numbers 
for fall,” said he. “I am including 
satins in the brown shades in this 
statement.” 





Evans & Schwartz Sell Out 


Columbus, Ohio—Evans & 
Schwartz, retail shoe merchants, 
recently sold out to Ralph and Els- 
worth Greiner, two popular young 
men. Ralph is now associated with 
the Simmons Boot and Shoe Co. of 
Toledo. Elsworth has been asso- 
ciated with the Fashion Co. of Co- 
lumbus. Mr. Evans is in the real 
estate business and gives the 
greater portion of his time to 
same. Mr. Schwartz, who recently 
passed away, had been the “shoe- 
man” of the firm. After Mr. 
Schwartz’s death, Mr. Evans took 
charge for a while and later de- 
cided to sell out. He will spend this 
fall and winter in California. 





Mayer Company’s Conven- 
tion at Wiivanies 


Milwaukee, Wis., Sept. 4—The 
F. Mayer Boot and Shoe Company’s 
salesmen’s convention has just been 
brought to a close at the factory. 
Thursday evening a banquet was 
held in the firm’s factory attended 
by all salesmen, factory foremen 
and the officials of the company. 
The men will leave for their terri- 
tories at once. 





French Feet Short 


J. F. Butler, U. S. commercial 
attache at Paris, reports that 
“Women’s shoes in Paris are differ- 
ent from those of the United States 
and the styles change frequently. 

“The conformation of the French 
foot varies somewhat from that of 
the average American woman, be- 
ing higher in the instep, as well as 
shorter and thicker,” says the re- 


port. 
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MANHATTAN FINDING CO. 
107 Duane Se. New York City 
“KOM-FUT" 1 anch suProRTs 
Shoe Store 

Write 














Demand Dunbar Designs 


From Your Manufacturer 
AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 











CREAR CARS 
WHERE TO BUY § 
Moccasins ), 














Five Sources of Profit 


Five main sources of profit for 
the retail merchant as outlined by 
Professor Harold Whitehead, an 
authority on merchandising, are: 

The show window. 

The printed advertisement. 

The written letter. 

The efficient clerk. 

The satisfied customer. 

Prof. Whitehead says that al- 
though it may be possible to con- 
duct a business and make a living 
with one or more of these factors 
missing, it is only possible to build 
the business to its highest level 
through the employment of all five. 
These factors now enter into your 
success. 
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STERLING QUALITY — THE KNOWN QUANTITY 
One quality only, known by name— one Sterling Patent, 
adapted to every grade and make of shoe—one standard 
of satisfaction, backed by a quarter-century of service to 
the shoe trade —this is your warrant for specifying: 


Sterling Colt Sterling Hid 


Sierling 


BRISTOL PATENT LEATHER COMPANY - BOSTON,MASS. 
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N.S. T. A.’s Annual Meet, Boston, January 9-10 


New England Hospitality at Its Best— Large Attendance Anticipated — Hotel 
Accommodations Should Be Secured Early 


HE National Shoe Travelers 
have sounded their fourteenth 
annual convention slogan. 
This year it is Boston. The dates 
are January 9-10. The place of 
meeting is the Hotel Somerset. 
The Boston Shoe Travelers’ Asso- 
ciation, the Southern. Shoe Trav- 
elers’ Association and the Boston 
Shoe Associates held a_ recent 
meeting for the purpose of making 
arrangements for the entertaining 
of the large delegation which is ex- 
pected. 


1925 Banquet to be De Luxe 


The “get together” of 1924, 
which ended in an especially fine 
banquet at the Somerset is still 
fresh in the minds of those who 
attended. The arrangements for the 
convention and banquet this year, 
1925, gave assurance of an even more 
elaborate and enjoyable affair. The 
largest banquet hall in New Eng- 
land has been engaged. One of the 
principal reasons for the very elabo- 
rate plans for the 1925 meet is 
on account of the fact that the N. S. 
R. A. is to hold its annual conven- 
tion in Boston the following week, 
and many buyers and other mem- 
bers of the allied trades will come 
on to the Hub a few days in ad- 
vance. Therefore the boys of the 
N. S. T. A. will do their full share, 
and a little more, too, that New 
England shall maintain its cus- 
tomary prestige for hospitality. 

Retail shoe merchants, shoe 
wholesalers and shoe manufac- 
turers have jointly decided that 
the banquet “get together” will be 
a big feature in the welcoming of 
the retail shoe merchants who are 
to attend the convention. 


Notify National Secretary of 
Coming 


Reservations have already been 
made at the hotels to take care of 
these delegates who have written 
that they are coming and arrange- 
ments for special rates are being 
taken up with the railroads. 

In order to insure being taken 
care of, it will be absolutely neces- 
sary to secure hotel reservations 
well in advance. Therefore, the 
National Secretary, T. A. Delany, 
requests that all members of the 
N. S. T. A. notify him at their 


earliest possible convenience as to 
whether or not they will be present 
at the Fourteenth Annual Conven- 
tion and Banquet, Hotel Somerset, 
Boston, January 9-10. 


Cincinnati Shoe Travelers’ 
Outing 


What could make a tired busi- 
ness man feel happier than to be out 
in the big out-of-doors with nothing 
on his mind but his hat, and when 
it is time to eat, a big chicken din- 
ner to appease the ravenous appe- 


Officers and committee in charge of the big 
outing of the Cincinnati Association of National 
Shoe Travelers, held at California, Ohio, August 


28. Left to right—Charles Jacobs; 


George 


Schuette, President; Ed Peck, Jr., Vice-Presi- 

dent; “Bill” Harrison, Secretary; Charles Auer, 

Chairman of Entertainment Committee; Elmer 
Kokenge. 
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Patented March 20, 1923 
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Have You Seen 
The “‘Cinderella’’ Buckle? 


Nothing like it has ever been shown. If you 
haven’t had a chance to examine it personally, 
don’t hesitate to send for samples at once. Shoe- 
men in all branches of the industry, have pro- 
nounced it the most practical idea introduced 
into the buckle field in a decade. 


The “CINDERELLA” is not just another orna- 
ment. It is far more than that. While it has the 
dependable qualities of a tongue buckle, which 
it is, you do not get the frayed effect on the 
straps after a short period of wear. This is all 
hidden from view by the decorative little cover 
which fits over the top and is held firmly in 
place by a concealed spring. Simple and easy to 
adjust! 

It is only a matter of time when every carefully 
dressed woman will demand the “CINDER- 
ELLA” on shoes which require a buckle. Are you 
going to be ready? 


Specify “CINDERELLA” buckles when ordering 
shoes from your manufacturer next. time. 


EASTERN TOOL & MFG. CO. 
129-147 Bloomfield Ave. - Bloomfield, N.J. 
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In Stock-- 
for immediate delivery 


“‘Foot-Lite” 


BALLET SLIPPERS 


HARD and SOFT TOES 


No. 601 Soft Toe 
Women’s 


No. 606 Hard Toe 


Women’s ............. $2.75 
Misses’ 2.65 
Child’s 


GYMNASIUM SHOES 


} Women’s 


Mail Sample Order Today 
Write for catalog 


BROOKS SHOE MFG. CO. 


1735-41 No. 6th St., Philadelphia, Pa. 
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“Getting More Hosiery Sold Right’’ 
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“TRONCLADING” Young America in 
Your Community Is a Big Job 


OUNG America, the boys and girls of school 
age represent 20 per cent of the population of 
your community some crowd of youngsters 
who pay well or rather their mothers do 
and who “go through” a pile of Hose unless 
they are IRON CLADS and even No. 17 will 
wear through sometimes (not break) after several 


weeks IRON CLAD dealers are well paid 
in immediate sales and by the increasing 
purchases of the steadily growing number of 


satisfied mothers which assures First place for 
IRON CLAD No. 17 as long as their youngsters wear 
children’s hose and to further prove this, write 
for a box of IRON CLAD No. 17 ........ and make at 


your desk a thorough examination and test Do 
it today. 

No. 17 is a Black a 6, 6% $3.25 
Lisle, with fine ribbed leg, 7 3.75 
Triple Knee, and Double 8. oa a 
Sole. No. 17 AB same in 4 ' 
African Brown. Sizes and 9, 9%, 10 4.25 
prices same as Black. 10%, 11, 11% 4.50 


COOPER, WELLS & CO. 


250 Broad Street St. Joseph, Mich. 











The below reproduction of the IRON : 

CLAD page which will appear in WATCH 
the September 20th issue of the FOR 
Saturday Evening Post. gives dealers - ‘ 

an important tie-up. YOURS 
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UR customers say that there is no other brand 
of hosiery on the market that has the exclusive 
WSK qualities of DUBBLELIFE full-fashioned 
silk chiffons. 


We choose our silks with the greatest possible care. 


By a process of elimination, we have developed a force 
of skilled knitters that insures uniformity of production. 





Our information on the trend of color is derived from 
the highest fashion authorities, both here and abroad. 


OOOOCOOOOOOOOOOOLL 


To all this is added an exclusive feature which can 
be secured only in DUBBLELIFE CHIFFONS— 
namely, a chemical treatment of the silk fibre 
which adds from two to four times the wear 
resistance of ordinary stockings. This is covered 
by United States Letters Patent, No. 1,500,000, 
granted July 1, 1924. 


Here is a line of great merchandising possibilities for 
the thinking merchant. We invite correspondence and 
will gladly submit samples. 
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Lansdale Silk Hosiery Co., Inc. 


LANSDALE, PENNA. 
Sole Selling A gent: 
A. L. ULLMAN, 267 Fifth Ave., New York 
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HOLLYWOOD HOSE 














COLORS: 


Spa-tan 
Bunny 
Quarry 
Racquet 
Rose Taupe 
Stone Gray 
Flesh 
Cinnamen 
Airedale 
Tanbark 
Nude 

Fr. Nude 
Cinder 
Beaver 
Beige 
Pearl 
Silver 
Sombrero 
Sunburn 
Sunset 
Seal 
Brown 
Lariat 
White 
Black 








Made 
Finer Gauge 


oe 
HOSE 


REG. U.S, PAT. OFF. 


Guaranteed Full Fashioned 


Beginning September Ist 


All deliveries of Hollywood Hose wil! be the 
product of NEW, FINE GAUGE MACHIN- 
ERY. 

Hollywood Hose could not be made better in 
quality. 

It is, has been, and will be made of the best grade— 
Crack Double Extra Silk. 

Absolutely no loading or weighting of any kind or 
description. 

The splendid wearing qualities of this stocking 
will be maintained by the application of special 
re-inforcements at the points of wear. 

The necessary arrangements have been completed 
to continue the exceptional delivery service of the 
past. 


Your Jobber Can Give You Service 





HARRINGTON & WARING, New York City 
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Main entrance of the Herold Shoe Company, of San Jose, California, which, founded 
in 1869, claims the distinction of being California’s oldest shoe establishment. 


“One of the greatest assets in building 
our hosiery department” 


HAT’S what California’s oldest shoe 
concern says about McCallum. 


Mr. Chester Herold, of the Herold Shoe Com- 
pany, writes: “The McCallum line has been one of 
the greatest assets in building up our hosiery de- 
partment. It is one of the most de toes proposi- 
tions for a hosiery department in a shoe store. Our 
hosiery department is showing a rapid growth.” 

Are you entirely satisfied 
with the growth of your 
hosiery department? 

Your customers know Mc- 

Callum Silk Stockings. They 
know their long lasting beauty, 
their style pe quality. Some 
shoe merchants say that the 


Interior view of the 

Herold Shoe Company 

showing the McCallum 
Hosiery department 


name McCallum on a silk stocking means that it 


is half sold as soon as it is displayed. 
Write for details of the McCallum Introduc- 


tory Assortment. It is a well balanced selection 
of stockings in the newest colors and the sheer 
and medium weights that have set the styles in 
stockings for years. It also includes the two new 


McCallum styles that sell at $2 and $2.50. 


In the McCallum line is 
everything that a successful 
hosiery nt needs in 
full- fashioned silk stockings. 

See what the McCallum 
name and reputation for style 
leadership can do to increase 
your hosiery sales. 


McCALLUM HOSIERY COMPANY, NORTHAMPTON, MASSACHUSETTS, U.S.A. 


WIE Callum .. 


SILK 
OSIERY 
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“Topnotcher” 
stands wear like the boy himself! 


You know what mothers want when they buy boys’ 
stockings. They want wear that can stand tree- 
“Topnotcher”—Heavy ribbed, 4 climbing, wrestling and the thousand kinds of grief 
two-thread boys’ stocking with : that a he-boy knows how to inflict on clothes. 
double knees. Colors, black “Topnotcher” is made for just that kind of work. 
and khaki. Sizes, 6 to 12. Six Extra strength all through—double knees that can 
pairs to the box. stand punishment. They’ll hold together just a lit- 
tle longer than any boys’ stocking ever sold at the 
price. They give mothers a chance to see the bot- 
tom of the darning basket. They are bought with 
a thankful eagerness that fore- 
casts future sales and profits. 
Women have heard the good 
news about “Topnotcher” in 
our national advertising; color 
pages in The Ladies’ Home 
Journal and black and white 
advertisements in The Saturday 
Evening Post, Country Gentle- 
man, Good Housekeeping and 
Pictorial Review. It is part of 
the complete Arrowhead line 
which includes hosiery for men, 
women and children in pure 
silk, artificial silk, cotton, mer- 
cerized and worsted. Every need 
for the hosiery department. 
Stock “Topnotcher” now. Your 
order will be filled promptly. 


Richmond Hosiery Mills 
Incorporated 
Established 1896 


Chattanooga, 
Tennessee 











BIN WiLUAne BROW 


_ Arrowhead 
HOSIERY 


For all the Family 


- 
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Price! 


PURE THREAD SILK HOSE 


NOW 89% 


Per Dozen 


COSTS GO DOWN AS SALES GO UP 


The same matchless silk. The same perfect 
knitting. The same superb wearing qualities 


Offering a greater opportunity than 

ever to meet the demand for a popu- 

lar price without the necessity of 
sacrificing your full profit 





This is the second reduction in the price of this 
stocking that became famous at $10.50. Each 
lowering of price was the direct result of an in- 
creased amount of production and each new price 
was followed by a still greater demand. 


You cannot compare One Twenty Five with any 
other stocking you know, because there is no 
doubt about it, this stocking occupies a unique 
position. 

And this distinction must be seen. We can tell you 
about the double extra cracked silk—the fine 
gauge and the fact that it is made on a 288 spring 
needle machine and that there is a special attach- 
ment that shapes the stocking in the knitting 
exactly as full fashioning is done— 


We can tell you about the reinforced mercerized 
tops and feet and the guarantee that insures the 
wearer against runs in any part of the silk— 


But after all, you must see to get the final and 
emphatic conviction that here is a new kind of 
stocking—made to order to meet the present price 
situation and to provide you with profit, volume 
and satisfaction impossible either in a low priced 
full-fashioned stocking or a cheap mock-fashioned 
stocking. 


Finally, the One Twenty Five packing is too 
beautiful for description. 


Here is the stocking you are looking for. Resolve 
now to send for a sample order. 


Remember the new price—$9.00 per dozen. 


All orders shipped after September Ist will be 
billed at the new price. 

One Twenty Five is available in all fashionable 
shades—including black and white. 


RAY-MOND HOSIERY CO. 
138 Fifth Avenue New York City 
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J you want a beautiful, rich-looking 
stocking of characteristic Corticelli 
clearness and perfection of knitting which 
you can sell at a surprisingly modest price, 
order a stock of our new No. 322, now 
ready for the trade. 

Backed by Corticelli's reputation and 
national advertising. 
A fine dress-up qual- 
ity number selling 
within reach of all. 


FINE 
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Obtainable in all the new and staple 
colors including Mandarine, MapleCream, 
Cherub, Daybreak, Rosewood, Sandal- 
wood, Beaver and Stone Grey. 


Write to our office“nearest to you for 
details on this Corticelli leader or our 
many other popular styles. The Corticelli 
Silk Company, New York, Chicago, St. 

Louis, Cincinnati, 
Boston, San Francis- 
Baltimore, St. 


Corteellt. = 


LK HOSIERY @ 


Boot and Shoe Recorder 


res er 


TEE 


x. 


a 


é. 
e 


Posed by Miss Beth Beri, 
feature dancer of the Music 
Box Revue, New York, 
especially for The Corticelii 
Silk Company. Photo by 
Lucas-Kanarian Inc., New 


York (copyrighted). 





order 


Beri, 
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York, 
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High Style Calls for Hosiery Lighter Than 
the Costume 
The -Mode as Seen in Paris 


By SARAH CARROL 
Of the Gctham Silk Hosiery Co., Inc. 


exception of the elimination of all sunburned, 
rosy, reddish tones, the hosiery color situation 
for fall is not greatly changed. Let us go back a few 
weeks. Make believe the dollars in your pockets 
have been changed to francs and come with me. 
It’s “opening time” in Paris. On the hotel 
register of every large hotel (and some smaller 
pensions) are to be found the names of American 
buyers from New York, Cleveland, Chicago and 
points West. At Ciro’s, Marguery’s and Henry’s 
we see them lunching, partaking not of a hurried 
malted milk and sandwich but starting with horsd’ 
oeuvre and down the menu for the usual French- 
man’s lunch of an hour and a half’s duration. 


| HAVE just returned from Paris! With the 


(Costume (olors First—Then Hosiery 


We’re in Paris to learn what we can of hosiery 
for the fall, but before we start out to hosiery shops 
both wholesale and retail, let us spend this after- 
noon and possibly tomorrow at the openings with 
the cloak and suit buyers, for when we know some- 
thing of the color of the new frocks and coats, we 
will be in a better position to be guided correctly in 
the matter of dress. 


Up the Champs Elysees to Jenny and Philip and 


Gaston or over to Lanvin and Lucille, depending 
upon the hour and day. If we have time we might 
take a peek at Jean Patou and Lucien Lelong. 
And after a day or two or three of openings let’s 
sit down and tabulate our impressions. 

Much brown have we seen, gay and subdued as 
the multi-colored autumn leaves, in russet, cop- 
per, light, nigger and chestnut brown. Everywhere 
too black has been shown but this we discount 
inasmuch as it’s ever a safe color and Paris always 
shows black. Of secondary colors we have seen red, 
both in trimming and in entire costumes, ranging 
from crimson to deep wine shades,—Greens and a 


bit of Blue. 
Browns Are In the Lead 


But browns lead and with this impression clearly 
established we are ready to venture forth into the 
realm of stockings. 

Shall it be Perugia first? If we are not far away 
it is as good a beginning as any. Oh, we are for- 
tunate for Mrs. Perugia herself will wait on us. 
With a glance to the left and right on the main 
floor, as we stop to admire this and that new slip- 
per creation, we go up the stairs where hosiery is 
kept under lock and key. Several skin tones of the 
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darker variety Mrs. Perugia assures us are her 
latest stockings for fall street wear (Mrs. Perugia 
is wearing a new shade of medium light gray, 
exactly like our “Gravel’’) ranging from Skyn 


through Buck and Caramel (though they don’t 
call them such prosaic names there). Not a bit 

but showing the trend. And remem- 
bering all the brown frocks and three piece suits 
and coats we saw—and all the brown fur trim- 
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not inclined to spend two hours for lunch there 
are a few places, a la American, where we can do it 
in less time and spend the remaining time window 
shopping along the Rue de la Paix, Rue de Rivoli 
and St. Honore. Everywhere we see the same nude 
and skin tones which we have been selling in the 
United States. 

At Hellstern the same general trend is noted. 
There is an absence of wild, rosy, sunburned, red- 
dish blonde shades. The extreme shades never 


mings—these seem a logical accompaniment. 


Contrasts—Not Matching 


Matching stockings in 
dark browns? “Oh, no, 
never matching! The stock- 
ings must be lighter, much 
lighter than the dress or 
shoe.” All the stockings 
are very sheer, many with 
narrow openwork clocks 
and only under protest 
are we shown a heavier 
more durable weight. In 
America the average high- 
grade specialty shop could 
not feature hosiery wear or 
satisfaction by confining 
itself to such very sheer 
stockings. But of course 
we are not in an average 
shop now. Footwear here is 

made to order, a simple 
shoe costing about 700 
francs (approximately $35) 
which is a lot of money in 
Paris for a pair of shoes. 
Yet we find the less ex- 
clusive hosiery shops all 
displaying these same gos- 
samer weaves. Fortunate- 
ly the American woman 
strikes a sensible medium 
between wear and sheer- 
ness. 


For evening lighter skin tones, from nude to 
These are worn instead of 
matching pastel toned stockings with all shades of 
colorful brocaded slippers. 


flesh and flesh tones. 














“Don't accept Paris too literally,” says Sarah 
Carrol. “Watch her of course, but temper your obser- 
vations with what you know of the American wom- 
an’s style preference. In your shop keeping and 
shoe manufacturing, you are miles and miles ahead 
of Paris, so far ahead that if you keep on as you 
are going she will never catch up. And just because 
she has a few good shoe designers, ‘don't’ pay so 
much attention to them that you lose sight of your 
home talent. The necessity of your doing so is not 
as great as in the cloak and suit industry, and it 
never will be unless in your lack of appreciation for 
the genius you have here, thoughts and eyes are 
turned Paris-ward. Remember the grass looks green 
when it’s far away. 


“For evening, blonde satin, cafe au lait and 
champagne colored satin slippers are being worn 
at the smart resorts around Paris. For daytime 
wear, suede and kid in soft spicy tones of brown 
are being shown. 


“The hosiery situation remains much the same. 
Sheer hosiery dominates for all occasions. Con- 
trasting stockings are preferred to those that match, 
except in the case of gray where a perfect match is 
usually demanded. Open work clock in narrow 
patterns are smart. Skin toned stockings ranging 
rom very light flesh for evening to darker skin tones 
for street wear, will be worn. In fact, I found that 
most of the colors we have been selling in this coun- 
try are duplicated in the stockings being show 
abroad for fall wear.” 




















Perugia has a pale 


were the selection of the 
well-dressed woman, either 
here or abroad. Both the 
lighter nude shades and 
the darker skin shades are 
being featured. 

Black is seldom worn. 
The many retailers and 
wholesalers from whom we 
inquire do not forecast its 
return so far as they are 
able to judge now. 


Graphite Instead of Black 


The occasional demand 
amongst the smart women 
for black is answered by a 
Graphite. At Hellstern 
they say that their women 
patrons in mourning who 
are too conservative to 
wear colored hosiery wear 
this shade as it has more 
life than black and appears 
very sheer. Of course many 
of the less well-dressed— 
the real thrifty French 
women, wear black stock- 
ings, but when we are 
looking for high lights of 
style we pay no attention 
to the middle class. It is 
true that the average 
American woman in mod- 


erate circumstances dresses better than the aver- 
age well-to-do Frenchwoman. 

To find during the month of August the very 
well-dressed, smart Parisienne, the woman who 


“chic,” the one who 


shade of gold stockings which they originally 
called “Dollar” which is a light shade of gold and 
is worn with gold cloth and brocade slippers. The 
blonde satin cafe au lait and champagne slipper 
has been much seen at the resorts where smart 
Parisian women are spending the summer. 


Styles Much the Same-As Here 
It has probably taken the best part of the 


morning to make these discoveries and we'll have 
to wait until after two to call at Hellstern. If you’re 
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has a reputation for being 
shows us the trend amongst her set, we must needs 
go out of Paris. She is not to be found in the city 
during the hot months. If she has a style reputation 
to maintain, we’ll probably find her at Deauville, 
so if you feel inclined for a long motor trip, we'll 
go there. Or if you’ve just a week-end to spare, 
we'd better go down by train. 


Hosiery for Evening Wear 
At the Casino by night! That’s the place she 
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Smart woolen sport hose in a three-tone jacquard effect imported 
by the Allied Knitting Co. 


appears in all her glory. When you’ve taken in the 
rest of her expensive get up and have finally 
arrived at her hose—you’ll notice they are of the 
nude variety, and her skirts—very short, show 
them off to good advantage. 

For daytime wear she doesn’t tell us much that 
we can use this fall. Perhaps her sport wear will 
influence next summer’s styles here but she does 
offer a warning. 

She strengthens the point of view we have al- 
ways maintained that Paris tells but cannot com- 
pel. We cannot accept the dictates of Paris with- 
out tempering them with what we know about 
American women, her customs and this climate of 
ours. For instance, retailers all over the country 
this past season have enjoyed large sales of white 
shoes and white stockings. Yet Paris and Parisian 
resorts have worn comparatively little all white 
shoes; when white footwear was worn it was 
trimmed with a color. Nude and flesh toned stock- 
ings were worn with these as Paris foretold at the 
beginning of the summer. Yet to have listened to 
Paris and not to have bought large stocks of white 
would have meant the loss of great profit to the 
retailer. 


Lots of Styles Originate in the U. S. 


I have known it to happen more than once that 
a well-dressed woman shopping in Paris has been 
asked by the manager of a smart shop if they 
might copy the shade of hosiery she is wearing. 
When that hosiery shade has been originated by 
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an American manufacturer we have reason to be- 
lieve we are not wholly dependent upon Parisian 


inspiration. 
x OK ok oe 


Change your francs back to dollars—we’re back 
in the U. S. A. with a hosiery forecast that will 
guide us in buying and selling this fall and winter. 





Light Shades Still Dominant 


Sellers in this market are now coming around to 
the opinion, expressed months ago and frequently 
repeated by the Boot and Shoe ‘Recorder, that the 
light shades in silk hosiery would continue domi- 
nant through the coming season. These and the 
soft tan shades, it is now believed, will hold su- 
premacy. Gray is much talked about, but except in 
the very dark tones, gray does not seem a logical 
favorite for fall wear—that is to say, among day- 
time colors. Such shades as gunmetal and cannon 
look promising in sheer hose. It is impossible to 
say how strong black will be, but probably it will 
be in better demand than it was last season. 

The return to shorter skirts will undoubtedly 
have its effect on silk hosiery styles. If the very 
short skirt comes back, it is believed that a longer 
silk boot will be wanted, and that the 18-inch boot 
will drop out of favor. 


Full-fashioned silk and wool with dainty hand-embroidered clock. 
McCallum Hosiery Co. 
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How Will You Portray the New Fall Hosiery? 


A Few Suggestions on Fall Openings that Will Make the Task 
of Effective Publicity Easier 





NE merchant who 

comes to mind 

sells hosiery to 80 
per cent of his customers. 
That isn’t a record that 
stands out as hard to 
equal. There are plenty 
more who consider this 
percentage of hosiery sales 
as a natural outcome of 
having hosiery for sale... 
and selling it. This case 
happens only to be the 
freshest one in our mind. 


Jall Shows 
a Smart Ankle- 
YY 


Hosiery helps the mer- 
chant to keep a lot of 
smoke from “going up the 
chimney.”’ 


The Fall Ankle 


Every woman is inter- 
ested in the fall ankle. 
She knows all about the 
browns and the creams, 
and the raspberrys in 
combination for fall plaids. 
She never knew what the 
Postilion influence would 





do to the cloche hat until 








Selling it. That equals 





80 per cent sales. If a 


high, square crowns ap- 











’ 
woman doesn’t want shoes 


peared in shop window and 








in advertising and in style 





she may want hosiery and 








show review. Advertising 





while her mind is on either 








article of footwear is the 
right time to sell her both. 





The Big Possibilities in 


Your Name 
ADDRES 


also tells her that Brocart 
is a design made of gold or 
silver threads and she sees 
it in the store windows, 
and thus she forms opin- 








Hosiery 


Figure 1 


From an advertising 

point of view the possibilities in hosiery are seen 
about as follows: in the first place they bring color 
into the shoe shop and color sells a woman an 
article of apparel quicker almost than any other 
quality; it can be made so much a part of footwear 
as to be inseparable in window display, shop dis- 
play and advertising space; it really bridges the 
gap between shoes and the prevailing dress styles 
so that the shoe merchant can with propriety be- 
come an arbiter of color harmonies or contrasts 
whichever way the style wind may be blowing; it 
brings to advertising the opportunity of delicate 
feminine touches that seem forced in advertising 
featuring shoes alone; and it doesn’t cost a cent 
more to do any of these things. The shoes them- 
selves provide the vehicle for sale. 


Remember the Factory. Smoke? 


It is like the old days when a° busy town adver- 
tised the fact of its business with chimneys belch- 
ing vast clouds of smoke. It was found that that 
escaping smoke carried with it a great deal of 
energy that might be used. Now the absence of 
smoke tells the story of a factory being run 
economically with consequent increase in profits. 


Issue of September 6, 1924 


ions and desires for the 
new fall hat and dress. 

She comes to hosiery with no less an interest 
than is shown in the others. All that it needs is 
chrystalization as in the case of hat and gown. 

“Fall Shows a Smart Ankle” means that the 
ankle is given a prominent place in the fall dress 
scheme. It appeals as a headline to the feminine 
fancy. It gives the advertising merchant a chance 
to explain what color the hosiery manufacturer 
chose to call “Atmosphere” and why it fits the 
mode. Using copy something like the following 
ought to individualize the well-clad ankle and 
bring it to the centre of the stage along with the 
dress fabrics that will monopolize attention if let. 


The Copy for Ad in Fig. 1 

Fall hosiery shades are as lively as the whirling 
leaves that sprinkle the fall path. Their colors are as 
varied as the harvest just gathered. 

And as one has a favorite flower or a favorite fruit 
there is also a favorite color that is becoming or that 
tickles the palate of pride. 

You may not know the exact shade of Blush or 
French Nude or Oakwood or Thrush. 

That is reason enough for Witnessing a display 





ner- 
of 


‘the 


ng 


as 


uit 
hat 
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that will suggest an unusual snap to your step these 
fall days. 

It is hard to realize the beauty and luxury of the 
new fall hosiery without stopping in at 

Or as another whet to the curiosity something 
like this: 

Shorter skirts! Hosiery’s influence on one’s cos- 
tume is like the new tang that’s in the air. It’s re- 
freshing if you make it so. 

(an anyone forget that hosiery does to the ankle 
what the dress does to the figure? (an smartness be 
neglected at so conspicuous a point? 

The sheer delight of Wearing good things; the 
economy of things that hold their newness; the at- 
tractiveness of becoming apparel; the fun of selecting 
from a stock that restricts in no way your own good 
taste . . . that is the promise our new fall Hosiery 
display holds for vou. 


For the Advertisement Fig. 2 


Taking as a basis woman’s love of pretty things 
some time should be set aside just to give every 
one an opportunity of developing a taste for the 
colors in stock. 

The evening display in the windows might be 
given up to the educational idea in the new colors. 
Each shade of hosiery has its complement in the 
gowns on display in the town. Each stocking dis- 
played in the window could be labeled like this, 
“This Hose Can be Worn with these Colors in 
Dress and Trimmings” the colors to follow this 
line. 


Develop Interest in the 
““ Show’ 


In the advertising some- 
thing is needed to develop 
interest in the “‘show.” 
The Fall Hosiery Color 
Demonstration is nothing 
more than a good selling 
angle, which thought ought 
to lead a merchant’s imagi- 
nation to the planning of 
something better. 

Run copy like this: 

Our fall hosiery colors 
ought to be all spelled with a 
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They are YOUR kind; are made for YOU, because 
they are beautiful and economical and that is What 
our customers want. 

It’s up to the merchant to not let fall slide by 
without giving it a rousing welcome that will find 
its echo in a greater satisfaction to customers 
through the change in interest. Whatever happens 
must always get a start somewhere. 


Or Again Getting Back to Figure 1: 
Your ankles ought to be fitted. The smart fall 


ankle must be covered “skin tight’ for in no other ar- 
ticle of wear does the saying, “beauty is only skin 
deep” apply so aptly. 

That is why you will select our full-fashioned 
hose, reinforced at every point of strain and fashion- 
ed to “snuggle” at every curve of the ankle. 

You will find shades suggestive of the soft lights 
of the ballroom, as gorgeous as a fall sunset, as crisp 
and exhilarating as the first signs of frost on the 
garden wall. 

Somewhere in our stock is a shade that will give 
you a thrill of satisfaction at having found. Are you 
going to miss it by not seeing for vourself? From 
the unusual interest in our display it seems that 
every woman is thinking more this fall of hosiery 
style and value. 





How a Miami Store Sells Hosiery 


The Standard Shoe Company of Miami, Fla., 
caters to medium and high- 
class trade. It sells a gen- 
eral line of shoes and 
conducts a hosiery depart- 
ment. Charles K. Sheben 
is the buyer of both shoes 
and hosiery. He figures 
his annual hosiery sales 
conservatively at $12,000. 
His store salesforce con- 
sists of four men. These 
men sell hosiery as well as 
shoes. The hosiery depart- 
ment is located at the front 
of the store and is so ar- 
ranged that it can be seen 








capital ““D” says our ho- 


by the passers-by. The 








store is favorably located 








siery buyer. 


They are Daring, De- 








on North Miami Avenue, 











mure, Delightful, Dainty, 





one of the principal 








Delicate, Dignified, Di- 
aphanous ,Diverting and be- 
cause of these many quali- 
ties highly Desirable. 

There’s a shade for every 
mood or fancy, for every fall 
actit uty. 





thoroughfares of the city. 





Your Name- 
ADDRES 


Figure 2 


A liberal display of hosiery 
is also made in the win- 
dows. As a result, people 
come into the store and 
ask for the hosiery which 
(Continued on page 1/3) 
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Little Change Noted in Hosiery Prices 


Sentiment, However, ls Decidedly Optimistic with Some Indication of 
Higher Prices for Silk 


HE hosiery market, generally speaking, 

has undergone a decided change for the 

better during the last month. Not that 
actual business has improved very much, but 
there has been a great improvement in sentiment. 
This is due primarily, of course, to the turn for 
the better in general business conditions. Business 
leaders in all lines are convinced that there will be a 
marked revival of trade this fall, and many are 
convinced that the revival of activity starting this 
fall will continue to grow until by next spring we 
shall see a more active trade than at any time since 
the boom period of 1919-1920. No boom is ex- 
pected, but a substantial general improvement in 
trade is confidently looked for. 

There are a number of reasons why this opti- 
mistic feeling is well founded. The most important 
of them is the improvement in the situation of the 
farmer. For several years now the relatively low 
purchasing power of the agricultural sections has 
had a depressing effect on trade throughout the 
country. And the higher prices which the big 
staple crops are fetching this season must result in 
a redistribution of purchasing power which will 
make for a much steadier trade in all manufactured 
goods. 

Furthermore the severe curtailment of pro- 
duction by the mills—particularly the textile 
mills—during the last year has reduced stocks to a 
low point, and this condition is always a prelude 
to renewed activity. Finally the acceptance of the 
Dawes plan for the settlement of the German 
reparations question, al- 
though its effects may be 
slow in developing, is 
bound to bring about a 
steadily growing improve- 
ment in economic condi- 
tions, both here and 
abroad. 

An incidental but im- 
portant factor in the situa- 
tion is that money is very 
plentiful and very cheap. 
And while this in itself 
does not create business 
activity it is a powerful 
stimulus to business when 
other conditions are favor- 


able. 
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Printed sport pattern for women from the line of Freund and 
Brickman 


Staple Cotton Hosiery MoreActiv 


Sentiment consequently is optimistic in business 
and financial circles, and this has had its effect 
naturally on the hosiery market. So far there has 
not been much increase in the buying of hosiery 
by wholesale and retail distributors, except in the 
case of staple cotton hosiery, which became quite 
active early in the month following a rapid rise in 
raw cotton. The prospect of very high cotton, 
coupled with the fact that stocks were becoming 
low, started buyers covering their requirements in 
a fairly large way. Prices on cotton hosiery were 
advanced from § to 15 cents a dozen, according to 
grade. These advances and the downward trend 
of the cotton market during the latter half of the 
month put a check on buying, and buyers are 
now holding off in the hope that lower cotton will 
bring lower hosiery prices. 

In the silk hosiery market there has been little 
change. Reports on the nature of the business done 
are rather contradictory. A late report from the 
National Association of Hosiery and Underwear 
Manufacturers indicated that most of the busi- 
ness was being done on lower-end silk and silk and 
wool numbers. But many manufacturers report 
that full-fashioned goods are the most active in 
the market. Here too, however, reports are con- 
tradictory. In fact, conditions are contradictory. 
Some full-fashioned mills have been working half- 
time and less during the past month, while others 
have been working full time—on actual orders, it 
is said. 

Generally speaking, the 
condition of the silk ho- 
siery market during the 
past month appears to 
have been one of moderate 
spotty activity, made up 
chiefly of small orders for 
quick shipment. The mar- 
ket, as a matter of fact, 
has not been expecting 
much activity during the 
month of August. It has 
looked for a quiet time 
during the month of Au- 
gust, with business starting 
up gradually after Labor 
Day and increasing steadi- 
ly until December. 
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GOTHAM 


INVIS! 


BLES 


Patented Nov. 7, 1922 


for very visible profits 


Ki ROFITS!’ it’s the very best 

P word in the language of busi- 

ness advertising,’ an old ad- 
vertising man once told us. 


“The sure way to write a successful 
advertisement is to put ‘amazing’ in 
the headline,’”’ says a writer in a cur- 
rent magazine. 


But, truth to tell we don’t think 
there is any better advertisement than 
merchandise which has caught the 
popular fancy, which fills a real 

need, and with which mer- 

chants have been uni- 

formly successful. 


Nothing succeeds 
like success and 
it is natural mer- 
chants are as glad 
to sell a success- 
ful commodity as 
consumers are to 
use it. 


On a basis of dozens, the 
best ordering proportion 
is 1 doz. small, 6 doz. me- 
dium and 3 doz. 


This is the case with Gotham Invisi- 
bles. Last winter, a mild one, saw 
Invisibles introduced to the market 
and sold in enormous volume. 


Think of all the word of mouth ad- 
vertising they have been given since! 


We cannot predict what the weather 
will be this autumn and winter but 
we are sure there will be acute demand 
for Gotham Invisibles. 


These ankle to knee, flesh colored, 
perfectly fitting underspats 
worn under silk stockings 

come in three sizes; large, 
small and medium. 

Stocks are ready 

for delivery, and 

this is the time 
to place your 
order. 








large. 


GOTHAM SILK HOSIERY CoO., 


Sole Distributors 
389 Fifth Avenue, New York 


GOTHAM 


GOLD STRIPE 


REG.U.S PAT. OFF 
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The 


(ontinuous 


National 
eAdvertisin g 


of 


ordon 
HOSIERY 


A series of quarter pages, half 
pages and full pages, with attrac- 
tive and timely illustrations, will 
appear in the September, Octo- 
ber, November and December 
issues of Vogue, Harper's Bazar, 
Ladies’ Home Journal, Woman’s 
Home Companion and McCall’s 
Magazine. 

These advertisements reach 
nearly all of the worth-while 
families in the United States, and 
are a continual reminder of the 
long wearing qualities and beauti- 
ful appearance of Gordon Hosiery 
which has been worn with satis- 
faction for generations. 


The increasing demand for 
Gordon Hosiery, with Brown 
Durrell unequalled service to 
merchants, insures steady profits 
and satisfied customers. 

The mail orders in the first six 
months of this year showed the 
largest increase for the same 
period in our history. 


Price list on fall lines is now 


ready. Write for your copy today. 


mL Le 








New York 


Fon such gala occasions as masquerades and fanty 
dress balls, hosiery is perhaps one of the most im- 
portant accessories to the costume. It must har- 
monize with the gay colors worn by the dancer, and 
impart the confidence that comes from knowing it 
will stand the strain. 

Gorpon Hosiery comes in all shades and colors, 
and its dependable quality has been attested to 
many times over by millions of wearers for more 
than half a century. 

Made according to the most rigid specifications, 
Gorpon Hosisry is known for its long wearing qual- 
ities and it never fails to give lasting satisfaction. 

It is often costly to buy ‘‘just any silk stock- 
ing’’. To get the best and achieve economy, always 
ask for Gordon by name. : ; 


BROWN DURRELL COMPANY 


Gordon Hosiery - Forest Mills Underwear 
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A Hosiery Department 
Adds $30,000 To Shoe 


Store’s Annual 


Volume of 


Business 


A new fall jacquard pattern 
in wool imported from Eng- 


land by the Allied Knitting 


Co. 


HAT hosiery is a good side line in the 

average shoe store of today, is admitted by 

most retail shoe merchants, and many of 
them carry hosiery in stock. But the dealer who is 
most successful is the one who has installed a sepa- 
rate hosiery department in his store. 

A striking example of success in this particular 
line may be presented to the shoe trade in the 
person of Mr. Nelson, owner of the Nelson Shoe 
Store in Kansas City, Kansas, and one of the lead- 
ing retail shoe merchants of the town. Like many 
other shoe dealers, Mr. Nelson had been carrying 
hosiery in stock several years prior to the inaugura- 
tion of his special hosiery department, but felt 
that many additional benefits might be gained by 
the initiation of a special department, in a con- 
spicuous position near the store entrance. There- 
fore, a sufficiently large space was chosen at the 
right of the store, and remodeled completely to 
conform to the needs of a department such as this. 


Fast Turnover Easily Achieved 


The result obtained in a business way from this 
small but exclusive hosiery department have been 
so gratifying, that Mr. Nelson is enthusiastic 
over the outcome of his experiment, and is glad to 
recommend such a step for other shoe dealers who 
may have had this in mind, but have lacked the 
courage to put it into actual execution, fearing 
that it might result in failure. 

One of the factors which is particularly pleasing 
to Mr. Nelson is the speed of turnover which 


* 


characterizes the business in his hosiery depart- 
ment—and the freedom from losses of any nature, 
a big factor in the success of any retail business. 
The average stock of hosiery carried during the 
year in this department amounts to $5,000, so it is 
obvious that this is a rea/ honest to goodness 
business proposition, even if the wall space occu- 
pied is only 12 or 15 feet in width. 

“The speed of turnover in my hosiery depart- 
ment is far more rapid and satisfactory than in my 
regular lines” declares Mr. Nelson with enthu- 
siasm. ““That’s why I figure it the most profitable 
experiment I have ever attempted, in the way of 
a side-line. With a capital of $5,000 invested in 
hosiery, we are able to record an annual turnover 
of six times in one year, making a volume of $30,- 
ooo of business in this side line, which is regarded 
as of little importance in many shoe stores. 


Department Easy to See and to‘Reach 


“The special department is responsible for this, 
since our hosiery business, prior to the installation 
of the department, never amounted to more than a 
few thousand dollars annually. 

“Of course, there are several reasons why the 
inauguration of the special section devoted to 
hosiery increased our business in this line several 
hundred per cent. One of the reasons is the acces- 
sibility of this department, and its conspicuous 
position at the front of the store. A large painted 
sign makes known to all who enter the store that 


this is a special HOSIERY DEPARTMENT, 
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After every care has been taken in making the filmy fabric it 
eC t ) passes to a corps of highly trained women who give it a final, 


THE 


An Unique Inspection 


assures the uniform quality 
that makes repeat customers 


Same materials and same machines don’t always give the same 
qualities in silk stockings. 


Hosiery 


For Men, Women and Children 


Underwear 
For Men and Boys Only 


ALLEN A 


No. 3780 
Beautifully made with exquisite finish, 
the AllenA Full-Fashioned extra sheer 
chiffon silk stocking, with “‘inner foot” 
of English liske—in all wanted colors. 
Now—$12.00 per dozen 




















Nowhere is the invisible, human element more important in 
manufacture. 

For example, the remarkably clear, even texture of Allen A 
Chiffon stockings—their absolute uniformity—is due mainly to 
an unique method of inspection. 


We call this the “buyer’s inspection.” 


almost microscopic scrutiny—just before packing. The slightest 
fault is detected, by eyes more critical than any customer's. 


That is one reason why Allen A hosiery is so satisfactory to 
the discriminating better class trade. 

You'll find it develops a following of steady repeat customers 
in a very short time. 





COMPANY, KENOSHA, vidithetintbcshadl 
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hence it puts the thought of purchasing hosiery 
in the minds of hundreds of customers who would 
not otherwise purchase this merchandise at our 
store. 


Every Salesman Sells Hosiery 


“Then, too, we make it our business to Joost the 
hosiery department in every legitimate manner. 
While there is a young lady who has charge of this 
department, and is a specialist in this line, every 
salesman in the store is expected to suggest the 
purchase of hosiery to any customer who purchases 
shoes from him. And, if by chance the young lady 
in charge is busy waiting on trade, he must be able 
to manage the sale of one or a dozen pairs of hose 
as efficiently and 
cleverly as in the 
case of selling any 
type or variety of 
shoes. 

“We have dis- 
covered that most 
customers in regu- 
lar lines, at the 
time of purchasing 
shoes, may be in- 
duced to purchase 
hosiery also, if the 
salesman uses tact 
and diplomacy in 
making such sug- 
gestions. Moreover 
when we discover 
that a salesman is 
neglecting the ho- 
siery end of his 
salesmanship, and doesn’t care whether he makes a 
showing in this line, in connection with his shoe 
sales, he is very apt to lose his connection with 
this establishment. 


Higher Grades Most Profitable 


“Another reason why we have made money in 
this department, and are enabled to report an 
annual business in this line of $30,000, is because 
we do not handle any cheap hosiery. People who 
want the cheaper grades of hosiery are inclined to 
patronize the dime and 25-cent stores, anyway, 
and we believe our plan of handling only the high- 
grade hosiery is the only one which the shoe dealer 
will find practicable and profitable. 

“This conforms with our policy in the regular 
lines, as well, and naturally patrons who prefer to 
pay eight, ten or twelve dollars for a pair of rea/ 
shoes, usually want hosiery of equal quality. 


Takes Little Time from Shoe Selling 


“Then, too, consider the element of time, as 
affecting the employees, and the wages we pay 
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Three new patterns in hand-made golfhoseimported from Ireland by Krueger Tobin Co. 


135 


them. It takes a salesman no longer to sell a half- 
dozen pairs of $2 hosiery than if he were selling the 
kind which retails for fifty cents, and the amount 
of the sale runs up to $12, as against $3 in the case 
of a cheaper line. I might say, in connection with 
the fact that we sell only high-priced hosiery, that 
all of this is guaranteed by the firms from which we 
purchase, and thus we are enabled to make good to 
our patrons in the occasional cases of faulty 
hosiery, without loss to ourselves. Therefore, we 
have never had a dollar of loss in the hosiery de- 
partment, we are not forced to hold special sales, 
and clean up our stock at a sacrifice, because this 
stock moves so rapidly that our lines of hosiery 
are always right 
up to date, and 
live merchandise in 
the fullest meaning 
of the term. 


Watch Shoe (Colors 
Carefully 

“Another factor 
which enables us 
to turn our stock of 
hosiery six times 
annually, relates to 
our choice of stock 
in buying hosiery 
to match our lead- 
ing lines of shoes. 
The fact that we 
have hose which is 
exactly harmonious 
with our several 
‘leaders’ in the shoe line, is a great talking point 
for salesmen who have sold one or two pairs of 
shoes to a patron, especially to a lady. Men are 
not so keenly interested in these things, but the 
modern woman is just as ‘choicy’ about details 
of her apparel, such as hosiery, as in regard to the 
more obvious articles of dress. This talking point 
is used to great advantage in connection with the 
feminine patrons of our store, and is a very im- 
portant thing to remember, in case some shoe 
dealer who reads this plans to install a special 
hosiery department. 


Has Helped Increase Shoe Business 


‘In the natural course of events, people come to 
our store to buy footwear, and remain to purchase 
hosiery. In that sense, our shoe store creates 
business in the hosiery line. But, of late, the re- 
verse is commencing to be true, and our hosiery 
department is becoming a ‘feeder’ for our regular 
lines. In short, our hosiery department is assum- 
ing a personality and an importance all its own, 

(Continued on page 139) 
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"Of the Season 


| ~ A Sensational 
FOR YOUR LOCAL PAPER a Doll ar Sell er 


A small ad, 4 inches deep, fea 

turing “Country Club” at the at- 

tractive price of $1.00 will bring 

many customers to your store. 

Cut out the following ad, give it ~ Sate ; ; 

to your local newspaper and = Made of a combination of 
watch the results. i i silk and new process art, 
Bt : 22” boot fine gassed mer- 
cerized lisle top, which gives 
exceptional elasticity and 
fine texture, better fitting 


‘ m qualities and very soft feel 
The Talk of the Es : to the leg. 


Town “Country Club” can’t be 

et beat for wear. 
“Country Club” ii An artistic stripe of con- 
trasting color is embroid- 
ered below the extra long 
welt, preventing runs. An- 
HOSIERY other feature is the new 
Star Kist marking through 
Spe ere the foot and ankle similar 

00 now on the road, to full fashioned. 


showing the full line —Price $7.85 
of Star Kist Hosiery. 








Extra fine Gauge 











Combining silk and a new process 
art that gives a beautiful sheen, 
“‘simkiy sees | The STARKIST HOSIERY CO. 
ture, and unusual durability. Artis- 
tic embroidered stripe right below READING PA 
> eo 


the welt prevents runs. 
Sole Mill Agents 


ermatdanectenaees ROBISCHON SALES CORP. 
389 FIFTH AVENUE NEW YORK CITY 
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Absolutely the Only Line 
of its kind Madein America 


These Scotch Plaids are not printed or extracted, but 
are genuine ingrain. They keep their rich, attractive 
coloring after wear and washing. Made in a wide 
variety of patterns and color combinations. 








907—Lisle Tan body, 706—Lisle and Silk Grey 
White and Brown plaids.$7.75 body, Lavender and 
908—Lisle Grey body, Black plaids 
White and Red plaids.. 7. 1005—Silk Grey body, 
709—Lisle and Silk Blue Red and Black plaids.. 11.00 
body, White and Black 1007—Silk Silver body, 
plaids . Dark Green and Black 
701—Lisle and Silk Tan 
body, White and Black 





body, dark Tan plaids. 11.00 


Lot 1008—Silk, same as cut—Price $11.00 
Lot 1014—Silk, same as cut—Price $11.00 
Lot 505—Silk and Wool, same as cut—Price $13.00 


Many Other Combinations in Silk and Wool 


The HIRNER HOSIERY CO. 
ALLENTOWN, PA. 


Sole Mill Agent: 
No. 505 No. 1008 No. 1014 ROBISCHON SALES CORP. 
389 Fifth Avenue 

New York 


HIRNER HOSIERY 











was 
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THREE 


Mavis Blue Ribbon 
Undahose 

The original Understocking 
designed and perfected by us in 
1922. A full length, cob-web 
thin, wool hose. Their perfect 
match to flesh in color makes 
them absolutely invisible. No 
seams or straps. 

Last season thousands of 
dozens were sold at $15.75 a 
dozen. This year, because of 
greater production we are able 
to offer the first and finest of 
understockings at 

$12.00 a dozen. 
Packed one-quarter dozen of a 
siz 


Mavis Red Ribbon 
Undahose 
The bread and butter under 

stocking made of the finest 
sheer merino yarn. The same 
natural flesh color as the Blue 
Ribbon Undahose. No seams or 
straps! They offer the woman 
who wants a popular priced 
Undahose the greatest value 
for her money and the next 
thing to the original. 

$7.50 a dozen 


Packed one quarter dozen of a 
size. 


Mavis Undasock 

An ingenious understocking 
for fall and early winter days. A 
merino, flesh color, three-quarter 
length hose knitted in one piece 
and left open at the heels, toes 
or instep. No straps! Will not 
wrinkle under silk stockings, so 
perfectly have the heels and 
toes been fashioned to fit the 
foot. 

A profitable seller when winds 
bite the ankles but not the toes. 


$6.75 a dozen 


Products of the 


19 Madison Avenue 





Packed one-half dozen of a size 


Mavis 


lindahose 


POPULAR SELLERS 
NOW POPULARLY PRICED 


“Skirts to be ‘worn 
shorter.” “It’s to be a 
severe winter.” Both style 
arbiters of Paris and the 
weather man back up 
our belief that there will 
be a greater need for 
Undahose this year than 
ever before. 


Anticipating this de- 
mand, we have rounded 
out the Undahose line to 
meet every requirement 
for invisible warmth, 
comfort, and style, at 
prices within the reach of 
all women. 


No greater contribution 
was ever made to woman’s 
comfort than Mavis Unda- 
hose—no greater protection 
to her health than this warm, 
woolen, flesh color, invisible 
understocking. 


Our consumer advertising, 
as well as the endorsement to 
friends by thousands of wom- 
en who wore Undahose thelast 
two years, will mean a tre- 
mendous Undahose demand 
this season. 


Order your Undahose stock 
now, and be ready for the 
first fall wind that nips the 
ankles and chills the toes. 


Mavis 


lindasocn 


MAVIS HOSIERY COMPANY 


° NEW YORK CITY 
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om for Men 


‘“‘Stronghose’’ Holds Its 
Shape and Finish 


Quality supplants bulk, provides a soft, 
lustrous, smooth, resilient fabric. Easy 
to put on without strain, with a per- 
manently bright finish. 
Knitted and boarded to size to retain 
their shape after ‘washing. 
These. qualities belong to high-priced 
hose, but are all embodied in our 
No. 1915. 
We make one grade and one number in- 
suring a continuous quality standard. 
Our No. 1915, retailing ata price within 
the reach of the greatest number of 
wearers is, in the hands of competent 
sales people, a potent factor forconsum- 
er confidence and a business builder. 

A letter will bring you prices and samples. 


Hingham Kuitting (0. 
888 Memorial Drive and Hingham St. 
CAMBRIDGE, MASS. 


BGABAISBIGBBOBIOBOBRIBIOOIBADBOOASBB SOO Boo oganangs 
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Hosiery Lends Itself 


Very Gfectively 
to Display 











For Display Fixtures of All Kinds 
Papier-Mache and Wood Limbs 
INQUIRE 
J. R. PatmensBero’s Sons, Inc. 
Founded 1852 
63-65 West 36th Street, New York 
CHICAGO BALTIMORE 
204 W. Jackson Blvd. 122 W. Baltimore St. 

BOSTON SAN FRANCISCO 
26 Kingston Street 11 First Street 
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Hand-made Scottish half hose in an interesting color combination 
of red, green, yellow and white, shown by courtesy of Fohn M. 
Haley Co. 
(Ccntinued from page 135) 
and many persons who are discriminating in their 
tastes, come here for the purpose of purchasing 
hosiery alone. And, luckily, many of these hosiery 
customers are eventually induced to become 
patrons of the shoe store proper. So, in addition to 
creating an additional volume of business amount- 
ing to over $30,000, the department is proving 
itself a valuable business builder, augmenting 
sales in the regular lines, and drawing new cus- 
tomers to our store weekly. I can say emphatically, 
and without reservation, that this department 
has proven a business success of the first mag- 
nitude.” 
Also a Scheme for Shoe Selling 


Another money-making plan used by Mr. Nel- 
son relates to the matter of sample shoes, available 
to nearly every large shoe store, at certain times of 
the year, and which may be purchased at about 
half the price of other shoes of equal quality. 

But, for most dealers, here’s the “fly in the 
ointment”’: Sample shoes come in only a few sizes, 
and the average shoe dealer cannot handle a great 
many sample shoes, for the simple reason that 
most of his customers cannot be fitted out in them. 

Mr. Nelson has overcome this handicap in a 
very masterly manner, and one which may be 
patterned after by other shoe retailers. He has 
assembled a large mailing list of customers in Kan- 
sas City and surrounding towns, who wear shoes 
of the sizes in which sample shoes are made. 
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Therefore, when he has a chance to buy several 
hundred pairs of sample shoes at a bargain, he 
does not hesitate, but prepares circulars descrip- 
tive of the lot, and mails them out immediately to 
these patrons who can wear shoes in these sizes. 

In this manner he disposes readily of all the 
sample shoes available to his store, and reaps an 
annual business of several thousand dollars, all of 
which would be impossible without the mailing 
list, which he has spent several years in compiling, 
and which is worth much more to him each year 
than its weight in gold. 





To Discuss Color Problems 


The hosiery trade, like many other industries in 
the women’s apparel and accessory field has found 
itself so enmeshed in the difficulties of the color 
question, that a meeting at which plans are ex- 
pected to be laid for bringing some order out of the 
chaos now prevailing, and which is costing the in- 
dustry vast sums of money. The meeting, which 
will be held next Wednesday, September to, at 
the headquarters of the Textile Color Card As- 
sociation of the U. S., 50 East 42nd Street, is 
under the joint auspices of that association and the 
National Association of Hosiery and Underwear 
Manufacturers. The move for a conference of the 
hosiery industry on the color question was ini- 
tiated by the color card association as a result of 
numerous complaints among its members engaged 

(Continued on page 143) 








Full-fashioned silk and wool shown by the same firm. 
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Adding the 


touch that 
means so much 


A strong demand has developed for our full-fashioned silk 
chiffons with this exclusive decorative design for stopping 
garter runs at the welt. 

This beautiful feature is newly patented and is knitted in, 
and in a contrasting color, to the stocking itself—beautiful 
to the eye and certain as a run-stop. 

These full-fashioned chiffons are made of the finest silk 
procurable and are available for immediate delivery in the 
following shades—Black, Shell, Nude, Atmosphere, Neutral, 
Gun Metal, Airedale, Russian Calf, Russian Tan, Tanbark, 
Gold and Silver. 

We ask a week’s time on all other colors. 

They not only give splendid service but they catch the 
eye of the woman who wants something new and stylish 
in her fall wardrobe. 

The sight of them artistically draped in your windows will 
bring the thought more forcefully home to your custom- 
ers that you can be counted on to serve them with the 
latest and finest in silk hosiery. 


Price, $19.50 per dozen 


Permit us to send you a sample order of a dozen of a color. 





No. 1825—Full-fashioned, pure thread 
silk, lisle top, sandal foot, medium weight, 


$12.00 per doz. 


No. 1925—Full-fashioned, heavier weight, 
pure thread silk, lisle top. $14.00 per doz. 


No. 1208—Sheerest of full-fashioned, lisle 
top chiffons, 42 gauge, silk foot. 
$13.50 per doz. 


No. 760—Finest all silk chiffon, full-fash- 
ioned, 42 gauge. A particularly fine stocking 
for high-class trade. $16.00 per doz. 

All these styles are pure dip dyed silk. The 
finest of silk thread only is used in making 
these stockings. 

They are available in all the latest fall 
colors. 

Samples gladly submitted. Numbers listed 


are for immediate delivery. 


Terms | per cent ten days, net 30 days. 


H. HILLELSON & SON, Inc. 


3-5-7 WEST 22nd ST., NEW YORK 


ESTABLISHED 1888 


Issue of September 6, 1924 





Boot and Shoe Recorder 


HOSIERY SECTION 


The Silk Stocking Song Book 


Not the Story of a Shoe Store But Embodying Principles W hich 
Every Shoe -Merchant (an Use 


“The man who buys stockings 
At WEIL’S for his wife, 

Is the boss of the house 

For the rest of his life.” 


HUS reads verse No. 1 of the “Silk Stock- 

ing Song Book,” the unusual street car 

card advertising campaign of Weil’s Ho- 
siery Shop, Dallas, Texas. 

Webster tells us that a jingle is a “pleasing, 
sprightly effect of rime and rhythm.” Weil’s say 
that it is more than that—that Webster should 
have added to his definition the statement that it 
“sells hosiery,”’ because that is what it is doing for 
them. 

No meaningless rhythms written to please the 
children are in the “Silk Stocking Song Book.” 
Each jingle tells a merchandising story, a thought 
of something that is looked for in the purchase of 
stockings. 


A Selling Point in Every Verse 


Verse No. 1 suggests that the buyer of this hose 
gains prestige. Verse No. 2 tells that the hose is 
reinforced at heel and toe, and is therefore eco- 
nomical. Verse No. 3 tells how the matron saves 
time by coming to Weil’s first as Weil’s hosiery is 
shown in all shades. Verse No. 4 implies the beauty 
of the hose in telling how it pleases the eye. Verse 
No. § tells why the tastefully dressed girl buys her 
stockings from this store. 

In addition to 
the jingle each card 
carries a short, 
terse description of 
the hose itself and 
features the price 
of $1.49 a pair, 
seven pairs for 
$10.00. 


Used Also in Street 
(Cars 

Tying up with 
the street car ad- 
vertising campaign 
wasan exceptional- 
ly well-dressed win- 
dow display show- 
ing the five verses 


of the “Silk Stock- 


Light weight woolen half hose, knitted on a Facquard machine from the line of Krueger 
Tobin Co. 


ing Song Book,” the hose itself in many colors, 
and a price announcement that suggests good 
quality merchandise. 

All five verses appeared in the street cars at the 
same time, a different card in each car so that the 
window display was a direct tie-up at the time the 
advertising was being run. The verses will be 
followed by a series of cards showing attractive 
models in lingerie and silk hose, and calling at- 
tention to the good points of the merchandise 
offered. 

Jingles, as a form of advertising, are not new. 
They have been used time after time, but this is 
the first instance that has come to our notice of 
their use in hosiery advertising. The phrase, 
“The Silk Stocking Song Book,” which heads 
every advertisement, ties up with the jingle that 
follows, all combining to make an exceptionally 
good advertising campaign that is producing 
results. 





Accessories Help Hosiery Sales 


Boston—At the Nesmith Shoe Company, on a 
busy corner (45 Kingston, where Bedford Street 
intersects) an announcement and display of 
hosiery soap not only sold the soap, but stockings. 

Frank J. Coakley, the buyer and manager at 
this store, which, by the way, is devoted prin- 
cipally to the sale of orthopedic shoes on doctor’s 
prescriptions, recently decided that he would 
boost hosiery sales. 
Realizing that one 
of the most impor- 
tant considerations 
in the customer’s 
mind in the pur- 
chase of silk hosiery 
is its care and 
cleanliness, he pur- 
chased a supply of 
a meritorious soap 
and told the public 
about its good qual- 
ities. As a result, 
his hosiery sales 
have shown an in- 
crease each month 
since the soap’s 
installment. 


Mr. Coakley 
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New Way Assembly Plan 
of Interchangeable Units 


When assembled, they give the 
appearance of a solidly built 
fixture. Any combination of 
units can be made with the 
same cornice, base, pilaster, 
and end. 


Extra Profits from Hosiery 


( * se the trade an opportunity to see a liberal display of 
an attractive and well balanced hosiery stock and watch sales jump to 
double their former volume. 


Shoe merchants who begin with a few sections of New Way 
Interchangeable Hosiery Units usually add more sections because of the quick, 
extra profit which the New Way system brings through greatly increased sales 
as a result of attractive display and efficient service. 


To those shoe merchants who have not as yet installed a hosiery department 
we offer this suggestion; that you make an investigation as to the possibilities for addi- 
tional profit and increased patronage from this department. 


Information and prices furnished upon request—no obligation whatever. 


GRAND RAPIDS SHOW CASE CO. 


W orld’s Largest Designers and Manufacturers of Complete Store Equipment 


FACTORIES: GRAND RAPIDS, MICHIGAN - PORTLAND, OREGON 


OFFICES IN MOST PRINCIPAL CITIES CONSULT TELEPHONE DIRECTORY 
STORE PLANNING MERCHANDISING COUNSEL 


~_ . 2g 
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An island show case, such as the one shown here, makes an ideal place to display 
hosiery and shoes. They should always be shown together. 


Accessories Help Hosiery Sales 
(Continued from page 141) 


features women’s hosiery in a pure silk, with 
lisle top and soles at $1.79 and is about to sub- 
stitute a silk, at $1.00 with lisle top and sole, 
in place of the former silk and fibre, at the 
same price. He carries a men’s silk and fibre hose 
at $9 cents. For fall, he is going to put in more 
blacks, tans, and browns than last season. 





How a Miami Store Sells Hosiery 


(Continued from page 129) 


they see displayed. Each salesman is instructed 
to suggest hosiery at the time he sells shoes, and 
two pairs of hosiery with one pair of shoes is in- 
variably the combination sale. 

Mr. Sheben stated that he is going to buy silk 
stockings on the blonde shade this fall, as well as 
some medium brown shades—all to go with his 
suede shoes in corresponding colors. For black 
shoes, among which kid is a popular leather, he is 
buying the peach and dawn shades of hosiery. 


To Discuss Color Problems 
(Continued from page 139) 


in the hosiery business. As explained by Margaret 
Hayden Rorke, managing director of the color 
card association, at present there may be a dozen 
or more names used by various hosiery manufac- 
turers to designate one particular color. 


A number of attractive new ingrain patterns, some in 
silk, some in sitk and lisle, shown by courtesy of the 
Hirner Hosiery Co. 
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The 
LEVEL OF LIVING 


cA Guarantee for Better Business 


GasiN THE YEAR ONE Adam was 
SS 2) evicted from the Garden of 
Gey Eden. He and the Adam family 
had acquired the habits of eating regu- 
larly, of a wardrobe, and of going in out 





of the rain. 


So Adam maintained his new stand- 
ard of living “‘by the sweat of his brow.”’ 


Ever since Adam, man’s standard of 
living has risen. In dark ages it has 
remained dead and soggy. In bright ages 
it has bettered. But the average level of 
living has always been upward. When 
man has once made the rather difficult 
business of life more pleasant and fuller 
of opportunity for self and family, he has 
never willingly lowered his new standard. 


“By the sweat of his brow” he has 
carried on. 


In the United States the Great War 
lifted the standard of living like an earth- 
quake—as suddenly and as abnormally. 


Rich man, poor man, beggar man, thief— 
all shot up to an unexpected level of lux- 
ury and better living. It was not earned 
with sweat—but it was nevertheless a 
definitely new standard—and it is hold- 
ing tenaciously among all classes today! 


It is ingrained in human nature to 
hold to the better. Man cannot and will 
not sink to former conditions. Pre-war 
prices and customs of trade are of the 
past and must be so regarded. The 100 
cent dollar of 1913 is gone and will soon 
be forgotten. The members of the newer 


generation, who are coming to have a real 
say in the scheme of things, know only to- 
day’s dollar, which tothem means 100 
cents, and they predicate all their busi- 
ness actions on that basis. All of us, with 
the exception of the business slackers, 


are working harder to stabilize the in- 
creased well-being of ourselves, our fam- 
ilies and our business. 


I am rejoiced in this fighting spirit 
which I have noted among all kinds of 
men during a recent trip from Boston to 
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San Francisco. It is, I feel, a sound reason 
for optimism—a sure guarantee of bet- 
ter, more enduring business. Next year 
and the next ten years are stamped with 
prosperity from the mere impact of this 
urging drive to maintain our country’s 
standards at new levels. Business men 
have their coats off—their axes on the 
grindstone. Sparks are flying! Bumper 
crops have submerged the pessimists and 
put heart into the great West! More 


goods are being made because men have 


decided more goods can and must be 
sold. Raw materials are astir. Big- 
visioned men are not sitting on their 
hind legs and howling calamity. They are 
busy solving newconditions and problems 
with new wisdom, new enthusiasm and 
new faith. 


Tune in on the wave-length of opti- 
mism! A presidential campaign in the 
offing with two honorable major candi- 
dates, either of whom is unusually ac- 
ceptable to practical voters. A_ better 
prospect of peace and unity in Europe 
than has existed since the Armistice. A 
security market with prices beginning to 
tug upward. A present buying power of 
one hundred and twelve million Ameri- 
cans which equals that of Five Hundred 
Million of any other races in the world! 





Look where you will, you'll see the 
broad trail of a greater, growing distri- 
bution and consumption of goods—a 
better business! 


Yes, there are failures, bad accounts 
and black croakers on the fence with dis- 
mal forebodings. But they are a/ways 
there—in good times as well as bad. They 
are the wee minority —Thank God for 
that! 


Old theologians used to teach that the 
race of Adam was cursed with Work. They 
were wrong. For it has been the driving 
need of work which has raised man to 
higher and higher levels throughout the 
ages. Nations have ever been greatest in 
their youth because they worked then in 
the flame of enthusiasm, with new tools 
and fresh methods. 


The United States is a young country 
which events are rapidly making the dic- 
tator of civilization. You and your busi- 
ness—I and mine—are a part of it, rush- 
ing onward to a dominance and wealth 
which no man can gauge. 


But we will go forward together work- 
ing—to have and to hold! 


Treasurer and General Manager, 


BOOT AND SHOE RECORDER PUBLISHING COMPANY. 
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Si ting Prefty 


Here’s a simple way to realize cash 
quickly. Gather up all your unsal- 
able hosiery: faded stock, unsea- 
sonable colors, etc. Send it to us 
and we will re-dye it in the popular 
shades, so that you can sell it at full 
value. 


Our service is thoroughly satisfac- 
tory. Let us convince you. 


® Peerless Hosiery Dyeing Co. 


Pleasantville, N. J. 
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“HIOSTEHRI ” 
eA Contact Point of Profits 


As the crystal detector of a radio instrument is the vital contact point between 
the great world of sound waves and your ear—so has ‘‘Hosiery” become the 
valuable contact point between your cash drawer and all that the leading hosiery 


manufacturers can do to fill it. 


“Hosiery” is a distinct department of the Boot and Shoe Recorder and is the only 
medium which concentrates on making itself useful to shoe merchants who are 


selling, or plan to sell, hosiery. 


Each month its standing becomes higher and more authoritative. Each month 
for this reason it is more worthy of your careful reading and thought. 


BOOT amd SHOE 


RECORDER 


GREAT WATIONAL SHOE WEE 
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HE BEST way to cash in on Rosaine Hosiery is to carry a 

balanced stock—an assortment of lines, sizes and colors 
large enough to give your customers complete service—kept con- 
stantly up to standard by regular fill-in orders. 
Many Rosaine dealers have adopted this budget method. They 
decide on the minimum stock necessary to give their customers 
full service. (That represents their maximum _ investment. ) 
Then, at regular intervals, usually once a week, they check over 
the stock and send in an order. (That keeps the stock complete. ) 
Such a balanced stock gives the maximum turnover with the 
minimum investment and the biggest profits in the end. Try this 
way of cashing in on Rosaine. 


The Rosaine Line Consists of Fuil-Fashioned Numbers Only 


5017—Pure dipped-dyed 1209—The first popular- 1506—42 gauge, pure 
silk hose, 8 in. lisle top, priced chiffon made in dipped-dyed, sheer chif- 
per doz. $14.00 America, per doz., $16.00 fon, per doz. eooee $12.00 


—_ - i hif- : 
1210—A keavy, pure '212—Full-fashioned c 550-1-2—New Paris Clox, 
dipped-dyed, all silk hose, fon with 8-in. lisle top  qipped-dyed silk, full- 
per doz. $20.50 and silk foot, per Sette fashioned, per doz., $18.00 
5017—Out size, African, 300 — Sheerest chiffon, 
Black, White, per doz., with Vee Top garter pr 


1504—Medium weight 
$15.50 tection, per doz. ... $17.50 


pure dipped-dyed, silk 
hose, per doz. $12.00 


ROSENHAIN CO., Inc., 2:0 Fifth Ave., New York 


5 
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Onyx ’"® 


The sheerest weight of pure thread silk 
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From an actual photograph of 
*““Onyx’’ Style No. 355—a 
“Sheresilk”’ stocking with lisle 
top and lisle lined sole. It is 
made with the “Pointex” heel 
reinforcement, and is nationally 


advertised to sell at $1.95. 
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$1.95 sellers nationally advertised. 


966 chown above . . - 5 6 6 + 0's « 
255 “Pointex” medium weight, lisle top and sole . 


$2.78 sellers nationally advertised. 
350 “Pointex” all silk, medium weight 
450 “Pointex” all sheer silk 


. $15.50 








$15.50 





. $21.00 
. $21.00 


“Onyx” Hosiery Inc., Broadway at 24th Street, New York 


Chicago Philadelphia Boston Buffalo San Francisco 


Los Angeles 
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WILLIAM HARRISON 


Secretary of Cincinnati Asso- 
ciation of National Shoe Trav- 
elers. 





tite? This was the happy lot of some 
30 members of the Cincinnati As- 
sociation of the National Shoe 
Travelers, who traveled for a dif- 
ferent purpose on August 28 than 
usual. On this day, the whole gang, 
filled with the spirit of a good time, 
jumped into their cars, and instead 
of driving to see their trade, mo- 
tored out to the Retail Shoe Men’s 
Camp situated at California, Ohio, 
on the Ohio River, to engage in a 
day of festivities with games and 
“the best chicken dinner we ever 
ate.” 


Merchants Good Chefs 


The 30 members that attended 
were the guests of the association. 
Six members of the Retail Shoe 
Men’s Camp acted as chefs. The 
travelers say “they can’t be beat.” 
The members of the cooking squad 
were as follows: “Fred” Ruehrwein, 
William Frye, Henry Stock, “Jim” 
Cowen, Leonard Wissman, B. 
Finke, all leading retail shoe mer- 
chants of Cincinnati. 


Congratulations to Committee 


The association is indebted to the 
entertainment committee, Charles 
Auer, chairman; Charles Jacob and 
Elmer Kokenge, who planned the 
details of the outing. The officers of 
the association are: George Schu- 
ette, president; Ed Peck, Jr., vice- 
president, and Bill Harrison, sec- 
retary. 

The following members of the 
Cincinnati Association of the Na- 
tional Shoe Travelers attended the 
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Retail shoe merchants who 
served the Cincinnati Associa- 
tion of National Shoe Travelers 
at their outing at California, 
Ohio, August 28, 1924. 





outing: John Miller, Herman Roth- 
man (guest of John Miller); Bill 
Harrison, Elmer Kokenge, Charles 
Jacobs, Charles Auer, Joe Jano, 
B. S. McDonald, Ben Davis, George 
Schuette, J. Jaffe, George Aftel, 
George Zumworde, Charles Fiegen- 
baum, Sim Fechheimer, Frank 
Woll, Dave Kessler, Manie Peck, 
Ed. Peck, Jr., James Drury, David 
Wolf, James Cowen, Frank Alberts, 
Albert Klinkicht, Lawrence Niehoff 
and Fred Joseph. 


Chicago Shoe Travelers 
Meet 


The meetings of the Chicago 
Shoe Travelers were resumed last 
Friday with about thirty members 
at the gathering. Probably the two 
most important features were the 
movement to abolish the death 
benefit clause of the by-laws and 
the urging of President Rubel that 
as many of the members as possible 
go to the Illinois Shoe Retailers’ 
Convention in Peoria, September 15. 


“Bill” Snyder with C. H. 
Alden 


W. D. Snyder of Columbus, 
known to the shoe world as “Bill” 
Snyder, who formerly traveled for 
the G. Edwin Smith Shoe Co. and 
the J. E. Tilt Shoe Co., is now rep- 
resenting the C. H. Alden Co. in 
Ohio, Indiana, Michigan and IIli- 
nois. 


“A single fact is worth a ship- 
load of argument.”—Walk-Over 
Factory Prints. 
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Three veteran travelers with 
young ideas—James Drury, 
Manny Peck, Jim Cowen. 
These boys were certainly 
“there” at the outing of the 
Cincinnati bunch—California, 
Ohio—August 28, 1924. 





N. M. McDonald on Trip 


N. M. McDonald, who covers the 
Atlantic Coast States and Texas, 
and then back north through Ten- 
nessee and Kentucky, for the Tuttle 
Shoe Co.’s McKay line and Kimball 
& Sherman’s turn shoes, left Boston 
for his territory on Saturday, 
August 30. 


“Billy” Camps with Atkin- 
son-Blumenfeld 


Will A. Camps, better known 
among the trade as “Billy” Camps, 
left New Orleans on September 1, 
for a trip through Texas. “Billy” 
will travel all of the large cities in 
Texas, Arkansas, Tennessee, Ala- 
bama, Florida, Mississippi and 
Louisiana. He is now with Atkin- 
son-Blumenfeld Co., Boston, and 
will meet many of his old friends 
throughout the territory as he has 
covered this section for the past 
twelve years. 

He formerly represented R. E. 
McDonald Co. of Boston, more re- 
cently the R. E. McDonald-Katz- 
man Co. of St. Louis, who lately 
wound up its business in St. Louis. 
“Billy” has built up a big business 
for the new firm he is now with. 
When off the road he makes his 
headquarters in New Orleans, Room 
206, Wainer Building, 609 Iber- 
ville street. 
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AN ideal shoe for dancers is seen in ‘‘E/ Goran.’’ 
Neat, snug fit with flexibility is assured by the 


use of an ample elastic gore. 


The elastic may be obtained if desired 
in patterns to match leather grains. 


EVERLASTIK, Inc. 


CHELSEA 1107 BROADWAY 
MASS. é NEW YORK 


MAKERS OF HUB GORE 
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G. R. PULSIFER 


Who represents the W. L. 
Douglas Shoe Co. in parts of 
Wisconsin, Minnesota and the 
northern part of Michigan. 





Frank Newhall on Trip 
September 8 


Frank B. Newhall, who covers 
New England and Western New 
York for Williams, Clark & Co., 
leaves Boston the week after Labor 
Day for a two or three weeks’ trip 
through Western New York. Said 
Frank: “In my many years of 
traveling shoe salesmanship, I have 
seen some very interesting develop- 
ments in women’s shoe fashions. 
Retail shoe merchants want new 
styles every four weeks, at least, 
and they want them because the 
ladies say that footwear styles must 
be as much in the novelty class as 
millinery styles. And so, as the 
American man always likes to 
please the ladies, shoe factories 
everywhere making novelty shoes 
for feminine feet are kept con- 
stantly busy devising new ideas. 
I have all brand new ones with me 
on this trip.” 


“Ed” Butler on Job Again 


Edward A. Butler will be back in 
his territory of. Northern Illinois 
and Wisconsin with the H. C. God- 
man Co.’s line this fall. Mr. Butler 
underwent a very severe operation 
at the Mayo Hospital, Rochester, 
Minn., which necessitated his “lay- 
ing off” on last season’s work. “Ed” 
says that he will be glad to get back 
to greet his friend-customers once 
more. 


“Syd” Curry Starts On Trip 


“Syd” Curry, vice-president of 
Ordway, Clark, Inc., with Boston 
office at 10 High ‘street, Boston, 
leaves the Hub right after Labor 
Day, September 8, for a two or 
three weeks’ trip. “Syd” says that 
he will soon be hitting the trail for 
the “big burgs.” He will “make” 
New York, Chicago, Detroit and 
Cleveland. “Syd” is carrying with 
him some snappy numbers in black 
patent, black Russia calf, black kid, 
black satin, ooze and black velvet, 
as well as a medium shade of tan 
calf. These he predicts will be good 
sellers in the order named. In pat- 
terns, the one-strap. on artistic, re- 
fined lines, is still a big seller. 


Harry Colter Home 


Harry Colter, who has recently 
taken charge of the selling end of 
Plant Bros. & Co., recently returned 
to Boston, from a Southern trip, 
where he booked some good busi- 
ness from the big city trade. Be- 
sides investigations into what were 
the best sellers in Dixieland, he has 
also summed up the situation in 
the Middle West and other sections 
of the country. 

He states as his opinion that 
black patent, black satin, black ooze, 
black velvet, with the medium tans 
in Russia calf, will all be big 
sellers, and about in the order 
named. Black velvets are the new 
note, he states, on the fall style 
horizon: He is also much. pleased 
with the way the trade is respond- 
ing to light tan oxfords, some 
fancy, others on plain pattern. 
These he feels will be big sellers 
this fall and winter. One of his 
good selling numbers is on a square 
mannish last, with square toe and 
creases in vamp near throat—12/8 
heel with rubber toplift. 

In patterns, the opera and 
D’Orsay patterns are good, as well 
as the small tongue pump. Mr. 
Colter states that with his firm it 
is a case of producing better than 
one brand new style a day. 


“Art” Martin with Beacon 
Line 


“Art” Martin, who represented 
F. M. Hoyt Company of Manches- 
ter, N. H., in Michigan and Indiana 
and who was recently the New York 
representative for the G. Edwin 
Smith Company, has gone back to 
his old firm. He will call on his 
trade of some years ago, “making” 
all of Michigan and Indiana. 
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“SYD” CURRY 


Vice-president of Ordway, 

Clark, Inc., who is now “hit- 

ting the trail” of the big 
buyers in the “big burgs.” 





Whittemore Made First Sale 
at New Hotel 


To John S. Whittemore, who 
travels for the Boyden Shoe Com- 
pany of Newark, N. J., and for the 
Krippendorf-Dittmann Company of 
Cincinnati, goes the honor of hav- 
ing been the first man to show sam- 
ples of merchandise of any kind 
or description in the Hotel Syra- 
cuse, newest of upstate New York’s 
hotels. 

To Otis C. Brannock, of the retail 
shoe firm of Park-Brannock Co., of 
Syracuse, goes the honor of having 
been the first retail merchant to 
view a line and to place an order 
in the new building. 

It does not take a sage to figure 
from this that Mr. Whittemore was 
at one end of the deal and Mr. 
Brannock at the other. 

Incidentally, the Hotel Syracuse, 
according to Mr. Whittemore, is 
one of the most modern, best 
equipped hotels he has ever seen 
and one of which the city may 
justly be proud. Its announced 
policy is that it will cater especially 
to the traveling fraternity. 


“Ed” Kornsand’s Territory 


Edmond §. Kornsand, who for 
many years represented T. D. Barry 
Co. in ‘New York City, and who now 
represents the J. E. French Co. of 
Rockland, Mass., covers Greater 
New York, Philadelphia, Baltimore, 
Washington, New Jersey and Long 
Island, for the latter house. 
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You Will Like Our New 


“Valera” Pattern 


Three beautiful combinations—black satin with black 
suede trimming, allover patent, and allover black kid 
with black suede trimming 


In Stock September 15th. 


AA30—$5.15 AA4 -8 Wos. “Brown>!t” Blk. Satin 
A 3%-8 “Valera” 4 Button, Cut-out 

B 3 -8 Oxford, plain toe, black 

C 2%-8 suede trimmed, 14/8 cov- 

ered wood Spanish heel, 

Imitation Turn, Valera Last. 


AA31—Same price, sizes and widths in allover Patent. 


AA32—Same price, sizes and widths in black kid with 
black suede trim. 


Draw Guoe Gowan, 


St. Louis 
Manufacturers 


aa a wie tute 


a, ah i at ab 
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Herman Salesmen’s Conven- 
tion 

The salesmen of the Joseph M. 
Herman Shoe Co. are getting to- 
gether for a big convention. As one 
of the features of this convention, 
there will be a banquet at the Bos- 
ton City Club on the evening of 
September 8. 

The following is a list of sales- 
men and territory covered: Walter 
L. Rodney, Washington, Oregon, 
Idaho, Nevada, Utah, Colorado, 
California, Montana, Wyoming; 
H. T. Leeman, 38 cities in Texas, 
Kansas, 13 cities in Oklahoma, 
Missouri; A. C. Benners, Arkan- 
sas, Tennessee, Mississippi, Ala- 
bama, Baton Rouge and New Or- 
leans, La.; W. H. Ellice, Illinois, 
Wisconsin, Iowa; H. Smallwood, 
Indiana and Michigan; A. M. Milli- 
can, Kentucky, W. Virginia and 
Virginia; R. S. Studley, Jr., North 
and South Carolina; C. V. Rodney, 
Delaware, Pennsylvania and thir- 
teen cities in Ohio; C. S. Hastings, 
New York and New Jersey; H. A. 
Carle, Massachusetts, Rhode Island 
and Connecticut; J. A. Keefe, 
Maine, New Hampshire and Ver- 
mont; N. R. Abbott, New York 
City proper; H. B. Waldron, Brook- 
lyn, Long Island and Staten Island; 
E. A. Rowley, Buffalo, N. Y.; 
L. Gregory, Boston office; L. A. 
Westrich, St. Louis and 100 mile 
radius; S.. F.. Richardson, Texas, 
excepting 38 cities; A. E. Smith, 
Baltimore, Md.; C. A. Berkshire, 
Louisiana (excepting Baton Rouge 
and New Orleans), Oklahoma (ex- 
cepting 13 cities); M. H. Edelson, 
Ohio (excepting 13 cities); C. B. 
Rodney, big cities of the country. 





National Council Holds 
“Get-Together” 


The National Council of Travel- 
ing Salesmen’s Associations held 
its annual convention in New York 
on August 26-28. An enjoyable and 
constructive program was given to 
a large number of delegates and 
their guests. The consensus of 
opinion by those interviewed was 
that thé fall tradé outlook is ex- 
ceedingly bright. 


Optimistic on Fall Trade 


The addresses made were keyed 
in a note designed to make the 
traveling men go out on the road 
imbued with the idea of getting 
their share of increased trade. 

Much was made of the theory 
that stocks of goods in the hands 
of distributors are low and that it 
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JOSEPH B. SAXE 


Who will start on trip Septem- 

ber 20, for Reynolds, Drake & 

Gabell Co., covering Chicago 

territory in conjunction with 
Southern. 





is up to the salesmen to “cash in” 
on this condition. 

A. M. Loeb, president of the 
salesmen’s council, which is com- 
posed of a large number of indi- 
vidual associations of traveling 
men, in various lines of trade, and 
with which the Boot and Shoe Trav- 
elers Association of New York are 
affiliated, told the delegates, in his 
annual address, that better business 
is in sight; not a boom but a level 
prosperity. 

For U.S. A. Goods 


Mr. Loeb admonished the sales- 
men to support the “Made in U. 
S. A.” movement and the merchan- 
dise fair which will be held in New 
York next winter under the aus- 
pices of the council and the Na- 
tional Retail Dry Goods Associa- 
tion. 


McOmber Third Vice-President 


Aaron M. Loeb, for two terms 
president of the National Council 
of Traveling Salesmen’s Associa- 
tion, was re-elected for another 
term; S. A. McOmber, the Boot 
and Shoe Travelers’ Association of 
New York, third vice-president, 


LaMotte with A. S. Kreider, 
Inc. 


F. Gibbs LaMotte, who has been 
connected for many years with Rice 
& Hutchins, Inc., as buyer and as- 


153 


sistant manager of the Baltimore 
Company, Baltimore, has recently 
resigned and has become connected 
with the A. S. Kreider Company, 
with headquarters in Baltimore. He 
will carry the women’s and chil- 
dren’s portion of this company’s 
line in Maryland, District of Co- 
lumbia, Virginia, North and South 
Carolina. Mr. LaMotte is thorough- 
ly acquainted with the trade, and 
his friends will be glad to hear of 
his new connection. 


Saxe with Reynolds, Drake 
& Gabell 


Joseph B. Saxe of Chicago has 
recently. made arrangements to 
represent the Reynolds, Drake & 
Gabell Co. of North Easton, Mass. 
“Joe” will be “on the job” Septem- 
ber 20. He will cover the South, 
which territory he has traveled for 
several years. He has been away 
from this section for two seasons 
and states that he is mighty glad 
to get back South to see his old 
friends once more. “Joe” will work 
Chicago territory in conjunction 
with Southern. 


Sublett with Guptill 


H. A. Sublett of the Pacific Coast 
has joined the sales force of H. E. 
Guptill, Seabrook, N. H. Mr. Sub- 
lett traveled this territory for 
eleven years for Chipman-Har- ° 
wood Co. He knows every inch of . 
this great and glorious stretch of 
the country and has a host of 
friends among the shoe trade there. 


“Mike” Galvin with Goding 

M. C. Galvin, known to the shoe 
world as “Mike” Galvin, who for- 
merly traveled for A. J. Bates Co., 
has joined the sales force of the 
Goding Shoe Co. of Chicago. Mr. 
Galvin will cover the big cities of 
the territory previously handled by 
W. H. Wemyss. He will also assist 
Manager Phelan in the sales and 
development of the Goding -line. 

“Mike” Galvin enjoys a wide 
acquaintance in the shoe trade. 
He started in the shoe game in a 
retail shoe store in New York City. 
Here he gained a thorough knowl- 
edge of retail merchandising and 
this experience stood him in good 
stead in establishing many of the 
R. H. Long chain shoe stores. Later, 
he decided to sell shoes on the road 
and for nine years covered the 
principal cities of the West for the 
Emerson Shoe Co. 

(Continued on page 161) 
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SERVICE SHOE Co. 





It’s the Result of 
“Union of Interest” 


This new line is a totally differ- 
ent proposition from that offered 
by any other organization. Two 
factories, one located in Chicago 
and one in Nashville, are specializ- 
ing each on its own particular 
grades,—the Mid-West on the $6 
and $7 lines; the Sunny South on 
the $5 line. Both of these factories 
are “united for SERVICE” in the 
SERVICE SHOE CO., resulting in 
a merchandising proposition that 
cannot be equaled. 


This “Union of Interests” spe- 
cializes exclusively on STYLISH, 
STANDARDIZED Numbers. Thir- 
ty-five styles, made over Fourteen 
stylish lasts, are the basis of the 
line; it is a short line; a strong 
line of Men’s Stylish Shoes, carried 
in open stock on widths, and can 
be ordered in any number of pairs. 
The complete line is carried in 
stock at Nashville where the over- 
head is small. 


It is a new organization, yes; 
but it is manned by men of ‘long 
experience as shoemakers; men 
who know how to buy and how to 
merchandise. They have found that 
the real need of the retailer today 
is for STANDARDIZED STYLES. 
Styles that do not jeopardize his in- 
terest, but concentrate his buying 
power on a limited (but adequate) 
number of worth-while sellers. You 
know that the idea is right,—so 
are the shoes! 
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CANNOUNCING cis . 


MEN'S STYLISH 


TO RETAIL Cit ‘ 


Ne. $120—“THE - WINNER” LAST. 
Winebago Calf, Color No. 17 (a light ~ 
color). Flat eyelets. Leather trimmings to 
match. High- one lining. Leather heel 
pads. vowewee Price, $3.50; net 30 days 
Ne. Sted—Same last. Black on, nickel 
eyelets... .. Price, $3.50; net 30 days 

WIDTHS and SIZES: 
A—T to ll 


Ne. S112—UNIVERSITY LAST. Wine- 
bago Calf, Color No. 15 (color medium). 
Brass eyelets. Leather trimmings to match. 
High-grade lining. Leather nels pads. 

Price, $3.50; ee days 


Ne. SII0—“THE WINNER LAST. 
Winebago, Color ene 15. Bling eyelets. 
Price, $3.50 days 

WIDTHS and arans: 
A—T to ll C8 


toll 
B—6% to ll D—6 to ll 


Ne. SI13—UNIVERSITY LAST. Wine 
bago Black Calf, Le ge Oxford. Nickel 
eyelets. Leather lined to match. 
Leather heel pads, Soles 1: 18 iron . 
Price, $3.50; net days 


Ne. Sil4—Same Last. Winebago Calf, 
Color No. 15. 10 sole. 
» $3.50; net 30 days 
WIDTHS and SIZES: 
A—T to 11 C—6 to 11 
B—6% toll D—¢ tell 
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SUPERIOR DELIVERIES 
Solid 
LEATHER. 
——Construction 


SUPERIOR SHOES 
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CI NEW LINE OF _ 


1 STANDARDIZED STYLES 


$5 ~$OUND $ TZ. 
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LEATH ER 







Construction 
. 
“Combine 
=. — te > Sage, Bm om e 9 9 
Bal. Fist evelete, Hish-srodo linings and Specialty 
Ne. S$8—Same pattern, Tan —% Calf, 
storm welt............ Price, $5.00, net 30 days 
ame ae 
B—6i to ll D6 toll This new line, on a tried-and- 


true basis, is really a “combine 
specialty,” for it represents the 
combination of the best shoemak- 
ing ideas of two separate and 
distinct shoemaking sections. It 
is an important step “FORWARD” 
in shoe production and distribu- 
tien,—that’s why we have chosen 
“ONWARD” as the Chicago brand 
and “FORWARD” as the Nashville 
brand. “ONWARD” and “FOR- 
WARD” will be your call for 
\ we. 8 86—PRINCE OF LAST. SERVICE! 


WALES 
Tan Calf Bal. High-grade linings 
$4.85; net 30 days 


© MADE IN 
+> CHICAGO 
+L \ 


oe 





and trimmings.....Price, 
Ly Nev So~Sume Brice, 44.85; net 30° days The FIVE DOLLAR Line is made 
“ Pay: emepee - in two shades of Tan Calf, Black 
Vy a diac — Calf and Brown Kaffor, also Black 
« and Brown Kid. It carries Goodrich 
¢ heels. THE SIX and SEVEN DOL- 


LAR Line in three shades of tan, 
and Brown Kaffor, Black and 
Brown Kid, and Kangaroo. It car- 
ries Wingfoot heels. 





SERVICE SHOE =ONWARD— } Sept. 15th complete line will be 
READY FOR DELIVERY. Wire 
Ne. S8—BIG BOY LAST. Glazed Tan for appointment with salesmen,— 














LIES 
Beane cet Yam ached Ft. Catalogue mailed on request. 
Hi Leather _ lined 
WES aneeienniiitieal 

4 Ne. 

. and SIZES: 

. B—6 to 11 Cétoll D—€toll 

j 


SERVICE SHOE Co. 


MANUFACTURERS OF 
Men’s Stylish Standardized Styles 
NASHVILLE, TENN. 
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SPORT STYLES AND WALKING 
SHOES FOR PREP SCHOOL AND 
COLLEGE TRADE 


IN STOCK 


At Once Deliveries 


No. 562 
No. 308 Dundee Last No. 327 Dundee Last Cc. & C. Tony * oxford, 6 rows stitching, 
Grey Elk Sport Oxford, soft box, black Mirror Cc. & C. Tony Tan sport oxford, soft box, crepe heavy single sole. Wingfoot A eae A, 7 to 11; 
Calf wing tip, & we Y stay and heel foxing. sole. B, C, D, E wide.......... $5.65 B, 6 to 11; C and D, 5 tol $5.50 
Disk crepe so , C, D wide $5.85 No. 568 “Dundee Last No. 462 
As above, but with leather sole. A, B, $2 As above in imported black. Same meee 
widths 50 


SEND FOR STOCK STYLE FOLDER 


THE DALTON CO., INC., Mfrs. Men’s Fine Shoes BROCKTON, MASS. 


CHICAGO: 1618 lic Bidg., 209 S. State St. NEW YORK: 651 Marbridge Building 
R. E. B. SLOCUM, Cc. F. 


BOSTON: 183 Essex Street 
GEO. J. LOVELY, GEO. W. MANSON, J ARSTOW GEO. S. DYER 








Quality Felt Footwear !ppers for 


& Volume Buyers 
By “LIN. 


Ask your wholesaler about Lind 
Footwear—the quality kind. If he 
sells quality footwear he sells 
**Linsure.”’ 


Send for catalogue and prices Style 1005 


LIND SHOE AND SLIPPER CO. 


Manufacturers of 


lus 


Main Office and Factory FELT SHOES AND SLIPPERS Boston Office 


106-108 Gold Street 207 Essex St., Room 204 
WORCESTER Worcester, Mass. J. M. P. Kingman 


- 
~ 
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a Proven me 
Business Builders 


Acrobat. dealers the country over have proven 
Acrobat “Double Welt” Shoes to be real business 
builders. The selling strength and wonderful repeat 
power of Acrobat Shoes manifests itself even under 
the most adverse market conditions and severe price 
competition. 

This is mainly due to the fact that the 


maine. No. 1 
50 All Patent, Full Quarter Lace, 40 
s Last, Soft Toe, Buck Chrome Sole, 
Spring Heel, White Welting. In Stock: ; 
$5 3/8; D. 





for children are well-known steadily demanded shoes 
which know no seasons. The original Acrobat “Double 


Welt” construction remains unequaled for comfort, 
fit and long wear, which insures the permanency of 
every customer who purchases a pair. 

Acrobat “Double Welt” National Magazine Ad- 
vertising is reaching more than 2,700,000 readers and 
is being concentrated upon the purchasers of children’s 
shoes. It has created a steadily growing demand which 
EPO can be relied upon to continue, season after season,— 
Toss 40 lem, Scag, Moc, Buck year after year. 


Chrome Sole. In Stock: 3/8, Cc, D, E. 
Write for Our New Fall Catalog 


Our new 1924 fall catalog illus- 
trates in-stock numbers and fully 
describes Acrobat “Double Welt” 
Process. Request it today. Dealer 
helps, such as window displays, book- 
lets, folders, ett:j°ate available to all 
established Acrobat Dealers. 


Shaft-Pierce Shoe Co. 


Soft Toe, 44 Last, Spring Heal, Back 233 3RD STREET FARIBAULT, MINN. 


Chrome Sole. In Stock: 4/8; D. 


Specialists in Children’s Good Shoes Since 1892 


No. 1350 
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SIX FALL STYLES—IN STOCK. 
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No. B-367—Price $5.25 


Patent Leather, Three-Strap Pump, 
Jet Beaded Goring on Straps, 14-8 
Covered Wood Cuban Heel. Wilson 
Sewed. 


No. B-368—Price $5.25 


Satin, Three-Strap Pump, Jet 
Beaded Goring on Straps, Black 
Suede Saddle, 14/8 Covered Wood 
Cuban Heel. Wilson Sewed. 


JOY, CLARK & NIER, INC. 


mA, 


No. B-372—Price $4.70 


All Patent Colt, Side Gore, Imita- 
tion Tip, Cut-Outs on Front, Per- 
foration around Vamp and Quar- 
ters, 10/8 Leather Heel, Wingfoot 
Rubber Top Lift Welt. 


No. B-373—Price $4.70 
Same in Tan Calf. 
SIZES AND WIDTHS 
AA 4-8 A 3%-8 B 244-8 
C 2%-8 D 244-8 
TERMS: Net 30 Days 


Rochester, New York 


ri 


No. B-370—Price $4.85 


Patent Colt, Two-Button, Two- 
Strap Pump, Cut-Outs on Quarter, 
14/8 Covered Wood Cuban Heel. 
Wilson Sewed. 


No. B-371—Price $4.85 


Black Calf, Two-Button, Two-Strap 
Pump, Cut-Outs on Quarter, 14/8 
Covered Wood Cuban Heel. Wil- 
son Sewed. 

















H. K. GARDINER COMPANY 
Boston Office, Room 337, 10 High St. 








The Quest for Comfort 
Is Answered in the Gardiner Line. 


Stock No. 4516—Black Kid 
Princess, 9/8 Rubber Heel. 
3-9, D, E and EE $2.35 


IN STOCK 


Over 30 Dependable Styles 
Constantly In Stock. Write 


for Catalog. 


“NOTHING BUT TURNS” 


Gardiner Quality Com- 
forts have served a large 
number of merchants for 
15 years. Good fitting 
lasts. Carefully selected 
materials. Expert work- 
manship. 


PITTSFIELD, N.'H. 
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HE call for patterns, pretty in their plainness, is 

answered in the W.& D. turn shoe shown here. 

This shoe carries a full Swiss heel which adds in no 

little degree to its grace and charm. We feature this shoe 

« in Patent Leather, but it is none the less attractive in 

Black Satin, Black Velvet, Gun Metal (Calf and Light 

Russia (alf. The increasing popularity of the turn 

shoe for general wear suggests the advisability of giving 

the sale of W. &F D. turn shoes very serious attention. 
They typify everything good in turn shoemaking. 


Witherell&§ Dobbins Company 
Haverhill, Mass. 


Boston Office, 110 Lincoln Street 


The W. & D. Line of turn shoes is featured in 
the Chicago market by 
Harper Kirschten Shoe Co. 
In the Boston market by The Hub Shoe Co. 
In the Philadelphia market by the 
Brav Shoe Company 
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“Smooth Inside as @ Miller's Wing” Fa 
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Ar 
MILLERS ARE “Blacher Moccasin Oxford * 
In Stock. Tr 
M A DE 563—Rubber Heel, 1134-2 de 
817—Rubber Heel, 2-7 . 
$62—Spring Heel, 844-11... 1.60 a 
NEW BLUCHER MOCCASIN BOOT 
For Little Gents and Boys TO SATISFY yee yy kn 
Carries a Waterproof Sole. In Choco- In Tan and Chocolate Elk. O: 
late and Tan Elk. In Stock Sept. 15th. In Stock Now. 
660—Tan, 650 Choc. Little Gents’, 8%- 621—Spring Heel, 5-8 $2. pr 
18%. 622—Spring Heel, 8%-11 
661—Tan, 651 Choc, Boys’, 1-6. 623—Rubber Heei, 1114-2 th 
The component materials are the best obtainable for their purpose. The lasts of 
are good fitters. No metal is used—except to attach rubber heels. A leather 
slip-sole is used. The shoe is very flexible—smooth inside, and long wearing. 
That they satisfy merchants and wearers alike is evidenced by the re-orders 
which stream in so regularly. 
Samples of this satisfactory line will be gladly sent. - 
Ce 
MILLER SHOE CoO., SALEM, MASS. " 
J. E. DAY, Mgr. at 
‘ Sc 
xe 2 —— <3 9 ¢ OT IND ar 
. Z a — a 
sat EHRs : je EE Hhaahew itis ES w 
NARROW BRAIDS | : 
| ARE AN ORNAMENT TO THE SHOE | ‘| . th 
a 
w 
SILK TIE RIBBONS 
GIVE A TOUCH OF CLASS | E 
We are headquarters for 0 
these goods and invite in- ~ 
quiries for samples and 0: 
cl 
prices from all interested p 
parties. . 
| : 
Dalrymple - Dudley Company . 
| Manufacturers and Distributors of | J 
Palc® 
J 
SHOE ORNAMENTS . 
a 
FACTORY 
| HAVERHILL . , MASS. use | q \% 1 OLLE x t YEN ; 
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Shoe Traveler Notes 
(Continued from page 153) 


“Oakey” on Trip Septem- 
ber 20 


W. M. Oakman, one of “The 
Fathers of the N. S. T. A.,” will 
leave on his big cities’ trip—every- 
thing from Boston to Denver—Sep- 
tember 20. “Oakey” is a live-wire. 
And best of all, he possesses the 
sterling quality of dependability. 
Truly, a public-spirited man and 
deeply interested in all of the ac- 


tivities of the National Shoe Trav- 


elers’ Association. The boys all 
know that when they put a job into 
Oakey’s hands it is assured of 
prompt and efficient treatment. 

As the shoe world knows, he sells 
the men’s line of the Pels Shoe Co. 
of Brockton. 


Schweitzer Visits Boston 


Harry Schweitzer of Chicago, 
who for fifteen years traveled the 
Pacific Coast for the T. D. Barry 
Co., was a visitor in Boston last 
week. While in the Hub, Mr. 
Schweitzer made his headquarters 
at the N. S. T. A. office. Mr. 
Schweitzer reports that wide toes 
and short vamps in men’s shoes are 
very strong in the various sections 
which he has visited. Harry gives 
this bit of advice in regard to sell- 
ing these shoes—and that is to fit 
them long and snugly at the heel. 
“These shoes should all be made on 
a combination last, in order to fit 
well,” said he. 


Harry Ingham with Beacon 


Harry T. Ingham of Columbus, 
Ohio, for some years with the 
Emerson Shoe Company, Rockland, 
Mass., has joined the selling force 
of F. M. Hoyt Company of Man- 
chester, N. H., and is to cover the 
territory of Wisconsin and Illinois. 
Mr. Ingham is of a pleasing per- 
sonality and has been a producer 
ever since he started out selling 
shoes. 


J. W. Hiller, Jr. with J. R. 
Palmenberg 


The recent appointment of J. W. 
Hiller, Jr., to the sales force of 
J. R. Palmenberg’s Sons, Inc., is 
one that should prove of mutual 
advantage. Mr. Hiller will cover the 
territory of Indiana, Ohio and 
Michigan, taking the place of A. J. 
Hills, as representative of this dis- 
play fixture concern. 

In addition to a wide acquaint- 


a 
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W. M. OAKMAN 


Honorary N. S. T. A. Presi- 

dent, who covers the big cities 

from Boston to Denver, for 
The Pels Shoe Co. 





ance in this territory, Mr. Hiller 
brings many years’ experience in 
the display field to his new firm. 
To augment this will be the power- 
ful resources and well-known repu- 
tation of J. R. Palmenberg’s Sons, 
Ine. 

At the present time, Mr. Hiller 
is renewing acquaintance in his 
field and is not yet permanently 
located as to residential quarters. 


Glidden Visiting Coast 


J. H. Glidden, with F. M. Hoyt 
Shoe Co., Manchester, N. H., left 
the Hub this week for a three- 
months’ trip to California. Mr. 
Glidden will return December 1 and 
will then start in taking orders for 
spring delivery in New England. 
During Mr. Glidden’s abserice his 
trade will be looked after by C. W. 
Curry of the Boston office. 


Thompson with Stanley 
Duttenhofer 


Millard F. Thompson has joined 
the sales force of the Stanley Dut- 
tenhofer Shoe Co. He will cover the 
territory of Pennsylvania, West 
Virginia, Maryland, Delaware, New 
York and part of New Jersey. 


“So you are a salesman, are you? 
What do you sell? 

“T sell salt. I’m a salt seller.” 

“Shake.” — Walk-Over Factory 
Prints. 
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Stanton on Southern Trip 


F. W. Stanton, representing 
H. E. Guptill, left Boston last Mon- 
day night for the South. Mr. Stan- 
ton will make a long trip, first 
visiting Philadelphia, Baltimore, 
Washington and then down to 
Dixie. He is taking with him a line 
of snappy numbers for the ladies. 
He thinks that patent leathers and 
black satins will be good numbers 
for fall—then black suede and pos- 
sibly black velvet. He finds a strong 
movement. toward the last named 
material. Mr. Stanton, from his 
long experience in selling women’s 
lines, knows well all of the whims 
and caprices of feminine footwear 
tastes. This year he says that his 
line has more high-class novelties 
than ever. 


Dannen with Wall Doyle & 
Daly 


A new representative of Wall, 
Doyle & Daly, Inc., is Edward 
Dannen, who will have charge of 
central western territory with office 
and sample room in the Republic 
Building, 209 South State street, 
Chicago. He will also carry the line 
of E. D. Haseltine Co. in the same 
territory. Mr. Dannen, who is 31 
years of age, was formerly with 
J. H. Winchell & Co. “Ed” was 
brought up in the shoe business, 
his father being a retail shoe mer- 
chant in Chicago for 25 years, and 
now operating two stores in that 
city. The younger Mr. Dannen has 
a thorough knowledge of shoe sell- 
ing and needs of the trade as well 
as a wide acquaintance in Chicago 
and the Central West. 


Irvin Roth on Motor Trip 


Irvin Roth, salesman for the 
Betteman Dunlap Co., motored to 
Conway, Michigan, with his family, 
where he will spend his vacation. 
He will return about September 15. 


In New Quarters 


The Ohio Shoe Travelers, who 
recently moved from 315 Commerce 
Building to 306 Clinton Building, 
Columbus, report that they like 
their new quarters very much. 


Scholl “Vacationing” 


Geo. F. Scholl, the popular secre- 
tary-treasurer of the Ohio Shoe 
Travelers’ Association, who travels 
for the Brockton Co-operative Boot 
and Shoe Co., is spending a few 
days at the old Scholl homestead, 
Chillicothe, Ohio. 
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“This is the FAIRLEE”, a black 
Russia whole vamp blucher 
oxtord, characteristic ofour 
fall and winter models. 


EDWIN CLAPP & SON, INC. 


EAST WEYMOUTH, MASS. 








n 
C 
i 
} 
I 
k 
§ 
4 
¢ 
I 
I 
1 
] 
] 








| 









































September 6, 1924 





Starks Predicts Patents 


George L. Starks, who travels 
the Middle West and South for the 
A. E. Little Co., has been showing 
the trade some fifty new patterns 
and three new lasts. For fall, Mr. 
Starks says that it looks to him as 
though patent would lead, with 
satin a close second, and then a 
sprinkling of tan Russias. One of 
the models which he prophesies will 
be a favorite is a black patent cut- 
out oxford, 12/8 heel, opera last. 





Lauterstein Selling 
Novelties 


George R. Lauterstein, sales 
manager for the Novelty Shoe Co., 
Chicago, was recently interviewed 
in regard to his best sellers for fall. 
Mr. Lauterstein stated that just 
now he is featuring black satin, 
black patents and brown satins 
strongly. He says that one of his 
good patterns is in a one strap, with 
center and cross strap of satin in 
braided effects, with a strap ap- 
plique on the toe, and extended 
braided collar. Another good selling 
pattern, he said, was in a black 
patent one strap, hairline stitching 
around toe and top, 16/8 heels and 
box heels. He believes that for some 
time to come, box heels will be the 
best sellers. He believes that there 
will be a sprinkling of black velvets. 
Some of his one straps in satins 
have scalloped stitching, as well as 
braided effects decoration. 

Mr. Lauterstein had just re- 
turned from a trip to Texas, where 
he covered the principal cities. Be- 
sides Sales Manager Lauterstein, 
the Novelty folks have eighteen 
other salesmen. He stated that there 
is a shortage of desirable shoes. He 
finds business exceedingly good, but 
all the time it is a case of working 
every minute and being constantly 
on the alert for new styles, in the 
face of keen competition. 


Cerf Says “Tan Russia” 


Al Cerf, who sells the Becker 
Shoe Co.’s line to the jobbing trade, 
is now in his territory. “Al” re- 
ports an increasing demand for his 
new patterns, especially in women’s 
popular priced McKays. “The 
Becker folks,” said he, “‘are increas- 
ing their women’s end of the busi- 
ness, and in the new numbers which 
are now being presented for fall, 
tan Russia is attracting much at- 
tention.” 

S. Bocholtz, J. Bocholtz and S. 
Becker are in almost daily confer- 
ence with Mr. Cerf in regard to 
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GEORGE F. SCHOLL 
The Ohio Secretary 





new patterns and shoes on order. 
S. Bocholtz stated in a recent inter- 
view that he was most enthusiastic 
over the new novelties in women’s 
McKays coming from the designer’s 
hands. 

“Women’s shoes are in the mil- 
linery class to stay,” said he, “be- 
cause we recognize that fact and 
have made a shoe that meets the 
popular demand, we are increasing 
our capacity, and are exceedingly 
busy. 

“Miss Gilroy, formerly with sev- 
eral prominent concerns as women’s 
shoe style consultant, gives us the 
woman’s style idea of our new de- 
signs. Today, the shoe buyer is 
looking for popular priced women’s 
shoes, well made, and well styled. 
Today, shoe manufacturers of 
women’s.shoes find that conditions 
spell not volume orders, but a vol- 
ume of orders. Women’s novelty 
shoes are not a new venture with 
us but we are enlarging our busi- 
ness thereon.” 


Smith Uninjured in Auto 
Collision 


P. W. Smith, a member of the 
Ohio Shoe Travelers’ Association, 
and who travels for Poole & John- 
ston Shoe Co., recently figured in 
an automobile collision, from which 
happily he and his family escaped 
without a scratch. His car sustained 
only bent axle, fenders and running 
board. The car of a farmer, coming 
from a side street, with which Mr. 
Smith’s car collided, was demol- 
ished. 
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“Items from Ohio Secre- 
tary’s Diary” 


George F. Scholl, secretary of the 
Ohio Shoe Travelers’ Association, 
has proved such a good scribe in 
recording the activities of the boys 
of the Buckeye State that they keep 
him “right at it.” We have recently 
received some “jottings-down” from 
Secretary Scholl, as follows: 


William Reichel, of Chicago, rep- 
resenting Charles A. Eaton Co., was 
a visitor in Columbus for a few 
days and called at the club rooms 
and secretary’s office in the Clin- 
ton building. Believe me, all knew 
that Bill was around. 


At Fort Wayne, Ind., opposite the 
trolley station, is an electric sign of 
some optometrist which reads, “To 
be an optimist you must have good 
optics. See for your glasses.” 
With the troubles of the past season 
which we were compelled to endure, 
the traveling shoe salesmen, as well 
as the manufacturers and retail 
shoe merchants, must have good 
optics to see afar and smooth over | 
the present to the best of our 
ability. 

Gustave Ebert, one of our retail 
shoe merchant friends in Columbus, 
has left for Atlantic City for a visit 
with his daughter—also to escape 
his usual fall attack of hay fever. 


R. C. Bates, retail shoe merchant 
of Columbus, and his family, were 
“vacationing” during the month 
of August in Michigan. 


Edgar Mechling, buyer for the 
shoe department of Jno. M. Carew 
Co., is on his vacation. “Mech.” says 
that his flivver is a little derelict at 
times and he may land in the ditch, 
or jail—he can’t tell which. 


A. L. Carlisle, president of the 
Ohio Association, has been visiting 
Boston. 








Gregory Says Retail Trade 


Good 


George Gregory of The Cahill 
Shoe Co. is very optimistic as to 
the orders received. Mr. Gregory 
says the retail merchants are now 
on an upward climb. 

It is his opinion that those manu- 
facturers who are squarely meeting 
the issue as the consumer sees it 
are having more business than 
they can handle—that those who 
simply want to make shoes need 
business—to his mind this is the 
application of the expression, “The 
survival of the fittest.” 
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A Hunprep Per CEnT VALUE 


Good window space is valuable — that’s why good locations cost money, 
and for the same reason good windows are a valuable asset to your business. 
You can’t get a hundred per cent value out of them if they are silent, if 
you don’t make them talk to the passers-by. A “dumb” window can’t 
attract trade. 

Put these silent salesmen into your windows to tell your message, to bring 
the “‘lookers” into your store. They will INCREASE SALES and build up 
a HUNDRED PER CENT VALUE in your windows. 


The Recorder Show Card Service 


Consists of 


Eight beautiful mat board frames like illustration (four large and 
four small) with your name or trade mark hand lettered as illus- 
trated with sixteen hand-designed cards that fit in the frames, 
rice tickets to match with patent pen, ink, and instructions for 
ettering. 
Each month you receive sixteen new hand-designed cards with 
fresh siamese copy with a generous quantity of price tickets 
that match the cards. 


mame $f .00 


IS ONLY Sn 








Write Us for Samples and Details 


Boor AND SHOE RECORDER 
SHOW CARD SERVICE DEPARTMENT 189 W. MADISON ST., CHICAGO, ILL 
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Aenzcase « Americanjooy 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Che MENZIES SHOE CO. 
Fond du lac, Wis. 














No. 3276 9/11 Areca XK GREELEY BOUDOIRS Be 

nt, natural prepared, 

36 inches high with 11 ARE REPEATERS 

py 7 $3.50 Once a buyer, always a buyer. 

Per Dozen . Our customers buy Greeley 

Write for Fall Cata- Boudoirs and come 
back for more. These 


logue No. 32, with il- 
goods are worth every 


lustrations in colors, of 
Artificial Flowers, cent we ask for them. 


Plants, Vines, Trees, IN 
etc, mailed Free on STOCK Send for samples and prices. 
We carry them in stock and 


Request. or a : 
FRANK NETSCHERT phe asd only. f! _ make prompt deliveries. 


61 a. 2 St. If your jobber cannot supply you, write us. 


New York, N. ¥. xf A- W. GREELEY, Haverhill, Mass. 4 




















° : P OVED BY 
Fine Calf Leathers APE MEDICAL MEN 


Manufacturers of 
Velvetta Calf— 


Tuscan Calf— , 

our order loday. | 

Russia Calt— J Frag" roakion, 2138) 
BURKLEY 
Strictly Fine Full-grain Calf Leather SHOE CO. 

HUNT-RANKIN LEATHER CO. 1156 No. Main Street | 

106 Beach St., Boston, Mass., U. S. A. Brockton, Mass.| 




















Big Operator Banks on Classified Advertising 


One of the largest users of classified advertising in the industrial 
field is the Equipment Corporation of America. It has offices in Chicago, 
Philadelphia and Pittsburgh and shops and warehouses in the same 
cities. It considers the constant use of classified advertising a big factor 


in the growth of the business. ! 
A Classified Advertisement in the BOOT AND SHOE RECORDER 


is often an economical short-cut to profits. Use more of them! 
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Another footwear triumph of our own origination. 
Trim, dainty and in keeping with the trend to- 
ward simpler styles, the “Gypsy” is a pump that 
will harmonize well with any smart fall costume. 


Illustrated in Black Satin, patent trim. 
Can be made in any leather or combina- 
tion. Gypsy vamp, high or low heel. 
Price $6.50 
Four Weeks Delivery 


BARLIN BROS. | een 


Manufacturers and Creators 


11 Emerson Place — Brooklyn, N. Y. c 117 Lincoln Street 
Sy, WA \Od LUZ LUE Od UE 107 Was WH Sii7 


THE BAKER ’LTHSHOE— 
A REAL HEALTH SHOE 





TREATED FELT CisHiOn 


Founded on Common Sense 


Do not judge the Baker ’Lthshoe by any other. By common 
sense and skill, the theory of cushion against cushion is made 
real in a shoe which rests both the foot and the entire body. 


Write me personally for samples and prices 





J. H. BAKER CO. 


Factory at Beverly, Mass. 





ai | Did You Ever | 


That “Essex Service Satisfies” is 
evident to us. The list of guests 
stopping here repeatedly tells 
the story. Where others find 
comforts and conveniences trav- 
ellers like, there you may expect 
the most contentment. We ad- 
vise a wire for reservations. 


The Essex Hotel Co. 


J.J. McCarthy, Pres. 
T. A. McCarthy, Treas. 











Think of This? 


You probably have used equip- 
ment, shop-worn equipment, out- 
of-date models or products which 
you do not want but which some 
one else would be glad to get hold 
of at a price under the market. 


Classified Advertising in the 
BOOT AND SHOE RECORDER 
will move them quickly and eco- 
nomically. See Classified Section 
for advertising rates. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space less than one-eighth page ONS WANTED—Four cents per word for each insertion. 
issue: = P Minimo amount eomatal, axeaaiey cents. For other “Want” 
Space 1 time 2 time 13 times 26 times 52 times mam umount secopted, 4]. Adt under this heading wl be reelved 
ae $5.00 $4.00 $3.50 $3.00 $2.50 See enowere 0 gunce in core of thie ollon, twelve words imapt Be 
: MR... sc ccices aos ones 7.00 6.00 5.00 —- ato each yyy oy _— > Dp -y desire 
de lhe t ‘ 10.50 9.00 7.50 replies forwarded direct address, ~ Fa - 
a 20.00 16.00 14.00 12.00 10.00 pay hy yy ee as 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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SALESMEN WANTED 






SALESMEN WANTED SALESMEN WANTED 








'[ RAVELING SALESMEN with established 
trade in shoe lines wanted to cover terri- 
tories in N. J., Penna., and Ohio. This is a 
general line, made by one of the largest 
manufacturers who is distributing direct. Ap- 
lications confidential. Carroll, Adams & Co., 
nc., Baltimore, Md. 





‘IDE LINE. We want an experienced man 
~ to sell, on 7% commission, our line of 
Infants’, Children’s,. Misses’ and Growing- 
Girls’ Turns, in the State of WISCONSIN, 
where the line is well known. Three factories. 
Over 70 styles carried in stock. J. S. Zulick 
& Company, Orwigsburg, Penna. 





“HOE SALESMAN, experienced on Women’s 
\ Welts and Turns, for Texas, La., Okla. and 
Ark., straight 6% commission basis. References 
to accompany application. Chas. W. Strohbeck, 
Inc., 8326 Johnson Street, Brooklyn, N. Y. 


SALESMAN WANTED, for the State of Wis- 
 consin and Northern Peninsula, Michigan, 
to sell our nationally-advertised Kewpie Twin 
shoes for children and boys, Foster shoes for 
young women and National Park for sport 
wear. A good part of our line carried in stock, 
all widths and sizes. Our Flexible McKay wood 
heel novelties made to order. Only interested in 
man who lives in territory with a clear record. 
All communications confidential. Spring line 
ready first of September. Juvenile Shoe Cor- 
poration, Carthage, Mo. 


(TERRITORY Northern Ohio, also Indiana In- 
stock snappiest dress men’s line solid leather 
shoes, priced absolutely right, also Trade-Build- 
ers, Work shoes, and Gardiner Women Turn 
Comforts. Straight commission -Brandau Shoe 
Co., 250 W. Jefferson Ave., Detroit, Mich. 











7 ANTED—Experienced Shoe Salesmen, ac- 

quainted with trade, to sell our short line 
of Men’s popular-priced Dress Welts. We want 
salesmen in Denver, Detroit, Indianapolis, 
Columbus and Kansas City. Give reference and 
experience in applying. La Crosse Boot & Shoe 
Mfg. Co., La Crosse, Wis. 


GALESMEN, outside New England, wanted by 
established manufacturer, to carry as side- 
line a well-featured Ss, ee 
Brown elk uppers, composition soles. Commis- 
sion 7%. Shoes in stock. Rubberhide Co., 212 
Essex St., Boston, " 


WANTED— Experienced salesman to carry on 
commission, “Kesco” line of Infants 
Children’s and Misses’ Turn Shoes, in Ohio, 
Indiana and Kentucky. Also salesman for New 
York and New Jersey. Address with references, 

Kepner-Scott Shoe Co., Orwigsburg, Pa. 

















Michigan— Indiana— Wisconsin 


We want experienced salesmen to cover the above territory. We make unlined UNION 
STAMP WORK SHOES, Goodyear Welt and Nailed, in Blucher, Outing and Moulder. 
Write for particulars, giving references. 


NORTH LEBANON SHOE FACTORY, Lebanon, Pa. 


























ALESMEN—Wanted commission men for W ANTED—Experienced salesmen who cover 
strong line stitchdowns and felt slippers to Indiana, Illinois, Michigan, Wisconsin, 














sell retailers, all sections of the country. Ad- Pennsylvania, Kentucky, Tennessee, Minne- 
dress B-3, care Boot and Shoe Recorder, 207 sota, ashington, Oregon, Mississippi, North 
South Street, Boston, Mass. and South Dakota, to carry our complete line 
of First S and spring-heel turns in sizes 

GALESHEN WANTED—We require several to 114%4/2; our Flexible Welts and Stitch- 
salesmen to carry fine line of Men’s Good- downs in sizes running from 1 to 11. Goods 





carried in stock. Our line can be carried with 





year Welts to retailers and chain stores. Sev- 





eral territories open. Write in detail experi- non-conflicting lines. We pay 7% commission. 
ence present connection, kind and amount of Samples now ready. Give full particulars and 
shoes sold. Replies shall be considered strictly references when sending in your application. 
confidential. Box K-687, care Boot and Shoe Flexible Shoe Company, Rochester, N. Y. 






















Recorder, 127 Duane St., New York. 
WANTED. EXPERIENCED SALESMEN— SALESMAN WANTED 
ide line ildren’s rns. New York, a 
Pennsylvania, Illinois, Indiana, Iowa, Michi- ——— ~ of > pee 
gan, Ohio. Straight 7% commission. In-stock ye gy ee ao " different vith 
proposition. Give qualifications and references many talkin - ts. Unusual side 2 
first letter, stating what line you handle. Wonderful J Pilities f right pa os 
Schuylkill Shoe Co., formerly F. C. Gerber, hem mogy Figs | Sangh eB ~ a 
Orwigsburg, Pa. ences necessary. Commission basis. Cali- 
ANTED—Salesman for Florida to carry Suto Shesnivep Ghee Ga, Reng Seah, Cl, 

















our line of infants’, children’s and misses’ 
medium and fine turns. Staples and Lest novel- 
ties carried in stock. Above line can be car- 
ried in connection with other lines. References 






















necessary. Rohrer & Co., Orwigsburg, Pa. POSITION W. ANTED 
WANTED—Salesman for Indians to carry 

factory line of medium and fine infants’, OSITION WANTED—Shoe Salesman con- 
children’s and misses’ turns. Staple shoes and nected for years with highest-grade shoe 





slippers carried in stock. Can be carried as factory in Brooklyn. Have an established fol- 
side line. The line has been sold through the lowing. Must be a live opportunity. Address 
ong Se pone. = — 3” and 5 yo K-602, care Boot and Shoe Recorder, 127 

lette: dress » care Boot reet, ity. 

Shoe Recor Boston. Mass. sane & Mow Fork Oe 
POSITION WANTED—Retail shoe man, of 
WANTED— Experienced salesman to shew ase long practical experience, would like a 
side line or otherwise, some thirty samples of position as manager with a growing concern. 
popular-priced to Can furnish Al references. Address B-2, care 
retail at $5.00 and —— also novelty shoes. Boot and Shoe Recorder, 207 South Street, 

























Quick selling. All shoes stock. Eight per cent Boston, Mass. 
oom mission — weekly. References necessary. 

‘estectt OSITION WANTED—Man 35 years old, 
“ Ce., By » N.Y. having 15 years’ experience in buying for 5 





of his own stores, went to the Boston market 
every 60 days for 10 years, wishes to cormect 
with a large concern as buyer. Address E-997, 
care Sone and Shoe Recorder, 207 South St., 
ton, Mass. 





















Misses’ 
Quality Shoes for Ohio, Michigan, Penn- 
sylvania, Kentucky, and West Virginia, 
7% commission. 
Shoes in stock now. 
THE PHENIX SHOE MFG. CO., 
Milwaukee, Wisc. 

















SALESMAN WANTED 
Resident salesman for eastern 





















Salesman Available 


Thoroughly experienced salesman, capable of directing a sales organiza- 
tion or selling entire output of medium-sized factory, is now available. 
Has wide acquaintance among wholesalers and volume buyers, and is 
recognized as a creator of smart styles. Experienced in advertising and 
the handling of credits. Can furnish splendid references. Reply Box B-4, 
care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 
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LINE WANTED 


WANTED TO PURCHASE 








} ANTED — Manufacturer’s line Girls’, 
Misses’ and Children’s cheap stitchdowns 
in shoes and sandals for South Carolina. Can 
sell case lots if necessary; hustler and wants 
line on strictly commission. Address B-8, care 
Boot and Shoe Recorder,: 207 South Street, 


g 





WELL KNOWN SALESMAN, with large 
following, representing one concern the 
past ten years in Greater New York and New 
Jersey, is open for first-class manufacturer's 
line of popular-priced women’s novelty shoes. 
Sells only best acceunts, being thoroughly 
familiar with credit standing of clientele. 
Best references furnished. Address K-690, care 
ae Hh and eo Recorder, 127 Duane St., New 


R. STITCHDOWN MANUFACTURER can 

you capitalize the services of a salesman 
who has sold the trade in Pennsylvania for 
fourteen years? Address K-691, care Boot and 
Shoe Recorder, 127 Duane St., New York. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW roan, N.Y, 

Phone—Canal 687 


WILL SELLERS. FOR 
BUY | SURPLUS STOCKS CASH 
Bargains in shoes always on hand for 
special sales and bargain basements 








ick and highest cash 
Petal a an gad pey ig! 7-4 


ar and a le stocks of 


hy heme oe 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 





FOR RENT 


OR RENT—Second — storeroom, with 

excellent main floor indow. Location 
busiest spot in Peoria, Llinote. Address B-6. 
care Boot and Shoe Recorder, 207 South St., 


Boston, 
Ag BEAL soma open live 
Hosiery on Markee St., Phila. 
delphia, in two a establ aggressive 
shoe stores, each doing a large lume. Splen- 
-did store position, identity and window dis- 
Attractive proposition for substantial 
ive wires. Address B-7, care Boot and Shoe 
Recorder, 207 South Street, B. Boston, Mass. 











TO LET 








KIRSCH-BLACHER Cco., Inc. 


622-624 . New Y¥ . ¥. 
fies Were 











Remarkable Opportunity 


For live, wide-awake responsi- 
ble shoe merchant to sublet at- 
tractive SHOE DEPARTMENT 
in leading Women’s Ready-To- 
Wear specialty shops in the fol- 
lowing cities 

Amsterdam, N > We 
Hagerstown, Md. 
Terre Haute, Ind. 

Here is an opportunity for 
the right man to secure highly 
desirable space for a SHOE DE- 
PARTMENT in the best retail 
location in the above cities. 

Only those will be considered 
who are financially responsible. 
Will sublet these departments 
on a basis of percentage of 
sales and guarantee. 

For full particulars, write to 
Box K-686, care Boot and Shoe 
nm aa 127 Duane St., New 

ork. 














FOR SALE 


OR SALE—A shoe store in a rapidly-grow- 

ing town. Reduce stock to five thousand dol- 
lars. Address B-5, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








WANTED TO PURCHASE 


HIGHEST PRICE PAID 


FOR 
SHOE STORES 


OR 
SURPLUS STOCK 


YOUNG & CO. 
815-317 Church St.—New York, N. Y. 
Telephone Canal 0356 

















b'- a eee 


” oyu cod NV tihe field 


See 7 et Ear | —S 





























t, lightest and mest 
convenient fitting stool on the market. 





Finished G »idea Oak or 
M ah ogany 


Price.....4. 20s: 0002-8600 each 
Carried in stock. Available for shipment any- 
where by parcel post or express. 
MILBRADT MFG. COMPANY 
2416 N. 10th St., St. Louis, Mo. 


For Sity-Gve same ee en te 


Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


Cctsies THE CHICAGO 
ana Prices WIRE CHAIR CO. 


621 N. La Salle![Street, Chicago, Ill. 























Information for Shoe Merchants 
“Where to bs i yp ntens a source of 
80 wi through these 

pages may read—and — 








Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for catalog 
Send Gr siaet 
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BUSINESS REVERSES. 


Phoenix City, Ala.—R. E. Cheshire, etc., 
— petitioned or , Detitioner - 


chivler. ‘Fla.—C. E. Peel os Bros., shoes, 
—= e! Serine. to compromise at 25 = 
cen 

West Palm Beach, Fla.—_John L. Lauther Co., 
shoes, etc., reported offering to compromise 
at 35 per cent. 

Chicago, Ill.—Wilson & Co., Inc., leather, Ed- 
ward Maxson appointed receiver in New 
Jersey. 

Atchinson, Kan.—Seff Clothing Co. (B. Seff, 
Est.), shoes, ete., reported petitioned or 
petitioner in bankruptcy and receiver ap- 
pointed. 

Detroit, Mich. 

. reported 
per cent. 
Bedford Shoe Co. 
shoes, 


Dathetai 


& Oshinsky, shoes, 
offering to compromise at 25 


(3625 Woodward av- 
enue), petitioned or peti- 
tioner in bankru ptcy. 


Minneapolis, Minn.—Chapman Bros. Shoe Co., 
wholesale shoes, reported meeting of credi- 





tors called. 
West New York, N. J.—Paul Markowitz, 
shoes, reported meeting of creditors called. 
Brooklyn, N. Y¥.—David Frost & Son (112 
Avenue N), shoes and repairing, reported 
meeting of creditors called. 

Mrs. Yetta Newman (780 Gravesand Av- 
enue), shoes, reported petitioned or peti- 
tioner in bankruptcy. 

Slam Richter (87 Humboldt street), 
shoes, rted meeting of creditors called. 

Herkimer, N. Y.—E. B. Fairchild, shoes, re- 
— petitioned or petitioner in bank- 


new” "ork City—-Max Reikes & Son (195 
Madison street), shoes, reported meeting of 
creditors called. 

Rochester, N. Y.—A. L. Shoe Co., Inc., Tri- 
angle Shoe Store, — sara petitioned 
or petitioner in —y 

Colnneee, O.—Charles O. hee Co., shoes, 

eported receiver appointed. 

Okishome City, Okla.—Shadid Bros., shoes, 
ete, reported petitioned or petitioner in 
bankruptcy. 

Jeanette, Penn.—Matthew — (Matt Ar- 
kin’s Department Store), shoes, , ete., reported 
offering to compromise at 20 per cent. 

New Kensington, Penn.—Campbell-Smith Co., 
— ——— offering to compromise at 50 


Pitiadelphia, Penn.—Abe Robkin (6015 Balti- 
more avenue), shoes, reported petitioned or 
petitioner in bankruptcy. 

Warren, Penn.—M. Polansky & Son, shoes, 
ete., reported petitioned or petitioner in 
bankruptcy. 

Port Arthur, Texas.—Jake Friedman, shoes, 
ete., reported petitioned or petitioner in 
bankru ptey. 

Port Angeles, Waeh--Chasten S. Stakemiller, 
shoes, etc., reported assigned. 

— Wash. eredward I land, shoes, etc., re- 


assigned. 
nchene, Wash.—Kane-Stitz Shoe Co., shoes, 
ported assigned. 


re 


BUSINESS CHANGES 
Elba, Ala.—Mays-Vaughn A aaa Co., 


shoes, etc., incorporated 
Sacramento, Cal.—Charles P.  Sothan & Sons 


. G. Barton & Son, 
shoes, ete., William G. Barton died. 
Chicago, Ill. Reliable Dry Goods Co. (402 8. 
Western avenue), shoes, etc., reported part- 
nership dissolved. 
A. 2 Sachtebaum (3448 W. 63rd street), 
reported selling or sold out. 
John Van der Starren (2641 Fullerton 
avenue), shoes, etc., reported succeeded by 
M. ) a ~ team 
Kankakee, I G. Knecht Co., shoes, etc., 
J. George Knecht died. 
Genoa, Ill.—Frank Holtgren, shoes, etc., re- 
ported sold out to Walter Hughes. 
Auburn, Ind. ““Deidler-Satovsky Co., shoes, 
ete., W. Beidler, ret 
Gosport, “‘Ind.—Stines & Whitaker, shoes, etc., 
reported sueceeded by H. G. Stines. 
Haverhill, Mass.—Morin-Curtin Shoe Co., 
manufacturers, incorporated $25,000. 
Lynn, Mass.—Checkver Shoe Co. (460 Union 
street), wholesale shoes, recently commenced 


_, business. 
Mich.—Nathan Rice, shoes, report- 
ed moved to Belvidere, Til. 
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Faribault, Minn.—Shaft-Pierce Shoe Co., Inc., 
shoe manufacturers, increased capital stock 
from $500,000 to $1,000,000. 

Marysville, Mo.—Yehle Dry Goods Co., shoes, 
ete., w. Yehle ‘auestaent, died. 

Farmington, N. H—F. I. Hayes & Son, shoe 

manufacturers, reported succeeded by Cook 
Varney - - Co. 

alo, N. Y.—Burns Bros. Shoes, Inc., shoes, 
recently poogeeceane’. 

Jamaica, N. Y.—Levy Bros, reported 
sold or closed out business 

Brooklyn, N. Y.—Fitrite Shoe Co., Inc. (739 

Flatbush avenue), shoes, reported selling or 
sold out. 
Frank Lane, manufacturers of shoes, in- 


corporated $50,000. 
Buffalo, N. Y.—Schultz’ Shoe Co., shoes, etc., 
shoes, re- 


incorporated $10,000. 
Malone,.N. Y.—Gervais & Prue, 

ported partnerships dissolved and succeeded 
by A. Gervais. 


New York City.—Gerstein Bros., shoes, etc., 
incorporated $10,000. 

Oswego, N. , shoes, 
reported selling or sold out. 


Y.—Frank C. 

Burlington, N. C.—Pincus & Stein, shoes, re- 
ported partnership dissolved and succeeded 
by Ben = 

Raleigh, N. C.—Mrs. L. Pakula, Inc., shoes, 
incorporated $50,000. 

~~» N. C.—Norwich Shoe Stores, in- 


ted $50,000. 

Philadelphia, Penn.—Rochlin & Libshitz (7th 
and Snyder avenues), shoes, reported part- 
nership dissolved and succeeded by Eli 
Richlin. 

Millvale, Penn.—Wahl & Bingler, shoes, 
ported F< dissolved and quseseded 

Texas.—Patton & Williams, shoes, 
etc., S. A. Williams retired. 


Cisco, 

Kenosha, Wis.—Louis Clothing & Shoe Store, 
shoes, etc., reported selling or sold out. 
Milwaukee, Wis.—Herbst Shoe Mfg. Co., shoe 

manufacturers, incorporated $30,000. 


shoes, 


169 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT 


by the 
BOOT AND SHOE RECORDER 
PUBLISHING COMPANY 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 





ADVERTISING RATES—Card of Advestiine 
Rates furnished on tion. For rates for 


Wests, For Sales, ot etc., see Want 


Every tion is taken by the BOOT AND 
SHOE ‘CORDER to printing any 
statement likely to ts readers. 4 

hers reserve the right to —— 
advertising or reading matter which is not rf 
line with this policy. 
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WinDow DisPLAy FIXTURES 
ASK FOR CATALO(C 
si) O-1e-0°8 0). 1.45, 208) 


11 WT. 4tT* ST, CINCINNATI.O 


OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 


Ww. R. . Telephone 567. 
CHICAGO 0: oo 189 = Madison St. Tele- 
st 10 LOUIS OFFICE: Laather Trades Bide. H. 
NEW YORE ORE OFFICE, Room 101, Graam 

27 Duane St. H. Walter Scott, M anager. T 


Whitehall 7 

my gt ny ) t-, 
Pe ade le iter Scott, 
Rittenhouse 3437-38. 


CINCINNATY MOrricé:: Second National Bank 
ROC 

iter L. Seward, Wi 

sentative. T 
LYNN OFFI 
MILWAUKEE 0) 





Broadway 1827. 

WASHINGTON OFFICE: William L. Daley, 26. 

PARIS OFFI : 2 Rue des Italiens. L. Hubbard, 

LONDO DON OFFICE: P. Swe 1, Eng Manager, 

AU LIAN ‘OFFIC ; 439 its St., 
Melbourne. G. Jervis M: M . 

CONTINENTAL OFFICE: W Sense 

ARG A: Buenos Aires, Rivedavia, 2721 

BRAZIL: Gerente, John S. Fitch, 33 Rue General 
Comgee, 08 Sob. 

CHILE: Les Rosas 1123-1127. Otto 

be <a Mr. H. Gomes, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


SPAIN: G .-; - Leoncio de Miguel, Librere 
Editor, y= Madrid. 








Do You Know? 


That you can buy it—or 
sell it—tbrough the 


‘Where to Buy” 
Columns 
This feature in its quick 
service is a time saver in 
meeting immediate 
needs. 














170 


BOOT AND SHOE RECORDER 


September 6, 1924 


INDEX TO ADVERTISERS IN THIS ISSUE 





BOOTS AND SHOES 


Adams, F. E., Shoe Co., Seabrook, N. H. .. 
Alden, C. H., Co., Abington, Mass. 


Baker, J. H., Co., Beverly, Mass. 

Bancroft-Walker Co., Boston ...... ’ 

Brauer Bros. Shoe Co., St. Louis, Mo. 
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USKIDE—- 


The Ideal 


oblift 
'e 


' for the place where 
the most wear comes! 


First Five Years Ago—First Today 


USKIDE, since it was first placed upon the market 
five years ago, has maintained a leadership in its field 
that has never been suecessfully disputed. 


The quality of USKIDE is right. This has been 
proved on thousands of shoes during the past five 
years, first as a sole, then as a toplift. Today there is 
no question of USKIDE superiority in the minds of 
any who have used it. USKIDE quality simply can- 
not be denied. 


Remember USKIDE is not new—it is not an experi- 


ment. During the past five years many manufacturers 
of high grade shoes and many manufacturers of wood 
heels have been using USKIDE for toplifts. 


And your customers know about USKIDE. Thou- 
sands have experienced its super-wearing and com- 
fortable qualities. 


Insure the good name of your shoe by using a toplift 
that has successfully met every condition of the finest 
shoemaking. Specify USKIDE and you are sure of 
having the Ideal Toplift. 


United States Rubber Company 


1790 Broadway 


New York 


Sole and Heel stocks in following branches: 


Cincinnati 
New Orleans 


New York 
Los Angeles 


St. Louis 
San Francisco 


Portland, Ore. 





AND SHOE RECORDER September 6, 1924 


Diamond Brand (Visible) Fast Te gommine Diamond Brand 
Color Eyelets have genuine cellu- (Visible) Fast Color Eyelets 
loid tops that never lose their can be identi by the two 
color and that actually outwear tiny raised diamonds on their 
the shoe. celluloid surface. 


Visible eyelets are decorative, add 
comfort and long wear to lace shoes, 
and are essential for the perfectly 
finished appearance that is so desir- 
able on all good footwear. Always 
insist on Goodyear Welt shocs with 
Diamond Brand (Visible) 
Fast Color Eyelets. 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 
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No. 8498-R 


A new 
combination 





last oxford 


In Stock 


HIS is our newest venture with the combination last, and for grace of 
line, solidity of construction and real, easy fit its equal would be hard 
to find. 

Instep measurements are two full sizes narrower than the ball—giving 
ample room in the fore part while fitting snugly under the arch and around 
the ankle. 

The toe is of the well rounded type which Fashion says is the thing for fall. 

Everything considered it should be a ready seller to the women who 
appreciate the value of a trim foot and the self-evident quality of high- 
grade materials. 

No. 8498-R is in black kid, medium toe, kid tip. Flexible welt, 114-inch 
heel with rubber top. Ball two widths wider than instep. Instep normal. In 
Stock. Ball widths AA 414 to.9, A 4 to 9, B3% to 9, C-D, 244 to 9, E, 3 to 9. 


Price $5.35 


On the same last and in the same size range in BROWN kid, $6.00 


J. J. GROVER’S SONS CO. ___ Lynn, Mass. 
‘‘Soft Shoes for Tender Feet’’ 


Established 1865 CHICAGO OFFICE 


BOSTON OFFICE Kesner Building 
Little Building NEW YORK OFFICE 5 North Wabash Avenue 


80 Boylston Street Marbridge Bidg., 47 W. 34th St. Cerner Madison 
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Past Records 
Define the Soundest Channel 
for Safe Progress 











Past Records Prove 


WHITE LEVOR 
GRAHN AID 


"IIE ae, 
Siow 


Tanneries at 
Gloversville, New York 
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Past Records 
Show White Leather Footwear 
for Spring and Summer 


The One Sure Thing 
Early Sampling 
Earlier orders 


mia 


 _, 
y 


. ai aN GRA! uN KID 
Sue ‘ For Present Demands: 
kd °9 Beaver, Racquet, Bunny, 
| Piccaninny, Stone Gray. 
SALESROOMS ( y 


New York, Boston, Chicago, 
St. Louis, Cincinnati 
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\ | \\ go ne “Tl é er 
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DON’T GO UNPREPARED! 


Fill in your stock of sizes now. Our Stock Department is prepared 
to handle your orders promptly. 





~! 
a 


Ke (¢:\\ 


OAS 














IN STOCK 


McKays 


RUBBER HEELS 8%-1ll 11%-2 2%-8 


80—Patent Polish Field 
Mouse Top, wide toe . $2.15 $2.50 


82—Nut Brown Polish, Field 
Mouse Top .............. 2.15 2.50 
175—Patent Strap, Bracket 
Front, English 
79—Patent Oxford, Cut-out 
Front a 
179—Patent Oxford, Cut-out 
Front, English 


184—Black Calf Strap, Patent 
Bracket Front, English... 


IN STOCK 


All Leather Flexible Stitchdowns 





Rubber Heels, Child’s Sizes 214-5 5%-8 
4825—Brown Calf Blucher, 

Smoke Trim, Plain 

Broad Toe ......... $1.60 $1.80 


4875—Patent Blucher, Smoke 
Trim, Plain Broad Toe. 1.60 1.80 


IN STOCK 


Stitchdowns 


5-8 8%-ll 

719—Cherry Moccasin Oxford...$1.15 $1.35 
Rubber Heels, Misses 5-8 8%-11 
2719—Cherry Moccasin Blucher.. $1.40 $1.65 


2651—Mahogany Elk Blucher, 
Composition Sole .............. 1.40 1.65 


IN STOCK 


30—Brown Kid Romeo, Double Sole..................... 
eo Brown Romeo, Double Sole................. 


8%-11 


11%-2 
$1.60 
11%-2 
$1.95 


6-11 
$1.90 
. 2.00 


SEND US YOURORDER NOW! 


Hagerstown, Maryland 


COMPLETE STOCK LIST ON REQUEST 


Hagerstown Shoe & Legging Co., Inc. 


No. 4875 
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(Mac LAUGALIIY- - CONWAY 


present 


The MAC- WAY girl 


featuring 
Rpmonsgh. 


Mac CLAUGALIN - CONWAY SAOE CO. 
LYNN -Mass. 


WOMENS HIGH GRADE NOVELTY FOOTWEAR 


Boston Office : 10 High Street, Room 718 - 
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“Huskies’— = |™ “aga ™™ 


THE KIND THEY WANT BUY THESE 


—Broad Trims 
—Meaty Soft Uppers 
—Plump Soles 
—Squatty Lasts 


LOOK AT THE PRICE 
ORDER TODAY 


Ask for our complete 
Stock Literature 














6 New Ones 
In Stock Now 





No. 769 Golden Tan Calf 
No. 778 Black Calf 
As (143) Last; Brass Eyelets; 


No. 774 Chestnut Brown Calf * 3% 
Net 


ubber Heels, B, C, D; 5% to 11 
SAME WITH STORM WELT 
No. 782 Brown $ 25 
No. 781 Golden Tan 4° -" 


No. 783 Black 
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THERE’S A RESPONSIBILITY ON THE MANUFACTURER 
OF CHILDREN’S FOOTWEAR THAT ISN’T TO BE IGNORED. 


IT FIRST HAS TO DO WITH THE RIGHT FITTING OF 
CHILDREN’S FEET AND SECONDLY TO PASS ON TO 
THE RETAIL SHOE MERCHANT SHOES THAT WILL 
SERVE AND SERVE WELL. 


IT IS A RESPONSIBILITY THAT IS CARRIED BEST BY 
AN ORGANIZATION EXCLUSIVELY DEVOTED TO THE 
MAKING OF CHILDREN’S FOOTWEAR FOR IT IS HERE 
THAT SPECIALIZED PRODUCTION IS BROUGHT TO ITS 
HIGHEST EFFICIENCY. 


HEL MHOLZ SHOES FOR CHILDREN ARE BETTER BECAUSE 
HERE IS A FACTORY WHERE ONLY CHILDREN’S SHOES 
ARE MADE UNDER THE SUPERVISION OF SKILLED 
EXECUTIVES AND TRAINED WORKMEN. 


ONLY THE MOST SUITABLE LASTS! AND THE ‘“BEST 
MATERIALS ARE USED IN THE MAKING OF HELMHOLZ 
SHOES—FOR WE BELIEVE THAT NOTHING BUT THE 
BEST IS EVER GOOD ENOUGH. E 


IF YOU HAVEN’T ALREADY SEEN THE HELMHOLZ 
LINE OF FALL SHOES WRITE US FOR SAMPLES—OR 
SALESMAN. 


HELMHOLZ SHoeE Mee. Co. 


HIGH GRADE SHOES 
FOR CHILDREN. 


MILWAUKEE Jj. K. Orr Shoe Company, Atlanta, Georgia WISCONSIN 
Exclusive Distributors 
Georgia, No. and So. Carolina 


« Theyre Better Stitchdowns + 
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Ramseys— The Best Stitchdowns! 


They Have Good Soles 
They Never Rip 
—and They Can Be 
Resoled 


THAT’S WHY 


"S BAL ; 
BAL LACE SCHOOL SHOE—Unlined ee cuts’ Youths’ Beys’ Sen’s 


5-8 8%-11 11%-2 9-13 18%-2  2%-5% 6-11 
Outside Rubber Heel Brown Spring Calf 
. 5467—Mahogany Spring Calf, No. ne 1 Ushide Sole, ane 
Uskide Sole $1.40 $1.75 $1.95 Rubber Heel $1.75 $2.00 $2.25 $2. 
. 5476—Brown Spring Calf, Uskide No. 4316—Brown Spring Calf 
Sole 1.40 1.75 1.95 Bal. Oak Bend Sole, oss 
. 5475—Brown Lotus, Uskide Sole 1.50 1.80 2.10 Rubber Heel . 1.75 2.00 2.25 . 
. 5474—Mahogany Lotus, Uskide 





Sole 1.50 1.80 2.10 
. 5478—Black Lotus, Uskide Sole 1.50 1.80 2.10 


The Above Styles May also be Had with Oak Bend Soles 


5-8 8%-11 11%-2 
No. 5413—Smoked Elk, Oak Bend Sole $1.50 $1.80 $2.10 


OAK BEND SOLES MEAN THE BEST LEATHER SOLES OBTAINABLE 


BAL LACE SCHOOL SHOES—Lined 
No. 5716—Brown Spring Calf, Oak Bend Sole, 
Drill Lined $1.50 $1.80 $2.10 
Ne. 5715—Brown Lotus, Oak Bend Sole, Drill Lined 1.75 2.10 2.30 
No. 5726—Brown Spring Calf, Smoked Quarter 
Drill Lined 1.50 1.80 2.10 


The Above Styles May Also Be Had with Uskide Soles 


RUSSIAN BOOT 
5-8 8%-11 11%-2 
Outside Rubber Heel 
eae = -y ~~ Red A. Getine, $3 92.50 94.00 
. a n 00 5 7 
GROWING GIRLS’ BAL LACE SHOES = 
2%-7 : 2.50 3.00 3.50 
Ne. 7716—Brown way J Ne Drill Lined, Oak Bend . 518—Black Lotus, Red Collar 2.50 3.00 3.50 
Sole, Rubber H $2.55 . 516—Nut Brown, Nut Brown 
No. 7776—Brown Spring Calf. Drill Lined, Uskide Sole 2.55 Collar ae 2.25 2.75 3.25 
No. 7416—Brown Spring Calf, Unlined, Oak Bend Sole, 
Rubber Heel 
No. 7476—Brown Spring Calf, Unlined, Uskide Sole, 
Rubber Heel a 


THE STITCHDOWN 
THAT STAYS SOLD 


MEN’S ROMEO J ? aginsSer rm MEN'S EVERETT—Very Flexible 


Slipper for Men 


6-11 6-11 
No. 8080—Mahogany Romeo 


Oak Sole, Rubber Heel $1.70 1>—— LL |S Ai :\: er #; 3 Bo. St Seere Sesten SE 
No. 8090-—Mahogany | Romeo, i GC, wnt 7 ~ 
ber Heel 1.70 €ffr01) V4 
'0.8065—Brown Kid Romeo, J 
ak Sole 1.85 No. 8015—Brown Lotus, 
Not made by RAMSEY PROCESS Chrome Retanned Sole, Rub- 
Twenty cents extra for Ramsey ber Heel 1 
Process. Not made by RAMSEY PROCESS 
347 RIDER AVENUE, BRONX, NEW YORK CITY = Twent_ cents, extra for Ramsey 
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DANGE 


There is danger for your customers who constantly 
wear straps and oxfords, of losing their shapely 
ankles and getting ‘‘Beef to the Heels’’ 


Who of Them 
“Patrician Ankle” to 


THERE IS 


& 


Wouldn’t Prefer the 
the “Peasant Leg?” 


< SF 


S A bE E T = FOR THEM IN 


The “‘Ye Olde Tyme Ankle Saver Boot’’ 


This is a boot specially 
designed for correction or 
prevention of the “Peasant 
Ankle.” 


Sell it to your customer as 
a second pair to wear when 
she has a few minutes with 
no need to be dressed up. 


An 8-inch boot, made from 
genuine black “VICI KID,” 
with imitation tip and 12/8 
advertised rubber heel. 


IN STOCK 


STYLE 151 


$4.40 
In Stock—4- we -9B, 
2%-9C, D&E 


LUNN & SWEET, Inc. 


The corrective feature is 
the wide non-stretch band- 
age built into the lining, 
which is at the same time 
soft and flexible and posi- 
tively will not hurt or chafe 
the ankle. 


It is made with an under 
measure ankle and top so 
that when first put on there 
is an extra large opening in 
front. This allows for closer 
lacing as the size of the 
ankle is reduced. 


ORDER TO-DAY 


Auburn, Maine 
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WEBER SHOES 


UNION MADE 


A sure fine seller for Fall 
On a New French Last 


More than “‘Good Lookers” Introduced in the Weber Line 


EBER UNION MADE SHOES are made 


to serve as well as to look well. 


That's the big reason why they hold the customers 
they make. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. 
H. Harris, Rep. 








= This One to Help You 
Buy Right—and This ™\ 
One to Help You Sell 
Fast and Profitably 


R089 
ates 


This Fall, 1924 Shaft-Pierce Catalog shows thecomplete, This little booklet is valuable to every mother who 

attractive line of shoes with which hundreds of mer- wants to take proper care of her children’s feet. It 

chants have made splendid successes of their children’s gives her definite, ical suggestions—and urges 
departments. It also shows and describes the Acrobat her to take the child to the store when buying shoes. It 
“‘Double-Welt” Process (patented) that makes Acrobats gives her an understanding of Acrobats that will bring her to 
far more than just “‘good shoes’’—in salability, comfort your store, eager to see them. This hard-working salesman 
and wear. goes on your payroll when you stock Acrobats. 


SHAFT-PIERCE SHOE CO., 234 3rd St., Faribault, Minn. 


Specialists in Children’s Good Shoes Since 1892 
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AMHERST 


(F235); brown kid 
(F234). 18/8 heel, turn 
Made 


edge welt soles. on 
Feeture-fit heel last. 





WANDA 
A three strap model. Just 
right in style and right 
in stock. Patent leather 
(F233); black satin 
(F282). 18/8 heel, turn 
edge welt soles. Made 
on Feeture-fit heel last. 


THE BRAYER 
Another fast selling ox- 
ford. Black kid (F212) ; 
Brown kid (F213). 13/8 
Cuban heel. ‘tension 
welt soles. Carried in 
stock. Made on Feeture- 


fit heel last. 


eS 
They Have 











Made Fashion Comfortable 


OHA NSEN 


Feeture Arch Shoes 
WITH THE FEETURE-FIT HEEL 


A good shoeman is a good showman. He’s got a sort of sixth sense of 
what the public wants. He’s clever at meeting the public taste. He knows 
that in shoes, the public buys “what’s on the outside as well as what’s on 
the inside.” 
Feeture Arch Shoes were made for him. 
They offer the smartést styles to be seen in corrective shoes—21 styles— 
and all of them in stock. They are both rigid and flexible. Rigid for 
correct arch support. Flexible for full foot freedom. The one meets the 
demands upon you for rigid shank shoes. The other satisfies the customer 
who asks for flexible shanks. One line of shoes for all demands. 
That cuts costs by increasing turnover. 
Another big selling point—the Feeture Fit Heel. 
It hugs closely the wearer’s heel, never gapping, never slipping, even when 
the shoe is open. 
The Feeture-Arch line is an exclusive proposition. 
One merchant in a town—no competition. 

= If you knew how much money merchants are making on Feeture Arch 
For Shoes you'd write for-details this minute. 


delightful to support 
foot freedom the arch JOHANSEN BROS. SHOE CO. 
ST. LOUIS, MO. 


























PATENTED w. 


emente 
fctre Arch 
ae 


Look for trade mark 

















FLEXIBLE correctly 








BOOT AND SHOE RECORDER September 13, 1924 


Ruepings 


Winnebago Calf 


No matter how thoroughly you may comb the market, you will find no 
other boarded leather quite as close grained and mellow—none quite as 
pleasingly colored—as Rueping’s Winnebago Calf. 


Because of the care with which skins are selected and the distinctive 
processes used at the Rueping tannery, this leather is decidedly closer 
grained and more mellow to the feel than other good tannages of calf- 


skin. 


For more ready sales and more certain satisfaction, be sure to specify 


Rueping’s Winnebago Calf. 





FRED RUEPING LEATHER CO. 
FOND DU LAC, WISCONSIN 


Branches: Boston Cincinnati Milwaukee St. Louis New York 
Chicago San Francisco Montreal Northampton, Eng. 


“This ts a calf year” 








1924 
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IMMEDIATE DELIVERY | 


Novelty Footwear in the Newest Pattern 
‘Designs and much wanted leathers. _| 


These Styles Are In Stock and ready to ship 


ORDER 
NOW! 


No. 322 Price $4.25 


Kaffor Kid Flossie with Beaded 
Gore front strap—Full Spanish 
Louis Heel—Beacon Last, AA to C. 


No. 321 Price $4.65 


Black Suede Flossie with Beaded 
Gore Front Strap—Full Spanish 


Louis Heel. Beacon Last, AA to C. 


Ne. 323—Same style in Bracken Suede. 
Price $4.65 


No. 352 Price $4.50 
Bracken Suede Flossie with Beaded 
Gore Front Strap, Military Wood 
Covered Heel, Boston Last, AA toC. 


No. 355 Price $4.10 No. 395 Price $4.10 


Tan Calf Cut-Out Quarter Edna Tan Calf Cut-Out Quarter Edna 
Two Strap, Military Wood Covered Two Strap, 8/8 Wood Covered Heel, 
Heel, Boston Last, AA to C. Belmont Last, AA to D. 


THOMSON-CROOKER SHOE COMPANY 


18- 26 STATION STREET 


BOSTON - - - MASS. 

















aly 
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The leather heel pocket 
doubles the wear of the 
inside of the shoe—and 
of the stocking, too! 


A TEEPLE BOY’S WELT 


T HIS is the School shoe that makes a 
friend of every buyer. It is not only 
made for good wear but it is good to 
look at because it fits all over. 
The uppers are of Broncho Brown Elk 
—a sturdy, pliant, long-lived leather 
that looks new after months of hard 
service. 


Sturdy overweight oak outsoles. } 
: ? No. 19—Light Tan Side Brogue, Goodyear Welt, 

The leather counter pocket is a highly Whole Qtr., Rubber Heels, E Wide in Stock: 

appreciated feature. sdiominaivshiaseoe 


Make a leader of the Skamper! 


IN STOCK Early October 
* : No. 52—Tan Kip Blucher, Whole Qtr., Goodyear 
a a eS marae Welt, Wingfoot Heels, All Solid Leather, D and E 
Little Mann7O ‘D. k t — E wide L.G. in stock; 
5% 10-Day Discount wind ACEO OP 
Six Teeple Styles on the Teeple Last 
cover all boys’ weft requirements. | No. 241—Tan Side Brogue, McKay, Rubber Heels, 
E Wide in Stock: 
* 7s 
8-13% silicate an 
Other Goodyear Welts up to $3.35—Boys. 
Other McKays up to $2.35—Boys. 
Terms:—5% 10 Days—2% 20 Days 


Made By 


Harrison Shoe Co. 


EVERETT, MASSACHUSETTS 
Boston Office: 204 Albany Buildi 
TEEPLE SHOE CO Makers of hed Shoes for yp &- 18 ~ an 


WAUPUN ~ WISCONSIN 
Send for Price List of Complete Line or Sample 


Se Bie Scat es 
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FIDELITY STATE BANK OF MINNEAPOLIS MINNESOTA 


THOMAS K. KELLY 
PRIVATE OFFICES ---- WINNIGHIEK BLOCK 
PRESIDENT OF 2546 NICOLLET AVENUE PRESIOENT OF 
STATE BANK OF ST PAUL MINNEAPOLIS 267M STREET ST. BANK OF MINNEAPOL!S 
T. K. KELLY INVESTMENT COMPANY 
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TALKING THINGS OVER 


This is straight talk about the selling of your 
shoes at a profit. 


You want more business, more customers, more cash 
—you want to get away from excessive overhead, 
slow business and carry-overs. You want a bigger 
percentage, and a bigger volume, of net profit. 
You can get all of then. 


Just as surely as we sold profitably over $6,000 
worth of shoes for the Logan Shoe Co. of Hanni- 
bal, Mo., we can sell profitably for you. 


In Brunswick, Ga., we recently put over a canm- 
paign for W. A. O'Quinn & Co., shoe merchants, 
selling some $5,300 worth of them at a good 
return. Business since the sale has shown a 
steady gain over previous months. * 


Optimists and statisticians tell ug about the 
good business that is to be enjoyed this fall and 
winter, but it is up to you and me to start the 
ball rolling. 


You get a straightforward explanation of our new 
sales plans showing just how they will produce 


profits for you—and you do not obligate yourself 
one bit— 


So send for full information today. 


Sincerely yours, 


Th Nelly, 


President 
THE T. K. KELLY SALES SYSTEM 
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Gaeteuaen will be a big month for 
all COMFLEX dealers. This double 
page spread in the Country Gentieman on 
September 13th and a full page advertise- 
ment in the different state farm papers will 
further strengthen the popularity and in- 
crease the sales of COMFLEX work and 
dress shoes. Stock COMFLEX Shoes today 
for COMFLEX Sales are growing daily. 


WEYENBERG 











from City Square 
fo Country Corner 


TLEMAN No matter where you are Comflex National Shoe 
THE COUNTRY - Advertising is building up bigger business for you.’ 
Day after day, week after week, never ceasing, 
these powerful Comflex Shoe ads bring custom- 
ers into your store. 


Thousands of merchants are cashing in on this 
big advertising campaign. Comflex Shoes today 
are the outstanding sellers in America. 


WEYENBERG SHOE MFG. CO. 


MILWAUKEE WISCONSIN 


Southwest Branch: North-Pacific Branch: 


Weyenberg Shoe Company Weyenberg Shoe Mfg. Co. 
Texas Portland, gon 


South-Pacific Distributors: New England Distributors: 
Gunnerson Shoe Company Dunham Bros. Company 
Los Angeles, California Brattleboro, Vermont 


Tak 
es 
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MILWAUKEE 
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A Popular Priced Boot 
For A Popular Sport 


ees 
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ADDED BUSINESS FOR YOU 


HERE is in your community a steady increase in horse-back riding. Men, women, 
boys and girls are taking up this popular sport, many of whom are unable to pay the 
extremely high prices that have been charged for riding boots. 


Rice & Hutchins have solved ——- by putting on the market a boot for men and 
women made of tan and black calfskin and patent leather, fashioned after the correct 
patterns as used by the custom boot makers. The last is the English riding boot last. 
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These shoes can be sold by you at a price within the reach of the man and woman in all 
walks of life. Write to our nearest agency, or to Rice & Hutchins, Boston, for prices and 


further particulars. 


RICE & HUTCHINS 


INCORPORATED 
13 HIGH STREET BOSTON, U.S.A. 


WR IT a ak 


DISTRIBUTING BRANCHES 


Rice & Hutchins Chicago Co. Rice & Hutchins New. York Co. 
Rice & Hutchins Cleveland Co. fice & Hutchins St. Louis Shoe Co. 
Rice & Hutchins Atlanta Co. Atlas Shoe Co., Boston, Mass. 
Rice & Hutchins Baltimore Co. Jos. I. Meany & Co., Inc., Phila., Pa. 
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*KWILTED CUSHION SHOE 


aa OO A - 


' 


j 
| 


WINGFOOT 
RUBBER HEEL 
SOFT KWILTED 
WOOL CUSHION 
NSOLE WITH OAK 
TANNED LEATHER BASE 
SOLID OAK TANNED 
OUTER SOLE 
ED THROUGH INNER SOLE 
FASTENED UNDERNEATH 


185; Widths, 
6-12. Widths, D. 
5-12. 


i Sole, 
year Welt, 
‘ Heel 


'37—Chocolate Elk. same as No. 
Widths. rf C, Sizes, 6-12; Widths, 


/ "Prike of either style $3.60 


4 


ial ; ae i5 


I Comfortable! Serviceable! Practical! No won- ] 


gi al 


} 


der this .shoe has maintained first place in | 
popularity. No wonder that thousands of | 
merchants are selling it profitably and in | 
volume. ) 


Great Lakes Shoe Company | 


Honorbilt Div'sion ef F. Maye: Beat & Shee Co. 
MILWAUKEE 


"No. —Honorbijt 
Chocolate ae ik — 
ilted"” Cushi 


Heel, Socdyenr Welt 
B,C f- pies ; Widths, D, ES E, Stee 























CORD -WEAR 
SOLE 


— 


rmorive cl 


Now ready for 
market after a 


Equal in every 
way to the 


year of hard test- ARMORTRED 
ing — without a BLACK CORD- 
failure. 


WEAR SOLE. 


SZ 


Will not crack 


See And it won’t 
or chip. 


mark floors. 


 ~ CORD =WEAR i oe 


es 










Already selling 







rapidly on Men’s Samples and 
Work Shoes and prices on request 
Boys’ School . ) 
Shoes. 






MAKERS OF ARMORTRED HEELS AND SOLES 
North Brookfield, Mass. 


R)ypabaug Rubber Company 
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One Solution of the End Size Problem 


‘‘We Carry More Styles,” 


Says the Author, ‘‘Fewer Pairs Satisfy More 


Customers and Have Reduced the End Size 


tition with Chicago as regards 
the better trade. Good roads and 
good train service make the big town 
only a few hours’ ride. Women wear- 


S isin Bend is in close compe- 


ing the better grades of shoes are © 


usually good travelers and although 
no one single store in Chicago could 
offer her more than our store, she 
had more stores to choose from and 
naturally felt that she could do bet- 
ter shopping in Chicago. With this 
problem to contend with, we find 
that, though we sold a good propor- 
tion of the better trade, we could not 
sell them consistently and we, there- 
fore, set about to overcome this 
condition. 


The Old Method of Buying 


Up to a year ago we bought shoes 
usually in 60 pair lots, spreading 
these 60 pairs to cover all sizes from 
2% to 8, and in widths from AAA 
to D, giving us a large proportion 
of end sizes compared to the better 
sizes. 

But it seemed to be a necessary 
evil, for in our grades we had to 
carry every size. Four styles bought 
individually would mean 240 pairs 


with an unhealthy proportion of end sizes. This 
accumulation was far from satisfactory and prevented 


Nuisance to a Minimum” 


Written for the Boot and Shoe Recorder 
By PAUL O. KUEHN 





How to carry twice as many styles 
on half as many pairs and yet be 
able to fit all feet, suit all desires 
and have no odds and ends left 


over is a real problem. In this 
article, Mr. Kuehn, whom you see 
here, describes how he almost met 
his Waterloo in the battle of style 
and end sizes and how he finally 


has emerged victorious 


the sort of turnover that is profitable. 
Careful study brought to light our 
present method wherein we can suc- 
cessfully show the same four styles 
on a total of only 120 pairs, still 
satisfy every customer and eliminate 
the great majority of unnecessary 
end sizes. We arrived at this method 
partially through careful study and 
partially through accident. 


The Evolution of the New Methods 
All retailers know that the great 


-war cry of our corrective shoe manu- 


facturer is few lasts, a sound busi- 
ness with no odds and ends, buy a 
pair when you sell a pair. Going 
deeper into the situation we found 
that nearly all of the good manu- 
facturers would show 50 or more 
styles on only 3 or 4 lasts. Investiga- 
tion proved that the life of these 
lasts was much longer than we 
imagined and that sometimes several 
seasons went by without the addition 
of new wood. Close and direct in- 
quiry of the manufacturers we buy 
our shoes from revealed that we had 
off and on for a period of several 
years been buying practically the 
same lasts. But we had been buying 


them individually without any regard to those on hand. 
We carry practically three grades of shoes, re- 
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tailing at $8.50, $10.00 and $12.50, respectively. We 
also carry Laird, Schober shoes over that but they 
are handled separately. A study of selling sizes over a 
period of several years taught the lesson that shoes 
to be bought in the right proportion of sizes must be 
bought, not in 60 pair lots which prevented the buying 
of a sufficient quantity of “meat” sizes, but in 120- 
pair lots. However, we found it impossible to buy any 
single pattern in a lot of this size for a town of our 
size and successfully close them out to the last pair. 
Therefore, bearing in mind what the manufacturers 
have been doing, we decided to follow suit and buy an 
assortment of patterns over one last on a 120-pair lot 
with interlocking sizes. 


The Theory of Size Meshing 
By this we mean that we would take four styles of 
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a similar type that would suit one desire and have the 
sizes mesh in. We would take the pattern that condji- 
tions would indicate as being the better sellers and 
play this pattern in all the sizes with few excep. 
tions. 

We would then buy the second best pattern in fewer 
pairs eliminating some of the end sizes, and we would 
buy the third and fourth in alternate sizes in the heart 
of the sheet. We would then give the last (not the 
pattern) a stock number and letter the style so that 
stock number 3000 would mean a certain grade of 
shoe in a certain height heel and certain leather, 
while “A” after the 3000 designated a pattern, “B” a 
second pattern, “C” a third, etc. We then ran these 
shoes in stock as one lot and the boys on the floor are 
educated to consider them as one shoe, for that is 
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Here is Mr. Kuehn’s size chart—the composite size chart in the middle, showing all sizes of all patterns; the 


individual size charts scattered around in different places, showing the sizes bought on different patterns. 
Then there is, at the right, the column devoted to shipments received, sales and balance on hand, and finally, 
at the top, a crudely-drawn picture of the various types, all on one last, which go to make up that particular 


section of the stock in the store or on order. 
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really what they are, being built on the 
same last, in the same leather and on 
the same heel, naturally suiting the 
same desire. 


How the Kuehn Size Chart Works 


A study of the size chart will show 
how the sizes of the five patterns 
pought will mesh in. The top line is 
left for pattern “A,” or Florence, second 
line for “B” pattern and so on. 

This sheet is made out when the 
orders are placed. When the shoes come 
in, the sizes are checked to see that 
they are correct. This sheet shows that 
four patterns are in the store and that 
“E” pattern is due about September 20. 


At the right is the stock record, giv- 
ing date received, number of pairs, 
number of patterns, and the balance on 
hand in red ink. Following is the sales 
record, date sold, letter of salesmen, 
size, width and balance on hand. Shoes 
returned by customers are written in 
red ink. 


Making Out Sales Slips in Advance 


Considerable difficulty was experi- 
enced at first by salesmen not putting 
the correct stock number or size on the 
sales check. We eliminated this by hav- 
ing what was virtually a sales record 
or sales slip made out in advance. These 
tickets as shown here, give a complete 
history of the shoe. All the salesman is 
required to do is to write in his initial, 
and the customer’s name on the reverse 
side. 

These tickets have many good points, 
besides giving us an accurate record. 
They are made out when the shves are 
ordered and kept in an easily accessible 
place so that the men may refer to them 
in order to find out just what styles and 
sizes are on the way. When the shoes 
come in, sizes are checked by simply 
clipping these tickets on our stock 


boxes. Each day the previous day’s sales are checked 
on the buying sheet, then on the customer’s record 


card. 


Many of our customers live out of town so an 
is necessary, 
especially where we get so many mail orders. I might 
mention here, that on mail orders we give the credit 
of the sale to the salesman selling the last sale, on the 
assumption that he must have suited the customer or 


accurate record of their purchases 


the mail order would not 
have been sent. 
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The sales check, clipped 
to the carton and filled out 


when the shoes are re- 
ceived, is virtually a sales 
slip made out in advance. 
All the salesman has to do 
to fill in this side is to put 
his initial on it. On the re- 
verse side, shown below, he 
writes the desired informa- 
tion which is used in con- 
nection with the mailing 
list and customer’s list in 
case of mail order re- 
quests. 


of course, 
fully. 
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show the styles of a store doing $1,000,- 
000 a year, fitting the customer as well 
and still not get hurt by buying heavily 
on the end sizes. 

After the shoes have been on the 
floor for a period of two weeks’ selling 
and some 50 pairs of this last have been 
sold, we buy a fifth pattern of the same 
material on the same heel and last and 
buy up to 120 pairs again, buying only 
the sizes required. 

The size chart shows how sizes are 
bought in the right proportion on a 
variety of patterns. It will be noticed 
that only similar shoes are grouped, 
that is, patterns of the same family 
are considered together and the cus- 
tomer will readily accept as a substi- 
tute pattern “A” for “B” or “C.” 


How Patterns Can Be Switched 


Customers today demand to see pat- 
terns. This method allows the showing 
of four or more styles where only two 
were possible under the usual buying 
system in a safer, saner and healthier 
manner. 


We also switch the patterns in the 
different like materials, such as after 
buying the four patterns in a black 
satin, we revoke the order of the letters 
in a black suede, that is, the size run 
given the “A” pattern in black satin 
would be given the “B” pattern in black 
suede and so on down the line. This 
enables us to meet the argument that 
will arise from the customer. If in the 
event she desires a patent leather style 
on a certain heel and because of our 
alternate size system we cannot give 
her the precise size, the switching of 
the size runs enables us to give her the 
pattern in the next suitable material. 
However, we find the majority of cus- 
tomers will buy any of the patterns 
that fit because of the similarity. Lasts 
stay in vogue much longer than the 


average merchant realizes. The names may change 
but the wood remains the same. There are good lasts 
today that have been used steadily for the last three 
to five years in women’s shoes and much longer in 
men’s. Consider that when you change styles. If the 
last is good, stick to it. Extreme sharp or extreme 
stage lasts have a much shorter life and these, 
would have to be watched more care- 


The Only Place Where 
Guessing Is Allowed 





More Styles — Smaller 
Investments 









Buying this way, a store 
doing $200,000 a year can 












The only guess work that 
should enter into buying 
problems is that of the ma- 
terials used in the particular 
(Continued on page 31) 
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There Is Opportunity in 
Retailing 


ANY a merchant has become mentally 
L muddled by studying bankers’ statements 
and professional business prophecies which show 
charts of business with peaks and valleys and all 
the attendant indications that business runs in 
cycles. One pet theory is that what goes up must 
come down. If the chart shows an area of pros- 
perity above the average line—then before we get 
another similar area of prosperity we have to wait 
until the black space below the line is equivalent 
to that above. 

We won’t quarrel with the theory but we do 
wish to emphasize that it it isn’t at all as general 
in its application as the charts show. The theory 
is that you can’t help yourself, prosperity is 
thrust upon you by the movement in that direc- 
tion, effecting stocks, bonds, industrial and agri- 
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cultural activity, and, similarly, when the decline 
comes, all industries slump almost simultaneously, 

Read these predictions, but always consider this 
one thing—that the individual by his own actions 
can control his own distiny, despite the charts, 
Take, for example, the period of inflation, between 
1917 and 1920. A superficial glance at the chart 
would give the impression that all business was 
sound, good and profitable in that time. You know 
mighty well that there were a great number of 
failures and that many concerns made no profit 
in that period and that success wasn’t entirely 
accidental, or caused by the movement upwards, 

Similarly, since 1920, all business has not been 
below the line. There have been conspicuous suc- 
cesses in retailing, and some profits to some con- 
cerns in manufacturing and in tanning. These suc- 
cesses have been achieved by extra hard work 
and extra cleverness and in extra attention to 
service. The retail merchants of this country have 
made substantial progress in methods of shoe dis- 
tribution in the troublesome four years now draw- 
ing to a close. There have been stores spring up 
in cities all over the country that are masterpieces 
of shoe merchandising. There has been progress. 
There has been money made, and there will be, 
the charts notwithstanding. 

The retail shoe industry is heading into better 
times, but it is making better times through its 
own efforts. It has taken time to learn the new 
tricks of merchandising. Volume for volume’s 
sake is not appreciated unless it brings with it a 
profit. Better selling methods and more economical 
management are making the retail shoe stores 
worthy of the efforts of ambitious men. More 
alert young men are coming into the trade be- 
cause they are better equipped with the funda- 
mentals of making a profit. They see opportunities 
for management and ownership of stores. Already 
we have noted a number of new and superior shoe 
stores coming into the game. Alert merchandising 
is making a profit for alert minds. 

Travel the country over and you will see old 
stores with new methods and veteran merchants 
keeping pace with the newest ideas. Likewise, in 
shoe store stocks—you will find lines of shoes that 
move with greater speed and at greater profit. We 
have faith in the retail shoe industry and stand 
ready to back the independent retail shoe mer- 
chant who, with his own money and brains, com- 
petes against the field. 

He is not going to be pushed aside because some 
organization by the power of banking credit 
shoves into a crowded field a hundred stores in 40 
days. American athletics and American business 
is conspicuous in its individualism. There is op- 
portunity and progress in the shoe industry—now 
is the time to be on the mark and ready for a race, 
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and to make the remaining months of this year 
more profitable than those that have gone by. 
The profit is in the venture—let’s go! 


What P. M.’s Can Do 


HE good old system of an extra inducement 
to the retail clerk has not entirely gone by 
the boards in the retailing of shoes. We hear less 
and less about the “P.M.” but it is, nevertheless, 
moving shoes all over the country. Many mer- 
chants get the idea on going over their lines that 
a sale is necessary to clean out old numbers. To 
sweeten up the sale, some good shoes are offered, 
with the result that the good ones go first, leav- 
ing a still greater accumulation of odds and ends. 
Many merchants have found that customers have 
a greater regard for a shoe store that does not 
have sales and are more apt regularly to trade 
there. We cite the instance of a high-class store 
in a city of 33,000 that has never had a sale of 
any description in its 27 years of existence. The 
other day there were just 32 pairs of undesirable 
shoes on the shelves. We don’t mind telling you 
his name. It is J. C. Shively of Elkart, Ind. His 
theory is that a liberal “P.M.” system will move 
the short lines more quickly than anything else. 
Most all stores have a “P.M.” system, but the 
trouble is not with the system as much as it is 
with the management of it. The average merchant 
hangs on to styles and short lines too long. When 
a style commences to drag, or is sold out down to 
a few pairs, then Mr. Shively gives his salesmen 
a 50c or dollar premium. In this way he keeps his 
stock clean, helps his salesmen to make more 
money and keeps his turnover up to the three 
times mark or better. As an extra inducement to 
his sales people, the one that sells the most “P.M.” 
shoes in every 60 days gets a $6.00 new hat, or 
something of equal value. The trade has gone 
through a very general and generous clearance 
period. In most cases it has not been profitable. 
Why not try a plan of clearing as you go—maybe 
a new method of P.M.ing will do it. 








Consideration as Well as. 


Courtesy 

LUNTNESS has its place, but not in greeting 
customers or even traveling men. The little 
girl in the outer office should be cautioned to be 
a little more courteous. The visiting traveling man 
is greeted with “What-cha-want?” Then by “Give- 
usyercard.” Then follows “He’s busy now and 

don’t want to buy nothin’ anyway.” 
Contrast this with the greeting in some estab- 
lishments—where the first thing said is, “What 
can we do for you?” and is usually followed up by 
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“Surest thing, you know!” Then, “Perhaps he'll 
see you immediately.” Isn’t that a shorter dis- 
tance to the heart? 

The retort discourteous has no place in any 
business. Most everybody who visits for the pur- 
pose of selling or for the purpose of getting in- 
formation “gives ideas in exchange.” It’s an error 
to let courtesy be strained through a cake of ice. 

The merchant today who is successful, no matter 
how busy he is, has a feeling “I want to know.” 
He is not boxed up in the prejudices of a tight 
little business, but has his eye on the wide-open 
markets of the trade and is interested in wider 
opportunities for knowing what might be inter- 
esting “no matter whether he buys or no.” 

We might say something, on the other hand, 
about the traveling man who spreads misinforma- 
tion about other merchants in town or in neigh- 
boring cities. 

We feel that the pessimism peddler is close to 
the end of his rope. The unkind thing said about 
another line is a boomerang. Every merchant 
can’t immediately drop out of the current of his 
business obligations to rush over to a sample 
spread. Make your convenience suit his. When one 
merchant shows on his record of calls over 800 
salesmen, it stands to reason that he wants to 
come quickly to the point, see the best in the line, 
and make his decision with all possible time saved. 
We are coming into a very necessary period of 
both courtesy and consideration, for both go hand 
in hand. 


Suede in Men’s Shoes 


ASHION in men’s clothes is being fastened 
kK pretty securely to the Prince of Wales. It is 
said that on the steamer in which he sailed, some 
fifteen clothing scouts were on duty, day and 
night, in the hope of seeing some new angle of the 
tailor’s art in the Prince’s garb. Certainly they 
were disappointed, for the radiogram has it “The 
Prince has not affected fashionable dress at any 
time on board. His shoes are the despair of the 
ship’s fashion expert. Except for one morning in 
white deck shoes with brown strappings, he has 
worn brown suede brogues, and it was in these 
that he danced.” i 

The dress experts may have been disappointed, 
but how about brown suede brogues for sport 
wear. Why isn’t suede a good leather for men’s 
shoes, not for dancing but for the golf links? Jessie 
Adler, of the N. S. R. A. style committee, will be 
“off of the Prince for life,” for black shoes after 
six o’clock has been preached the country over. 
Nix on the brown suede shoes for dancing. Let’s 
show the Prince that the American well-dressed 
man is a stickler for black shoes in the evening. 
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Figure A—The “ad” 


BOVE is the “Advertising 
A tater” kept by an “on 

the way to the station” 
store selling smartly styled, 
popular-priced shoes to the col- 
lege and business girl—Wilbar’s 
of Boston. 

The turn of a page discloses 
that one advertisement may sell 
more shoes than another though 
both, according to advertisement 
analysis, are of equal strength. 

Setting aside the qualifications of the respective 
advertisements one sees in black and white those other 
all-important elements that go to make up the “foot- 
ings ;” the day, the paper, the weather, the A.M. sales, 
the afternoon sales, the amount of sales in dollars and 
cents, the number of pairs, the increase over the same 
time last year in pairs and in dollars. 

The photograph speaks for itself and any merchant 
may follow it with the printer’s aid in getting up a 
similar record, but that is merely a beginning. Such 
a record really sets up a milepost on the road of 
systematic, timely and resourceful selling. There are 
other things. 

The manager of this store knows from experience 
properly recorded that the business girl looks over the 


advertising. 
This 
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itself, pasted in a book and, on the page facing, its selling 
record over a period of three days. 


Now You Can Know How Each ‘“‘Ad”’ Pulls; 
Here’s a Practical Method 


Something comes up every day that 
makes you want to know what happened 
on this day last year, or what is the best 
thing to do under certain circumstances. 
You want to know how many pairs of 
shoes an ad sold. You want to know what 
size space is best to plan on in your 


article on 
methods will tell you how to do this and 
more.—Editor’s note. 








ads while reading her paper on 
the way to town and gets a real 
impulse to buy as she passes 
the window in which the adver- 
tised shoes are displayed. He 
knows the morning paper is best 
for such advertising; and that 
the evening papers carried into 
the homes to be read by the 
busy housewife after the evening 
dishes are cleared away do the 
work of selling their special Arch-Grip shoes. 

He knows that letters pay better than postals, and 
that an advertisement preceded with a letter pulls 
better than one working alone. 


a Boston store’s 


Advertising Proved Master Salesman 


And as the desire to buy is started in the home 
and on the train, and brought to a focus at the window 
there is no gap between the preliminaries and the 
actual sale. The -windows hold the shoes advertised, 
the advertisement is displayed in the window and the 
advertised shoes are made the shoes of the day at the 
store. The salesmen are well posted on the shoes adver- 
tised. Therefore the advertising does not seem to be 
a thing apart from the store itself. 

The salesmen know when a customer comes into the 
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store that the store has paid for their coming in 
advertising expense and the customer is boss. 

Which is all part of advertising returns. Until the 
sale is made advertising cannot pay and the evidence 
lies in the black (and sometimes red) figures in the 
records. 

The entire personnel is back of the advertising 
because by the records it is- actually seen that adver- 
tising is the master salesman of the store. 


How the Record Is Kept 


Looking back one advertisement’s story runs like 
this: the date is Oct. 21, 1923; the day, Sunday; the 
paper, Advertiser; location in the paper, good, on page 
9, top right hand side; the weather, muggy with 
rain. In the morning no business resulted. In the after- 
noon the results seemed to justify the planning of a 
regular campaign along the lines of the advertisement. 
The results were better than were shown by a larger 
size ad. 

The business in dollars is given and beside it the 
business in dollars that was done on the same day the 
year previous. The increase in dollars and cents is 
recorded as of this year against last year. The number 
of pairs sold is given with the number of pairs that 
were sold on this same day last year. The signature 
of the one making the entries follows and the report 
of the day is closed. 

For three days a record like the foregoing is kept 
on every advertisement. The advertisements are run 
twice a week, on Thursdays and Sundays. The adver- 
tisement is pasted on the left hand page and the three- 
day record takes up the right hand page. Each ad is 
numbered for reference. 


What Size Advertisement is Best 


Here is an ad, three columns wide and 10 inches 
deep, producing $1608.15 in sales, and another, two 
columns wide, four and a half inches deep, producing 
$624.45 in sales. 

One is less than one-third 
the size of the other and yet 
produces more than one- 
third the business brought 
by the larger ad. a 

This in itself may not 
mean anything, but with 
such a_ record constantly 
kept the average size adver- 
tisement that pays the best 
will be sure to be found, 
whereupon this size should 
be used until the law of 
diminishing returns becomes 
active or some other neces- 
sity for such a change is 
shown. 

The returns on an adver- 
tisement are the only possi- bids 
ble check or guide to their amy PT Peed 
size. The cost of the space 
or the beauty of the propor- 
tions, or one’s. personal 
opinion of the right size, 
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Figure B—Last year’s record, showing each 


reference to the “Advertising Ledger” for a com- 
plete comparison with today’s business. 


counts for nothing against records of actual returns. 


How Many Words in An Ad? 


That is a great question, but one that comes nearer 
to solution here than in any case seen lately. 

In a three-column ad, running 15 inches deep, the 
headline is one word in 60 point type. A sub-heading 
of twelve words in 14-point type follows this and 
that is about the average size of headings for that 
size advertisement. 

The store name in every advertisement is in letters 
about three-quarters of an inch deep. In two-column 
ads the heading is in 24-point type with sub-heads in 
14-point size. The general rule in describing the shoes 
is to use a 10-point type, either solid or leaded, and 
between 35 and 40 words suffice to describe each 
individual style. 

Just below the middle center of each ad is the place 
selected for the display of the price which gets great 
prominence, this being a one-price store. The size of 
the price ranges from 60-point type size in a two- 
colurn eight-inch ad to 120-point size in a three- 
column 15-inch ad. 


The Best Advertisement 


When asked what is considered a fair example of 
the best type of this store’s advertisement the one 
shown in Fig. A was pointed out by the manager. 
A six-word headline with the type selected in size to 
give emphasis to two words out of the six. The name 
of the shoe aptly lettered gives the reader something 
to ask for by name. The price displayed unmistakably 
and the name of the store immediately following. 

In between, in small type, are the details for the 
reader who has time or the inclination to learn more 
of this style, but in six words those who “read and 
run” have received the full impression of the store’s 
news for the day. 

Testing the Cumulative 
Value 


In Fig. B the sales totals 
of each clerk for the day are 
given and a space is left for 
the number of the ad 
appearing on that day, to- 
gether with comments as to 
the advertisement’s influence 
on the business done. This is 
last year’s business and it 
tells just exactly what the ad 
has done and what each 
salesman has done for that 
day. 

Comparing last year’s 
totals and comments with 
this year’s; placing the ad- 
vertisement of last year 
against the one of this year 
there is nothing left to be 
desired in the matter of 
weighing advertising’s in- 
fluence on the growth of 
business. 
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Above — Hosiery department in the 
new store of Sommer and Kaufman, 
San Francisco. Left—The vogue of 
black and white extends even as far as 
the foot—cloth of silver relieved by 
touches of black in the strap and bow 
fastenings. Below—The dangerous age 
for father and the lucky one for the 
merchant is when the little girl begins 
to take pride in her footwear. 
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Above—A_ perfectly good open-air 
cobbling establishment in Constanti- 
nople. Right—Capt. Herbert Hartley, 
commanding officer of the S.S. Levia- 
than, drops into the Potter Shoe Co. 
Store in Cincinnati. Below — Strip 
pump or strap—which ? 
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Recorder Research Chart No. 2 
In a city of 30,000 inhabitants this stock, representing an inventory of $13,000, does a volume of $40,000 gross | gj 
Buying is done exclusively from the traveling man. The line-up of a family shoe store makes an excellent study | ;, 
of ““What merchants buy and why.”’ 5 
—————— —_—— = —_—_—— ——— ——==] - 
WOMEN’S DEPARTMENT MEN’S DEPARTMENT 
; ca te No. of Piet ee ee a 
Retail Description Fasten- Range Range Prs.tc Retail | Range Range Pra.ty Ret 
Price ing Heel of ol First Price Last of of |B 
Width:| Sizes Order Description Widths Sizes Order | 
Patent 3 strap pump a is $5 
$10.00 Special arch feature Welt Coy. Box | AA-B 5-8 | 30 Oxfords | - 
——— —_—|—_—__|— ———$ | | ——__|-——- ee ee ti — 
Satin 3 strap pump, : , 4 
10.00 | Special arch feature Welt Cov. Box | A-C | 5-8 30 |/$9.00 | Black calf oxford Marne | A-C 7-11 a i 
Black kid eufeed. Spe- ; inl | ght 2 ’ 2 Ms 
8.00 cial arch feature | Welt 12.8 Mil. AAA-D| 5-9 42 8.50 | Black calf oxford Full French} A~( 6-10'4| 4 I— 
Black ‘kid eiud (fac- | " oe he! ue . a ot 
| tory stock shoe), Spe- 8.50 | Tan calf oxford Full French| A-C  6-10%|) 4 [— 
5.00 cial arch feature Welt Cuban A-C 48 36 | a as 
9.50 | Light tan calf 1 strap Turn Cuban | AA-B | 4%-8)| 32 8.00 | Black calf oxford Medium | AA-C 5'!2-ll| ® 
Black satin 2 bar gore } : sie 
9.50 pump, cut steel beads | Turn Spanish | AA-B | 4',-8 24 8.00 | Tan calf oxford Medium | AA-C | 514-11 2 
Black satin plain | strap | : 
8.50 pump , | Turn Spanish | AA-B 1-8 30 7.00 | Black calf oxford Full French|B and C 6-10'4| & J _ 
. . <a a See teat! two a ER Eien chins et ee fccevcindeticncanss cothemsediet Bs ed 
| $ 
8.50 | Sunset calf 3 eyelet tie Turn Box AA-B | 41,8 21 7.00 Tan calf oxford Full French Band C 6-10'4) g J— 
R. ten calf canter gore ; : : 
8.50 pump | McKay Box AA-C 4-8 30 6.00 | Black calf oxford French |BandC; 6-10 | ~ J— 
Satin 3 strap side cut- | | 
8.50 | out suede Soler McKay Spanish AAA-C; 24-9 42 6.00 | Tan calf oxford French BandC 6-10 w a- 
MimbvMast. 4 L261. 1... 1. Ce an a 
ac suede strap cut- 
8.50 out ’ | MeKay Cuban AAA-F 41-8 34 5.00 | Black calf blucher oxford Medium S 6-10 | w ¥- 
Black satin suede trim 1 A Lio: pg ee re << 2 
8.50 strap cut-out McKay | Cuban (AAA-P| 48 34 || 5.00 | Tan calf blucher oxford Medium Cc 6-10 | 2 I- 
ss - etd ee smell = Seen | eee nese — ne -caae MANNA mei 
_ 14/8 a :, 
8.00 Patent | strap McKay Cov.( eben AAA I 3-9 42 4.50 | Black calf blucher oxford Medium } C€ 6-10 8 i- 
; a wy = a are Hq =< ee ia ‘hk. 75 > 7 ~ Capea “ip aie 5 an = 
8.00 | Fancy patent oxford McKay |Cov.Cuban) AA-B | 5-7% 16 8.50 | Black kid blucher oxford Comb. AA-C 7-ll 4 
8.00 | Black satin 3 strap | McKay |Span.Cov.| AA-B | 2%4-8 | 30 | 
Rend Dosen its tn MO Pam Fant Rent $$ | 3° || 750 | Black kid blacher oxford Freak |CandD|7-10%5| 8 [- 
7.50 | Black satin fancy I strap | McKay | 10/8Cov.| A-C | 4-8 | 30 ||-—— —|———_|—_—_'—_—+— } , 
Black kid 3 strap side ee “| i es 7.50 Patent plain toe dress oxford | £ 7-10 4 7 
7.50 cut-out McKay |Lea.Cuban| AA-C | 5-744 | 36 peerets ae 
7.00 | Black calf oxford | Welt | 12/8 Mil.| AA-C| 49 | 30 ' | 7 
-——| — —- ——___}— —_ re Boots | 
7.00 | No. 12 tan calf oxford Welt | 12/8 Mil. | AA-C | 57% | 20 | : 
Lee ren DP he biel Mase nal Bort ie | ae —_———— 
7.00 | Patent oxford, dull trim | Welt | Military | A-C 4-8 30 8.50 | Black kid blucher Comb. | AA-C | 7 Me a 
7.00 | Tan calf oxford | Welt | Military AC | 48 | 30 | 8.00 | Tan calf bal. Marne | A-C | 7-18 | & §- 
—_——|— | } } eT “ | rr 
7.00 | Dull calf oxford Welt | Military | A-C | 48 | 30 7.50 | Brown calf blucher Comb. A-C | 7-11 | #8 T_ 
Dull calf 2 butt. 1 strap ee. Be | 7.50 | Black calf blucher, medium weight | Medium {Band C)7-1014| 16 
7.00 m Welt Cuban AA-C 48 | §% pon | < 
we ee ©.2 _| | _ =" | 117.80 | Black kid blucher Freak |CandD| 7-11 | 18 
6.50 | Black satin plain I strap | McKay 10/8 Cov.| A-C 48 30 || | > . ——ee ee 
TTT iii 9.08 | Bind eulf elicgmen’s chee Freak D ll | 2 
Black satin | strap cut- | —————Sj———— 
6.50 out P McKay Cuban AA-C 4-8 42 | 6.00 | Brown calf bal. Medium ¢ 7-11 10 
Black calf oxford, short | fp ee | ‘| 5.50 | Black kid, plain toe | Bunion | EEE | 6-10 
6.00 ha stub last a Welt _ 9/8 A-C. | 248 _ 36 | - : | - | — "ee 
=> ——!} = 5.00 | Black calf. policeman’s shoe Freak D 7-11 | 2 
|| 5.00 | Brown calf bal. Medium c ; 7-1 | 1 
FOR GROWING GIRLS = | , oa 
a ee i ____ || 9.85 | Tan grain, 16” high cut welt 7-11 ; 2 
Light tan calf oxford, l ———— $$ $$$} —___} -» at 
6.00 short stub last | Welt 98 A-C le 8 36 «|| 4.85 } Tan grain, 16” high cut, nailed 7-11 1 
Re | tN Oe Mlages C8 hE | a ee eee 
6.00 | Lighttancalf2eyelettie | Welt , 9/8 A-C +s | 36 || | 
—_——— Sn ee Ry — Work Shoes from Stock 
| | | 
6.00 | Patent 2 eyelet tie Welt 9/8 A-C | 48 | 36 ||—— |“ 
— |] ——_—— | —________|____ | —__|_|| 5.00 | Brown grain welt 611 | B 
Patent oxford foot form | | —| |} an aa" 
6.00 last Welt Low | AA-C | 24%8 20 || 4.00 | Tan grain 6-11 | 22 
5.00 | Tan calf oxford | Welt Low \Band C| 21-7 18 3.25 Tan grain | 6-11 12 
5.00 | Black calf oxford Welt Low |BandC| 2%7/| 18 || 2.00 | Tan grain 6-11 | 2 
a I , A a Pah a ees —— -' —— 
5.00 | Patent oxford Welt Low (|BandC| 214-7 18 || 2.00 | Tan grain outing shoe 61/1 
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ctual Average Store Stocks Analyze 

‘ 

ye eo . . r . . — . 4 

Since the Recorder Field Editor made this survey for a mid-Western concern the proprietor decided to limit his : 
range of prices so that hereafter all shoes will come within the price, $4.50, $5.00, $6.50, $8.00, $9.00 and $10.00. ‘ 
Spread your own store on paper and see how it balances in service and prices. : 
——— — a — ——— EE — = — —— = — — — = 4 
— 7 1 
BOYS’ DEPARTMENT TENNIS DEPARTMENT ' 

- ai a Se. —S ate é . — ,—s« Waeomen’s —_ @ ' 
Retail | Description Width Lest || ——_—______—_ —__——|———- | 
| $1.25 Oxford F 
——— eee — - pe i EEE i ee i A 
1.50 Bal F 

$5.00 | Tan grain veal, vise. boot E Full a —-—- —-- — — ———-- A 
—_|—__—__-———— - —_—— 2.00 Basketball ' 
4.50 Black calf dress boot E Medium Misses’ 25c less than women's. aa } 
a een ie tan — - co — = 4 
450 | Tan calf dress boot E Medium ‘ 
Sects ae ~ aapeennee RUBBERS— WOMEN’S * 
5.00 | Black calf dress boot Band C | Medium - r Widths " 
a a Sadouienenalanias s ” ae ete ‘ ee 2 Cases 3 Cases 1 
| _ rat eS ae) tt A ee Bs Semen: » Bee oi 5 

3.00 | Black calf E Medium All Croquets—Cuban Last Ss M A 
a a Ee ee eer te Preixsee< beret ict it? +: Ms nr A ER siendicmesintan anaes F 
Youths’ same—50c pair less. _ 2 a Es _Belmont Last i Se ew ae ‘ 

— = $$ Rexford Last 8 M 4 
—_ — —$—$—$$— ——_$—$—$—— — —_  —— _—— 4 

INFANTS’*—3 to 5 Sizes British Last 1 Case F 1 

—-—- —- - 4 

“Ry es ae - | Women’s 4-buckle arctics: 4 

i til > - _ ———$$__—__—__—_—_ |___ —— 1 

Hn | Sek aid, at i a — - sel tient lin bd ull Low heel, regular 4-buckle 5 Cases M 4 
a ——— niaiiginetinnge 1 

1.50 | 6 good assorted colors, boots, turns - 3 Cuban heel, regular 4-buckle eee 6 Cases M : 
— Se ee tant. 3 Novelty styies in Galoshes, 24 prs. each. = 4 

1.75 | 3 fancy combination colors, turns = ae mune — — _— ‘ 
Mehta = Chic 8A ORR ea ia — — : ; 

2.00 | Tan stitchdown # RUBBERS—MEN’S ! 


2.50 | 
| 


3.50 | 2 high cut numbers 


——_—$ | —— 
i 5% to8 run 25c¢ more. same stock. 


MISSES—11 4 to2 


4 combination colors, flexible stitchdowns (best | sellers) 








$5.00 | Black calf welt boot 





B and C 








-—— —_— — —-——- — —— 





4.50 | Patent oxford welt 








| 
4.50 | Dull calf oxford welt 








3.50 | Black calf stitchdown 





Beeeedan 


3.50 | Tan calf stitchdown 





3.50 Black calf welt 














816 to Il run same—50c less. 


























| 
——— } | 
B and C Full 
B and C Full | 
| | 
BandC | Full | 
| 
E Full 
nas -— | 
| 
E Full 
| E Full 
E | Full 



























| 
TENNIS DEPARTMENT 
‘Retail! Description | 
Pe Boys’ 
us| Meee Oxford dd ‘ | 
2.00 | Bal 
— °°» &«f=-nem 
-_— - _ i Men’s } | 
te Oxford 
SS | 
4.00 | Basketball | 





‘ 
HOSIERY ' 
g ~ One advertised line (carried in stock) : agi . 
Women’s 75c to $3.00 retail ‘ 
Men's, 50c to $1.00 : 
|| NOTE—Has a $350.00 stock of hose and does $3,500.00 volume annually. 
a — — — —————— = + 
4 
1 
FINDINGS " 
eS Steeland softarches = " 
: All dressings, trees, brushes, etc. " 
= ‘ 
NOTE 1—Ths is the way the average merchant buys when he is far away " 
from the market. fy 
NOTE 2—Since analyzing their stock for them, they have agreed thatthey |} 
have too many prices and are to reprice their lines to retail at $4,50, $5.00, LP 
$6.50, $8.00, $9.00, $10.00. " 
‘ 


Dress—Berkely, Argly, Greek—1 case each—M and F | 











1 case Heavy storm sandals for work 
1 pr. on size Men's St. King and short boots 
. ane 1 pr. on size Boys’ short boots Bae! a 





RUBBERS—MISSES’ AND CHILDREN’S 





2 Cases each, Misses’ and Children’s 4-buckle | 


1 Case each, Boys’ and Youths’ 4-buckle 





. 





Our cases, Boys’, Youths’, Misses’ and Children’s run on light dress rabbers. 











SLIPPERS 
telt Baby Bootees, 2 colors. 3 to8. Infants: 7 Mahia 





Ribbon trimmed, 3 to 8, 5 colors, women's—prices, 95c, $1.25, $1.50, $2.00 
Ribbon trimmed, 9 to 2, 2 colors, misses’ and children’s. 
Men’s Felt Slippers, $1.00 to $2.00 
Satin Quilted Boudoir, $2.25, $3.00, $4.00, women’s 
Leather Boudoir, $2.00, $2.50, women’s 
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Leather, $1.75 to $4.00, men’s 
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Don’t Forget That National Shoe Week 
Starts September 15 
If You Do Your Part It Should Help Shoe Sales 


15-20, is to be generally observed by our industry 
Shoe and Leather Week” —an 
observance that was suggested by the New England 
Shoe and Leather Association, and which has received 
the cordial endorsement of all of the National organi- 


‘ke is to remind you that the week of September 


as “National 


zations of our allied industries. 


The main thought back of this idea is to have the 
different branches of our kindred industries unite in a 
concerted effort to educate the American people to a 
greater degree of “shoe consciousness,” particularly 
along the line of teaching them the desirability of 
using the proper footwear for specific occasions. 


Plan Some Good Windows—Quick 


Another phase of the trade week will be the stimu- 
lation of the “Walk and Be Healthy” idea, a slogan 
that, like “The Right Shoe for the Occasion,” has been 


officially endorsed by the National 
Boot and Shoe Manufacturers’ As- 
sociation. 

The purpose of National Shoe 
and Leather Week can best be ex- 
ploited through the co-operation of 
retail shoe merchants, by means of 
effective window displays, the fea- 
turing of the week in their local 
advertising, and in the proper in- 
struction of their sales forces in 
the best methods of merchandising 
formal, informal and sport foot- 
wear. 

Eastern Merchants Behind Move 

I. H. Morse of Lowell, Mass., 
president of the Massachusetts 
Retail Shoe Merchants’ Associa- 
tion, is another enthusiastic sup- 
porter of National Shoe and Leather 
Week. 

Mr. Morse, who recently returned 
from a fortnight’s vacation in the 


White Mountains, says: “The 
Massachusetts Retail Shoe Mer- 
chants’ Association, of which I 


have the honor to be president, may 
be set down as absolutely in favor 
of National Shoe and Leather Week, 
and I personally believe it to be one 
of the most constructive sugges- 
tions for the benefit of our shoe 
industry ever put forth. 

“Tt is my hope not orily that this 
special trade week will be devoted 
to the promotion of the ‘Shoes for 





All Over the Country 


the Occasion’ idea, but that retail merchants every- 
where will take advantage of the observance to instil] 
into the minds of their sales people the thought that 
we are today in a greater degree than ever before in 
a transition stage, commercially and industrially. In 
other words, the next decade is certain to bring 


important changes in manufacturing and merchan- 


dising methods, 


and only those who have vision 
enough to understand this can hope to succeed. I feel 
that one of the most important requirements of our 
retail shoe business is the systematic instruction of 
the young men who are entering the business as sales- 
men, regarding the fundamentals of footwear, style, 


quality and use, in order that they may be able to 





I. H. MORSE 


Mr. Morse, who is president of 
the Massachusetts Retail Shoe Mer- 
chants’ Association, is not at all 
convinced that the automobile is 
interfering to any great extent 
with the “Walk and Be Healthy” 
movement. He urges that thousands 
of people use their automobiles to 
get to points from which really 
pleasant hikes may start—points 
which they probably never would 
visit if it were not for automo- 
bile transportation. To this extent, 
at least, he figures that the auto- 

mobile encourages walking. 


intelligently sell their employers’ goods. Let this, 
therefore, be educational week, as well as a week for 
the exploitation of “The Right Shoe for the Occasion’ 
and the ‘Walk and Be Healthy’ campaigns. 


Autos Increase Walking 


“Mention of the latter slogan 
reminds me of the notable experi- 
ence I have just had during my 
recent vacation sojourn in the 
White Mountains’ region. A few 
days ago I made an automobile 
tour of the entire central mountain 
section, including a trip to the 
summit of Mount Washington, and 
I must confess that I was amazed 
to find how the automobile tourist 
movement to that section has 
developed. 

“We passed numerous tourists’ 
camps, two of them containing not 
less than 500 cars and tents—a 
sight that would surely have 
astonished the pioneer summer visi- 
tors of a couple of generations ago. 

“Now it goes without saying that 
even though they all rode to the 
mountains in their cars, practically 
all of these hundreds of tourists 
indulged in daily hikes through the 
various mountain glens, for which 
purpose they required special foot- 
wear; and it is right here that I 
believe the shoe trade has one of its 
great opportunities —the pushing 
of footwear suitable for rough 
walking. ‘Walk and Be Healthy’ 
certainly means something to one 
who has spent a few days in the 
White Mountains of New England 
and seen for himself what these 
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healthful outdoor hikes are doing for the men, women 
and children of America. 

“By all means, let us make this National Shoe and 
Leather Week of ours a 100 per cent success and a 
real landmark in the history of our industry. This 
coming at the same time and in connection with our 
New England Week is a grand idea, and should help 
to make merchants in all lines far more efficient.” 





One Solution of the End Size Problem 

(Continued from page 21) 
seasons together with the right proportion of each. 
Sizes, amount to buy, grades, when to buy, are ques- 
tions that may be precisely answered by store analysis. 
For the past year we have used the Recorder four- 
season buying plan very successfully. First the needs 
for the ensuing quarter are determined, then orders 
for only half that period are placed for the reason 
that during the next six weeks new ideas may show 
or sudden unsuspected strong sellers may develop. 
Fifty per cent of the shoes we sell are sold at $10.00, 
twenty-five per cent under $10.00 and twenty-five per 
cent over $10.00. This naturally fixes the grades to 
buy. Next the proportion of materials to be bought, 
which is further subdivided into heels. The answers 
to these items are easily gotten from closely watching 
the floor. 

Another big feature of this method is that it dis- 
courages speculative buying. The temptation to take 
a flier on some “red hot bet” is overcome by our law 
of only buying 120-pair lots and sticking to known 
proven lasts and few manufacturers. Buying is con- 
centrated on as few houses and as few lasts as possible. 


How to Decide on Lasts 


You will always find that every manufacturer has 
one last of a certain type which is by far the best 
last of its kind in the country. By taking all these 
manufacturers best bet and buying each one of them 
to cover its particular need you are bound to get the 
best fitting last that skilled labor can give you. You will 
also find that such business will be done on these lasts 
to enable the manufacturer to give you exclusive sell- 
ing in your community for their shoes. 

Some of the more apparent benefits are easier and 
faster selling, for the boys on the floor are accustomed 
to the fitting qualities of the lasts and know exactly 
how to fit them. There are no left-overs which have to 
be PM’d to be sold, for the sizes left over are con- 
sidered in buying the next pattern on the same last 
and are always kept before your selling force. 


Less Stock—Twenty-two Per Cent Business Increase 


In the past year, though the stock has been cut 
2,500 pairs, the business has shown an increase of 
twenty-two per cent in the face of all of the so-called 
depression. As Sam Davis would say, “we have fewer 


: leftovers and more turnovers.” You will find that the 


idea is used in other merchandising games. How many 
of you have gone into a clothing store and seen a suit 
that you liked but upon asking for your size were 
shown something else in the same material of similar 
cut? There you have the variety of patterns on the one 
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last. It merely shows that the shoe business im the 
past has been far behind the present day merchandis- 
ing business. 

In conclusion, we want to state that we have not had 
a “sale” in the past three years except where we have 
had specials during the South Bend semi-yearly $ Days 
and while this idea may not appeal to every merchant, 
we certainly know the benefits that have been derived 
from it and would suggest serious thought be given 
to the many good phases of it. , 





George Hutchinson Is Dead 


Boston—George Hutchinson, prominent shoe man, 
is dead. Since 1921, Mr. Hutchinson has been asso- 
ciated with the International Shoe Co. of St. Louis, 
at its Boston headquarters. Mr. Hutchinson had been 
ill for several months, but recently had recovered suf- 
ficiently to attend business, and was at his office as 
late as Monday of this week. His death occurred in his 
72nd year. His funeral was held at the Newton ceme- 
tery chapel on Friday, September 12. He leaves a 
widow and son, Maynard Hutchinson, manager of the 
merchandise department of the Boston branch of the 
International Shoe Co. 

Mr. Hutchinson was widely known in shoe trade 
circles. He was the organizer of the old wholesale shoe 
firm of Clark-Hutchinson Co., and a director of the 
W. H. McElwain Company. He was a former executive 
in the old firm of Winch Bros., and a member of the 
Hutchinson-Winch Shoe Co. His business career com- 
menced when a very young man in the dry goods trade. 
After four years in this line of effort, he became a 
shoe traveler. He followed this career until he was 
forty years of age. 


Public Spirited Man 


He was a truly public spirited man. He formerly 
served his home city of Newton as its chief executive; 
was vice-president and director of the Newton Trust 
Company, and a trustee of the Home Savings Bank of 
Boston. He served on the Newton Board of Aldermen 
from 1900 to 1902. He was president of the Newton 
Cemetery Corporation, vice-president of the Newton 
Hospital and the American Unitarian Association, and 
a member of the Union Club, Brae-Burn Country Club 
and Newton Club. 





The Solution of Misplaced Holidays 


At the last general meeting of the Chamber of Com- 
merce of the United States, Edward Prizer, president 
of the Vacuum Oil Company, delivered an address on 
the project of an international simylification of the 
calendar. The calendar might be so simplified that the 
days of the week always would fall on the same days 
of the month from year to year, and this would permit 
of an arrangement of holidays whereby they always 
would fall on Mondays, for example, thus preventing 
the loss of time which happens so frequently when 
holidays fall on the second day before or after Sunday, 
thereby diminishing the usefulness of the intermediate 
day. - 
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On With the “Danse” 


Light, Trim Dress Oxfords 
Exclusive J. P. Smith Styles 
on the new and improved “Danse” Last 


INSTOCK, $4.75 


No. 0173 No. 0273 


As illustrated As 0173 except 
LUSTER PATENT LEATHER BLACK MIRROR CALF 
New “Danse” Last New “Danse” Last 


AA,8toll A,7toll B,6to1ll CandD,5toll 


J. P. SMITH SHOE Co. 
CHICAGO 8. NEW YORK 
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You should have our Fall, 1924 
Instock Catalogues 
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Fall Footwear Beginning 
to Move in Cincinnati 


CINCINNATI—A few cool days 
during the week ended September 
6 has stimulated the sale of early 
fall shoes. All the stores are show- 
ing fall merchandise, and preparing 
for their fall openings, which will 
be held September 16 and 17. The 
cool spell has sounded a warning 
that the summer is soon coming to 
a close, and the general public is 
beginning to divert its attention to 
fall apparel. 

This week has shown a great 
deal of activity in the shoe busi- 
ness, and merchants are encouraged 
over the volume of business done in 
the previous week, and hope that the 
fall buying will continue. All the 
stores are showing new fall styles, 
and everywhere women are seen 
stopping at the display windows 
admiring the new fall footwear. 


Women’s Trade Better than Men’s 
The women’s business is decidedly 
better than the men’s but mer- 
chants feel, as the season advances, 
that the men’s business will pick 
up. Women are still calling for 
patent leather and black satin, 
patent leather having the chief call. 
There is a decided preference being 
shown for light shades of tan 
Russia and brown suede. Many of 
the stores report a good business 
on a low heel oxford, and this is 
attributed to the opening of schools, 
as this type of shoe meets the re- 
quirements of the school girl. 

The demand is spread over a va- 
riety of patterns, and no one style 
predominates. Gore effects are 
showing a great deal of activity, 
both the front and side gores, and 
also the beaded gores. Fancy lace 
oxfords are being called for, and 
the big demand is for strap effects. 
Smal! tongued pumps are starting 
to sell, and many of the stores re- 
port a demand for opera pumps; 
one of the stores stating that they 
lost 15 sales in two days by not 
having opera pumps, but they feel 
that this style will have a short life 
in Cincinnati. The demand for 
pumps in better grades will last 
longer than the demand in the 
cheaper shoes. 


Medium Round Toes Popular 

Medium round toes are the most 
popular, with a few calls for the 
full round toe, but this style is 
rather extreme in the Cincinnati 
stores, and not many calls are com- 
ing in for this style. 


The stores are preparing for 
their fall openings on September 
16 and 17, and will make a con- 
certed effort to push tans and 
browns, and in all windows tans 
and browns will be very much in 
evidence, as the merchants feel that 
this is essential to encourage the 
sale of tan shoes for fall, as blacks 
have had a good run during the 
summer, and by pushing the sale of 
tans, they will be able to sell an 
extra pair of shoes to a great many 
of their customers. 


Merchants Fight Returned 
Goods Evil 


Following up the campaign on 
the returned goods evil, the mer- 
chants are sending out circulars 
every month with their charge ac- 
counts, and the stores that do a cash 
business place one of the circulars 
in the package. This month’s circu- 
lar reads as follows: 


THE RETURNED GOODS EVIL 


“The Retail Stores receive many 
unreasonable requests from cus- 
tomers to return merchandise, and 
the Association is asking you to do 
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your part in helping to cut down 
this unnecessary expense. Do not 
request the return of: 

“1. Garments that have been al- 
tered for purchaser. 

“2. Shoes that have been altered. 

“3. Women’s hats which have 
been specially made to customer’s 
order, or which have been worn. 

“4. Merchandise which has beer 
specially ordered by the customer 
and not carried regularly in ‘stock. 

“5. Goods returned that are not 
in their original condition. 

“6. Merchandise of any kind that 
has been used. 

“7. Gifts of any kind (Christmas, 
wedding, birthday, etc.) if re- 
turned to be accepted only for other 
merchandise and not credited on 
the account of person receiving the 
gift.” 


The Shoe and Leather Club of 
Cincinnati held their regular 
monthly meeting at the club rooms, 
Saturday, September 6. William 
Taylor, one of the governors of the 
club, presided in the absence of 
Herbert N. Lape, President, and 
George Springmeier, Vice-Presi- 
dent. George Mohr acted as secre- 
tary in the absence of the regular 
secretary, E. Furstenau. Owing to 
the vacation season there was only 
a small attendance. 





St. Paul Merchants Make 
Success of Tan Shoe Week 


ST. PAUL—St. Paul retail shoe 
merchants put over Tan and Brown 
Week with a bang. Every dealer 
who caught the spirit of the move- 
ment, and that includes practically 
every shoe store and every shoe 
department, particularly in the 
downtown section of the city, was 
thoroughly satisfied that a way had 
been discovered to promote multi- 
ple sales. Perhaps if there were any 
criticism to offer about the week it 
would be on the ground that it was 
entered into without sufficient 
preparation. Stocks of browns and 
tans were not sufficiently heavy to 
withstand the onslaught which ex- 
ceeded the expectations of every 
merchant in the city. 

Before the “week” had gone two 
days even its most enthusiastic 
backers were wiring for immediate 
delivery of tans and browns that 
had been booked for three weeks 
ahead. These dealers, it should be 
said, had done considerable stocking 


up against the opening of the 
special move. Others who had just 
an even variety of stocks, without 
any especially large number of tans 
and browns, were unable to cope 
with the demand. But naturally 
they made the best of the situation. 
Special impetus was given to the 
sale of all shoes, other colors as well 
as the browns and tans and, of 
course, the blacks. 

The net result, of course, has 
been that the “week” is continuing 
indefinitely. Stocks are being re- 
plenished as the merchants see the 
popularity of these particular shoes 
and their sale is being urged to 
match furs and suits and hosiery 
—for every man knows that a sale 
of one of these pairs now is just 
that much added to the total for the 
year, with the sale at least of a pair 
of blacks certain to follow as the 
seasonal necessity arrives later. 

Numerous advertisements ap- 
peared in St. Paul newspapers in- 
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CORD TIRE WEAR 


G RO-CORD Soles on work shoes give the 
most perfect satisfaction of any. The 
Police Officer and the Mail Carrier on the 






AWS 


IN EVERY PAIR 


Work shoes with Gro-Cord Soles will give 
pleasure, comfort, durability and complete 
satisfaction to each and every one of your 





paved street all day appreciates its comfort, 
flexibility and great durability. The brake- 
man on slippery car roofs wants its skid-proof 
and weather-proof qualities. The farmer 
abouts the barnyard, in the field or in the 
stable realizes the advantages of its moisture- 
proof and acid-proof qualities. 


customers. No other sole has all the quali- 
ties of Gro-Cord soles. No other sole will 
hold your customers as well. 


Write for the names of manufacturers who 
make Gro-Cord Soled shoes for men, women 
and children—for sport, work or dress wear. 
Ask us for a sample showing the cord con- 
struction, 





The Lima Cord Sole and Heel Co., Lima, Ohio 


A. R. Mueller Co. = ua &. Oe — A. C. Morand Co. Northwestern LeatherCo. 


258 Fourth St. 1627 Locust St. 304-6 Sacramento St. 14 South Street 
Milwaukee, Wisconsin St. Louis, Mo. San Francisco, Cal. Boston, Mass. 








"13,1925 


“a 





give 
lete 
your 
uali- 


who 
men 
ear. 
con- 





September 13,1924 


troducing the week and throughout 
the days when it was at its height. 
In all cases these were not worded 
strictly to conform with the brown 
and tan week idea. In some in- 
stances they were broadened, the 
dealers naturally playing up new 
things they had brought in that 
were especially attractive. Never- 
theless the idea of matching the 
costumes of milady were put for- 
ward—with that one idea of “extra 
sales” uppermost. And as a general 
thing where a shoe was offered in 
more than one color the words “‘new 
tan” came first in the advertise- 
ment. A variation was this one, for 
instance from a Husch Brothers 
advertisement introducing its “poly- 
scroll” shoe: “we alone show it, in 
fashionable effects, to suit the girl 
or the gown.” But right below was 
the line: “Shown in New Tan— 
Patent or Black Suede.” 

Among the numerous | styles 
shown pumps with two horizontal 
straps and cut-out tongue, high cut 
back, short vamp and Spanisn heel, 
shown in Russian and brown suede. 
A tan Russian oxford with consid- 
erable perforation on the tip and 
around the collar of the shoe was 
another popular number. A_ shoe 
that attracted much attention was 
a perfectly plain tan Russian opera 
pump. A brown satin opera pump 
was another popular number; a one- 
strap with long vamp and medium 
toe in tan calf was another. Others 
were: a tan calf pump with a great 
deal of cut-out work in bar pat- 
tern; a pump with short vamp and 
seam from toe to instep dividing 
the tongue and sidelaced, extremely 
tailored (very new); brown suede 
oxford with trimming of black kid, 
box toe, some of them soft toes, 
very few low heels, and a bronze 
kid opera pump with French heels 
—a very dressy pattern. 

Windows were especially dec- 
orated for the “week” and some 
tasty work was done in order to 
display the browns and tans prop- 
erly. Brown hats, coats, furs and 
hosiery were displayed with the 
numerous numbers of footwear, 
with the idea, of course, of indicat- 
ing that it was the smart thing to 
do to have footwear to match the 
colors in these that are in vogue. 


St. Paul shoe merchants have 
now made a big success of two spe- 
cial “color weeks.” Last spring they 
did a tremendous business during 
“white week,” this serving as the 
inspiration for “brown and tan 
week,” which proved more of a suc- 
cess than was anticipated. 


New Panor Store 


St. Paul now has a Panor store, 
the sixteeenth to be opened by the 
Panor corporation of Des Moines, in 
the west. The store was opened the 
last days of August in the Bremer 
Arcade building which had just 
been vacated as a result of the con- 
solidation of the two Florsheim 
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stores. Jack Corcoran came up from 
Des Moines to start the store off 
and installed J. R. Jerabic from the 
Minneapolis store as manager. A 
pair of hosiery was given away 
with each pair of shoes sold on the 
opening day. As in the other Panor 
stores this is an exclusively wom- 
en’s store with price range at $5 
and $6. 





More Conservative Styles 
Shown in Los Angeles 


LOS ANGELES—While the style 
situation has remained unchanged 
during the summer months, with 
seemingly as great a variety of new 
patterns and novelties appearing in 
the window displays as ever before, 
and while many different patterns 
in cut-outs and fancy straps were 
shown at the various style shows 
held during the summer season, 
retail merchants in this vicinity are 
endeavoring to introduce for fall 
more conservative models and are 
now showing some attractive new 
styles in opera pumps, and plain 
satins and patents with a single 
strap. 

The medium short vamp is the 
best seller at the present time and 
the new Swiss heel is becoming 
popular. Blacks sell themselves 
without much pushing and the 
problem of the retail shoe merchant 
now is to get rid of colors. These 
are being disposed of in sales at 
special prices. The volume of busi- 
ness done during August was 
greatly augmented by these sales, 
which were held by practically 
every merchant in the city. August 
business exceeded that of July and 


in general compared favorably with 
last year. 


Broad Toe Appears for Men 


Jesberg’s Walkover Store is sell- 
ing practically as many patents as 
satins and they believe that there 
will be quite a demand for the 
Russia leathers this fall, in the 
different shades of tan. Their busi- 
ness during the last three weeks 
in August exceeded that of July. 

In men’s footwear, the style sit- 
uation remains practically the same 
as during the past few months, with 
the exception of a new broad toe 
oxford which is being shown by 
Hamilton’s, the Florsheim Stores, 
and several others. The lighter 
shades of tan are very popular. 
The demand for men’s sport shoes 
was far below what was anticipated 
this season, and the sales on this 
class of merchandise were very dis- 
appointing. 

The outlook at the present time is 
that September will be a quiet 
month, with a big sale of fall mer- 
chandise during October, Novem- 
ber and December. 





Chicago Retail Trade Is 
Showing Healthy Gains 


CHICAGO — Apparently, since 
summer has held aloof from Chi- 
cago and Chicago shoe merchants 
Dame Nature is going to make up 
for it with the early arrival of fall, 
and, aside from the threat on the 
coal piles, Chicago shoe men have 
welcomed the touch of cool weather 
that has held steady since Monday. 
It has done the shoe business good. 
It has done all retail merchants 
good and that means that the shoe 
business benefits. Fall clothing 
styles have come out on the streets 
and with them the welcoming sight 


of many oxfords with smart cos- 
tumes and many of the tan shades 
in oxfords and in pumps of the 
strip and bow type. 

Generally speaking, business has 
been very satisfactory in all lines 
though the tendency to attend sales 
and to seek out shoes that have the 
added attraction of price still seems 
to hold a little too well for the profit 
side of the ledger. The interest in 
footwear, however, has shown a 
very decided upward swing and 
promises well for the early fall 
trade. (Continued on page 55) 
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LITTLE JOURNEYS TO AND FROM FAMOUS PLACES 




















The School 
Street Coast 



























The School S a Codst—in 1535 Beacon and School Streets were the favorite 
ceasting grounds of the Boston Latin Schowl students. School Street (in the foreground) was 
named from the Boston Latin School which was the first higher school established in the 
Celonies, preceding Harvard by two years. Our rubber heels, among the first ever produced, 
are made as carefully as forty years schooling in their manufacture has taught us. Bull Dog, 
Vim, and Ever Grip arc the names of three popular brands. 


BOSTON WOVEN HOSE & RUBBER CO. Cambridge, Mass. 
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Retail Trade Shows Good 


Improvement in St. Louis 


ST. LOUIS—With the weather 
cool and the first semblance of fall, 
the week ended September 6 proved 
to be a satisfactory one for the 
retail shoe trade. Business through- 
out the week was improved although 
it could not be characterized as of 
the type that is anticipated for the 
latter part of the month. 

Patent leather unquestionably is 
the outstanding material and its 
prestige is becoming more firmly 
established as the season ap- 
proaches. In practically all stores 
throughout the retail “shoe belt’’ it 
was pronounced to be outselling by 
a wide margin either satin or tan 
calf. There were exceptions to this 
but they were very few. 


Patent 85 Per Cent in One Store 


One store reported that their 
figures showed that patent was 85 
per cent while tan calf was 15 per 
cent of the selling. This was one of 
the best shoe establishments where 
the prices range high. 

In the more popular priced 
stores, patent was first and satin 
proved a good second in the selling. 
Tan calf was third. The percentage 
of patent as against satin in these 
stores was approximately 35 per 
cent satin and 65 per cent patent. 


New Tan Calf Oxfords Popular 


In walking shoes tan calf seems 
to be very popular, particularly in 
the two-eyelet tie oxfords. This 
type of shoe has been accepted by 
the young women and the demand 
in the popular-priced field is heavy. 
They are scoring particularly in 
patent, tan calf and gun metal. In 
the better grade stores, tongue 
effects and colonials are the domi- 
nant styles. One pattern that has 
attracted attention and on which a 
number of retail shoe merchants 
did not cover sufficiently is a patent 
gored semi-tongue pump. The gor- 
ing is masked by strips of patent 
leather. Much tribute was paid to 
the fitting qualities of this pattern. 
The comment of two of the large 
operators was that they wished they 
had bought a hundred pairs or more 
of this particular style. The heel 
was 15/8 cuban. 


Vogue Displays Imported 
Heels 


The Vogue Boot Shop at 615 
Locust street has just received a 


shipment of decorated fancy heels 
from Paris. They have developed a 
window display exhibiting fifteen 
different types of heels. Some beau- 
tiful designs of rhinestones on 
white as well as red celluloid at- 
tracted considerable attention. The 
heels sell from $10.00 to $20.00 per 
pair. 


Senac Adds Another 
Department 
The Senac Shoe Company of St. 
Louis has opened a shoe depart- 
ment in Donenfeld’s, a women’s 
specialty shop at 3537 North Main 
street, Dayton, Ohio. The new de- 
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partment will be located on the 
main floor of the store and will 
have a seating capacity of 60 
chairs. Geo. Steuber, vice-president 
of the company, attended the open- 
ing of the store in Dayton. The 
acquisition of this department 
makes 16 shoe and hosiery depart- 
ments operated by the Senac Com- 
pany throughout the country. 


Huette’s Show Gain 


The Huette Shoe Company, oper- 
ating two stores in the retail shoe 
district, announced through the sec- 
retary of the company, Robert 
Huette, that June, July and August 
showed a gain over the same months 
last year. Huette stated that the 
gains were not of an enormous vol- 
ume but were of sufficient size to 
be more than satisfactory. 





September Promises to Be 
Good Month in Milwaukee 


MILWAUKEE—September busi- 
ness started out very well in Mil- 
waukee and a good demand for fall 
footwear is reported by local shoe 
stores. Cool weather has stimulated 
early fall business, and according 
to early indications this will be a 
very good year for the shoe busi- 
ness here. Up to the present time, 
black and tan shoes have predomi- 
nated, and “a little of everything” 
in women’s shoes is being sold. 

One high-class store reports that 
patents, tan calf and black satin 
have all been moving in a variety 
of styles. Variations of the Colonial, 
some straps and oxfords are all 
showing activity. At another store, 
strip pumps and some trimmed 
with buckles are selling, as well as 
southern ties and’ oxfords. South- 
ern, or Dixie, ties are showing up 
very well for street wear, although 
there is a class of people, including 
high school girls, who demand plain 
oxfords on the sport type. 


Men’s Trade Also Picks Up 


Fall business in men’s shoes has 
been picking up more slowly in this 
city, but the beginning of Septem- 
ber showed increasing activity in 
this line. At one exclusive men’s 
store, the first fall window was not 
put in until after the beginning of 
the month due to the continued 
success of the August sale. This 
store is looking for a very good fall 
business from now on. The princi- 
pal style change in men’s shoes lies 


in wider toes, tending to square 
effects. Heavier leathers such as 
calfskin are being used and welts 
predominate. For street wear, 
heavy grain tipped oxfords are 
sponsored, while for evening wear 
plain toes are shown, especially in 
patents. 

The month of September is ex- 
pected to show more definitely what 
lines of hosiery will be in greatest 
demand for fall. Since the latter 
part of August was rather a 
between-season period, business 
during the first half of September 
will be watched closely for indica- 
tions of popular lines. Some ques- 
tion as to the popularity of chiffon 
hosiery during the fall has arisen 
in this city, but according to early 
indications, these sheer qualities 
will continue to sell. One depart- 
ment store which noted a drop in 
chiffon sales during the latter part 
of the summer reports that this 
business is now picking up. 


Large Orders Booked 


Improvement in the shoe manu- 
facturing business in this part of 
the country is indicated by the 
report of the Menzies Shoe Co., 
Fond du Lac, Wis., that orders 
actually received by the company 
during the last two weeks of 
August averaged 10,995 pairs per 
day, which is nearly three times 
the actual production of the twa 

(Continued on page 56) 
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How Many Moths Could You Shoot? 




















A disappointed customer astonished 
his druggist by complaining, ‘‘I tried 
those mothballs you sold me for five 
ssn but I couldn’t hit one moth.”’ 





WHEN you re out gunning for a reputation 

for selling the best children’s shoes in your 
town, you ought to start shooting with the 
best children’s shoe leather. 


COFFEE WILO 


OFFEE WILO is the only high grade leather that 
can be sold in medium priced shoes. It makes the 
best children’s shoes, because it is made particularly for that 
purpose. It sums up, as no other leather, the three car- 
dinal principles of a perfect leather for children’s shoes. 







Our Sport Elk Colors R 4 P ; Be sure you get 
Red, White, Blue, Green, 1. Rugged wear and service. what you order 


Chocolate, Light Smoke, 
Log Cabin, Beige, Silver 
Gray, Dark Gray, Dark 
Smoke, Cocoa, Pearl, 
Tangerine, Black, Olive. 


C. D. Kepner Leather Co. 


139 South Street, Boston, Mass. 


Sole Selling Agents of ‘Aa | i Oo Leathers 


10 Spruce Street, New York —BRANCHES— No. 401 Metropolitan Bldg. 
308 Leather Trades Bidg., St. Louis, Mo. Milwaukee, Wis. 





if you specify 





2. Appearance. 







3. Comfort for growing feet. 
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New York Merchants Are 
Encouraged by Outlook 


NEW YORK—Fall business is 
shaping itself fairly well here, and 
while there has been no exceptional 
demand for fall footwear as yet, 
the retail merchants are more op- 
timistic over the outlook than they 
have been at the inaugural of a 
new season for the last few years. 
The relatively stable style condition 
is a decidedly encouraging feature 
and the seeming stability of prices, 
at figures that the public seems 
willing to pay, is another. Judging 
from the fall business done so far, 
there has been a renewal of the de- 
mand for footwear of good quality. 
The stores carrying shoes at $5 and 
$6 a pair do not seem to be doing 
as well, proportionately, as those 
carrying shoes retailing at from $8 
to $12 a pair. Ten dollars is a price 
that seems to fit the majority 
pocketbook in New York, and bet- 
ter shoes are being offered at this 
price in new styles than for several 
seasons past. 

Stabilization of styles has not 
centered demand on any one type 
of shoe. Some merchants are find- 
ing pump styles selling better than 
any other type. Others find one or 
two strapped models leading, while 
others are doing their bulk business 
on gorings. Taking a rather broad 
view of the situation it looks as if 
gorings have about the best of the 
style argument at present, but is 
by no means settled that they will 
maintain the lead throughout the 
season. 


Patent Leads in Retail Sales 


In materials, patent leather is 
leading the field by long odds, with 
satin running second. Russian tan 
calf is selling well and black suede 
also is in good demand. There is 
relatively little call for grey suede 
and the demand for brown suede is 
beginning to grow and is expected 
to show increasing strength with 
the progress of the season. 

The demand for blond satin slip- 
pers has been exceptionally strong 
in a number of stores, one mer- 
chant in particular having been 
compelled to size up on a plain 
opera pump of this material several 
times already. Velvets in a diagonal 
strap fastening with a tie have had 
a good run in at least one shop. 

In men’s shoes the fall demand is 
developing rather slowly. The fa- 
vored styles are the fairly broad 
toe, brogue last of heavy leather. 


The proportion of tans to black is 
running about 60 to 40, so far, with 
most merchants expecting the pro- 
portion of blacks to grow larger 
with the season. There has not been 
much of a call for Scotch grain as 
yet, but the retail shoe merchants 
have ordered them in good quan- 
tities and expect them to sell well 
as soon as cool weather approaches. 


Cammeyer Closes Brooklyn 
Store 

Cammeyer’s have sold their lease 
on their Fulton street store in 
Brooklyn. Some time ago the organ- 
ization sold its lease on the store in 
Newark, N. J. It is now concen- 
trating its merchandising in the 
two New York stores, one on upper 
Fifth avenue and the other in 34th 
street. The Brooklyn store was 
opened about two years ago. 


Ward Opens All-Night Store 


After a lapse of many years New 
York again has an all-night shoe 
store. The latest venture in this 
realm is the John Ward organiza- 
tion. The latest link in this chain 
of men’s shoe shops is keeping open 
all night, and already has developed 
a clientele among the late travelers. 
The new store is located in 42nd 
street, between Madison and Fifth 
avenues and is near the Grand Cen- 
tral Station, which brings an in- 
flux of all-night travelers into the 
city. Sales of shoes at the unseemly 
hours of 2, 3 and 5 o’clock in the 
morning already have been made, 
although the store has been open 
only since Labor Day, and one.cus- 
tomer was so pleased at being able 
to buy shoes at an hour or two past 
midnight that he took two pairs. 
It is not expected, of course, that a 
big volume of business will develop 
after midnight, or even after the 
usual closing time for other stores, 
but the keeping open all night is 
an excellent advertisement, particu- 
larly to visitors to the city. 
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The new store, by the way, has 
many unique features. The shop has 
the general appearance of an old 
English ale house and is fitted up 
in true masculine style. Small 
leaded glass windows are used in 
front, even in the three display 
windows. Immediately back of the 
windows is a lobby in which the 
hosiery counter is located. French 
glass doors, with small panes, sepa- 
rate the lobby from the main part of 
the store. Seats of the ale house, 
wall-bench type, range on either 
side of this room, the walls of which 
are finished in rough plaster and 
are hung with exceptionally large 
mirrors, old English prints and 
tapestries. Octagon shaped tables 
of dark oak, fitted with plate glass 
tops, under which is room for the 
display of a pair of shoes, are 
ranged about the room. These 
tables are fitted with concealed 
lights to illuminate these displays. 
Windsor type chairs are used 
around the table and down the cen- 
ter of the room. The floor stock is 
carried in shelves in the rear of 
the store, with entrances through 
archways. Reserve stock is carried 
in the basement. The wrapping and 
other service departments also are 
located on the basement floor. From 
the cashier’s desk a chute is used 
to send the shoes to the basement. 
They are returned to the selling 
floor through special carriers which 
come up in a rack in the center of 
the room. On the top of each carrier 
is a quaint figure, different colors 
being used on each to designate 
particular salesmen. In this way a 
single glance at the carrier rack 
indicates to a salesman whether or 
not the shoes he has sold are ready 
for the customer. 

The ceiling is heavily beamed in 
oak, with the plane marks on the 
beams showing through. The floor 
is of rough slate in a pleasing soft 
bluish grey tone, over which rugs 
are thrown. The new store is under 
the management of Joseph Diffley, 
who has been with the Ward and 
Rival organizations for a number 
of years. Already the store has be- 
come one of the busiest in the Ward 
chain. 





Big Brown Shoe Season Is 
Anticipated in Boston 


BOSTON—“From October 15 
on, I anticipate a decided swing to 
brown,” said a big buyer of this 
city, recently. “By that I do not 


mean that black shoes will go out 
of popular demand, but I do believe 
that there will be a diminished de- 
mand for black. I would advise 
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OISTURE has no effect on the 
4 Armstrong Soft Box Toe. 


Some boxes become loose and shape- 
less from perspiration, or when the shoe 
itself is watersoaked. 


And when the shoe is dried out again 
the box becomes hard and brittle. 


In ary event, the box loses its shape 
and the shoe loses its style. 


ARMSTRONG CORK COMPANY, 





Circle 


Shoe Products Division, 


The Armstrong Soft Box Toe, being 
made of cork, is unaffected by moisture. 
Consequently it does not become brittle 
when the shoe itself dries out. It keeps 
its natural resilience in spite of water 
and wear. 


If you would give your customers the 
maximum pleasure and comfort from 
soft toe shoes, be sure to specify the new 
Armstrong Soft Box. 


Armstrong 
Cork Box Toe 


Lancaster, Pa. | 
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buyers to watch big re-orders on 
black shoes. The brown vogue will 
eome with the vogue for brown 
hats, women’s garments and furs— 
and in the latter class, beaver, 
muskrat and mink loom up larger. 

“As to the vogue for brown in 
men’s shoes, a buyer for a men’s 
shoe department in a large men’s 
clothing house, reports that the fall 
and winter of 1924-1925 will see 
many light tans. The coming sea- 
sons will be colorful ones,” said he, 
“and broad toes and short vamps 
for men are in keeping with the 
new bell-shaped trousers, some of 
them as wide at the bottom as 22 
inches. They are also in keeping 
with the loosely fitting men’s 
coats.” 


Black Suede Still Popular 

A very popular number in the 
shoe stores of the city is a black 
suede opera pump, with a 10/8 to 
17/8 heel. Some are cut D’Orsay 
shape, some have a row of tiny 
“block” cut-outs around the top. 

The demand for the pump, in the 
opinion of one buyer, has been 
helped, and will be further aided, 
by the short skirt. “With skirts 
twelve and fifteen inches from the 
ground,” said he, “the dainty 
opera pump is the correct thing.” 

Patent leather holds its own in 
popularity. Black velvet is appear- 
ing in goodly numbers. One high- 
class shoe store reports that many 
sales of black velvet were lost last 
year because the merchants did not 
buy shoes made of that material. 
He looks for a big call on shoes 
made of this material this fail and 
winter, and is preparing accord- 
ingly. Opinion in regard to black 
velvet is divided, however—some 
high-class stores do not feel that its 
demand will be of long duration. 


New England Week Trims 


The shoe stores and shoe depart- 
ments of the city are to have special 
trims and other educational fea- 
tures during New England week— 
September 15-20. Among the many 
fine ones, the following may be 
mentioned: Jones, Peterson & New- 
hall are devoting their windows to 
featuring “Shoes for the Occasion 
—Made in New England.” The shoe 
department of Jordan Marsh Co. 
has devoted one of its large win- 
dows on the Washington street side 
to a working exhibit of New Eng- 
land-made shoes. This exhibit will 
be supplemented with educational 
films in the big assembly hall show- 
ing rubber shoemaking, as well as 
leather shoemaking. 


BoU! 


The shoe department of William 
Filene’s Sons Co. will have a work- 
ing exhibit of shoemaking. The 
shoe department of the Continental 
Clothing House will combine its 
shoes for men with men’s hats and 
suits, either made in New England 
or the material from which they 
are made, manufactured in New 
England. Gilchrist’s shoe depart- 
ment is taking two windows at the 
corner of Washington and Winter 
streets for a very effective trim. 


Millinery House Adds Shoes 


Kornfeld’s, 65 Summer street, for 
fifteen years in this location, and 
generally regarded as an exclusive 
millinery house, has added a shoe 
department. This new feature, how- 
ever, is not the only outside line, 
for furs and women’s garments 
have also been added. The idea back 
of this department is the carrying 
out of the slogan—“Everything in 
euter wear for women and misses.” 
Hosiery was added some time ago. 

The shoe department opened Sat- 
urday, September 6, with every- 
thing from boudoirs to rubbers and 
overshoes. Siegel & Siegel are in 
charge of the department, and 
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Joseph M. Siegel is the buyer. 
There are no women on the sales- 
force. While the price range on the 
hats is from $3.98 to $35, the shoes 
range from $5.00 to $14.00. The 
advertising manager, R. B. Salin- 
ger, stated that the shoe stock 
would be merchandised as a shoe 
department, and that a specialty 
would be made of the proper fitting 
of shoes. 


Low Shoes Supplanting 
High for Children 


“Time was,” said Fred Small, 
buyer of the shoe department of 
the Gilchrist Co., “when children of 
5 to 8 years old would be shod in 
high shoes for their first school day 
of the fall term. Now, however, 
their mothers buy low shoes for 
them.” This is the first September 
I remember selling so many low 
shoes to children for school wear.” 

Among the low shoes shown was a 
new line, originated by Mr. Small 
in black patent and tan Russia. The 
shoes for the young children were 
identical with those for the misses 
and had three eyelets and ribbon 
laces, with crimping on vamp. 





Plainer Patterns Popular 
in Haverhill Footwear 


HAVERHILL — Standardization 
of lasts and patterns in women’s 
footwear is far from the thoughts 
of manufacturer or merchant, in 
the opinion of members of the 
Haverhill shoe trade. New patterns 
of pretty shoes continue to be 
brought out by local manufacturers, 
to receive acceptance by buyers and 


to bring an increasing volume of. 


business to Haverhill factories. The 
plainer patterns which are being 
shown as a contrast to the more 
elaborate styles are particularly 
popular in the large cities. At the 
same time, buyers are watching 
closely the trend of the pretty 
shoes, so-called, which enable them 
to interest well-dressed women on 
the basis of footwear novelties. 
There is quite a thorough under- 
standing as regards materials in 
leathers and fabrics. In style, how- 
ever, originality now as always 
“brings home the bacon.” Manu- 
facturers are looking forward, 
through renewed efforts, to a sub- 
stantial business for the fall and 
winter months. 

Haverhill manufacturers are add- 


ing to their employees in the vari- 
ous departments in response to the 
demands from merchants for 
Haverhill-made footwear. Orders 
received during the past week indi- 
cate that the popular-priced lines 
are especially desired. It is in this 
direction that the Haverhill shoe 
trade is showing its principal devel- 
opment at the present time. Mer- 
chants are figuring closely in their 
buying, and demand the utmost 
value for every dollar expended. 
Haverhill manufacturers are sharp- 
ening their pencils and getting 
right down to brass tacks as re- 
gards prices. They are successfully 
meeting competition and getting 
their share of the business that is 
being placed for immediate and 
future deliveries. Trade terdencies 
are to purchase goods largely for 
immediate needs and not to antici- 
pate wants to any great extent. In 
the opinion of the trade here, this 
tendency will continue during the 
next two or three months or until 
various business and political mat- 
ters are in a more settled condition 
than at present. 
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New Wood Heel Concern 


The Service Wood Heel Company 
is the title of a concern chartered 
under Massachusetts laws to manu- 
facture heels and top lifts in Hav- 
erhill. The capital stock is $10,000. 
Officers are: Marguerite M. Chis- 
nall, Allan B. MacGregor and 
Edward R. Hale, all of Haverhill. 


New Shoe Concern Incor- 


porated 
The Morin-Curtin Company, 
chartered under Massachusetts 


laws, has paid in capital of $25,000. 
The officers are Daniel J. Curtin, 
Arthur N. Morin and Peter A. 
Sofronas, all of Haverhill. 


Stockholders Ask for 
Receiver 
A bill in equity has been filed in 
the Massachusetts Superior Court 
by minority stockholders against 


the Harrison-Lockwood Shoe Com- 
pany, shoe manufacturers of Hav- 
erhill. These stockholders ask for 
an accounting and an injunction 
against disposal of the assets by 
the assignees. They also ask that a 
receiver be appointed and that the 
assets and books be turned over to 
him and that the receiver be di- 
rected to pay the stockholders such 
amounts as may be found to be 
properly due them. 


Mrs. W. A. Rugg Dies 

Sympathies of the trade will be 
extended to William A. Rugg, of the 
firm of Chesley & Rugg, Haverhill, 
regarding the death of his wife 
Mrs. Bertha E. Rugg, on August 
30th. Mrs. Rugg passed away at 
her summer home at Atkinson, 
N. H., after an illness of several 
months. Mrs. Rugg leaves, besides 
her husband, a son, William Rugg, 
and her parents, Mr. and Mrs. 
George E. Brown, Somerville, Mass. 





Upward Trend to Trade 


Is Seen 


PHILADELPHIA—In its most 
recent survey of business conditions 


_ in this district, the Federal Reserve 


Bank of Philadelphia reports that 
more active demand for goods, ris- 
ing wholesale prices, less curtailing 
of production schedules, and a 
slight increase in employment dur- 
ing late July and early August have 
given a better tone to business in 
this district. At the same time there 
is a tendency in some lines to place 
conservative orders for future de- 
livery. Credit conditions show little 
change and money rates continue 
easy. The recent improvement 
has not affected all industries to 
the same degree and in certain lines 
business is little better than it has 
been for some months past. The 
survey states that in hides and 
leather there has been considerable 
activity and sales have been in 
satisfactory volume. It also states 
that shoe manufacturers report a 
brisk demand for their product. 
Jobbers and wholesalers of shoes 
are said to notice a scarcity of cer- 
tain numbers in the cheaper grades 
of women’s footwear, according to 
Bradstreet’s review of local busi- 
ness conditions. Demands are light, 
prices firm and collections poor. 
The hide and leather markets are 
said to continue to show a slight 
betterment with inquiries for small 
quantities and for immediate de- 


in Philadelphia 


livery. Prices remain unchanged 
and collections are poor. 


Transfer of A. E. C. Hall 
Announced 

Announcement has been made 
that A. E. C. Hall, Philadelphia, 
manager for the United Shoe Ma- 
chinery Corporation for the past 
eight years, has been transferred 
to St. Louis, of which district he 
will be the head. Mr. Hall came to 
Philadelphia from Auburn, prior 
to which he had been located in 
Brockton. 


Wholesalers Report Demand 
for Operas 


Operas seem to be about the only 
shoes for which the wholesale trade 
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finds any brisk demand. They are 
active in both patent and velvet. 
Immediate delivery is being asked 
for throughout the trade and some 
jobbers predict that if the strong 
demand for operas persists there 
will be a shortage of them. The 
demand for velvets is said to have 
come up overnight and caught the 
trade unprepared. 


Factories Report Improve- 
ment 


The shoe trade is buying with 
considerably more freedom, accord- 
ing to shoe manufacturers here, 
than for many months. One manu- 
facturer reports that his sales are 
30 per cent above those of last 
month. Factories are being pushed 
to meet the demands for immediate 
delivery made on every hand. One 
factory reports a slight boom in 
glazed kid and hopes that it will aid 
in the trend away from fancy pat- 
terns to more conservative styles. 





Clearance Sales Feature 
Retail Market 


Clearance sales at reduced prices 
feature the retail shoe market here 
today. Geuting’s recently sold out 
a lot of shoes at $5.65 and $3.65; 
Dalsimer’s had a season-end clear- 
ance sale at $4.45; Gimbel’s sold a 
lot of shoes at 50c, $1 and $2, and 
I. Miller’s semi-annual sale price 
was $7. 

Some of the stores also are al- 
ready pushing sales of their new 
fall shoes, both those of the better 
grade and a lot selling around $1, 
$2 and $3. 

Snellenburg’s store is offering 
fall models in women’s low shoes 
in anklets and opera pumps in 
patent coltskin, black satin and 
kaffir kid at $7. Other models are 
featured in black ooze, black kid 
and patent coltskin. All have the 
new fall toe lasts with Spanish or 
box heels. 





August Showed Good Gain 
Over Last Year in Atlanta 


ATLANTA—August retail busi- 
ness in the Atlanta shoe stores, so 
far as the money volume is con- 
cerned, proved to be considerably 
better than August business in 
1923, some of the larger retail mer- 
chants estimating their increase as 
high as ten to twelve per cent, while 
the general average among the 


Atlanta stores seems to have been 
about seven to eight per cent above 
last year’s volume. 

This is considered by most 
dealers as a very encouraging sign 
of what fall business is going to 
be this season, and, for the most 
part, they are looking forward to 
one of the best fall records of the 
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New Models for Fall 


Three Weeks Delivery 


Evangeline 
Goodyear Welt 





Stock No. 6034 Stock No. 6032 
Patent, 1 Strap, Patent, 1 Strap, 
$3.60 3. 60 
Stock No. 6035 Stock No. 6033 
Same Style Black Calf Same Style —_ Kid 
$3.60 $3.6 





Stock No. 6111 Stock No. 6103 
Black Kid Gore Pump Brown Calf, 1 Strap 
Jet Buckle, Covered Louis Heel Covered Cuban Heel 


$4.00 $4. 
Stock No. 5987 Same Style Patent 
$4, 


Stock No. 6120 Same Style Kid, 
Rubber Heel, $3.60 


Made by 


A. H. Berry Shoe Co. 


186 Lincoln Street, Boston Portland, Maine 
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past four or five years. At present, 
some fall footwear is being sold, but 
it will be another two or three 
weeks yet before the season opens 
up in earnest. It is interesting to 
note, too, that nearly all of the 
larger shoe stores have this year 
ordered, or plan to order shortly, 
stocks for the fall and holiday 
business this year considerably 
larger than was the case last sea- 
son. This is also true of dealers in 
the smaller towns and communities 
of the Southeast, where optimism 
over the fall outlook also prevails, 
due to the large cotton crop that 
will be gathered this year, and the 
high cotton prices that prevail. 


Wholesale Trade Shows Pick-up 

According to the monthly busi- 
ness review of the Federal Reserve 
Bank of Atlanta issued the early 
part of this month and covering 
conditions in the Southeast for July 
and early August, the volume of 
wholesale shoe business in the dis- 
trict during July Was somewhat bet- 
ter than in June with the exception 
of the Atlanta jobbers, but still con- 
tinued to run quite a bit below July 
of last year. The outlook, however, 
appears very good for the rest of 
the year. 

Of considerable interest and im- 
portance to manufacturers of shoes 
and other leather products in the 
southern territory, is the effort that 
is being made by a number of the 
port cities of the South Atlantic 
seaboard, looking toward the elimi- 
nation of differentials in ocean 
freight rates to European destina- 
tions, due to the fact that these 
rates as at present constituted 
injure export business out of these 
port cities. It is, for instance, in 
some cases, cheaper for a southern 
manufacturer to ship his products 
by way of North Atlantic ports in 
spite of the longer railroad freight 
haul, due to the fact that the pres- 
ent ocean freight rates make the 
cost of shipping from southeastern 
ports rather prohibitive. Shoes and 
other leather products to Latin 
American countries comprise one of 
the South’s important export pro- 
ducts, while there are also a number 
of larger manufacturers in the 
South selling to some extent in 
European countries. 

At the same time the southern 
ports are seeking to maintain the 
present rates from Central Western 
territory, opposing a move by 
north Atlantic ports to have these 
rates discontinued, and the same 
as they were prior to 1919 when 
they were so high that little export 
trade was secured from this terri- 


tory by the southern ports. Hear- 
ings before the United States Ship- 
ping Board are in progress, but no 
decision in the matter has yet been 
given. 


Findings Jobbers Optimistic 


Findings and leather jobbers in 
Atlanta, covering the southern ter- 
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ritory, report August one of the 
best months of the year to date, in 
spite of the fact that sole leather 
advanced slightly of late. The rea- 
son for the increase was due to the 
coming opening of the schools, and 
repair shops buying extensively to 
be ready to take care of this busi- 
ness. 





Many Brooklyn Factories 
Now Operating Full Time 


BROOKLYN—A high rate of 
production continues in the larger 
Brooklyn factories, and the total 
output of Brooklyn-made shoes is 
much higher now, according to re- 
liable estimates, than it has been in 
more than a year. Orders continue 
to come in steadily, but are showing 
some signs of letting down, with 
the first rush of seasonal buying 
over. The outlook, however, is for 
good repeat orders that will keep 
the factories running strong until 
the end of the year, at least. Sev- 
eral of the factories here report 
sufficient orders on hand to insure 
close to full time operations until 
the end of November. 

The present season is one of the 
most satisfactory that the Brook- 
lyn producers have had for a long 
while. The fact that business is con- 
centrated largely on patent leather, 
satin and calfskin, all of which are 
in plentiful supply and relatively 
cheap, has helped the shoe manu- 
facturers. The stabilizing of colors 
on black and brown also has been 
a material aid in production. 

Many manufacturers here are 
looking for an increase in business 
on brown suede in the near future. 
Shoes of this material are said to 
be selling well at retail with indica- 
tions that they will be in still 
greater demand later on. At the 
same time, purchases of this type 
of shoe by retail shoe merchants 
have been comparatively light and 


some new orders on them are ex- 
pected soon. 

Goring shoes, both the side gore 
and the front gore type, the latter 
usually of the semi-Colonial style, 
appear to be providing the bulk of 
Brooklyn business at present. Some 
factories are rather busy producing 
plain opera or regent pumps in 
blond satin, for which a strong 
demand exists. This is one fabric, 
by the way, which is not in abun- 
dant supply and some shoes are 
being held up owing to deliveries 
of the raw material. 

Russia tan calf also is being much 
used in Brooklyn, for both the 
pump type and goring type shoes. 
A few fancy oxfords with high 
heels also are being made of this 
material. Plain oxfords, however, 
are not making much of a stir in 
Brooklyn and some manufacturers, 
who thought well of them earlier 
in the season, have given up hopes 
of developing a sizeable business 
on them. 

It was thought that with a re- 
turn to demand of welts, that ox- 
fords stood a good chance this year, 
but such does not seem to be the 
case. The demand for light-weight 
closely trimmed welt shoes con- 
tinues, but the plain oxford type is 
not wanted to any great extent. 
The light-weight welts are being 
developed chiefly in the colonial or 
goring styles. 





Business Improvement Is 


Noted in 


LYNN—Gain in volume of busi- 
ness, which set in a while ago, is 
maintained, and- possibly. is in- 
creased. A change in style, as 
women put on new fall apparel, is 
responsible for a part of the new 
business. In former years, the 
change in styles was from low cuts 
to boots. This September there is 


Lynn Factories 


going on a change in styles in low 
cuts, or pumps and oxfords. New 
types of trim and pretty shoes have 
come in. This change is not as con- 
spicuous as was the change from 
low cuts to boots, and it is having a 
similar effect in increasing volume 
of business. 

From 50 to 70 per cent of shoes 
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made in Lynn shops this September 
are black in color. From 60 to 70 
per cent of heels, and in a few in- 
stances more than that, are medium 
in height. These two instances are 
mentioned to show the tendency to 
get away from extremes. The main 
idea of manufacturers, it may be 
repeated, is to make shoes as simple 
and as pretty as can be. 


Patent Leather Foremost 


Patent leather continues the fore- 
most material. Velvet has lately 
made quite a gain. One firm reports 
that velvet is third in the list of 
its materials, and that is its high- 
est rating so far. Black suede and 
satin, and black calf and kid are 
also used, with some firms report- 
ing a gain in calf and kid. Russia 
calf is used chiefly for oxfords and 
ties. In patterns there is a gain in 
plain pumps and simply trimmed 
pumps. Gores appear to be as popu- 
lar as ever. Strap patterns, mostly 
one and two straps, are staples. 
Some novelty anklettes are being 
tried. Cut-outs are much fewer. 
Two-eyelet ties, and oxfords, are 
gaining, especially in welt lines. 
Storm welting is used on many ox- 
fords. 

Soles are a trifle heavier. Much 
attention is being given to the fit- 
ting of bottom stock, with the idea 
of emphasizing the lines of the 
lasts, now unusually shapely. More 
brocade slippers and like party foot- 
wear is being made than a year ago. 


New Wood Heel Line 


Merrill, Porter & Co. sent out 
last week a new line of novelty 
styles, turn made, and all with wood 
heels. The samples show plain, 
strap and gore patterns, of patent, 
satin and suede leathers. Heels are 
of the Cuban or blocky styles, 9/8 
and 13/8 high, and of the spike and 
Spanish styles, 16/8 high. They are 
of the full-breasted type. These 
shoes are to be made on order. Also, 
the firm has in stock a line of slip- 
pers for the Christmas trade. 


Lewis Goes Abroad 


Gardiner Lewis, superintendent 
of the factories of A. E. Little & 
Co., sailed last week for Europe. 
He carried with him a line of fine 
samples of women’s shoes. Besides 
displaying these samples, he will 
observe methods of making fine 
style shoes in European shoe cen- 
tres. 

“Jack” Abbott, of the Saxone 
Shoe Co., of Edenburgh, Scotland 
sailed with Mr. Lewis. He has been 


in this country for some time, mak- 
ing his headquarters with A. E. 
Little & Co. He also traveled among 
big cities, studying American mer- 
chandising methods. 


Leases Larger Factory 


T. J. Sullivan Shoe Co. has leased 
18,000 feet of floor space in the 
Bartlett, Somers factory on Essex 
street, and will move into it from 
their present factory on Willow 
street. They will double their pro- 
duction, and make 1,800 pairs of 
shoes daily, all of the novelty 
styles. The new quarters are being 
fitted up as a 1925 model factory. 
It is planned to make and deliver 
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shoes, within three weeks after or- 
ders for them are booked. Inci- 
dentally, T. J. Sullivan Shoe Co., in 
conjunction with Cruise & Sullivan 
Co., are to open a new sales office in 
the Marbridge building on Broad- 
way, New York. “Billy” Sullivan 
sells the shoes of both firms. 


Factory Space Increased 


The MacLaughlin-Conway Co. 
has recently taken 9,000 feet more 
of floor space, and are increasing 
their production. They report that 
60 per cent of their September 
shoes are of patent leather. After 
that come suede, satin, velvet and 
some Russia calf. 





Marked Demand for Brown 
Noted in Rochester Stores 


ROCHESTER—The first week 
in September brought a good de- 
mand for fall footwear and indica- 
tions point to continued improve- 
ment. Patents and satins continue 
to lead the demand but there is a 
marked demand for browns and 
several merchants state that they 
have been forced to re-order on 
brown footwear to meet the de- 
mand. For street wear, tan calf is 
very popular and Horse Show week 
did much to stimulate the sale of 
tan calf patterns. Along with 
browns and tan calf there is also a 
demand for brown satins and 
bronze footwear. 

Don Burke, proprietor of the 
Burke Stores, finds that women are 
not taking to the plainer types of 
fall footwear, but are demanding 
patterns with cut-out straps and 
liberal perforations. Strip pumps, 
according to Mr. Burke, are. being 
asked for by many women, but are 
not selling as well as patterns with 
cut-outs on the vamp or quarter. In 
the Burke Stores, patent is still the 
leading material with black satin 
running a close second, followed 
closely by black suede. 


Boule to Manage Nettleton 
Shop 


Frank Boule, well-known Roches- 
ter shoe man, has been appointed 
manager of the new Nettleton Shop, 
soon to be opened in the Roosevelt 
Hotel, New York, and has moved to 
New York to superintend the open- 
ing of the new store. 

Mr. Boule has had considerable 
experience in the retail shoe busi- 


ness, having been associated with 
T. E. Moseley Co. of Boston for 
seventeen years, and five years as 
manager of the W. L. Douglas store 
in Providence, Rhode Island. Since 
the war, Mr. Boule has been en- 
gaged as salesman of rubber heels, 
covering New York State for the 
Goodyear Tire and Rubber Com- 
pany, and more recently for the 
Foster Rubber Company. 


Forman’s Shoe Department 
Opens 


Rochester’s newest shoe depart- 
ment in the B. Forman Company 
store was formally opened for busi- 
ness on Tuesday, September 2nd, 
and Frank Guinwan, manager, re- 
ports that the opening week’s busi- 
ness was very satisfactory. The 
shoe department is on the north 
side of the main floor and presents 
a very attractive appearance. Shelv- 
ing for the shoes is arranged along 
the north wall of the store, but in- 
stead of the shoe cartons being 
visible, as in most shoe stores, the 
shelving extends out into the store 
and each tier is reached through a 
separate passage. Fitting stools and 
chairs of antique design and dis- 
play cases of similar design give 
the department an air of richness 
in keeping with the high-grade 
footwear featured. 


Magazine Article Helps Sell 
Shoes 


William Pidgeon, Jr., Rochester’s 
leading orthopedic specialist, took 
advantage of a recent article writ- 
ten by Frank S. Gilbreth in the 
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In Stock--- 


for immediate delivery 





‘*Foot-Lite” 


BALLET SLIPPERS 


HARD and SOFT TOES 













No. 601 Soft Toe 







Black Kid 
Women’s $1.45 
Misses’ 1.40 
Child’s 







No. 606 Hard Toe 








Black Kid 
Women’s $2.75 
Misses’ 2.65 
Child’s 2.60 







No. 608—Hard Toe 
Pink Satin 







Women’s $3.50 
Misses’ 3.40 
Child’s 3.3: 






No. 606 


GYMNASIUM SHOES 


Women’s 
Black Kid 


141—Elk Sole $1.05 
703—Chrome Sole. 1.40 
701—Rubber Sole. 1.70 















Mail Sample Order Today 


Write for catalogs 


on 
Gymnasium—Ballets—<Athletic Shoes 







BROOKS SHOE MFG. CO. 


1735-41 No. 6th St., Philadelphia, Pa. 












Retail Salesmen 


Wanted 


A Splendid Opportunity 
for the Right Men 


The J. C. Penney Company—a nation-wide institu- 
tion—needs capable salesmen; young men between 
the ages of 25 and 35 years who have had thorough 
experience in one or more of our lines, and can give 
us the highest references. 


Our company, which started in 1902 with one store, 
now operates 571 retail stores in 41 states. We sell 
dry goods, shoes, notions, clothing and furnishings 
for men, women and children. We do a strictly cash 
business. Our sales in 1923 were $62,188,978. We 
opened 115 stores in 1920, 59 stores in 1922, 104 
stores in 1923 and 96 stores this year. 


By industry, study and determination your prog- 
ress will be rapid in our organization. Under our 
experienced managers you are trained to become a 
manager. When you have qualified 


You are Promoted 
to be 


Manager of a Store 


in which you own a one-third interest, to be paid 
for out of the profits of the business. 


Experience has taught us that some of the greatest successes 
come from the ranks of average men. What we need are young, 
healthy and capable salesmen who have had thorough experience 
in a small or medium-sized department store, or are experienced 
in general store work in special lines. The investment of money 
is not necessary for your success with us. The financial backing 
of our company is ample. Briefly, this is our proposition—tested 
and proven over a period of 21 years: 


You come to us first as a salesman in one of our stores. 
During the period of proving your ability you learn the 
greater possibilities of co-operative effort. Your progress 
depends upon your ability and effort. As our new stores are 
opened, managers are selected from our sales force. 


When you make a success of the management, you are sold 
a one-third interest in a new store and b its ° 
You may afterwards acquire a ay em | in ether stores 
which are the outgrowth of the one in which you first re- 
ceived a financial interest. If you do not possess the capital 
to purchase one-third interest in a new store, the money is 
loaned you by the J. C. Penney Company, and you repay it 
from subsequent profits of the store. 


Write today for our booklet, “Working Plan of the J. C. 
Penney Company.” Give your age and number of years’ ex- 
perience in our lines of merchandise in your first letter. We may 
arrange for a personal interview later. All correspondence 
strictly confidential. 





Address your letter to our nearest employment office: 


J. C. PENNEY CO., Ince. 


1205 Olive Street, St. Louis, Mo. 
370 7th Avenue, New York City 





September 13,1924 
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September American Magazine to 
feature the comfort and health 
obtained from Arch Preserver 
Shoes. In the three-column, 13- 
inch advertisement, Mr. Pidgeon 


reproduced the article which, among 
other things, advocated putting an 
almond in the toe of the shoe to 
determine whether the shoe was 
long enough. 





Better Business Predicted 
by Walk-Over President 


BROCKTON —At the semi-an- 
nual meeting of Geo. E. Keith Com- 
pany’s 60 traveling salesmen, held 
in this city last week, President 
Harold C. Keith of the company 
spoke in optimistic vein regarding 
the prospects for business. He al- 
luded to the fact that Europe has 
adopted the Dawes’ plan of repara- 
tions, that the political field will 
soon be cleared, that credits are 
good and crops excellent and that 
there is a strong demand for raw 
materials. Better business was his 
prediction for the coming season. 

Other executives of the Walk- 
Over concern spoke at the business 
session, including Ernest A. Bur- 
rill, sales manager, who presided; 
Wm. T. Card, advertising mana- 
ger; Harry Dunbar, upper leather 
buyer; Arthur J. Chase, manager 
of in-stock department; Vice-Presi- 
dent Geo. H. Leach; Frank E. 
Packard and W. A. Farley of the 
style department; David Perkins, 
a director; Walter D. Leach and 
George H. Wilkins, the latter the 
company’s oldest salesmen in point 
of service. 

Features of the new Walk-Over 
line for both men and women were 


discussed and model demonstra- 
tions given. 
For the salesmen, Orrin R. 


Smith, President of the Walk-Over 
Salesmen’s Association, and Frank 
R. Wall, spoke for the men, promis- 
ing close co-operation with the fac- 
tory, and their best efforts for 
increasing business. 

A telegram was read from Vice- 
President Myron L. Keith, who was 
absent on account of ill health. All 
salesmen representing the Geo. E. 
Keith Company are now in their 
respective territories with the new 
line. 


Manager Returns from 
Foreign Trip 


George N. Gordon, Brockton dis- 
trict manager of the United Shoe 
Machinery Company, returned last 
week from a three-months’ tour of 
Europe. Mr. Gordon, who was ac- 
companied by Mrs. Gordon, made 


an extended tour of Scotland. Later 
he visited England, going from 
there to Belgium, France, Switzer- 
land, Italy and Spain. 


See Her at the Brockton 
Fair Shoe Style Show 


The Brockton Fair 
have isued the following 
tion: 

“The Brockton Fair post- 
ers this year are unusually 
beautiful. Quite appro- 
priately, the model is a girl 
who was born in Brockton, 
and a most loyal Brock- 
tonian, although she now 
lives with her family in 
Arlington. 

“This model is Miss Mil- 
dred Farrar, undoubtedly 
one of New England’s most 
beautiful girls. Before the 
camera no more satisfac- 
tory model has been found 
and many national adver- 
tisers insist upon having 
her do their modeling. She 
can smile when told to and 
it’s always a natural, win- 
ning smile. 

“This is the way she 
looks on the Brockton fair 
poster, dressed in a dash- 
ing white polo costume. 
From the jaunty helmet to 
her riding boots, she is a 


managers 
invita- 


complete picture. Not only “MOST FAIR” 


does she appear on the 
Brockton Fair poster, but she will 
appear each day on the runway of 
the Brockton Fair Shoe Style Show 
in this polo outfit. 

“Another unusual event will be 
the so-called ‘Swinging Style’ which 
will show shoes upon models in a 
different way than ever attempted 
before. Do not fail to see this 
novelty showing. The entire Educa- 
tional Building will be devoted to 
the display of shoes. Remember, you 
are within 15 minutes’ auto ride of 
practically every shoe factory in 
the Brockton district. Combine 
business with pleasure. Take in the 
famous Brockton Fair and Shoe 
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Style Show, September 30, October 
1-2-3-4.” 





Brockton Boots for Avia- 
tors 


Among the features of the Brock- 
ton Fair to be held early in October 
is an aviation meet which is to be 
participated in by many well- 
known fliers. As advance agents of 
the Brockton fair, Lieuts. Charles 
K. Hickey, Adrien P. Cote and 
Harry J. MacRoberts, former army 
aviators, met Lieuts. Smith and 
Nelson at Mitchell Field, New 
York, on their arrival from the 
world-circling flight. Measurements 
of the feet of these intrepid airmen 
and their mechanics were taken for 
the purpose of supplying them with 
“Made in Brockton” footwear. All 


TOLMAN - DAVIDSON 
© 1924. Tovearisine Presseme SROCKTON, MASS. 


the fliers who take part in the avia- 
tion meet in Brockton will be shod 
in this way, a pair of dress boots 
being supplied to all officers and 
their mechanics. 


Plain Patterns in Women’s 
Welts 


The pronounced tendency toward 
plain patterns in women’s footwear 
is welcomed by manufacturers in 
Brockton and South Shore district 
who make women’s welts. While the 
production of this class of goods is 
not as large as_ several years 
ago, nevertheless, it makes a very 
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Address all communications to the factory. 

















NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N.Y., U. 8. A. 
MEN’S FINE SHOES EXCLUSIVELY 
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attractive addition to the men’s 
welt lines going out of Brockton 
factories. Plain patterns now called 
for are well suited to women’s welt 
production. Brockton manufac- 
turers are showing many attractive 
patterns in the new lines which are 
now being shown by selling repre- 
sentatives. 


Manufacturers Making 
Foreign Trips 


Max E. Wind of the Wind Inner- 
sole & Counter Company, Brockton, 
sailed this week for Europe where 
he will be absent for several weeks 
on a combined business and pleas- 
ure trip. Mr. Wind will visit Ger- 
many, Austria, France and Eng- 
land. 

A. Friedman, of A. Friedman & 
Sons Shoe Co., Brockton manufac- 
turers, sailed recently for Europe 
on an extended tour of the old 
world. Mr. Friedman, who is the 
head of one of Brockton’s leading 
shoe manufacturing concerns, has 
relatives in England whom he will 
visit, going from there to Egypt 
and other Far-Eastern countries. 


Death of Prominent Last 
Manufacturer 


The recent death of George E. 
Belcher, head of George E. Belcher 
Last Co. of Stoughton, Mass., re- 
moved a conspicuous figure from 
the trade. Mr. Belcher, who was 74 
years of age, was president and 
founder of the company which 
bears his name. He invented and 
patented many devices in connec- 
tion with the production of lasts, 
and built up a large and prosperous 
business, his product being utilized 
by shoe manufacturers in all parts 
of the United States. 

The funeral, which was held 
from the late residence, was at- 
tended by a large number of busi- 
ness men of Stoughton and vicinity, 
including a delegation from the 
Chamber of Commerce. The fac- 
tory was closed for the day, and the 
employees attended the funeral in 
a body. 





Beauty Parlor in Shoe Store 


South Bend, Ind. — A “beauty 
parlor” in a shoe store has recently 
made its appearance in this city. 
It is reported that this feature has 
proved successful. C. H. Towne, 
manager of the Beacon Shoe Store, 
says that the shop brings in a great 
many “good spenders,” young wom- 
en who are much interested in 
novelty footwear. 
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HENRY LILLY Co. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


of 
SHOES AND RUBBERS 
Every Wednesday and Friday 



















PULLMAN TRAVELING SLIPPERS 
better"*than ever in Quality and fit 
Orig yo eres Trade Mark Pullman’ 

ade only in Genui 

GLAZED KID — 318,00 
Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
Wwisd st New York 
<= 











Stock Dept. 5 6% 


Is At Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 

















Randelph, Mass. 


Richard: & Brennan Co. -:- 








Sé l 
THE SHOE FOR ME 
BROCKTON, MASS. 


ELLIOT SHOE CO. 











Where to Buy 
Wanted Styles 
An extra Editorial Service 
“Recorder” readers, free for the 
asking. Write and tell us what 
yeu would like te knew. 
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Colcord & Walker. Inc. 
TURN FOOTWEAR 
For Women 


New Plant 
PLAISTOW, 








FASHION FOOTWEAR 


Women’s Fine Turns 
and Novelties 
Our new models are attracting most favorable 
attention. Hand turn slippers and pumps in the 
latest designs ard finest leathers. 
TESSIER & BOWDOIN 
2 Washington St., Haverhill, Mass. 





v 








Gardiner's 
Siery com GP 
Many dependable and 


profitable styles constant- 
ly In Stock. Send for latest price list. 


H. K. GARDINER CO., PITTSFIELD, N.H. 














‘[ABELS 


oO pf o 
or fio: : 
e ~~ f } 
SAMPLES. i mS | 


TOLMAN. PRINT. ING f a? 


/ ~ UNIVERSITY © 
sepsis FOUN oR 





ATLANTIC PRINTING CO. 


Producers of Distinctive 
Shoe Catalogues and 
Shoe Booklets 


201 South Street Boston, Mass. 
Telephone, LiBerty 8673 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless you need the 

Boot and Shoe Recorder 


ALL THE TIME 











Chicago 
(Continued from page 39) 


There is a growing willingness 
on the part of the average woman, 
according to one State street buyer, 
to consult with the shoe man re- 
garding the correctness of her foot 
attire and its harmony with the 
other elements of her costume and 
this is only a wee small indication 
of the possibility that is open to the 
live merchant to make his store a 
“headquarters” for costuming. 

The F. E. Foster Company 
brought out the surprise of the sea- 
son the last week in a new button 
oxford style that already has found 
many interested and enthusiastic 
buyers. It is a short vamp, low 
side, four-button oxford, with fly, 
the top button swinging around in 
a finger foxing effect. The new 
model is called the “Bouton” oxford 
and is the invention of the Foster 
organization. Chicago merchants 
are creating style that is followed 
by the whole country and this néw 
model, distinctly a Chicago creation, 
may alter the footwear styles of 
the country. 

One enterprising Chicago retail 
merchant, A. A. Lifschutz, of the 
Temple Bootery in Forest Park, has 
hit upon a live and novel means of 
bringing to his store the attention 
of the shoe buyers in the neighbor- 
hood. In co-operation with a mil- 
linery store and a dress shop and 
through the interest of the local 
movie, a style show has been 
arranged with live models and en- 
tertainment features and folks in 
Forest Park are going to know 
style and who sells it. Most shoe 
merchants overlook these simple 
means of attracting attention to 
their stores and there are few 
places where this little trick cannot 
be made a feature of both the fall 
and the spring season. 


Wholesale Sentiments 
' Optimistic 

Chicago wholesalers report a 
comparatively quiet week. Gen- 
erally there is a feeling of optimism 
throughout the market that is sup- 
ported by the condition of stocks 
and credits through the whole mar- 
ket served by the Chicago jobbers 
and manufacturers —a condition 
healthier than it has been for sev- 
eral years. Orders as a whole are 
not in large volume nor are they 
placed on greater than a five weeks’ 
basis—but they are steady and are 
substantial. 
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J. R. BEATON COMPANY, Ine. 


33! FOURTH AVE., NEW YORK 





carcaco |MOSIERY| = artanta 
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ScrENTIP - 
SHOES & STOCKINGS 
FOR INFANTS ,CHILDREN 

AND YOUNG LADIES 
DR.A POSNER SHOES; INC 
140 W.BROADWAY ~NEW 








“ELAM” 
Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER. N.Y. 
Boston Office 16 Columbia Street 








AShoe for Boys 
That Wears 


_ Marston & Tapley Co, 
DANVERS, MASS. 














a Shoe & Baby 














Where to Buy 
Wanted Styles 


An extra Editorial Serviee te 
“*Recorder”’ readers, free — the 
asking. Write and tell 
you would like to —_— 
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Milwaukee ; ¥ 
(Continued from page 41) : 
factories, now running at capacity. @ WHERE TO BUY * 
S. D. Nichols, president and gen- A 
eral manager of the Menzies com- . Fame ae / 
pany, has just returned from a trip ¢ 
through Virginia and Tennessee 
where he visited Petersburg and 


urers: Richmond, Va., and Knoxville, 
Largest Manulact Chattanooga and Nashville, Tenn. 


He reported a very successful trip, 
Blach Glazec Glazed Kid as the total orders booked from five 











Satin, Felt and Leather 
Seft-Sole SLIPPERS 
for the Entire Family 

















A “Kid ASS EATHER accounts were 38,542 pairs of shoes. od foo 4 cod Pit 
Sunpass LEATH L @ In addition, one company agreed to NEW ENGLAND SLIPPER CO. 
A 140 Green Street - - Worces Mass. 
purchase shoes amounting to be- 





ALL tween $500,000 and $700,000 during PARISTYLE FOOTWEAR MFG. CO., INC. 


WIDTHS the next twelve months. Ghiteae’Gimees Security Bid. co Oa o: 


+. 
Gorin ALL ment GRADE MULES ee 
GRADES Gatherer Advanced Made of Satin. Quilted Satin, Embossed 


Willard Gatherer, assistant mana- ae a or ee 
Russell ManufacturingCo. ger of the G. R. Kinney Shoe Store Ta. 




























































































Middletown, Conn. at Green Bay, Wis., has been trans- “ 
ferred to Manitowoc, Wis., where FLEXIBLE McKAYS 
-~ he O as he has assumed management of the with the comfort of Turns 
eterpree Kinney store in that city. Mr. WOMEN’S COMFORT FOOTWEAR 
—— a Gatherer was connected with the MEN'S eg merameet and OPERAS 
tains a Polish. Green Bay store for several years, NORTURASTERN emee co. iis 
= ener and was well known in musical as Shake $t.,  Cheleca, Mase. a 
Tonnorics ob Derren S SethSt. Besten, Mass, | Well as shoe circles of that city. _— —— 
— 2121 Wash. 
Ban Irregular Advertising — St, Boston, 
Colored In an effort to eliminate the 
unnecessary burden of irregular 
Chrome advertising, 93 merchants of Mani- 
Sides towoc, Wis., have signed a resolu- 
tion pledging themselves to refrain MEN'S TURN SLIPP ERS 
Beggs & Cobb, Inc., Boston, Mase. from advertising in any medium 
other than newspapers, high school SLIPPERS for MEN, WOMEN 
. . . . . _ an 
“EVERY DOZEN publications, county and city direc <r erga 
PAIR INA tories, and county fair premium ge FT 
DISPLAY BOX books. Under irregular advertising pn mn 
Robert E. Miller} mediums, which are taboo for mer- SATIN SLIPPERS 
chants who have signed the pledge, oninee me senueven en. — 
" ce are listed programs of any descrip- 24 Washingten Square Worcester, Mass 
New York City, NT} tion, score cards, hotel registers, —_ , 
public hall curtains and walls, phone = f}\\\ Specializing in Medium and- 
directories or any other such me- oD IGH GRADE 
E, Pres. _ F.E. JONES, Treas. S 
ieee DONALD, Vice-Pres. diums solicited by home canvassers SA Botwor Surrens 4% 
F. E. JONES CO. or outside persons. Similar efforts all styles made of DomeShe and 
FANCY COLORS to curb the expense of these forms Imported Satin Brocadevand Metal Cloth. 
M AT K I D of advertising have been made be- $2.20 per pairandup 
fore, but this action is expected to D nore MGUSTIN CO newyorn 
95 SOUTH STREET BOSTON, MASS. have more definite effect. 
COATED GEM DUCK Defence Day Observed hen IBN Ul For the 
ADHESIVE BACKING CLOTH Grade c Trade 
Gutter anit fete Members of the Kenosha Re- aasn.anen 
Dry Foot Welting tailers’ Association went on record Soft-Sole Leather 
Sheet. Rubber Soling as being in hearty accord with the —a 
BF CHAMBERLIN sentiment and purpose of the De- Write for Prices 
BOSTON fense Day celebration on Septem- | BEST-EVER SLIPPER CO., inc., BROOKLYN, N.Y. 
ber 12, and merchants of Kenosha, 
Wis., gave their entire co-operation 
INFORMATION to the committee in charge of the Do You Know? 
for Shoe Merchants local celebration. An agreement : 
“WHERE TO BUY” constitutes a was reached by which stores were That you can buy = sell it through 
source of knowledge so that he who | closed from one to six o’clock in the the “Where to Buy” columns. This 
poe mg these pages may read | afternoon, in common with school feature in its quick service is a time 
and factories of the city. The mer- saver in meeting immediate needs. 
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Soft Tee 
6/11 $1.15 « 6/11 $2.15 
11%/3 ... 1.20 hy 2-20 
ea Oe also Kid Gym 

White Oxfords 
(Se extra 12/8... ... $1.00 


Samples on request 
METROPOLITAN SLIPPER CO. 
134 W. B’way, near Duane St. 
Established 1915 


New York 





BALLET SLIPPERS — IN STOCK 
(Made by Ballet Specialists) 

Style BIO! Bik. Glazed 

Kid, Soft Toe 

6-11 11%-2 2-8 

$1.25 $1.30 $1.40 

SCHWARTZ & HERDER 


ne. 
Mfrs. of High Grade Athlete Shoes 
241 No. tith Street - - Philadelphia, Pa. 
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SALLE s 





4» 
Like 







326 W MONROE ST 
CHICAGO 


W2 SUMNER SMITH 














BALLET SLIPPERS in Stock 


Itiack and Pink Satin, Black Kid officially adopted 
4s the best made professional toe and ballet slipper 
n \merica by International Association Masters of 
Jancing. Sizes 

from 6 small to 
large in all 


° 
widths. 
Pare ws Foo o-- 
New York, 


Only one exelusive agency in a town : 








IN-STOCK 
BLACK BALLET SLIPPERS 
Childs $1.30 
Sizes 7 to 11 
Misses $1.35 
Sizes 114 to 2 
Ladies $1.40 
Sizes 24 to 8 
BLOG SHOE FINDING _ ¥ ae 
147 Duane St., New York. 








BALLET SLIPPERS IN STOCK. Cab. fia's 


to 7 women’s, 
$1.25 


Bik. India Kid, 
Medium Rox 
8%-7, $1.40. 


Bik. Vici, Hard 
toe, 8-8, $2.85 






FERGUSON BROS. Co. 
2121 Washington St Boston, Mass. 
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chants’ association in that city is 
an active body and many plans are 
being considered for fall including 
a Booster Day trip through the 
county, a grand fall opening, and 
action in regard to traffic regula- 
tions. 


Merchants Benefit by School 


Shoe dealers of Oshkosh, Wis., 
can consider the presence of the 
normal school in that city of value 
commercially, according to figures 
compiled by H. A. Brown, president 
of the school. According to the esti- 
mate made by President Brown, 
after collecting actual figures of 
purchases made by students in the 
city, students spend about $14,000 
for footwear annually. The report 
states that students spend a total of 
approximately $94,000 for clothing. 
Ready-to-wear apparel purchased 
by girls amounts to $26,329 an- 
nually, while men buy ready-to- 
wear clothing amounting to $24,609. 
Basing his statement on these fig- 
ures, Mr. Brown says, “These facts 
show that the Oshkosh Normal 
School is a valuable factor in the 
commercial life of the city. Its con- 
tribution to the city of Oshkosh in 
the way of business for the stores 
and other industries is no small 
item.” 





Want Cars Re-routed 


Milwaukee — Merchants with 
stores located on Grand avenue, the 
main thoroughfare in the down- 
town business district of Milwau- 
kee, are in favor of re-routing the 
Wells-Downer street car line over 
Grand avenue. The route of this line 
was changed to Wells street, one 
block north, some time ago, in an 
effort to avoid traffic congestion on 
the avenue. Three members of the 
Grand Avenue Business Men’s As- 
sociation have been appointed to 
confer with the head of the street 
car company regarding returning 
the line to the avenue and, should 
no action be taken, merchants claim 
they will take the matter before the 
state rail commission. The traffic 
proposition is presenting some dif- 
ficult problems in this city, and the 
association is taking an active part 
in attempts to solve them. 


Sam OQ. Larsen Is Dead 


Marshalltown, Ia.—Larson & 
Son, retail shoe merchants, an- 
nounce the death of Sam O. Lar- 
sen, a member of the firm, who 
passed away on Saturday, August 
30. 
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MANHATTAN FINDING CO. 
107 Duane St., New York City 


S cializin in 
“KOM-F f—. SUPPORTS | 


Shoe Store Supplies of every oustutin 
Write today for information 
We carry a full line of Gym and Ballet 
Slippers in stock 

















Demand Dunbar Designs 


From Your Manufacturer 


AND BE ASSURED OF STYLE 
AND FITTING QUALITIES 
IN YOUR SHOES. 

















Goodyear 
For Mon Women, st Children 
Carried in Stock and a 
Bliee & Richardson Shoe 

















Sloan Bros. in New Home 


New Britain, Conn.—Sloan Bros., 
high-grade retail shoe merchants of 
this city, have moved to the high- 
grade shopping district. For thirty 
years this store was located at 185 
Main street, but as they cater to 
the very best class of trade, the 
management thought that a brand 
new store, in the new and fashion- 
able marts of trade, was in order. 
This establishment, which is one of 
the best appointed stores in any 
city of the size of New Britain, is 
located at 79 West Main street. It 
faces the new Burritt Hotel, one 
of the finest hotels in New England. 
Sloan Bros. will feature Boyden 
shoes for men and Cousins’ shoes 
for women. 
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[pic 
Championships 


‘Won on 


Keds 


Trademark Reg. U.S. Pat. Off. 


N the Olympic tennis matches players wearing Keds 
won the following victories: 
MEN’S SINGLES MEN’S DOUBLES 
WOMEN’S SINGLES WOMEN’S DOUBLES 
This sweeping performance follows the winning of eleven 


national and two world championships in 1923. Keds still 
lead all other tennis shoes! 














The qualities that make Keds the choice of champions are 
the qualities that make them popular. Boys and girls follow 
the leaders in sport and sport equipment. Get the juvenile 
trade of your neighborhood by selling Keds. 









United States Rubber Company 
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Selling Rubber Footwear by the Wardrobe 


Method 


Old Idea, Newly Applied, Will Give Tremendous 


i OW that the fall season is 
at hand and winter only a 
short distance away, rubber 

footwear looms up large as a fac- 

tor in “Getting More Pairs Sold 

Right.” 

Live-wire shoe merchants are 
moving their rubber stock—from 
light rubbers to overshoes—to a 
“down-front” position in their 
stores. This stock is appearing in 
their windows “wardrobe fashion.” 
These merchants are “talking” shoe 
wardrobes in their newspaper ads 
and other store publicity. 


Show Rubbers All the Time 


With the opening of school as an 
impetus, one big Boston shoe store 
featured gaiters and light rubbers, 
as well as sport and “gym” shoes in 
every window and “ad,” with the 
result that these goods have been 
included in practically every foot- 
wear sale to the young folks, and 
old folks, as well. 

Another merchant, in a near-by 
city, on learning what his “neigh- 
bor” had accomplished, put in some 
additional energy rubber footwear- 
wise, and sold a pair of women’s 
overshoes with every pair of walk- 
ing shoes. This good merchandiser 
says that he is going to keep it up, 
that in his opinion, the “wardrobe” 
idea, with rubber shoes included, is 
a “humdinger.” The secret of it all, 
he says is: 

Make Them See Your Rubbers 


“Put your rubber shoes where 
people can see them. For rubber 
shoes are always in demand, 
whether it is summer, or fall, or 
winter, or spring. In the spring and 
summer, there are the tennis or 
golf or baseball, or other rubber 
soled sport shoes, or just the com- 
mon “sneaker, and rubber boots 
and fishing boots. And all the rest 
of the time there are these shoes, 
with the light and heavy rubber 
footwear very much in demand.” 

Here are some recently reported 
footwear wardrobe sales, with rub- 
-ber shoes included. They are taken 
from the books of two stores in 
Boston, one catering to a very high- 
grade trade and the other a medium 
class trade. 


‘*Kick” to Your Sales 


WOMEN’S FOOTWEAR WARD- 


ROBE 
(High-Grade Store — Rubbers In- 
cluded) 
Dress shoes ...§15.00 
I SN ices cceinnscicste nena 10.00 
Street shoes 14.00 


Hosiery (four pairs at $3. 00) 12.00 








Light rubbers 1.25 
Overshoes 4.50 
$56.75 
WOMEN’S FOOTWEAR WARD- 
ROBE 
(Medium-Grade Store — Rubbers 
Included) 
Dress shoes .............. = 00 
Golf shoes 7.00 
Street shoes .... 9.00 
Hosiery (four pairs at ™ 65) 6.60 
Light rubbers . 1.00 
Overshoes 4.00 
$37.60 
MEN’S FOOTWEAR WARD- 
ROBE 
(High-Grade Store — Rubbers In- 
cluded) 

Street shoes (two pairs, tan 
and black at $12.00) $24.00 
Golf shoes . 12.00 





A 1923 gaiter innovation on which 
a goodly volume of re-orders has 
been had for the 1924 winter. 








Hosiery (six pairs at $1.00).. 6.00 
Evening shoes ..................... . 10.00 
I ai sschrenatashhdasnapvtaclindates . 8.50 
DI ac snore sicyovinkoes’ 1.50 
ream nr 5.00 
$62.00 
COLLEGE MAN’S FOOTWEAR 
WARDROBE 
(Medium-Grade Store — Rubbers 
Included) 
Street oxford of tan calf........$10.00 
Street shoes of black calf...... 10.00 
Patent leather dress shoes.... 10.00 
Hosiery (2 dozen pairs—3 
for a dollar) .. a | 
Tennis shoes .................. 3.00 
I ohn o cvs cceticcrtgc\accomenvom 2.50 
MII occ csseusicataccence 1.50 
Overshoes 5.00 
$50.00 


Now let’s all go to work and push 
the footwear wardrobe idea with 
rubber footwear included. We shall 
be glad to hear what merchants 
outside of Boston have been doing 
in this direction. 





Believe in Your Merchandise 


Some one said that Christopher 
Columbus was the greatest sales- 
man because he sold an idea. Colum- 
bus sold the idea that the world is 
round. He called on prospects in 
Italy and Portugal and eventually 
made the sale in Spain. His selling 
was a certain masterpiece because 
he stood practically alone in his be- 
lief that the world was round, while 
everyone else was convinced and 
had been convinced for centuries 
that it was flat. 

The shoe store salesman has a 
rosy path compared with what Co- 
lumbus was up against. Persons 
coming into the store are at least 
partly sold on merchandise carried; 
or probably advertising has made 


, an impression. At any rate it’s now 


up to the merchant and his sales 


' force to sell his idea. 


Without 100 per cent belief in 
the articles which you sell as ideas, 
selling is exceedingly difficult. 
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New findings profits 
rom new Repco Brushes and Daubers 


HE new line of Repco Brushes Repco Daubers are made only in the 
and Daubers offers a fine op- stapled type. Like the brushes they are 


nay dditi | findi of the finest stock and finish. 
ee ee ee eee Repco Brushes are made in six differ- 


profits. ent types. The Daubers are made in four 
No shoe store is complete without different types. 

a stock of Repco Brushes and 
Daubers. Customers recognize 
their value instantly and little effort 
is necessary to promote their sale. 








Show them 
in your 
windows 





Repco Brushes are made in both the 
stapled and wire drawn types. The wood 
and bristle stock are the best that can be 
put into brushes and are equally good in 
both types, while the wax finish is care- 
fully applied and is lasting. The two types 
differ only in the method of fastening 
the bristle knots. 


For Sale by 
Shoe Findings Jobbers 


United Shoe Machinery Corporation, Boston 


San Francisco Branch, 859 Mission Street 
LK. Krieg Company, 39 Warren Street, New York City 








ber 13, 1924 
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N.S. T. A. Boosting National Shoe and Leather Week 


Edwin Clapp Salesforce Celebrate ‘“Get Away’’ Week—An Enjoyable and Constructive 
Program—Salesmen on Semi-Annual Trips 


HE National Shoe Travelers’ 
(Vaseeiaton in its September 

Bulletin asks its members to 
closely observe National Shoe and 
Leather Week of September 15-20. 
The Bulletin says: “The proposed 
National Shoe and Leather Week, 
held under the auspices of the allied 
organizations of the trade, has re- 
ceived the cordial official endorse- 
ment of that section of the Depart- 
ment of Commerce which is most 
closely connected with this indus- 
try. Writing from Washington, un- 
der date of August 18, Arthur B. 
Putnam, Chief of the Shoe and 
Leather Division of the Bureau of 
Foreign and Domestic Commerce, 
says: “I endorse most heartily the 
movement inaugurated to hold a 
National Shoe and Leather Week, 
and believe that it will be a great 
stimulus to our footwear and 
leather industry, with resultant 
benefits all along the line.” 


Edwin Clapp Boys Have Big 
Meet 

The week of August 25 was a 
busy week at the factory of Edwin 
Clapp & Son, Inc., at East Wey- 
mouth, Mass., where every energy 
was put forth towards getting the 
various lines of samples ready for 
the salesmen’s departure on their 
regular semi-annual trips. 

The work of picking new lasts, 
making sure to get the right ones, 
selecting the right leathers for 
the right lasts and choosing the 
patterns, kept the whole force 
working at top speed throughout 
the week. 

The “wind up” luncheon was held 
at noon, Thursday, August 28, fol- 


lowed by final discussion of the last 
details. Then as a climax came the 
feature of the week, the salesmen’s 
get-away dinner. This was held in 
the new auditorium and proved to 
be one of the most interesting 





GUY P. MOSES 


Who covers sections of the 
South for Edwin Clapp & Son, 
Inc., East Weymouth. 


of the many enjoyable gatherings 
of the kind which have been held. 


Dinner De Luxe 


Dinner was served promptly at 
seven o'clock, during which the 
company enjoyed, by radio, music 
from the Brunswick Hotel dinner 


dance. At eight o’clock, the treas- 
urer, Horace R. Drinkwater, opened 
the program by extending a hearty 
welcome in the name of Edwin 
Clapp & Son and giving briefly his 
views on the business outlook which 
he declared were most promising, 
predicting one of the best fall and 
winter seasons in years. 


Most Interesting Talks 


He then introduced A. H. Lock- 
wood, editor of the Shoe Style 
Digest and the Shoe and Leather 
Reporter, who gave an optimistic 
talk based upon facts, borne out not 
only by the United States crop re- 
ports, but by various business cen- 
ters and organizations. 

Mr. Lockwood was followed by 
R. D. Northrop of the Boot and 
Shoe Recorder who chose as his 
subject, “Modern Merchandising,” 
covering in a comprehensive man- 
ner advertising methods and their 
application. 

Guy P. Moses responded for the 
salesmen, giving a most interesting 
sketch of some of his early ex- 
periences on the road when he first 
started out with Edwin Clapp shoes 
at the age of twenty-two. 

Harry Malloy of the Shoe Retailer 
brought the greetings of his chief, 
together with a very reassuring 
and encouraging opinion from Mr. 
Stone as to the immediate future 
of the shoe business. 

During the evening, Arthur C. 
Davenport of the Shoe Style Digest 
rendered several selections on a 
common, ordinary, “plebian” hand- 
saw, to the astonishment of the 
whole company who didn’t believe 
that such weird, sweet music could 
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Save Those Colored Suede Shoes! 


—USE— 


RAVEN SUEDE DYE 


for dyeing all colored suede shoes black 





The slump of colored suede meant the loss 
of much valuable stock to many merchants. 
Recover that investment by dyeing them 
black, the popular prevailing color in suede. 
RAVEN SUEDE DYE gives all suede foot- 
wear a permanent, deep tone that will not 
smudge off. Easily applied by an inexpe- 
rienced hand. 


LIGHTNING OIL BLACK DYE 


for dyeing all colors of smooth leather black 


ame ee 














Does for smooth finished leather what 
RAVEN SUEDE DYE does for suede. W here 
retailers have colored leather shoes that are 
out of style they can inject new selling vigor 
into them by redyeing them black. 








—_—_—E——— OO — eee eee eo 


Buy it now and get your stock ready for the 
Fall demand. 











WHITTEMORE BROS., Cambridge, Mass. 


If Your Jobber Cannot Supply You, Notify Us 


0 — a —§ a § a © a © a © ee © Ee © ee 6 ee 6 ee © © 
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M. C. (“MIKE”) GALVIN 


Who represents the Goding 
Shoe Co. 


BOOT AND 


SHOE 


A. C. GOLDEN 


Who represents Hopkins & 
Ellis, Inc. 





be produced from such an instru- 
ment. 

Community singing was led by 
Mr. Laws, who also rendered several 
very pleasing numbers. He was 
accompanied by George Abel. 

Walter Cook, entertainer, deliv- 
ered an address that will long be 
remembered. The affair was closed 
by all joining in singing “The Long, 
Long Trail,” followed by “The Star 
Spangled Banner,” after which 
there was a general inspection of 
the samples spread for the occasion. 


List of Those Present 


There were present: Horace R. 
Drinkwater, Edwin C. Lincoln, 
S. Preston Moses, Robert L. Sum- 
mers, Guy P. Moses, William A. 
Hodges, J. Charles Hauser, G. W. 
R. Hill, R. D. Northrop, Harry Mol- 
loy, A. C. Davenport, A. H. Lock- 
wood, E. A. Richardson, P. A. 
Conathan, Frank Harrington, 
Thomas Dalton, E. Guillardet, 
Thomas Greaney, Henry Burk, 
Ethel Doble, Alfred Taylor, William 
Borden, George Farrar, W. Lincoln 
Stowell, Fred Townsend, Willard H. 
Holbrook, Thomas Lynch, Frank 
Buckley, Frank H. McIntosh, Mr. 
Warren, Col. A. C. Drinkwater, 
Sherwood M. Pinkerton, Edward 
G. Pinkerton, James M. Pinkerton, 
Clement A. Rogers, Burton E. Dur- 
gin, Lewis H. Burgess, Sumner W. 
Chandler, F. W. Covill, Shelton R. 
Houx, E. A. Whitmarsh, Frederick 
A. Drinkwater, Walter Cook, E. I. 
Van Nice, Lewis K. Jones, Elmer 
Thayer, William McKee, F. Collier, 
T. J. Evans, George Abel. 


Golden with Hopkins & 
Ellis 


A. C. Golden, one of the top-notch 
shoe salesmen of the country, and 
formerly with Crooker & Morse, 
Inc., is now out with the Hopkins 
& Ellis, Inc., line. “Goldie,” as he is 
called by his many friends in the 
shoe world, is a hustler. He has 
just returned from a most success- 
ful trip to Buffalo, and reports that 
his new line has made a big hit 
with the merchants in that section. 
“Goldie” has had wide experience 
in the selling of women’s styleful 
footwear. He knows practically all 
of the buyers in his territory by 
their first names, and they all know 
“Goldie” as being a good picker of 
“snappy” shoes that are good fitters 
and popular numbers with the 
ladies. 


Brown Selling Packard 
Shoes 


R. V. Brown, salesman for M. A. 
Packard Co. in the Southwest, is 
spending ten days in Boston look- 
ing after the interest of his cus- 
tomers, and getting better ac- 
quainted with The Packard Shoe in 
the making. 

Incidentally, he is also eating 
heartily of Boston fish and clams 
and drinking east wind as a tonic 
so that his system will be well forti- 
fied for his next trip. He reports 
the business outlook good. 


RECORDER 
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Wilmot Higgins Kidd Is 
Dead 

Wilmot Higgins Kidd died at his 
home, Frankfort, Ky., August 23, 
after a lingering illness of nearly 
two years. He was stricken with 
pneumonia at the Marion Hotel, 
Little Rock, Ark., on November 5, 
1922, from which illness he never 
recovered. 

This was Mr. Kidd’s sixtieth con- 
secutive trip for Hoge-Montgomery 
Company, and he never missed a 
season during that time. He was 
one of the most popular salesmen 
making Southern territory and his 
many friends knew him as “Billy” 
Kidd. His long experience on the 
road selling shoes for the one firm 
with whom he started as a very 
young man, was the reason he could 
number so many of his customers 
of the second generation. 

Mr. Kidd had a wide acquaint- 
ance among the shoe fraternity. 


Aronson Selis Sales Manager 

Jesse Aronson is now sales mana- 
ger for the Selis Shoe Co. of 
Stoughton, Mass., manufacturers 
of men’s welts. Mr. Aronson, who 
recently concluded five years’ asso- 
ciation with another shoe manu- 
facturing house, has had extended 
experience in the merchandising of 
men’s welts to retail at popular 
prices. His principal territory for 
the Selis folks is in New York, Bos- 
ton, Philadelphia and Baltimore. 
He covers the chain store and large 
retail trade. He is now planning his 
spring line, and will shortly have 
the new styles ready for the inspec- 
tion of buyers. 


















Steel Shelving 
Strength —combiactvengin wih 


Durability —Fit-esistive— oil, water 
and wear proof. 
Installed or rearranged 
Simplicity —easily and qietty, with 
ordinary tools. 
Arranged to store any 
Adaptability — ormodity. 
10% to 30% greater 
storage capacity. 
Economical — Moved or altered 
without depreciation. 
‘ Transfer Cases, Safes, 
PRE Ly Imm Nin hh Supplies 
THE GENERAL FIREPROOFING CO. 
Youngstown, O. verywhere 
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GEM DUCK ° 


itt \ 











FROM THE FIRST DAY 
YOU USE IT YOU’LL NEVER 
REFUSE IT 


Used with our wet process it produces a 
perfect innersole, as it is easily formed in 
and hugs the lip providing strength where 


trength is most needed. 


“CLIFTON”? COVERING CLOTHS 


“Clifton” backing and plumping cloths are 
recommended for satisfactory results. 


In profitable shoemaking all “Clifton” 


specialties register high. 


CLIFTON 


MANUFACTURING CO. 


65 Brookside Ave., Jamaica Plain 


BOSTON, MASS. 

















No More Breaking or Refinishing of 


Window Fixtures. 


METAL SHOE DISPLAY 


FIXTURES 


Attract Light and Brighten Windows. 


Always the Same. 














HIGHLY POLISHED, NICKEL FINISHED. 
Three Sizes—High, Medium, Low. 


Reasonably Priced. 


Write your Jobber, or Direct for Prices. 


Manufacturers. 


F.W. WHITCHER CO., 332 Albany Bldg., BOSTON 
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Here’s How One Merchant Gets Cash 
from Over-Due Accounts 
And the George Muse Company, of Atlanta, Doesn’t Hurt 


Anyone’s Feelings in Doing It 


OPLE who buy to any extent 
p= credit are, as a general 

rule, desirous of keeping 
their credit rating to the highest 
possible standard. They have come 
to learn the genuine value of a good 
credit rating, and the average 
dealer who bears this in mind in 
the writing of his collection letters, 
who touches upon it now and then 
when he is handling customers who 
have allowed their accounts to drop 
into arrears, will find that this will 
succeed often in collecting the 
money where other means have 
failed. 

This, at any rate, has been the 
experience of an Atlanta shoe and 
clothing firm—the George Muse 
Company—according to William F. 
Greene, who handles the matter of 
collections for the store. 


How to Go After Accounts Long 
in Arrears 


In comparison with other meth- 
ods Mr. Greene says that it has 
proven one of the most efficient 
means the store has ever employed. 
Especially is this true in the writ- 
ing of letters that are to go to ac- 
counts from five to six months in 
arrears. 

Mr. Greene has learned that by 
frankly explaining to the customer 
that his credit rating will certainly 
suffer unless he pays this account, 
or at-least offers to the company 
some satisfactory reason why he 
has been unable to do so, the cus- 
tomer will generally respond to the 
appeal. And for that reason, when 
he is writing collection letters to 
individuals who have allowed their 
accounts to become three or four 
months in arrears, he adopts the 
policy of frequently referring to the 
customer’s credit rating, sometimes 
in a frank, outspoken manner, at 
other times merely referring to it 
in a sort of casual way. A tabula- 
tion of results has shown, he states, 
that such a letter will generally 
accomplish from 50 to 60 per cent 
better results in the matter of get- 
ting the money than will the usual 
collection letter. And inasmuch as 
it is always the results accom- 
plished by which the merit of the 


plan is measured, we can accept it 
as a plan worth while if it collects 
50 to 60 per cent more money than 
do the usual collection methcds em- 
ployed. 


A Letter Which Brought Home 
the Bacon 


For instance, to better illustrate 
the idea, consider a recent letter of 
this nature that Mr. Greene sent 
out to a number of customers who 
had allowed their accounts to lapse. 
These accounts were all the way 
from three and four months to five 
or six months behind, and had 
failed to respond to the usual col- 
lection letters they had received 
from time to time during this in- 
terval. In this particular instance 
the letter was about the same as 
usual, except that the following 
paragraph was a part of it: 


“We are now rating our ac- 
counts for the Credit Exchange 
of Atlanta. We want to give 
every customer a good credit 
rating if possible, but you can 
realize, of course, that we can- 
not do this unless the account 








Fears, Jeers or Cheers? 
By Sam Davis 


Betty Small’s “steady” had a 
“big idea” and he soon learned to 
not give a rap or a snap for the 
sneers, fears or jeers of his patheti- 
cally apathetic advisors, the more 
they decried his projects, the more 
he defied his prospects of any failure 
—he knew that lack of self-confi- 
dence is the worst “confidence game” 
you can play on yourself, so he kept 
on mixing his perspiration with her 
inspiration. 

He never allowed his heart to 
sink or his brain to shrink, and so 
with the aid of the five progressive 
“P's,” Purpose, Patience, Persist- 
ency, Planning and Plugging, he 
won out and was money in on a 





broad, high and happy scale! 


As you learn to laugh at the chaff, 
the garnering of the “wheat” is sweet! 


MORAL:—WHEN DEEDS 
BACK CREEDS THE PURSE 
BACKS THE PERSON! 

(Think it Over) 


(Copyrighted 1922) 











is paid according to our terms. 
You know the advantage of a 
good credit rating. For your 
own sake will you not let us 
hear from you at once in re- 
gard to this account?” 


The results from this letter 
proved to be entirely gratifying. A 
big majority of the customers re- 
ceiving it either paid their accounts 
in full or in part, or at least gave 
the company good reasons why they 
were unable to do so, and promised 
early payment. 

Invariably, in fact, it has been 
Mr. Greene’s experience that this 
type of letter will accomplish the 
results better than any other 
method in the matter of collecting 
the money from overdue accounts. 





New Shoe Department in 
New Orleans 

New Orleans, La.—The Krauss 
Co., Ltd., has opened a new shoe 
department. The whole rear of the 
ground floor has been given over to 
the new department. On August 
25, the public found awaiting it a 
stock of 20,000 shoes for men, 
women and children. There were 35 
tables on which shoes at attractive 
prices were featured. There is a 
seating capacity of 75 and 40 sales- 
men were on hand for the opening 
day. 

The management of the big de- 
partment store of Krauss Co., Ltd., 
stated that the new department was 
the result of the numerous requests 
which they had received for shoes 
in their twenty-two years of suc- 
cessful business. 

The idea behind the retailing of 
shoes in this department will be 
service, coupled with good shoes at 
lower prices. It is the policy of this 
store that no other establishment 
shall undersell it, and the manage- 
ment says that the shoe department 
will be no exception to the rule. 

Special care in the fitting of chil- 
dren’s school and dress shoes is ex- 
ercised, whether the children come 
alone or accompanied by an older 
person. 

On the opening day, the entire 


(Continued on page 68) 
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The Shoe [hat Has 
Is Lhe Shoe That 


Written by Albert W. Frey, Instructor in 
Marketing at Dartmouth College, and 
appearing in the Boot and Shoe Recorder. 


“The shoe that is selling today and 
the shoe that will sell in the future 
is the one that has a talking point. 
In addition to style, a real proof of 


quality (not the mere mention 
of it), a real proot of comfort, a 
real proot of value, a real proof 
that the shoe will preserve the arches 
or do this, that or the other, will 
mean a real demand from Mr. 
Public. 

“The fact that many shoes are ad- 
vertised today would be a good 
thing if they were WELL adver- 
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A Talking Point 
Is Selling Today! 


tised. But after looking over a 
series of competitive shoe adver- 
tisements, how much is the con- 
sumer impressed by any of them? 
Almost any shoe can be made to 
look well in a picture and practi- 


cally the same words can be used in 
talking about the six dollar shoe as 
in talking about the one at fifteen 
dollars.” 


THE 





ARCH RRESERVER Te 


is a National Success because it has been 
consistently advertised and possesses the 
talking points which sell shoes in a big way. 





E. T. WRIGHT & COMPANY, INC., Rockland, Mass. 
Also Makers of the “Just-Wright”’ Men’s Fine Shoes Since 1876 
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front window space of the Krauss 
store was given over to shoe dis- 
play. The new shoe department was 
inaugurated with a record-breaking 
sale. 





Footwear Imports Show 
Increase 


Washington, Sept. 9 — Imports 
of footwear into the United States 
increased 43 per cent during the 
month of July over the quantity 
imported the corresponding month 
last year, according to statistics 
compiled by the Shoe and Leather 
Manufacturers’ Division, Depart- 
ment of Commerce. The imports, 
totaling 262,337 pairs, comprised 
51,551 pairs of leather boots and 
shoes (free), valued at $136,375; 
55,505 pairs of slippers (free), 
valued at $29,252; and 155,281 
pairs of dutiable footwear, valued 
at $53,311. 

During the seven months ended 
July 31, 1924, there were 630,858 
pairs of boots, shoes and slippers 
imported, representing a valuation 
of $1,222,244 as compared with 
492,180 pairs, valued at $653,512 
received into this country the cor- 
responding seven months’ period 
of 1923. Dutiable footwear amount- 
ing to 791,581 pairs, valued at 
$248,384, and 528,393 pairs, valued 
at $172,588, were imported into the 
United States during the respective 
periods of 1924 and 1923. It is 
therefore noted that there has been 
an increase in the imports of each 
class of footwear in 1924. 





Figures on Footwear 
Exports 


Washington, Sept. 7.—Leather 
footwear exports from the United 
States during July, 1924, amounted 
to 481,251 pairs (with a value of 
$1,070,860), of which 179,694 pairs 
were men’s and boys’ boots and 
shoes; 175,612 women’s; 101,561 
children’s; slippers, 11,452, and 
athletic and miscellaneous, 12,932 
pairs. These figures were compiled 
by Arthur Butman, chief of the 
Shoe and Leather Manufacturers’ 
Division. 

Seasonal fluctuation is noted in 
all classes. The men’s shoes ex- 
ported in January, 1924, totaled 
195,982 pairs, rose to 345,131 pairs 
in May and declined to 179,694 
pairs in July. Women’s’ shoes 
showed similar variation in quan- 
tity with 99,101 pairs exported in 
January, 197,514 pairs in May; the 
low level of 162,817 pairs in June 


already has an upward trend to 
176,512 pairs in July. The largest 
quantity of children’s shoes ex- 
ported the first seven months of 
1924 consisted of 211,584 pairs in 
May and the downward trend is 
noted in July with 101,561 pairs. 
In July of 1924, as compared 
with the corresponding month of 
1923, there is an increase in the 
quantity of men’s footwear ex- 
ported to France, the United King- 
dom, Canada, Panama, Central 
America, Jamaica, Dominican Re- 
public and the Philippine Islands, 
but the falling off in quantities 
shipped to Cuba, Mexico and the 
sections of Europe, exclusive of 
France and the United Kingdom, 
constituted a decrease. The demand 
for women’s shoes increased in the 
United Kingdom, Panama, Central 
America, Mexico, Cuba, Dominican 
Republic and South America. and 
decreased in British South Africa. 
Slightly better markets for chil- 
dren’s shoes were noticed in Pana- 
ma and the Dominican Republic in 
July of 1924 than in July, 1923. 





J. Albert Thomas Is Dead 


Providence, R. I.—J. Albert 
Thomas, president of the Rhode 
Island Shoe Retailers’ Association, 
and manager of the Walk-Over 
Shoe Store, 280 Westminster street, 
is dead. His passing away occurred 
suddenly, at Marion, Indiana, on 
August 30. Acute indigestion was 
the immediate cause. 

Mr. Thomas was 51 years of age. 
He had left this city some three 
months ago for California, where 
he enjoyed a pleasant vacation and 
was staying at Marion for a few 
days, en route to his home city, 
when stricken. 

Mr. Thomas was one of the real 
builders of the Rhode Island Asso- 
ciation, ever tireless in his effort 
for better business methods, good 
fellowship among brother’ mer- 
chants, and a closer co-operation 
between shoe store employer and 
employee. He was a member of the 
Chamber of Commerce of this city, 
and of the Men’s Advertising Club 
of Providence, known as “The 
Town Criers,” and a prominent 
Mason. 





Style As a Time Saver 


Charles MacLaughlin, of Mac- 
Laughlin, Conway Co., Lynn, Mass., 
a keen observer of fashions, com- 
ments that styles in footwear that 
are welcomed by women these days 
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are those which save time. For- 
merly women would spend time and 
effort to array their feet in fashion, 
even going to the extent of spend- 
ing minutes in the lacing and un- 
lacing, or the buttoning and un- 
buttoning of high boots. But, these 
days of many activities, women 
want shoes that they may put on or 
off in a jiffy, and, furthermore, 
shoes that will stay on securely, so 
that it is not necessary to stop 
along the street, or on a dance hall 
floor, to tie up a lace, or to delay 
the start of a theatre party until a 
button is sewed on. Hence the 
present popularity of step-in styles, 
which can be put on in an instant, 
and, if they need any fastening at 
all, can be fastened with the twist 
of the wrist. 

“These things being so,” says 
Mr. MacLaughlin, “we have to con- 
sider the time factor in shoe styles 
these days. Of course, shoes must 
be pretty, too.” 





Display of Welt Shoes 


The United Shoe Machinery Co. 
made a display of Goodyear welt 
shoemaking at the Lynn fair last 
week, using the exhibition which it 
had at the shoe and leather exposi- 
tion in Boston in July. This exhibit 
included “the wooden shoemakers” 
or wooden figures cut out to repre- 
sent a crew of nearly 100 shoe- 
makers at work in the process of 
making a welt shoe from the cut- 
ting to the packing room. A dupli- 
cate of this display has been set up 
in the Smithsonian Institute at 
Washington. Maj. Charles T. Cahill, 
of the United Shoe Machinery Co., 
was in charge of the display at the 
Lynn fair. 





Los Angeles 


The Chamber of Commerce has 
issued the folowing statement: 
“Los Angeles is now the fifth city 
in population, the tenth in industry 
and ninth in wealth in the United 
States. There have been over four 
hundred new industries added to 
Los Angeles pay roll list since Jan- 
uary Ist, 1924. The increase of 
retail trade in the first six months 
of 1924 over the same period of 
1923 (the banner year) amounted 
to fourteen per cent, while building 
permits granted during the first 
six months of 1924 amounted to 
$78,828,738, far surpassing any 
city west of Chicago, Los Angeles 
produces 82 per cent of all motion 
pictures made in America.” 
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Answers the comfort appeal 
of the tired foot 


HE SHOE with the Crawford Arch Sup- 
porting Shank not only relieves the tired 
foot but holds the foot in a position not 
- readily susceptible to fatigue. 


The Crawford Shank is a resilient brace 
holding the shank of the shoe close to 
the foot when relaxed and support- 
ingitwhen under weight of body. 


Put Crawford Arch Support- 
ing Shank Shoes on your 
customers’ feet. It will 

prove a profitable 
experiment. 


SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


Y 


eC 8S eS Ste 


“The Shoe with the Crawford 
Arch Supporting Shank 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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‘é Pick out any city in the U. S. 

The Shoe the of 200,000 population or over. 
Whole Trade is 
Talking About.” 


Ask us whom we make shoes 
for in that city. We shall 
take great pride and pleasure 
in giving you a prompt reply. 


One of the Season’s 
Snappiest Lasts and Patterns 


STYLE 549. See illus- 
tration. Black Scotch 
Grain. Soft toe. Price 
$5.00 


STYLE 550 (Same as 
Style 549) in Smooth 
Tan Calf. With Box toe. 
Price $5.00 


STYLE 548. Same as STYLE 551 (Same as 
above in Golden Tan Style 550) in Smooth 
Scotch Grain. Soft toe. Black Calf. Box toe. 
Price $5.00 Price $5.00 


TERMS: 5% 10 days, net 30 
Made plain, with your own markings or stamped FIELD’S 
UNIT. Send us a trial order for FIELD’S UNIT shoes and ask 


us to send you the famous FIELD’S UNIT “Split Chicken,” 
also catalogue of the other FIELD’S UNIT shoes carried in 


stock. 


Salesman with full line of FIELD’S UNIT shoes, BURT & 
PACKARD “KORRECT SHAPE” shoes and “‘ANATOMIK”’ 
shoes for men, will call on request. 

An announcement of interest on ‘‘Korrect Shape” Shoes will appear in the Saturday Evening Post of October 18 


FIELD & FLINT COMPANY 
MONTELLO STATION BROCKTON, MASS. 
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No. 330 
The “Velma” 
Black Satin 





It has been our mission for many years to furnish the 
wholesale trade with the most serviceable fabric footwear 
that intelligent specialization can produce. Our leadership 


in this field indicates the success of this policy. 


We Sell to Wholesalers Only. 


DINGLEY-FOSS SHOE: COMPANY 
fabric Shoe Manutackurers 


ALIBURN, MAINE 


BOSTON OFFICES, 54 LINCOLN STREET 
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Arrived / 


No. 110 Is Here! 


Just a bit off the prevailing Light Tan, its deeper 
tone (suggestive of the mellow richness of 
Autumn) is designed primarily to please the 
more conservative buyers. 


Folks tell us that it is a fitting complement to 
our comprehensive line of WILLOW CALF. 


AMERICAN HIDE & LEATHER COMPANY 


Offices and Stores 
NEW YORK BOSTON CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER COMPANY, Ltd. 
Northampton and Leicester, England 


Calf and Side Upper Leather Tanneries 
Peabody Woburn Chicago 
Sheboygan Ballston Spa Curwensville 














1924 
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Don’t Grope 
in the Dark 


HE dealer who feels his way forward a 
step at a time—-sizing in with the small- 
est possible order—may be playing a very 
dangerous game. 
In times of uncertain trade conditions, what 
lines feel the first nip of the frost of public 
indifference? Invariably it is in unbranded goods. 


Wise, indeed, is the dealer who goes slow in buying 
goods of uncertain character, or those that have not 
won the public confidence. 


But have you noticed how loyally the buying public 
stands by goods of known and proven value? A line such 
as Daniel Green Comfy Slippers, where value has been 
established by long years of keeping faith with the pub- 
lic, scarcely feels the fluctuations that prove so danger- 
ous to lesser-known goods. 


The millions who have bought Daniel Green Comfy 
Slippers year after year, are not easily diverted from the 










LEZ 
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eee good opinion that lies behind years of satisfactory ex- 
the 1924 perience. Long ago these millions learned to put value 
Green Book above mere price. Today this good-will we have so 
Jee patiently built up through years of earnest striving and 
——— fair dealing, is our insurance, and the insurance of every 

Comfy Sere" Daniel Green dealer, against any slackening demand. 
—a Don’t grope in the dark. Check up today with your sales 
een people and see how many sales you are losing on Daniel 






Green Comfy Slippers, becatise you are out of sizes. 
Daniel Green Dealers are ordering now for their fall 
requirements because they know Daniel Green prices 
will not change. Let us hear from you. 








Have you received your copy 
of the 1924 Green Book, recent- 


chenticing. suggestions for the DANIEL GREEN FELT SHOE CO. 


dealer who wants to sell more 
Daniel Green Comfy Slippers. General Offices: DOLGEVILLE, NEW YORK 





















Sales Offices 
116 East 13th Street 10 High Street 


New York City Boston, Mass. 
189 West Madison Street 


Chicago, Ill. 






a= 
Bp Daniel Green 


Comfy/ Daniel Green 


Eo Comfy Slippers 













































The Fifi Model 


One of the “Six Best Sellers.” In all 
Patent Leather, Black or Colored Calf, 
Black Suede, Black Satin with Suede 
top, Black and Colored Kid. 
enn. or TR Wire for Salesman or Samples 
heals, in Ben, Cuben or Spanish 


Wood heels. Made with our famous 
Cottage Shank. 


SHERWOOD SHOE CO. :: Rochester, N. Y. 


ORIGINATORS OF QUALITY McKA YS 





























CASH IN ON TODAY’S WONDERFUL 
INTEREST IN OUTDOOR LIFE 


Hunting, fishing, boating, camping, hiking, golfing, tennis and other 
outdoor sports are now followed by hundreds of thousands of ardent 
enthusiasts—every one of whom wants and will buy outing footwear. 


Russell’s Moccasin footwear meets their needs perfectly—in the Russell 
line there’s a type of shoe, boot or moccasin, for every outdoor sport. The 
dealer who handles Russell’s nationally advertised boots and moccasins 
is sure of mighty profitable business. 


RUSSELL’S 
“IKE WALTON” **APACHE”’ 


Made to measure from im- Formerly known as the “Scout Special,” 
— waterproofed veal with choicest of genuine moccasins for camp and 

ng-wearing Maple-Pac soles. outing wear. Shaped to natural lines. Made in 
Staunch as a boot, yet flexible chocolate and gray elkskin with rubber or 
as a moccasin. flexible, sturdy Maple-Pac Soles. 


Write for Catalog and Dealer Discounts 


The W.C. RUSSELL MOCCASIN CO, 
927 Capron Si., Berlin, Wis. 
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Warning--- 








There is only one genuine 
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“SUNSET” 


Originated and Manufactured by 
THE BARNET LEATHER CO,., Inc. 
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We have learned that certain calf leather shoes are being offered to whole- 
salers and retailers throughout the country as—“Like SunSet”—‘“SunSet 
Shade”—“Imitation of SunSet”—or “Just as good as SunSet”—etc. 
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The tremendous demand for “SunSet” has developed a sales situation 
which creates an opportunity to offer substitutes yet we cannot believe 
that any one would use these substitutes deliberately, realizing the injury 
they are doing the Barnet Leather Co., Inc., and to the shoe manufacturers 
who are using the genuine product. 
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The shoe trade is hereby notified that “SunSet” is the trade name of a 
particular shade of genuine chrome tanned calf leather, that can be used 
only by the Barnet Leather Co., Inc., of Little Falls, New York. “SunSet” 
WAS ORIGINATED by them and can be used ONLY by them. If any 
leather other than “SunSet” is offered as “SunSet,” it is a gross infringe- 
ment on the rights of the Barnet Leather Co., Inc., and a deception of the 
Purchasing Public. 
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re In this announcement, the Barnet Leather Co., Inc., feels that it is express- 
rs ing the attitude of other calf leather tanners who are equally jealous of 
x the integrity of their products. The Barnet Leather Co., Inc., in its 


determination to prevent any attempts at deception through the misuse of 
any trade names of its leathers, is actuated by a desire to protect alike the 
Tanner, the Shoe Manufacturer, the Wholesaler, the Retailer and the 
Purchasing Public. 


Barnet Leather Co., Inc. 


360 MADISON AVENUE, NEW YORK CITY 
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Distributing Agents 
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SAN FRANCISCO MILWAUKEE CINCINNATI ST. LOUIS ROCHESTER 


ae Boston Distributors 


BARNET LEATHER CO., Inc. 
of MASS. 
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Tanneries 


LITTLE FALLS 






Ss 


98-100 South Street 
Boston, Mass. 
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There’s Big Demand 


for Oxfords 


TAN CALF OXFORD, WING TIP, BRASS 
EYELET ° 


We have oxfords waiting in our childs 6206 8%toll D&E 
Misses 6205 11% to2 | Aan 


In-Stock Department for your G.G. 4475 2% to7 


shipping address. Oxfords are TAN SIDE OXFORD SHIELD TIP 
the most important style in your Sims G8 ifs? BEE ye 
e most impor isses to 1 
2 eae by — - oe G.G. 4478 2%to7 D 2.60 

THE NEW ; LENOX wane line today. Our advice is to wire GUN CALF, WING TIP, NICKEL 

Made in tent r vamp with dull : 

us today—and avoi st sales. 
= aS patent Eater and & y d lost sales Childs 6211 8%toll D&E $2.05 


8 Misses 6210 11% to2 D&E 2.25 


ass GG. 4481 2% t07 =D 2.15 


Also carried in stock in oxford. 10 cents 
per pair less. 


For 
Weimer, Wright and Watkin Co. en ae 
39 S. Second Street, Philadelphia CHILDREN 























A Godsend for the Tenderfect! | 


. _———— — a 
_——— = 
— a 


= 


REG. U.S. PAT OFF. 


PROMPT DELIVERIES 
Leather Sole, Rubber Heel Felts 
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TREATED £ELT CLSHIiON 





One out of three of your customers has abnormal, tender 
feet. The Baker ’Lthshoe is made for them. It supports the 
arches, fits every contour of the foot and is as near to skin- 
comfort as the hand of man can make a shoe. 

RIBBON TRIMMED JULIETTE 
Style 1025 Write me personally for samples and prices 


A. J. McNulty, Sales Mgr. 
J. H. BAKER CO. 


117 Lincoln Street 
Factory at Beverly, Mass. 


QUALITY OUR WATCHWORD 
C. A. GROSVENOR SHOE CO. 


Worcester Oxford 
Massachusetts 
Boston Office, 139 Lincoln St. 
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Men’s Better-Grade House Slippers 
NOW IN STOCK 


N umbers 455 and 457, listed below, are slippers of unusual merit and will 
add to your sales the year around. 


THIRTY OTHER 
LINES 


NOW IN STOCK 


Stock Folder on Request. 


TAN KID EVERETT (==) TAN VICI COLUMBIA 
Flexible Sole DATS Flexible Sole 
Sizes 6-11, C-D $2.95 Sizes 6-11, D-E $3.25 


If our In-Stock Lines are not such as to cover your requirement it is not too late to 
enter your order for Holiday Slippers to be made up as desired. 


The L. B. EVANS’ SON CO. Wakefield, Mass. 


Boston Office, 110 Summer St. New York Office, 130 W. 42nd St. 
OU OUOU HOUTEN OUT OU OU OU OOOO ONO 
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Our fall and _ winter 
national advertising 
campaign in the 
SATURDAY EVENING 
POST will surely mean 
that more Packards No. F-700 


than ever will be sold. THE RUGBY 
IN STOCK STYLES will Tan Edinmoor Calf 
be featured, so why not Derby Oxford 
show these new models AB?7-11, CD 6-11 
NOW. You'll be asked 

No. 701—Same Style 
rr in Black Edinmoor Calf 


| @ M. A. PACKARD COMPANY ( 
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$3.50 

7.00 
10.50 
14.00 





CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


er 


?. 50 
10.00 


$3.00 
6.00 
9.00 
12.00 


Payment in advance is required, except when regular advertisers, as amounts are 


IONS WANTED—Four cents 
amount accepted, 


word for each 





small to open accounts 














SALESMEN WANTED 


SALESMEN WANTED. 


SALESMEN WANTED 





E have open a territory, comprising the 

states of Missouri, Kansas, Colorado, Ne- 
braska and Iowa, for a live, energetic man, 
who can sell large, as well as other accounts, 
on a very attractive basis. All communications 
will be held strictly confidential. The Vollman 
Lawrence Co., Station A, Cincinnati, Ohio. 





OR States of Tennessee, Alabama, Georgia, 

North Carolina, South Carolina and Florida, 
to carry medium-priced high-grade ladies’ line 
of Welts and McKays. Applicant must have 
established trade in the territory. When an- 
swering give reference, amount of sales, and 
exact terms desired. The Roth Shoe Mfg. Co., 
Cincinnati, O. 





GALESMAN WANTED—To represent manu- 
facturer of Men’s Shoes with In-Stock De- 
partment. Write, giving full details and terri- 
tory. Address B-10, care Boot and Shoe Re 
eorder, 207 South Street, Boston, Mass. 


SALESMAN WANTED for a line of high- 
“’ grade Brooklyn turns for Middle West and 
Coast. No objection to being carried with non- 
conflicting line. Bert E. Drake & Co., 151 
33rd St., Brooklyn, N. Y. 


I IVE WIRE SALESMAN to carry manufac- 
4 turer’s high-grade line women’s turn shoes. 
One calling on best trade only. For Pennsyl- 
vania, New Jersey and Maryland. Address Box 
P-30, care Boot and Shoe Recorder, 1420 Wid- 
ener Bidg., Philadelphia, Pa. 











WANTED Salesman experienced in selling 
a high-grade line of men’s dress shoes to 
represent us in Iowa. Good In-Stock Depart- 
ment; 6% commission. Wonderful opportunity 
for salesman with established trade. Give ref- 
erences and name of at least two manufac- 
turers you have represented, also amount of 
annual sales for each. Strictly confidential. 
— Bush & Weldon Shoe Co., Milwaukee, 
is. 


GAL sESMEN WANTED—Old established house 
’ wants shoe salesmen for New England and 
New York territory. Ladies’ novelty and staple 
goods in stock, also strong line men’s slippers. 
Pays 7% commission. Reference required. Ad- 
dress B-23, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


WANTED. EXPERIENCED SALESMEN—To 
cover our established trade in California, 
Utah, Nevada, 








Oregon, Washington, Arizona, 
Idaho, te sell our line of Infants’, Children’s, 
and Misses’ turn shoes and sandals; strictly 
7% commission. Forty-five numbers in stock ! 
Address, with references, The Rehr Shoe Co., 
Orwigsburg, Pa. 


Salesmen Wanted 


A few ambitious and energetic men to 
sell Ford cars and products. Apply Pil- 
grim Motor Company, 100 Walnut St., 
Somerville. Telephone Somerset 7600. 

















SALESMAN WANTED 


Manufacturer’s line of the most perfect 
shoe for children, boys and.giris, ever pro- 
duced. new and different with 
ints. Unusual side line. 
ilities for right men. Ap- 


many talking 
Wonderful 

peals to big trade. Experience and refer- 
ences necessary. Commission basis. Cali- 
fornia Seamless Shoe Co., Long Beach, Calif. 
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morc ep ero = enee FACTORY, Lebanon, Pa. 
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-- you want a side line, we have a corking 
good line of infants’, misses’, children’s, 
growing girls’ and boys’ shoes, carried on 

floor. We can give you the entire line or part 
of it to fit in with the line you are now 


XPERIENCED SALESMAN wanted to take 

charge of family shoe store. Good window 
trimming essential. Splendid opportunity to 
right party. Address K-695, care Boot and 
Shoe Recorder, 127 Duane St., New York. 





carrying. 7% commission, no drawing 
References required. Address B-11, care Boot 
and Shoe Recorder, 189 W. Madison S&t., 
Chicago,, Ill. 








North Lebanon Shoe Factory 
Manufacturers of 
UNION MADE WORK SHOES 
Union Factory No. 272 
Lebanon, Penn. 


September 4, 1924. 
Boot and Shoe Recorder 
Publishing Co., 

207 South St., 

Boston, Mass. 
Gentlemen: 

Please continue our adver- 
tisement in your issues of 
September 13, 20 and 27, 
changing the heading to 
Michigan, Indiana, Illinois. 

You will be glad to know 
that the results of our adver- 
tisements have been quite 
satisfactory, as they have led 
to our securing the services of 
several very good salesmen. 

Yours very truly, 
NORTH LEBANON SHOE 
FACTORY 

Walter E. Wemer. 


— 














WANTED — Experienced salesman to sell Lion 
Brand Shoes for Work and Outdoor Wear, 
and Specialty Line of Dress Shoes in Detroit 
and surrounding counties. Excellent oppor- 
tunity. Give complete information concerning 
yourself. Harsh & Chaplin Shoe Co., Mil- 
waukee, Wisconsin. 


ALESMEN WANTED—To sell popular- 
priced line of Men’s Brockton-made 
to retail at $4, $5 and $6. Thirty-five styles 
carried in stock. Will FR commission. 
Give reference and expe in applying. A. 
Sandler, 144 Lincoln Bt. Boston, Mass. 





TERRITORY Northern Ohio, also Indiana In- 
stock snappiest dress men’s line solid leather 
shoes, priced absolutely right, also Trade-Build- 
ers, Work shoes, and Gardiner Women Turn 
Comforts. Straight commission Brandau Shoe 
Co., 250 W. Jefferson Ave., Detroit, Mich. 





SS Shoe Salesmen, ac- 
quainted with trade, to sell our short line 
of Men’s popular-priced Dress Welts. We want 
salesmen in mver, Detroit, Indianapolis, 
Columbus and Kansas City. Give reference and 
experience in applying. La Crosse Boot & Shoe 
Mfg. Co., La Crosse, Wis. 





WANTED Experienced salesman to carry on 
commission, “Kesco” line of Infants’ 
Children’s and Misses’ Turn Shoes, in Ohio, 
Indiana and Kentucky. Also salesman for New 
York and New Jersey. Address with references, 
The Kepner-Scott Shoe Co., Orwigsburg, Pa. 





WANTED, EXPERIENCED SALESMEN— 
Side line Children’s Turns. New York, 
Pennsylvania, Illinois, Indiana, Iowa, Michi- 
gan, Ohio. Straight 7% commission. In-stock 
proposition. Give qualifications and references 
first letter, stating what line you handle. 
Schuylkill Shoe Co., formerly F. C. Gerber, 
Orwigsburg, Pa. 


ANTED—Salesman for Florida to 
our line of infants’, children’s and salen’ 











Experienced New England 
Salesman Wanted 


Middle Western manufacturer of well 
known .line of men’s shoes to retail at 
oe Ob OF cnt SS ee Ee 2 
cover the New England States. 
This line is well known for its quality, 
— J _- Ppa ye and offers great 
the retail merchant. We will 
i > eed in a salesman who 
has a following amongst New England 
merchants and has sufficient confidence 
in himself to carry our line on a liberal 
commission basis. For further particu- 
lars address Box B-12, care Boot 
Shee Recorder, 207 South Street, Bos- 
ton, Mass. 
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POSITION WANTED 





LINE WANTED 



























Salesman Available 


Thoroughly experienced salesman, capable of directing a sales organiza- 
tion or selling entire output of medium-sized factory, is now available. 
Has wide acquaintance among wholesalers and volume buyers, and is 
recognized as a creator of smart styles. Experienced in advertising and 
the handling of credits. Can furnish splendid references. Reply Box B-4, 
care Boot and Shoe Recorder, 207 South Street, Boston, Mass. 








BUYER or assistant with organization ap- 

preciating work of ambitious, energetic 

married man, good habits, pleasing person- 

ality, experienced several years. Manufacturing 

and retailing shoes. Address B-20, care Boot 

= Shoe Recorder, 207 South Street, Boston, 
ass. 


F 4cToRY POSITION WANTED—Young 
man, 32 years of age, is open for a position 
as executive in the shoemaking dept. of a mod- 
ern factory. Has served successfully as assist- 
ant superintendent with one of the largest 
Eastern concerns. Understands Welt, McKay, 
Standard Screw and Stitchdown pr 

Best of references furnished. For further 
particulars, Address B-16, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 


XPERIENCED wholesale shoe buyer, ac- 

quainted with retail trade Chicago and 
suburbs wishes to make change. Prefers in- 
terest in business and will invest up to $10,000. 
Address B-17, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, IIl. 


EXPERIENCED SHOE BUYER and Manager 
is open for position with good shoe store 
or department. Prefers medium-sized north- 
western city. Address B-18, care Boot and 
Shoe Recorder, 207 South Street, Boston, Mass. 

















GHOE MAN—Experienced, retail, would like 
to make a change either as salesman or 
manager of fair-sized store. Box B-19, care 
Boot and Shoe Recorder, 207 South Street, 
Boston, Mass. 





SALESMEN WANTED 





WANTED—Experienced salesmen who cover 
Indiana, Illinois, Michigan, ‘oe 
Pennsylvania, Kentucky, Tennessee, 
sota, Washi nd Fay men Mississippi, North 
to carry our com line 
of First S ~y fe -heel turns in sizes 
to 1144/2; ible Welts and Stitch- 
downs in sizes Tanniag from 1 to 11. Goods 
carried in stock. Our line can be carried with 
non-conflicting lines. We pay 7% commission. 
pe now ready. Give full particulars and 
erences when sending in your application. 
Flesibie Shoe Company, Rochester, N. Y. 








WANTED AT ONCE—Popular-price lines 
men’s and boys’ welts. Dress and semi- 
dress and low price work shoes. Also women’s 
and growing girls’ snappy style novelties, Mc- 
Kays and Welts. By Seattle resident shoe man 
of middle age, good appearance, and wide trade 
acquaintance and Go-getter; for N. W. terri- 
tory on commission basis. Address Shoeman, 
4405 4th Avenue N. E., Seattle, Wash. 


W ANTED—Popular-priced line women’s and 
growing girls’ novelties, on floor for quick 
deliveries. By resident salesman and business- 
getter, for Pacific Coast and N. W. territory; 
on —_ bas. Address Shoeman, 4405 4th 
Ave. N. E., Seattle, Wash. 








FOR SALE 


IX BOYS’ sample shoe trunks in fair condi- 
tion. Address B-21, care Boot and Shoe Re- 
corder, 207 South Street, Boston, Mass. 








WANTED TO PURCHASE 


HIGHEST PRICE PAID 


FOR 
SHOE STORES 


R 
SURPLUS STOCK 


YOUNG & CO. 
316-317 Church St.—New York, N. Y. 
Telephone Canal 0356 











LINE WANTED 


L INE WANTED for southern territory—I 
have traveled the states of Kentucky, Ten- 
nessee and Georgia, for the past 15 years. I am 
in a position to add some good business to 
some live manufacturers of men’s novelty shoes 
or men’s snappy welts. I have a host of friends 
amongst the worth-while buyers and can fur- 
nish best references as to my integrity and 
ability. For further particulars address Box 
B-22, care Boot and Shoe Recorder Pub. Co., 
207 South St., Boston, Mass. 








ANAGER and BUYER—For women’s high- 
grade novelty boot shop, desires to make 
change. Excellent reference. Will consider out- 
of-town proposition. Address K-694, care Boot 
and Shoe Recorder, 127 Duane St., New York. 





POSITION WANTED 
Traveling footwear salesman, experi- 
enced in Central America, understands 
credits, bookkeeping, auditing, good 
scout on new territory, Spanish, fluent; 
German, fair; French, a little; wishes 
te represent large corporation or a 
group of smaller U. S. factories. Roy 
Hopping, Box 133, Keokuk, Iowa. 














LINE WANTED 


ANTED—Medium-priced line women’s welts 

and turns for Middle and Southwest. Have 
large acquaintance with best trade. James 
Cole, care Seneca Hotel, Rochester, N. Y. 








O LD reliable concern, calling on shoe trade 
for 16 years, wishes to represent manu- 
facturers of shoe findings. Address B-15, care 
Boot and Shoe Recorder, 207 South Street,, 
Boston, Mass. 


SALESMAN WHO HAS AN ESTAB- 
LISHED FOLLOWING WITH DE- 
PARTMENT AND SHOE a IN 
TERRITORY WEST OF ND _IN- 
Cc R, COLO RADO, 
WISHES LIVE SUNDRIES’ LINE ON 
COMMISSION — ADDRESS B-14, 
CARE BOOT AND SHOE RECORDER, 





207 SOUTH STREET, BOSTON, MASS. 











LINE WANTED FOR 
PACIFIC COAST 


A well known sales representative with 
wide experience throughout the entire 
far Western Pacific Coast territory is 
open for a proposition to represent a 
substantial shoe manufacturing con- 
cern that wants intensified effort and 
organization. Is well known to the 

is far Western 


trade personally or with a sufficiently 

large proposition to build up a sales 

organization and direct it. For further 

particulars address Box B-13, care Boot 

and “eg Recorder, 207 South Street, 
n, Mass. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 
596 BROADWAY, NEW ron. N.Y. 

Phone—Canal 687 


WILL SURPLUS STOCKS 

BUY | SUR ENTIRE STOCKS ) CASH 

Bargains in shoes gianee | on hand for 
special sales and bargain basements 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shen or 
any other merchandise. Quantity no object. 
For 80 years our spec 
Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, B n 
Phone Stagg 1757 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y. 
Phone Spring 1443 














CASH PAID 


taken 
We will representati to 
savestignte and = “offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 











Do you want to have your lines placed in 
channels that are big volume users of pop- 
ular priced McKays 
Women, Misses and Children? All ac- 
counts rated high and very desirable. Am 





Attention Manufacturers of McKays and Stitchdowns 


fully capable of increasing your sales and 
getting business that will prove highly 
profitable. Address K-693, care Boot and 
Shoe Recorder, 127 Duane St., New York. 














HIGHEST CASH PRICES PAID 
for entire shoe stocks. W 


313 Church Street, New York C 
We also ———— “ne. Ca furnishing 
goods, etc. Phone Canal 8764-5802 
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More Service Than Style in 
England 


Washington, Sept. 8—Service, 
not style, regulates the trade of a 
British shoe retailer, according to 
an analysis made by Norman Hertz, 
American Trade Commissioner, in 
a special study of the British mar- 
ket, made public here this week by 
the Department of Commerce. The 
opinion was expressed that “a cus- 
tomer, if his last pair of shoes wore 
a long time, will probably buy an- 
other from the same retailer.” It is 
suggested that the wisest course 
for American manufacturers to 
adopt to meet local competition in 
Great Britain is to operate their 
own retail stores. 

This official American observer 
points out that the profits of the 
multiple shops, or chain stores, in 
England, are generally large. These 
stores are not scattered throughout 
the country, but are concentrated 
in the larger cities. It is estimated 
that no less than 20 of these con- 
cerns manufacture their own shoes, 
and these make only a small propor- 
tion of the shoes they sell. One great 
advantage that the retailers han- 
dling American shoes have over 
their British competitors is larger 
variety of sizes and widths. 

As to sales resistant elements, 
the American Trade Commissioner 
says that “there is complaint, not 
only in Great Britain but also on 
the Continent, that the American 
shoe does not close sufficiently—a 
little more leather is wanted in the 
top of the shoe across the instep. 
This holds true for both men’s and 
women’s shoes.” 

Just how our British cousins 
differ from our styles is set forth 
by the Trade Commissioner as fol- 
lows: 

“Styles in men’s shoes vary little 
and must be orthodox; that is, 
rather plain tips and receding toes 
for London. In the Midlands a box- 
toe shoe can be sold. Heels should 
be about one inch in height. Stout 
soles should be the rule and all 
styles must be durable and as 
waterproof as possible. Most of the 
men’s shoes are heavily constructed. 
The shade of tan calf shoe should 
be a reddish brown or medium tan; 
chocolate color and very light tan 
do not sell in England. 

“Styles in women’s shoes do not 
change so rapidly in England as 
they do in the United States. One 
might say there are two distinct 
styles for women’s shoes—a short 
vamp, round toe shoe very similar 
to the French, with the exception 





that the heel is probably not so 
high (generally about 2% inches), 
and a longer-vamp shoe which is 
not so pointed as the American. 
The range of sizes of the English 
shoe are about two numbers longer 
than the average American shoe, 
starting with size 4. The widths are 
generally C, D, E and EE. There is 
a market for all classes of shoes, 
welted, McKay and turned, but 
naturally some _ districts want 
cheaper shoes than others. 


“Most of the chain-store opera- 
tors sell their shoes under a trade 
name. In some cases firms operat- 
ing chain stores will sell shoes of 
three or more different brands, 
opening up stores selling high- 
grade shoes in one part of the city, 
medium-price shoes in another, and 
cheap shoes in still another section 
and featuring distinct brands of 
shoes in each store. The multiple 
shops, or chain stores, have their 
buying agents in the principal shoe 
centers and generally buy direct 
from the manufacturers.” 





MISCELLANEOUS 
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ADVERTISING RATES—Card of Advertising 
Rates furnished tion. For rates for 


on 

Wants, For Sales, etc., see Want 
Every tion is taken by the BOOT AND 
SHOE’ RECORDER’ to cosld printing any 
statement likely to mislead its readers. The 


reserve the ht to reject any 
ia elie alltiemeatt 





OFFICES IN 


BOSTON OFFICE: 207 South Street. 
BROCKTON OFFICE: 224 Moraine St. Geo. 


W. R. Hill, M . Telephone 507. 
CHICAGO OFFICE® 189 West Madiaca St. Tele 
st LOUIS OFFICE: Leather Trades Bids. #. 

° wen (B. C. Bowen, . 

NEW YORE OFFICE: Reem 101, Grehem Bldg. 
127 nee Scott, Manager. T 
PHILADELPHIA OFFICE: Suite 1420, Widener 

Building, H. Walter Scott, Manager. Telephone 

it 5 
HAVERHILL OFFICE: Chamber of Commerce 

& = eo National Bank Bidg. Geo. 

CINCINNATI OFFICE: Secor 
. Bowen (B. C. I 





av. foegheas 
WASHINGTON OFFICE: William L. Daley, 26 
PARIS OFFIC : 2 Rue des Italiens. L. Hubbard, 
LONDON” OFFICE: P. V. Curtiss, Manager, 


8. W., 1 
USTRALIAN. OFFICE: Ecllias St. 


lervis Manton, M b 


12, Austria. 
Aires, Rivadavia, 2721 


M I. 
ARGENTINA: Buence 
BRAS Gaante Jobs 3. Fitch, 33 Rue General 


CHILE: Las Rosas 1123-1127. Otto 
Fuhrimann. ite. 

CUBA: Mr. H. Gomes, Corrales 2A, Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 


Manager. 
SPAIN: Gerente, Leoncio de Miguel, Librere 
Editor, 20 Fuencarral, Madrid. 
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laer4 « —O a 4 . C ; 
Menz Case «« Ameriean HOY 
Solid Leather 
Men’s and Boys’ Work and Dress Shoes 


Made by 


Ohe MENZIES SHOE CO. 
Fond du lac, Wis. 











Fine Calf Leathers Children’s Shoe Factory 


ls in Holland 
Velvetta Calf— Wants U.S. Connections 


Tuscan Calf— Large makers of Children’s Footwear in 
Holland desire foreign connections with 
Russia Calf— retail merchants or wholesale houses in 
America or elsewhere. 


Strictly Fine Full-grain Calf Leather Manufacture machine-sewed, glued 


HUNT-RANKIN LEATHER CO. shoes with flexible, repairable welt and a 


106 Beach St., Boston, Mass., U. S. A. special insole of our own design. Also a 
line of traveling turned slippers. Can defy 




















all competition by mass production. Any of 
the following prices are f.o.b. today: 
8-6 yrs. 7-10 yrs. 


Brown box calf derby shoe.....88c $1.15 
Brown box ankle strap shoe...70c . .98 
In Goat with Persian lining or 

in Patent Leather veceveee- 800 ©§=— 1.05 


We will gladly quote on quantity lots for special 
jobs, if sample pattern is forwarded to us—and 


yenTiations ae ae a counter sample will be sent to the inquirer. 
. 


eongenee Visit our stand at the International Shoe and 


Leather Fair at Amsterdam during September 
22-26. We will be pleased to send you a compli- 
mentary ticket, good for aH four days. 


Write for full particulars regarding our entire 
line and prices to SCHOENFABRIEK “De- 
OOIEVAAR,” Groesbeek, Holland. 























WHERE THE BUYER More Orders for Greeley Boudoirs™% 


and more Boudoirs for Greeley orders. 


SEEKS THE SELLER That's the way our business is developing. 


Merchants are increasing their bus- 


F iness with us and we are enlarging 
In the CLASSIFIED ADVERTISING SEC the facilities Aen tntiek 


TION of the Boot and Shoe Recorder. De soak Aer teen. Se 
The “want ad” does not attempt to create demand. We have said be- 
desire. The desire already exists in the prospective fore, and now repeat it: 


buyer’s mind, and he seeks out the want ad. It is a IN Greeley Boudoirs are worth 


case of the buyer seeking the seller. STOCK every nickel we ask for them. 
That’s why customers come 


Boot and Shoe Recorder Classified Advertising bey tobe yg for more. 
can do for you what it is doing for others. Keep ss 
jobber cannot supply you, write us. 














it in mind—and in action. xf A- W. “GREELEY, Haverhill, Mass. x 
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Diamond Brand (Visible) Fast The genuine Diamond Brand 
Color Eyelets have genuine cellu- (Visible) Fast Color Eyelets 
loid tops that never lose their can be identified by the two 
color and that actually outwear tiny raised diamonds on their 
the shoe. celluloid surface. 


V isibte eyelets are decorative, add 
comfort and long wear to lace shoes, 
and are essential for the perfectly 
finished appearance that is so desir- 
able on all good footwear. Always 
insist on Goodyear Welt shoes with 
Diamond Brand (Visible) 
Fast Color Eyelets, 


UNITED FAST COLOR EYELET COMPANY 


Manufacturers of 


DIAMOND BRAND (VISIBLE) FAST COLOR EYELETS 


’ 
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High Powered Patterns for 


Me, 


B4261—Black satin, Black Suede 
poy we Turn, 16/8 full covered , 


B4263— 
Calf pen i 


he 


Patent 
ie ii 14/8 covered Cubes oni, Pw, ease 
B4906—As illustrated, Black Satie, Suede 
trimmed, A-C $4.35 


me 


yt Pets Leatios, , See =a 


‘ 


Early Fall 


B4695—Patent Leather Hand Braided 
Strap, imitation Turn, 16/8 full covered 
Spanish heel. A-C $4.60 
B4696—As illustrated. Binet ae. | Potess 
Leather Braided Stra iS 
full covered Span’ ie beat. 





— 
— 


A selection of styles that 

are absolutely the last word 

in novelties. We have them 
first. 


IN STOCK 


for Immediate Delivery 
Patterns that Sell Ex 
Pairs for You. 
Priced Right. 
— eg 16, net 306. 
Boston. 
25 onan per less in 


_36 pair lets a number. 
a on new 





























B4270—Black Satin, Black ew. he 
a Turn, 18/8 covered Cu heel. 
B4271—As illustrated, All Patent Leather. 

Cc $2.90 


B4267—As illustrated. All’ Black . 
) SEP ~ CSN SEES S- $3.90 


imitation Turn, 
heel. A-C....$4,75 
Satin, Black 

‘ 475 
ek “Suede, oe 


B4900— Patent 

16/8 full covered 
B4902—As he Sans 
Suede trimmed. 

B4904— As Seneaeal a 
Metal Calf trimmed. 
B4914—As s Soe, Black Velvet, Patent 
Leather trimmed. $4.75 


Bi907—I 
Cuban heel. 


t Leather, 1 Bar Cut Steel 
a “Turn, 13/8 et 





oer enanal as a Suede, =a 
Leather trimmed. A-C $4.60 


B4690—Patent = FY Hand Braided Strap 
a tion Turn, 12/8 covered Cuban heel 
B4691—As —— tae Black Satin, Patent 
Leather trimmed. .. $4.50 
B4693—As on or Suede, ‘Patent 
Leather trimmed. A-C $4.50 

B4694—As illustrated, Light Russia Calf. 


ROGERS BROS. SHOE CO. 


59 LINCOLN ST. BOSTON MASS. 


= ae COAST BRANCH,135 BUSH STREET, SAN FRANCISCO > A 





September 13, 1924 




















